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ANOTHER PAIR OF THE 
SAME KIND 


THE SUCCESS OF THE MANUFACTURER AND 
THE RETAILER OF CHILDREN’S FOOTWEAR IS 
DEPENDENT ON THE SAME THING. 


THE READY{SALE-ABILITY OF THE SHOES THEM- 
SELVES. 


HELMHOLZ SHOES FOR CHILDREN HAVE THE 


CHARACTER AND THE QUALITY THAT MAKE ~ 


THEM SELL WELL AND QUICKLY FOR THEY 
HAVE THE ADVANTAGE OF UNUSUAL  PAT- 
TERN, FINE MATERIALS, AND THE HIGHEST 
GRADE OF SPECIALIZED WORKMANSHIP. 


THEIR COST IS LOW ENOUGH ‘TO MAKE SELL- 
ING EASY AND “ANOTHER PAIR” SALE CER- 
TAIN. 


WRITE FOR SALESMAN OR CATALOG. WE WILL 
SEND EITHER. 


HELMHOLZ SHoE Mee. Co. 


HIGH GRADE SHOES 
FOR CHILDREN. 


M ILWAU KEE J. K. Orr Shoe Company, Atlanta, Ga. Wi SCONSIN 
Exclusive Distributors 
Georgia, No. and So. Carolina 


+ Dheyre Better Stitchdowns 
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Like the wearing of water, year after 
year, it is drilled into our minds that 
white leather footwear is staple—safe 
to make—safe to sell. 


Past records prove White Levor Grain . 
Kid is the wiser selection. 


WHITE LEVOR 
GRAIN KID 


Simoow v Que. Te N 
TANNERS “4 f 


‘The White House of America” te eA 
LEVOR GRAIN KID } 
(Cabrettas) 

Gloversville, New York 













1925 
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Easter’s Colors Ready 


No. 60 Hazel 
No. 70 Apricot 
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Supremacy 


) 
RedAsh 
Oak Leaf™ & 
Caramel % 
Thirty-one |} 
Golden Brown | 











Chestnul Brown 


F. B. & C. Colors Always Forecast 
the Color Successes 


This fact is no accident. It is due to our matchless 
color department, and our unrivaled world organi- 
zation for securing the preferred varieties of skins. 


Call for these F. B. & C. Colors in your spring 
ordering, and know that your customers will wear 


nial 
ox, 
a 
Oo” 
cy fashionably accurate colored kid shoes. 
AMALGAMATED. LEATHER COMPANIES 


(INCORPORATED) 
22 N. Fifth St. Tanneries 
PHILADELPHIA, PA. WILMINGTON, DEL 


FB&C Kid 
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Patent Danié Oxfords 
for your Holiday Trade 


No. 301X 


IN STOCK 


A to D Widths 


$3.85 


Seville last. Mooney’s flexible insole and 
outsole. Armstrong cork box making a semi- 
soft toe. Hollow leather heel. Mail your sizes 
today. Marion's central location assures you of 
speedy deliveries. 


MARION SHOE CO. 


MARION, INDIANA 





<S\ WESTERN QUALITY ana EASTERN STYLE ‘Vas 


When writing to Manion Suox Co. please mention Boot and Shoe Recorder 
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FINISHING 
PLANTS: : : BRANCH 
LOWELL, MASS. — OFFICES: 
ST. LOUIS, MO. es e NEW YORK 
GRIFFIN, GA. pee ee : PHILADELPHIA 
oe : : CINCINNATI 
WAREHOUSE — CHICAGO 
AND FACTORIES: ee ee ee ST. LOUIS 
1000WASHINGTON & ee BROCKTON, 
STREET, MASS. 
BOSTON, MASS. 


SERVICE 


HE plants of this Company are so located as to reduce to a minimum the time 
required to place the finished materials in any factory in the principal centers 
of shoe manufacturing activity of the Country. 

At its seven stores, situated in Boston, Mass., Brockton, Mass., New York City, 
Philadelphia, Cincinnati, Chicago and St. Louis, will be carried a line of materials 
suited to the requirements of the particular sections in which the stores are located. 
This will insure prompt delivery, from local stock, to shoe factories in nearly every 


part of the Country. 


All of the houses forming this Company are long established and successful 
concerns in the shoe goods line, two of the units having a record of well over half a 


century of continuous business. 


The officials are all men of long experience, and the personnel of the organiza- 
tion, both sales and executive, is largely composed of those trained by a lifetime of 
experience to minister to the needs of the trade. 


Thus equipped to render the highest type of service at minimum cost, we so- 
licit the continued patronage of our many valued friends in the trade, and cordially 
extend an invitation to those whom we are not already serving to permit us to 


solve their supply problems. 


NATIONAL FABRIC AND FINISHING COMPANY 


LINCOLN AND ESSEX STREETS 
BOSTON -t- -3- MASS. 
SUCCEEDING 


FARNSWORTH-HOYT CO. KALLMAN-NEWCOMB CO. W. H. HOLBROOK CO. 
W. A. LIPPINCOTT CO. THE SELSER & BALLANTYNE CO. 




















When writing to Nationat Fasric anp Finisnina Company please mention Boot and Shoe Recorder 
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CORRECTLY STYLED 
Honestly Made—Moderately Priced 
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Women’s Patent quarter and vamp, and bar straps, 
two-strap Lacey Sandal, stitched imitation lace stay, 
McKay sole, Shelburne last, 14-inch wood covered 


Cuban heel. 
AA 5% to 8 B 4% to 8 


AS to8 C 3% to7 
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This shoe has proven a big seller in the 
highest class shops, in the leading style 
centres of this country. 
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UTZ & DUNN CO. 


ROCHESTER ~NEW YORK 
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DENVER OFFICE NEW YORK OFFICE LOS ANGELES OFFICE 
Bidg., Denver, Colo. Bush Terminal Sales Building 709 Forrester Build 
ae OTIGER & McNUTT 130-182 West 42nd St., Rocm 1521 Los prom be yg 
Representatives S. A. McOMBER, Representative _ G. C. McATEE, Representative 
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When writing to Utz & Dunn Co. please’ mention Buot and Shoe Recorder 
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Shoes by Courtesy 
of 
Silva & Co 
210 Taaffe Pl. 
Brooklyn, N. Y 
Made of Vode Kid 
Color 11-RUST 
Quarter lining of 
the same 
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USE 

Vode Kid for har- 
monizing linin 
in BROWNS, 
GRAYS, CHAM- 
PAGNE or 
WHITE. All these 
shades being ani- 
line dyed with no 
surface finish, less- 
en crocking of 
hosiery. 






































Why Colored Kid Is 
Again So Popular 


REMOST shoemakers and retailers tell 

us they are glad to see kid so popular 
again because it lends itself better to their 
class of shoes than any other leather. 


‘‘Glazed kid,’’ they say, ‘‘expresses a dainti- 
ness unmatched in any other leather.”’ 


RUST AND JAVA 


Still prevail with us 


There is no relaxing in the demand we are 
receiving for these shades for use in whole 
shoes or in combination with patent leather. 


We recommend the following 


“Vode Kid Colors 


Color Color Color 

170 PRISCILLA GRAY B JAVA BROWN so WHITE 
70 ENGLISH GRAY z1z2 APRICOT 88 BRONZE 
y1 CHAMPAGNE zm RUST BLACK 


THE STANDARD KID CO. 


209 South Street, Boston, Mass. 


Branch Offices Agencies 


100 Gold Street Chicago Cincinnati 
New York, N. Y. Montreal St. Louis 


R 
70 North 4th Street 14 a 
Philadelphia, Pa. and all leather centers 
: of the world 


We are making Color 11 — RUST 
in suitable weight for men's shoes; 


on which we are making prompt 
deliveries. 

















RUST and 
APRICOT 

for tops, with 
patent vamps or 
quarters, makes 
the smartest chil- 
dren’s shoes im- 
aginable. This 
combination is 
very ular in 
the bioae grades 
of children’s 
shoes. 
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The class of shoemakers and shoe mer- 
chants who constantly use and specify 
New Castle Kid speaks more convinc- 
ingly in its favor than any words of ours. 


HERE are always one or more New Castle 

Shades which stand out as the most generally 
perfect exemplification of the present color trend 
in men’s shoes. Those colors today are 


HARVEST BROWN 
ROYAL BROWN 


Originated in response to the call for a somewhat 
lighter tone of brown, HARVEST BROWN and 
ROYAL BROWN have won the same preference 
of the best shoe authorities that our darker 
HAVANA BROWN so long enjoyed. 


The choicest raw stock that grows, wotked by the well 
understood genius of New Castle operatives, gives 
HARVEST BROWN and ROYAL BROWN 
that distinguishing color depth and sheen which 
you have come to expect in all New Castle Kid. 


Such skins and such processing are beyond the 
reach of the imitator using ordinary raw stock and 
ordinary skill. 


NEW CASTLE LEATHER CO. 
New York 


@ The range of New 
Castle colors includes every 
Shade that is in harmony 
with the fashion note of 
the moment. 


Color 98 
APRICOT 


Color 99 
MOCHA 
Color 925 
SUDAN 
Color 825 
ROSEWOOD 
Color 700 
CHAMPAGNE 
Color 725 
SAND 


Color 17 
PEARL GRAY 


Color 18 
PRISCILLA GRAY 


Color 31 
HARVEST BROWN 


Color 3 
ROYAL BROWN 


Color 2 
PICCANINNY BROWN 
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5th Avenue 
Madison Ave 
Vanderbilt Ave 











= 


( We Have Moved 
yy ‘Yo New Yorks 


~ "New Center” 


E have changed our New York address. The tide of 

business has been steadily moving uptown, so that 
our old office at 116 East 13th Street, has been growing less 
accessible and convenient to our many friends who call 
on us. BN 


On December 10, we moved into our hew offices at 10 East 
43d Street. 


Right in the heart of the new center of New York’s com- 
mercial and_ professional life, it is convenient to the princi- 
pal railroad terminals, quickly accessible from all the lead- 
ing hotels, and within instant reach of all of New York’s 
busy web of varied activities. 





Just a few steps from Fifth Avenue on one side, or the 
Grand Central Terminal on the other, our new location 
Make a note of our will be easy for our friends to reach us. We shall be glad to 
new telephone number have you call on us at our new address whenever you are in 


Murray Hill 3077 New York. 


It will be an ideal environment in which to examine the new 
Daniel Green line, which we will soon announce as ready 
for your inspection. 


}!Daniel Green Felt Shoe Company 
General Offices: DOLGEVILLE, NEW YORK 


SALES OFFICES: 


gee 10 East 43d Street 10 High Street 189 West Madison Street 
cy) Daniel Green New York City Boston, Mass. Chicago, Ill. 


Comfy Daniel Green 
m Comfy Slippers 


When writing to Danie. Green Fert Suor Co. please mention the Boot and Shoe Recorder 





ULTEREREBRURED: 2 
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ONLY THE GENUINE 
HAVE THE DIAMOND 


=> 
TRADE MARK 


The genuine “Diamond Brand 
(‘Visible ) Gast Color Eyelets 
can be identified by the two tiny 
raised diamonds on their cellu- 
loid surface. They have genu- 
ine celluloid tops that never lose 
their color and that aQually out- 
wear the shoe 


isible eyelets 




















— are conspicuous on the 
established styles tn the better 
grades of footwear for 1925 


UNITED FAST COLOR EYELET COMPANY 
BOSTON, MASSACHUSETTS 
eManufacturers of 


DIAMOND BRAND (VISIBLE) FAST COLOR EYELETS 





When writing to Unrrev Fast Coton Everet Company please mention Boot and Shoe Recorder 





Loe 


December 20, 1924 


The 
Style feather 
of America-~ 


‘Kaffor ‘Kid 


Sold by the {eading Manufacturers 
to the ‘Best Merchants 
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The All Important Third 


HERE are three important elements of footwear 
manufacture and footwear selling: 


Good workmanship, attractive patterns and good 
leather; and of the three the leather is most important 
since neither of the other two factors can be brought to 
their completion without the leather. 


KAFFOR KID is distinct in it’s tannage. It combines 
the fineness of kid with all of its superior working 
qualities with the greater wear and non-scuffing 
elements of calf. 


KAFFOR KID is found in the lines of all of the impor- 
tant manufacturers of fine footwear. Discriminating 
shoe merchants have found it to their advantage to 
specify KAFFOR KID when ordering footwear since it 
makes certain the satisfaction of the customer. 


The color range is complete for present day vogue, 
Black, Arab, Tan and Morro Brown meeting the correct 
demand for style costuming. 


The shoe illustrated is from the famous Wall, Streeter 


& Doyle Co. line of men’s fine shoes and made in North 
Adams, Mass. 


Write us for any 
information desired 
about leather. 


Write for booklet 
“The Story of Leather’ 
Sent Gratis. 


Oho feather os _— 


Girard -~ Ohio 


“This is a Calf Year” 


Second Avenue 
The Shopping Center 


re) 
Birmingham, Alabama 


WALL @) MARK 


No. 119. Copley last (Self-conformer Arch) Blucher made 
of KAFFOR KID with champagne linings and facings. 
Overweight sole. 


Price, $5.50 
By Wall, Streeter & Doyle Co., North Adams, Mass. 


Shoe Stores of Style Leadership 





When writing to Onto Leatuer Co. please mention Boot and Shoe Recorder 
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“Gone Forever” 


are the days when a man could 
buy a satisfactory shoe for $3.50 


or $4. 


Don’t try to build a permanent 
Class of customers on price. 


Sell WEBER UNION MADE 
SHOES at $5 to 97-50 retail and 
give your customers old time value 
and the very smartest style. 


on orl Weser Bros. SHok Co. 


93 Lace Oxford 


ere North Adams, Mass. 


Bleached Calf Lining 
Heavy Singl: Sole 
Shoulder Roll Heel New York Office: 1328 Broapway, Marsrince Bipc. 


Price $4.60 H. Harris, Rep. 
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“For Goodness Sake” 


Buy and Sell Dr. Darling’s Shoes 


Good Wear. 
Good Style. 
Good Profit. 
Good Turnover. 
Good Market. 


oe <a 








oes 
i 


Get busy—Catalog?—Better still, send for a run of sizes 
Arch h Support Surgeon Oxford in Black and Brown Kid Dr. Darling Oxfords, and treat 


Stock No. B-604—Black Glazed Kid, 12/8 yourself and your sales force to an easy selling shoe. 
Cuban Heel, Rubber Top Lift, Perforated 
Tip and Lace Stay, 8-Iron Edge, A rch Sup- 


porting Counter, Steel Spring Arch Su 

porting Shank, Wilard Last” SHERWOOD SHOE COMPANY 
$4.25 Originators of Quality McKays 

Stock No. B-606—Same in Brown Glazed 


ccucumenee me ROCHESTER, oy 
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GLOVE-GRIP SHOES 


KL ZY NO LD 








TWO NEW POPULAR STOCK 


NUMBERS 


NOW READY FOR YOU 


A SMART TWO-EYELET TIE EFFECT IN 
TWO DIFFERENT LEATHERS, PASADENA LAST 


Ready to ship now. No 
waits for deliveries. It is a 
clever conception, right in 
line with present style ten- 
dencies. A two-eyelet tie 
effect with round toe pro- 
viding plenty of foot room. 
Here is a welt flexible as a 
turn. The Glove-Grip fea- 
ture, exclusive and pro- 
tected, makes fittingeasy and 
assures wearer satisfaction. 
Buy now. Buy sizes. It is a 
winner. 


Write Stee’ for this Catalogue “‘S.”’ 


Model S729—Tan calf. Two-eyelet tie. Leather 
heel. Pasadena last. Sizes AAAAA-AAA 4-10. 
AAAA-AA, AAA-A, AA-B 3-10...Price $6.50 


Model S749— Dull mat kid. Pat. colt tongue and 
apron. Celluloid covered heel. Sizes as above. 


Price $6.75 


EFFECTIVE SELLING AIDS FURNISHED WITHOUT COST 


Manufactured only by 


M. N.7ARNOLD SHOE CO. 


NORTH ABINGTON, MASS. 
NEW YORK OFFICE: 127 DUANE STREET 


Illustrates and Prices Glove-Grip 


Stock Styles. 


BOSTON OFFICE: 10 HIGH STREET 





When writing te M. N. Aanotn Suoz Company please mention Boot and Shee Recorder 
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What Shoes are the Women Buying? 
Have you the Shoes that they want? 


IF NOT — 
we have them — 


ICE & HUTCHINS shoes are made to 
suit the style demands of the women 
of every town—yes, your town! 


They are the shoes that are being bought in 
the centers of fashion. 


The style range is big, up-to-date and 
beautiful. 


The price range is such that you can reach 
every woman—trich or poor. 


These are shoes that the women are buying. 
They are the shoes that you can sell to them. 


To have the shoes that they want means to 
have a live, active stock—and this is pos- 
sible thru quick sizing on any style carried 
in stock at your nearest Rice & Hutchins 
distributing branch. Illustrated are a few 
style suggestions. 


RICE & HUTCHINS 


INCORPORATED 
13 HIGH ST. BOSTON, U.S.A. 


DISTRIBUTING BRANCHES 
Rice & Hutchins Chicago Co. Rice & Hutchins New }- Co. 
Rice & Hutchins Cleveland Co. Rice & Hutchins St. Louis Shoe 
Rice & Hutchins Atlanta Co. Atlas Shoe Ca, Boston, 
Rice & Hutchins Baltimore Co. Jos. I. Meany & Co., Inc., Phila., Pa. 








Style No. 6782— All Black Suede June Pump, 
283 last, 9/8 leather heel. B-D ... - 98.38 
Style No. 6781—Same in Patent C MRcsnsecl $3.35 


"Bator No. 6790—All Patent One-Eyelet 
yr Tie, 255 last, 14/8 leather ) - 


A-D Price 
sone No. 6791—Same in Black Suede..... . . $3.35 








Watch form 
the Educator 


ad in this weeks 
Sat. Eve. Post. 


b tactastastastastactastastastastastastatastastd 

















When writing to Rice & Hutcuins, Inconporaten, please mention Boot and Shoe Recorder 
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: Merry 3 
B Witutiuintes 


and a 
Prosperous 


Our appreciation is extended 
to our many friends and cus- 
tomers for their co-operation 
and good will in making 
possible one of the best years 
in the history of our business. 


We will be glad to see you, 
and show you our complete 
line at the 


Jefferson Hotel 
Rooms 223, 1100, 1128 
St. Louis 
January 5-6-7 


during the 





Pageant of Footwear Fashion 
Show 


"THE JUVENILE SHOE CORPORATION 


OF AMERICA 


MANUFACTURERS : i CARTHAGE, MO. RR 











ANNOUNCING 


Atm rmortred 


WORLD-WIDE SOLE 





WORLD WIDE 


Our Latest Sole Design 


A reverse pattern of our 
Country Club Sole. 





Made of either tan or 
black Armortred CORD- 
WEAR Stock. 


We recommend the tan 
color on this particular 
sole, as it does not mark 
the floors — harmonizes 
well with the prevailing 
tan leather shades and— 


It Does Wear. 





Wewill be pleased 
to furnish retailers 
and jobbers with 
a list of manufac- 
turers using the 
new 
ARMORTRED 
CORD - WEAR 
SOLES 

in men’s,women’s, 
and boys’ shoes. 


MAKERS of ARMORTRED SOLES and HEELS 
No. Brookfield, Mass. 


és UABAUG RUBBER COMPANY 
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Boston Office, United States Hotel, Room 1 
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The Retail Method of Inventory 


A Selling Price Method of 
Merchandise Accounting 


By MALCOLM P. McNAIR 
Harvard Bureau of Business Research , e 


the profit earned during a period is dependent on 

a proper valuation of the inventory of goods on 
hand at the end of the period, a secondary result of 
the income and excess profits taxes has been to focus 
attention on methods of taking inventory. This has 
been the case especially in department stores and other 
large retail businesses. If the inventory of merchan- 
dise at the end of a period is valued at too high a fig- 
ure, the profit is over-stated, and taxes may be paid on 
profit that actually has not been earned. On the other 
hand if the inventory is valued at too low a figure, the 
actual profit is understated, and too small a tax may 
be paid. The relation of the closing inventory to profit 
is illustrated briefly by the 


[ businesses where an accurate determination of 


fashion, the net profit, the difference between gross 
margin and total expense, would be increased by $350, 
making it $1,250 instead of $900. The amount of this 
increase is purely a paper profit, if the actual value 
of the inventory is assumed to be $11,650. On the 
other hand, if the closing inventory in the foregoing 
statement were $11,300 instead of $11,650, the net cost 
of merchandise sold would be increased to $11,750, the 
gross margin would be correspondingly decreased, and 
the net profit would be $550 instead of $900. In this 
instance, therefore, the real net profit is understated, 
if it is assumed that the proper valuation of the clos- 
ing inventory is $11,650. These considerations would 
be of merely theoretical importance if it were always 

: easy to arrive at an accurate 





























ty condensed profit and loss valuation of inventory. Since 
g statement at the bottom of Net Sales $17,800 such is not the case it readily 
g this page. Inventory at Begin- can be understood why mer- 
| Fhe Aumertines of muita ning of Period. $12,300 chants, as well as the tax 
g P Valuation Purchases at Net — authorities, should be inter- 
8 eemeaze Cost 1¢,509 ested in inventory problems. 
— In this statement, if the Freight 250 . -_ j 

g inventory at the end of the , Method Recognized by 
& period were valued at $12,- Net Cost of Mer- * eemsdeials Treasury 

o 000 instead of $11,650, the chandise Handled $22,960 At the time when income 
| result would be to decrease Inventory at End of daa tax legislation first was put 
o the net cost of merchandise a sand into effect, a number of de- 
o sold by $350, making it Net Cost of Mer- partment stores had been 
tw $11,050. Since the gross mar- chandise Sold 11,400 — 8 ree geal eyed the 
Xe | gin is the difference between so-called retail method of in- 
a net sales and the net cost of Gross Margin $ 6,400 ventory. Several of these 
i] merchandise sold, this figure Total Expense .... 5,500 ee: “— oy = 
a would be increased by $350, ationa etai ry Goods 
5 making it $6,750 instead of Net Profit $ 900 Association and the Con- 
& $6,400. In corresponding trollers’ Congress, took steps 
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to secure the Treasury Department’s full recognition 
of the use of the retail method of inventory for pur- 
poses of determining taxable income. Some restrictions 
were imposed at first, and merchants were in doubt as 
to the proper method of procedure in case they wished 
to change from the cost to the retail method of val- 
uing inventories. A series of Treasury Department 
decisions and 


mark-downs less mark-down cancellations. The re- 
mainder is a book figure for the retail value of mer- 
chandise that should be on hand. Then the actual 
physical inventory is taken at the retail figures appear- 
ing on the tickets on the merchandise in stock. Any 
discrepancy between the retail book inventory and the 
actual physical inventory is a retail stock shortage, or 

over-age as the 








rulings, finally 


case may be. To 














culminating in Form for Computing Inventory According to the Retail Method the actual retail 
Income Tax (4) inventory figure 
Mimeograph ; Per Cent is applied the 
3077, issued by : Merchandise ¥ Govt Retail ~— a male le core of 
‘tan Snail. 1. Opening Inventory (lines 9 and th t 

10 of preceding period) : 
er of Internal 2. Purchases of mark-up in 
Revenue, March 3. Freight, Express and Cartage, order to ascer- 
23, 1923, served Inward 000. 000. 000. tain the cost-or- 
to clarify the | 4. Additional! Mark-up, less addi- market valua- 
method of pro- tional Mark-up Cancellations 000. 000. 000. tion of the clos- 
cedure, and, so 5. Total Inventory, plus Additions ing inventory. 
far as the Fed- 6. Net Sales 000. 000. 000. The form 
eral tax authori- 7. Mark-downs, less Mark-down shown on the op- 
ties were con- Cancellations 000. 000. 000. posite page for 
cerned, removed 8. Total Retail Deduction (sum computing = in- 
the principal ob- of item 6 and 7) 000. 000. 000. ventory accord- 
stacles to the 9. Resultant Retail Inventory (Re- ing to the retail 
adoption of the tail Inventory on line 5, col- method has been 
retail method of umn 2, minus item 8) 000. 000. 000. officially ap- 
inventory by 10. Calculation of Cost proved by the 
those merchants Percentage: Controllers’ Con- 
who considered (a) Total Percentage ..100% gress of the Na- 
such a step ad- (b) Percentage of Mark- tional Retail Dry 
visable for rea- up (line 5, col. 4) % Goods Associa- 

acted tion: 


sons of internal 
chi (c) Percentage of Cost 


policy. [(a) minus (b)] % 
11. Cost Inventory (item 10 (c) 


Description of applied to item 9) 


Example No. 
3 illustrates the 
000. 000. 000. operation of the 
retail method of 
inventory ac- 
000. 000. cording to the 








Retail Inventory 12. Resultant Mark-up and Per- 
Method centage (item 9, minus item 
Under the cost 11) 
plan of inven- 13. Gross Cost of Merchandise Sold 
tory, goods in (difference between Cost In- 


stock commonly ventories on lines 5 and 11) 








principles out- 
lined in the fore- 
000. 000. 000. going form. 














In this exam- 





are valued at 
cost of market, . 
- . No. 

whichever is 

lower, since it is considered a conservative policy to 
anticipate losses but not to anticipate profits. Under 
the retail method, inventory is taken at the selling 
price of the goods in stock rather than-at the cosi or 
market valuation. In department stores, the usuai 
method of operation is as follows: For each depart- 
ment or for each classification of merchandise, inven 
tory at the beginning of a period is entered at both 
cost and retail figures, and all purchases ‘during the 
period likewise are entered at both cost and retail, the 
total retail figure being adjusted to take care of addi- 
tional mark-ups and additional mark-up cancellations. 
Thus there are available total cost figures and total 
retail figures for all merchandise handled during the 
period. The difference between the cost and retail 
figures is the amount of mark-up. This is computed as 
a percentage of the total retail figure. From the total 
retail figure, is subtracted net sales for the period plus 


Example No. 2—This form, filled out after inventory, gives you Example ple, for the sake 


of simplicity, 


only one purchase is shown. Other purchases would be 
entered in a similar manner. It should be noted, how- 
eyey, that the mark-up and cost percentages appearing 
i Golumns 4 and 5 on the line “Total of Inventory, plus 
Additions” always express the relation between the 
total cost and the total retail figures. They are not aver- 
ages of the preceding percentages in columns 4 and 5. 


Advantages of Retail Method of Taking Inventory 


In department stores that have used the retail 
method of inventory for several years, the opinion 
commonly is expressed by the management that 
this plan affords. several advantages in the actual 
taking of inventory. In the first place, it is easier to 
take stock at selling price figures than at cost figures. 
Merchandise tickets ordinarily carry a plainly written 
selling price, whereas the cost usually is in code. Tak- 
ing inventory at cost involves the necessity of decod- 
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ing, and this has not infrequently been a source of 
troublesome errors. It has been the experience in sev- 
eral stores that the time necessary for a complete 
inventory of merchandise was reduced appreciably 
after the adoption of the retail method. In a few cases, 
firms using the retail method of inventory have found 
it possible to discontinue the general inventory taken 
simultaneously in all selling departments, and have 
substituted for it a plan of taking inventory piecemeal 
by departments whenever conditions are favorable, 
such as in periods of slack business or periods when 
stocks are low. The actual physical inventory thus be- 
comes merely a check on the book figures, and the book 
inventory figure is used in determining profits. Such a 
method of procedure creates far less confusion than 
the usual semiannual stock-taking in all departments 
simultaneously. This plan, however, makes no allow- 
ance for stock shortages that may have developed in a 
department since the previous actual inventory; and 
many firms using the retail method, therefore, con- 
tinue to take a physical inventory in all departments 
at once. 

More important than the saving in time and the pro- 
tection against error, however, is the advantage 
afforded by the retail method in facilitating a proper 
valuation of merchandise stocks, especially when mar- 
ket value is lower than cost. Income tax regulations do 
not permit the use of arbitrary methods of deprecia- 
tion. It is no longer possible for a merchant to take 
inventory at cost and then reduce the valuation 10 per 
cent to allow for depreciation. Unless the inventory is 
to be valued at cost, a merchant using the cost-or- 
market method is expected to appraise the market 
value of each item of merchandise. Even under favor- 
able circumstances such an appraisal item by item is 
an arduous task in a department store carrying thou- 
sands of different articles of merchandise. In the case 
of individual items, furthermore, market value fre- 
quently is difficult to ascertain, and does not always 
represent the real value of the goods to the merchant. 
In the case of seasonal merchandise, such as women’s 
suits, for instance, when goods are carried over from 
the spring to the fall season, it is by no means easy to 
ascertain market value if the stock-taking comes at a 
time when similar goods are not being offered by 
manufacturers and wholesalers. Under these circum- 
stances it is by 
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is doubtful whether the market quotation for corre- 
sponding merchandise really indicates a correct valua- 
tion of the goods the merchant has in stock. 

Under the operation of the retail method of inven- 
tory, depreciation to a fair market valuation is prac- 
tically automatic, provided proper retail mark-downs 
have been taken. The actual inventory is taken at 
selling prices; the aggregate of these selling prices 
fairly represents what the merchant can expect to se- 
cure for the goods he has in stock. The deduction from 
this figure of the amount of mark-up gives a figure 
that represents the real value of the goods to the mer- 
chant. If proper retail mark-downs have been taken, a 
correctly depreciated cost figure thus is obtained by 
simple mathematics. On a constant or rising market, 
the retail method of inventory values the merchandise 
approximately at cost, but on a falling market it ordi- 
narily results in a valuation at cost or market, which- 
ever is lower. 

Difficulties of Retail Method 

The greater ease of taking depreciation through 
the operation of the retail method of inventory made 
this plan of special interest during the latter part of 
1920 and 1921. Certain difficulties, however, stood in 
the way of its widespread adoption. 

In the first place, the retail method of inventory is 
essentially an averaging method. In Example No. 3, 
the cost percentage, 68.5 per cent, represented the re- 
lation of the total cost of opening inventory and pur- 
chases to the total retail of opening inventory, pur- 
chases, and additional mark-ups (net). Part of this 
merchandise bore a mark-up of 33.33 per cent, whereas 
the rest of it bore a mark-up of 25 per cent. The 
figure, 68.5 per cent, represented the average cost for 
the total mcrchandise handled during the period. This 
percentage was applied to the actual retail inventory 
of $1,760 in order to arrive at 2 cost-or-market valua- 
tion. It is clear that if strict accuracy is to be had, 
the proportion of goods bearing a 33.33 per cent mark- 
up to those bearing a 25 per cent mark-up must be the 
same in the merchandise remaining on hand at the 
end of the period as in the total merchandise handled, 
from which the 68.5 per cent figure was derived. This 
possibility of inaccuracy is of more importance on a 
constant or rising market than on a falling market, 
since in the latter situation what is desired is a proper 
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Will Shoes Become Useless? 


HY is it that there is so much agitation on 
\\ the part of the automobile business that 
money received by states for licenses should be 
put into new highways? Why is it that the dental 
supply concerns assess themselves for general 
newspaper advertising on dental hygiene? Why 
does the maker of optical supplies dh better 
vision and glasses for the occasion? Why is it that 
the men’s clothing business has pledged to spend 
a million dollars in telling men “Dress Well and 
Succeed”? They do all this because it pays. 
Why is it that the shoe trade has no collective 
concern in the merchandising of its meritorious 
product? The subject of walking, the basis of 
shoe selling, is glorified by the slogan “Walk and 
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Be Healthy,” but that ends it. Isn’t there a place 
in 1925 for a national consideration of increasing 
public appreciation in footwear? 

Look to the fundamentals to increase the sale 
and appreciation of footwear. Shoes are bought as 
a foot covering, first for utility and second for 
adornment. The department of utility needs at- 
tention. No one thing will contribute more to a 
public appreciation of footwear than an increased 
participation in the simple arts of walking. 
Bernard Shaw makes the prediction that we have 
not to wait many years before feet will be useless 
appendages. He draws a picture of a rotund 
individual, carried about in an automobile, with 
feet about as useful as the tails on an evening 
coat. 

The sports do their part in making walking 
more common, particularly golf. The major por- 
tion of the public rides more than it ought and 
walks less and less. It is possible to get your local 
newspaper interested in walking hikes as or- 
ganized by the local Chamber of Commerce or 
Y. M. C. A. These hikes have interesting possibili- 
ties. The sights of the town offer a walking and 
educational experience combined. A study of the 
trees or the birds or architecture or landscape 
gardening can be made the motif for a two- to 
five-mile walk every Saturday in the week the 
year round. 

The public has got to be made conscious of the 
fact that it possesses feet that are useful. Support 
by you of a walking movement is important from 
the viewpoint of health and incidentally, from the 
viewpoint of sales of footwear. There is no reason 
in the world why the shoe trade should not do its 
part in making walking a little more general in 
1925. We would be glad to outline how to do it so 
that the merchant will be a silent factor in putting 
over the scheme. If walking is fundamental to the 
necessity of wearing more pairs of shoes—let’s 
stimulate walking. 





Light Tans Develop More 
Pairs 


IGHT tan leathers today are more important 
than any other single feature in increasing 
per capita consumption of men’s footwear. Retail 
merchants are very much in favor of keeping 
light tan shoes before the men for the present— 
and then some. The reasons are very obvious. The 
light tans have been given a chance and have 
proved to be very important parts of the men’s 
style program. 
Whereas, the man who wore a pair of very dark 
brown shoes all day says the dark mahogany 
shade could go to an evening affair and “get by” 
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because of the darkness of the brown leather, he 
cannot wear the light tans at evening. That is, 
he cannot wear the light tans with the same de- 
gree of a free conscience as he did when he had 
his feet decked in the somber brown shade. The 
consequence is that men are buying more black 
shoes. 

The light tans have been so attractive; the 
workmanship so skillful that they have sold very 
freely. There is every reason why they can sell 
just as freely from season to season and play a 
part in swelling per capita sales hy influencing 
men with a “shoe conscience” to buy black shoes 
for formal and informal wear. 





Better Balance in Selling 


HERE is a place for all of the materials in 

footwear for spring. With emphasis placed 
too strongly on any one color, the public is able 
to restrict its purchases and to spend its money 
for other wearing apparel when that money 
should naturally come into the shoe store. 


Many stores are taking the Recorder thought, 
of diversity of materials, as a keynote for selling 
more pairs. When a good pattern comes to hand 
they buy it right across the material board, and 
then go still further by instructing their sales 
people to explain to the public the possibilities of 
more harmonious dress. To diversify selling, the 
manager keeps a close watch on sales slips to see 
to it that no salesman plunges too heavily on any 
one article. 

By this method of diversifying public selection 
the stock is kept in better balance, for all the 
goods are moving at about the same rate of turn- 
over. Many salesmen pick their favorites and 
push them because they are handy to reach and 
easy to sell. Some of the numbers move off the 
shelves with a minimum of energy where it would 
be better for the store to spread its demand over 
its entire stock. F 

There is more to the theory of diversification 
than just the economics of keeping all the mate- 
rial markets in service, for it can be made the 
basis of doing more business on less stock and 
serving more people to their pleasure and to the 
store’s profit. 





Selling Slippers Quickly 

SOUTHERN merchant who has for many 

years had an exceptional house slipper busi- 
ness during the holiday season tells how he does 
it, and many shoe retailers would do well to adopt 
his methods at this time. His story follows: 
“Small sales are not profitable unless they can be 
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made quickly, and in a retail shoe store house 
slippers constitute small sales. I could not sell half 
the slippers if I kept them in boxes on the shelves. 

“Now I manage to display every pair of slippers 
in the house. I usually have two complete rows of 
ladies’ alone, hung on bulldog hooks, around the 
entire store. The men’s on a specially built rack, 
and the children’s in another group. Now when 
a young lady comes into my store to select a 
pair of slippers for her mother, I ask first what 
size, then I walk the customer to that portion of 
my display where every style and color of slipper 
in the size she asked for is on display. I am able 
to tell her that size 4 starts ‘here’ and ends ‘there.’ 
It is easy for me to show her my entire stock and 
it is easy for her to select from the large assort- 
ment hung up before her. 

“I am able to wait on four or five customers at 
a time so the small sales are made quickly and I 
find them profitable. Markers are used to show 
where each size starts and ends and the slippers 
are shifted twice daily. The slippers are suspended 
from rods high enough to clear the heads of traffic 
but within reaching distance. Display your wares 
where the people can see them. It seems to be suc- 
cessful in five- and ten-cent stores.” 





Make Your Association 
Useful 


F you as an individual are not getting your 
fair share of benefit from the association as it 
stands today, it is probably your own fault. Maybe 
you’re lax about attending meetings and in help- 
ing to put through plans which would bring bene- 
fit not only to you and other merchants but also 
to your center. So this question as to getting your 
fair share links up closely with that of how much 
you are doing to make the organization effective. 
If you’re not getting your fair share, and if you’re 
not pulling your share of the load, it’s probably 
because you don’t realize what your association 
can do for you if its officers and directors are 
given the right amount of co-operation. 

One of the fundamentals is to realize what 
your association can do for you in the way of pre- 
venting the enactment of unwise or harmful 
legislation. In every state legislature, during 
every session, bills are introduced which have a 
more or less serious bearing on the merchants’ 
welfare—or, as too often happens, on his ill- 
fare. Merchants may attack such measures in- 
dividually, but such attacks make legislators 
laugh—in their sleeves, if not openly. It’s a dif- 
ferent story when a well-selected committee from 
an organization goes up the steps of the State 
Capitol. 
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Ready with Plans—Goods Marked to 
Sell—Action on All Sides 


li | OW, the question, how much is money worth? 
Will spring appear over a clutter of winter’s 
leavings, or will cash clear the view? How much 

is money worth? How much shoe does it take to get a 

dollar, for the merchant at the end of the season 

changes place with the wearer, and looks for the dol- 
lars just as eagerly as the customer looks for the new 
styles at the start of a season? 

On these four pages will be found several methods 
of arousing public interest in clearance sales. 


The Planning of a Sale 


To be effective a sale must come not too often. The 
word “sale” doesn’t make a sale. Rather it tends to 
make a cut-price-year-round policy and such a shop 
becomes the rendezvous of “bargain hunters.” 

A sale will clear out end sizes, discontinued lines, 
goods that are seasonable and must be put away for 
several months if not sold right away. That is, a weil 
directed sale will do this. Otherwise, before a clearance 
is more than two days old it will be found that new 
styles which represent the cream of the coming sea- 
son’s business are being drafted at cut prices in an 
attempt to accelerate buying. When the sale is ended, 
and no sale should be kept alive unless there is active 
participation in the savings by customers, there are 
about the same ratio of broken lines and left-overs as 
at the start. Prices have been cut, profits sacrificed, 
with no appreciable gain. 


The Basis of All Mark-Downs 


When marking down anything for a sale it is a 
good idea to keep in mind that it is better to make 
$100 in a month than $150 in a year. Then, take off 
the marked-down price some of what it would cost to 
carry the goods over into the next season; the interest 


on the money locked up in those goods for a whole 
season or a whole year, plus the extra loss in turn- 
over on the money so locked up, for in the first in- 
stance, having the $100 cash, it can be used several 
more times during the year where in the last instance 
it lays idle. 

Be frank in advertising a sale. Folks like frankness 
because it’s easier to believe. If one must get rid of 
shoes then that’s the story to tell. If the shoes aren’t 
the best, tell that also. It is a foregone conclusion that 
you can’t get something for nothing today any more 
than you could one year, two years, fifty years ago. 


Frankness Essential in Sales Ads 


The fact of the matter is people cannot let real 
opportunties to save get past them. They will buy, if 
the price tempts them, whether there is an immediate 
need for the article or not. 

With prices marked where they ought to be there 
is left the necessity of interesting the largest number 
of people. It’s time to break the usual limits of adver- 
tising. The old customers come first in consideration. 
They must be given the pick of such opportunities. 
A preliminary sale can be held for them before general 
announcement is made of the regular sale. Then con- 
sider the methods best suited to reaching the greatest 
number of prospective customers. The newspaper, the 
catalog for mail orders, the letter, the handbill, etc., 
all built upon a novel idea that suggests clearly the 
fact of tremendous savings. 


Shoes to Sell First 


Considering that the greatest interest normally is 
at the beginning of a sale, that is the time to put 
forward the least desirable shoes, or at least the ones 
that need to be liquidated most. This will satisfy the 
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“bargain hunter” who is interested, however you look 
at it, in price. 

Such shoes needn’t be concentrated on, but particu- 
lar attention can be drawn to them through the intro- 
duction of a novel scheme. The prize package stunt, 
the free package with every fifth or tenth purchase, 
etc., suggest wonderful opportunities for the pur- 
chaser. 


Don’t Throw Good Style Shoes into the Pot 


The giving away to charity of the last one or two 
pairs of a style remaining unsold after a certain hour 
or day is better than continually putting regular shoes 
into the pot to keep it boiling. After all, it isn’t the 
shoes or their value, but 
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fiddle and the bicycle do to you. We don’t want them. 
But somebody else does. Some youngster could use that 
bicycle. Some folks will want our shoes. 

“You don’t care how much you get for the bicycle 
or fiddle. Same with our shoes—the ones on sale. 

“But everybody that comes here is going to get a 
bargain. Does that interest you? It seems a shame not 
to get full price for these beautiful tan and patent and 
satin shoes, but we haven’t got the right sizes for 
everyone and if we can’t give everything in colors and 
fit we cannot ask full price. That’s our policy.” 

So much for the reasons. Another way, though, of 
putting it is this: “These same shoes sold for consid- 
erably more earlier this season. But then you could 

have your choice. Now 





cash that counts. 

This latter idea will 
earn some valuable pub- 
licity in the newspapers 
at least, and this should 
never be forgotten—get- 
ting the owner’s ocr 
store’s name into print. 

This idea of getting 
the lowest priced goods 
in first helps to carry 
the importance of the 
sale. Those who have 
struck rare bargains are 
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you get the same quality 
although we cannot 
guarantee your size will 
be here. If they fit you, 
take them. That’s one 
reason for selling fine 
shoes cheap. Then, the 
season is getting late.” 





Taking Care of Old 
Customers First 


Before the sale is gen- 
erally announced send 
this letter to old cus- 
customers: 
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close to the regular 
price,.and to them it is 
a bargain. 


Reasons for Conducting 
a Sale 


Prospective customers STREET 








you anything new and 
in style. There’s party 
pumps, walking oxfords; 


As (ay 





‘Your Name 


shoes of calf or kid or 
satin or brocade, etc., on: 
which you can 





TOWN 











must be given logical 
reasons for such sales 
so that no one will have 
the unpleasant feeling 


COPY FOR ADVERTISEMENT 
The Most Economical Feet Today 
Limited sizes, remember. So you’ve got to get in early. 


Save from $2.00 to 
$4.00 


“These have not gone 





that a little earlier they After Friday these shoes are going back into regular = sale yet. We are giv- 
were “stuck” for much stock IF THEY ARE NOT ALL SOLD and we are pretty sure ing you the benefit of 


more than an article is there won’t be any left. 
now selling. Erroneous 


ideas of merchants’ price on them. Sale starts, ete. 


profits arise in this way. 
Better tell the absolute truth. 

“Something Like Your Attic,” for the heading on 
an editorial giving the reasons for wanting to get.rid 
of shoes. “Cobwebs galore—a broken fiddle that once 
represented the beginning of an ambition yet un- 
realized—a bicycle which antedates the shiny flivver in 
the garage out back—an attic can collect more stuff. 
‘So can a shoe store. We have to go through here just 
like you do your attic once in a while, and clean out. 

“Some of our shoes appear to us just like that old 


first choice, -so come 


We saw to that when we marked an outrageously low right in Mrs. (fill wo- 


man’s name here). 

“Come in before. this 
sale is announced to the general public. Thank 
you.” 

At about the time these letters are sent out to old 
customers “teaser advertisements” might be started 
in the newspapers. Such advertisements should pick 
out one day and date and familiarize readers with 
that day. 

Some such wording as, “On Wednesday, January 
14,” or “Red Letter Day—January 14,” etc., will lay 
emphasis on the day. 
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The window of the store might be kept curtained 
for three or four days prior to the day advertised in 
the paper as opening the sale. The day before opening 
day the words, “A Great Shoe Sale Opens at Blank’s,” 
should be added. 

Then the window is revealed with some unusual dis- 
play of goods. 

The Handbill as Teaser 


For very little money a big quantity of handbills 
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an electric fan at the bottom of the window to keep 
them in motion. It worked. An automobile company of 
Boston set free a thousand balloons filled with gas 
with an envelope attached to string on each balloon, 
each balloon containing an order for cash on the com- 
pany or an allowance of so many dollars on an auto- 
mobile bought within a specified time. This plan 
worked. The whole town was interested in capturing 
the balloons. 

Putting the two together we have the basis of a 





can be run off at a 
printer’s with just the 
wording, “On Wednesday, 
January 14” in circus 
type. These may be dis- 
tributed from door to 
door by small boys, and it 
doesn’t matter how many 
get lost. If some do clutter 
the streets the type will 
be readable and somebody 
will see them and read 
them. They’ll see Wednes- 
day emblazoned _ every- 
where and they’!l natural- 
ly get curious about it. 

Wednesday will assume 
some importance in their 
minds by the time they 
see it a few times. 


Interest-making Stunts 


The surprise package 
idea is an old one but to 
many merchants it will be 
new, and it is of never- 
failing interest. All one 
need do is guarantee that 
the value of each package 
does not run below a cer- 
tain amount which is 
higher than the amount 
asked and it may also be 
said to how high an 
amount the value runs. 
The contents of the pack- 
ages can be covered in a 
general display sign or 
advertisement so that the 
customers know what they 
are getting. Description of 
contents would be put like 
this: “Prize Packages 
contain Women’s hosiery, 
pumps, garters; children’s 
shoes, garters, etc.” 


This will fill the store very likely with many people 
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‘Your Name Here 


COPY FOR ADVERTISEMENT 
Start-a-Bank-Account Sale 


The money you save in this sale ought to be SAVED. 
When you come into this store and buy a pair of shoes 
at $3 less than it cost regularly you don’t realize what 
that saving means usually. It’s a small matter. 

During our sale it means the starting of a bank 
account for all those that care to. For the others a 
deposit of the savings can be made immediately with- 
out bothering to go to your bank. 

The novelty of this sale is attracting hundreds. Read 
down the following prices. And remember, if you can’t 
find a shoe here that you can use you will miss the 
opportunity of saving real dollars. 


full of interest and timely; 
For the window display put a bank book with each 


teaser advertising stunt, 
a window display and a 
grand opening of a sale. 


The Auction Sale Idea 


“What Am I Offered?” 
That’s something new all 
right. Hire a regular auc- 
tioneer to handle this if 
necessary. Start the bid- 
ding at a certain price 
and close the sale before 
it gets too high. In fact, 
the idea is to do this be- 
fore everyone expects it 
so that one will get the 
benefit of a new angle on 
reduced prices. 

Nothing has come to 
our attention in this line 
before, but it holds great 
promise to the resource- 
ful merchant who will see 
something in it. 


A Start-a-Bank-Account 
Sale 


This is a new twist on 
the old rebate sale idea 
where the regular price is 
charged for an article and 
then the discount returned 
to the purchaser in the 
form of cash. 

Instead of this procure 
the services of the local 
bank. They will send a 
clerk who will make out 
bank accounts to every 
purchaser for the amount 
saved on each purchase. 

Some newspaper public- 
ity may be procured on 
this idea from the point 
of view of thrift. An edi- 
torial on thrift is always 
nothing more so. 








who would not come otherwise. Charge any price you 
care to, according to the selection of goods to go into 
the packages. 

The Balloon Idea 


A merchant who believes in getting action into his 
window used a display of balloons filled with air with 


shoe and on a display card attached to each shoe a let- 
ter something like this, “When You Buy This Shoe 
You Automatically Put $2.50 into the Blank Savings ° 
Bank.” Place an equal amount in actual cash beside 
the shoe. In the bank book put on the line where the 
depositor’s name goes, “Your Name Here.” 
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This idea may be called the “Benjamin Franklin 
Sale” and his thrift sayings featured in order to bring 
home to prospective purchasers the idea of the im- 
portance of saving. 


The Most Economical Feet Today 


This advertisement covers the subject of reasons for 
reducing prices on shoes. The very fact that not every 
one can partici- 
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Copy Ideas 


Following are some copy ideas that may be used in 
the preparation of advertising: 

“There Are Several Shoes of Every Popular Style on 
Sale at the Prices Given Above . . . Patents, Tans, 
Brocades, Satins. 

“There are high heels, low heels, welts, turns, etc. 
But only a few of each—sizes are limited—the first 

ones here will be 








pate in the sav- 
ings will lead 
many to be more 
anxious to buy. 
Some folk have 





ting the very 


1OQOO22 Saved 


°o Jown folk in 


most likely to 
get exactly what 
they want.” 

“If we could 
make these 


E SALE ie prices last we'd 


ce gladly do it, but 








sizes perhaps 





shoes are really 
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laid on _ this 
there will be 
much business 
realized. This 


just another op- 
portunity for 
those who know 
shoe values.” 
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J [ors shoes. That’s our 
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= 4 oes “How would a 











——S1 A) pair of coal-black 





that the sale is 














very unsatisfac- 
tory. Pick out in 
advertising as 





= YourNameHere 


Fd at satin pumps at 
~-— $3.50, regular 
$7 value, strike 














far as is possible 
the greatest 
number of actual 
buyers. Don’t 
collect the inter- 
est of the casual regular quality. 
looker. The buy- 
er is the one. 


It is good business to allow you the advantage of what it would cost 
us to keep them over until next season. They offer you a fresh pair of the newest 





TOW ET you? It’s just 
one of many bar- 
COPY FOR ADVERTISEMENT gains.” 
$1,000 Saved to Townsfolk “REGULAR 


These styles are just as beautiful as they were the day they came into Stock 
this shop. They are just as durable. They are just as stylish. They are our 


REDUCED! 


“They are not 


shoes that you need not have UNLESS YOU COULD GET THEM AT JUST THESE Styles, but they 


The Total Sav- prices, You'll get more satisfaction out of your shoes if you buy a pair. 


ings of the Sale 


In order to impress the public with the size of a sale 
the savings in reductions in total may be put 
forth. 

Then the point is left clear to argue as to why the 
individual should not come in for some of these savings 
on his own hook. These ideas may be enlarged upon. 
There is not room to go into it further here. 


can be worn for 
three months 
longer. Come and get yours. You might as well save 
something, too. Hundreds are doing it.” 

These copy suggestions will serve also to start a 
train of thought which will result in more good ideas, 
original with you. If you can send us your copy ideas 
well in advance we will be glad to give you the benefit 
of our advice and help. 
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The Retail Method of Inventory 


(Continued from page 19) 
by the retail method will be lower than the actual cost. 
If, on the other hand, the closing stock has a larger 
proportion of high mark-up goods than the average, 
the resultant valuation figure secured by the retail 
method will be higher than the actual cost. 

The fact that the retail method of inventory is an 
averaging method, and consequently liable to inac- 
curacy, has deterred some department store firms from 
adopting it. It follows from this possibility of inac- 
curacy that this method is most effective where mer- 
chandise has been carefully departmentized, so that 
percentages of mark-up within departments do not 
show wide variation. Sub-division of departmental 
stock ledgers in departments handling a varied range 
of merchandise also may be expected to facilitate the 
operation of the retail method. Some difficulty has 
been experienced in departments where merchandise 
has been purchased for a special sale at a mark-up 
appreciably lower than normal. Even though all such 
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between the results of the cost and retail methods 
hesitated to make the change. This obstacle, however, 
was removed by Income Tax Mimeograph 3077, previ- 
ously referred to, in which it was stated specifically 
that any fictitious book profit resulting from the 
change in inventory method need not be included in 
taxable income. 

It is, of course, recognized that when a merchant 
adheres steadily to one method of computing inventory 
from year to year, the effects of any errors of a con- 
stant nature tend to be ironed out in the long run. 
If the method used results in too high an inventory 
valuation, profit for that period will be inflated 
fictiously; but if inventory is carried over to the next 
period at the same valuation, profit for that period 
will be correspondingly reduced. 


Advantages of Retail Method for Merchandise 
Control 


It must be pointed out that the retail method of 
inventory is more than a mere method of valuing mer- 


chandise stocks; it is in effect a selling price method 
of merchandise 












































low mark-up 
goods are dis- Per Cent Per Cent ep re Pre 
posed of in the Cost Retail Mark-up Mark-up Cost as suc f vst 
special sale, so || Opening Inventory  $ 4,800 $ 6,000 $1,200 20% 80% advantages trom 
that none re- Purchases (freight in- the point.of view 
sonia ta the te cluded in cost) 12,000 16,000 4,000 25% 75% of merchandise 
. Total of Inventory, at and 
ventory at the plus Additions $16,800 22,000 $5,200 23.64 76.36 mgs 
end of the pe- — $9,000 control that per- 
riod, the average Mark-downs 1,000 haps are of More 
cost percentage importance than 
will have been Total Retail Deductions $10,000 its advantage in 
Retail Book Inventory $12,000 : ois : 
affected by the Cost-or-Market Valuation of Inventory=76.36% $12,000 =$9,163.20. facilitating . 
entry of these Cost of Merchandise Sold~=$16,800—$9,163.20—$7,636.80. proper valuation 
goods on the Gross Margin=$9,000—$7,636.80 $1,363.20, 15.1% of net sales. of stocks at in- 
stock ledgers. - - - ve y time 
Where - w Example No. 4—Inventory result using the selling price method of mer- es Age a 
chandise accounting. ae 


mark-up sales of 

this type are of frequent occurrence, it may be found 
desirable to set up separate stock ledgers for such 
goods. 

Because of the possible inaccuracies previously re- 
ferred to, some department store firms have found 
that if they were to make a change from the cost 
method of computing inventory to the retail method 
in the middle of the period between inventories, a 
fictitiously inflated profit would be shown for the 
period in which the change was made. This difficulty, 
which was noted by firms that were computing inven- 
tory by both the cost and the retail methods for ex- 
perimental purposes, apparently was caused by the 
fact that goods bearing a high mark-up did not move 
as rapidly as those bearing a low mark-up; and con- 
sequently, at the end of the period, the closing stock 
had a larger proportion of high mark-up goods than 
the average. The resultant valuation figure secured 
by the retail method, therefore, was higher than the 
actual cost figure. Since inventory at the beginning of 
the period had been computed by the cost method, the 
result was to show a paper profit. A few other firms 
making similar experiments did not find that such a 
discrepancy resulted. Not wishing to be taxed on un- 
realized profits, firms that noted this discrepancy 


management ‘y< 
any merchandise business, it is desirable to have avai!- 
able at all times figures showing the amount of mer- 
chandise on hand. As previously pointed out, the value 
of goods on hand must be known in order to determine 
profit. Yet a well managed business should have some 
way of determining periodically the profit that it is 
making without resorting to an actual physical inver- 
tory. In a department store, it is desirable to know 
each month, or even more frequently, the amount of 
gross margin that is being realized in each depart- 
ment; in most cases, however, it would be out of the 
question to take a physical inventory that often. The 
amount of gross margin can be determined only if the 
cost of the merchandise sold is down. If the value of 
merchandise on hand is known, the cost of the goods 
sold also can be known, and vice versa. Hence, for the 
periodical determination of profit some method of ar- 
riving at figures for goods sold and goods remaining 
in stock, without resorting to a physical inventory, isa 
practical necessity in a large merchandising business. 

A book figure for the merchandise that should be 
on hand, furthermore, provides a check on stock short- 
ages. When a physical inventory is taken at the end of 
a period, all merchandise on hand is accounted for, 
(Continued on page 31) 
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‘THe Reta, SHOE SALESMAN 





Getting More Shoes 
Sold Right 


a a | 


Devoted to the Interests of that Great Army of Workers 


The Boston Retail Shoe 
Salesmen’s Association 


Here in Boston there is a thor- 
oughly successful association of re- 
tail shoe salespeople, the Boston Re- 
tail Shoe Salesmen’s Association. 
It was organized tenoradozen years 
ago. This writer well recalls the 
formation of the B. R. S. S. A,, 
and had some humble part in its 
origin. 

And soon, the infant organiza- 
tion, the first of its kind in the 
country, got off on the right foot 
and has had a splendid, useful, in- 
spiring existence. 

The Boston association is suc- 
cessful because it deserves to be. 

If any retail shoe salesperson 
or employee who reads this wishes 
to know how the Boston associa- 
tion does it, write the President, 
Fred N. Greenwood, care of 
Thayer McNeil Company, Temple 
Place, Boston, or to the Editor of 
this department of the Recorder. 


Shoe Trade Geography 
Questions 
1. From where do most goat- 
skins come? 
2. What raw material used in 
shoes comes from Egypt? 
3. What states produce most of 











Eureka! He evolves a peach 


Edited by ARTHUR L. EVANS, A. M. 
President of the Retail Shoemen’s Institute 














The answer to Question No. I of 
the Shoe Trade Geography Ques- 
tions 


the maple wood made into lasts? 
4. Where is the largest shoe 
machinery plant in the world? 


How a New Style Is 
Created 


It may interest many of the 
readers of this department to have 
a little insight to the creation of 
new styles. Styles are, of course, 
multitudious, but they fall, never- 
theless, into fairly distinct classi- 
fications in which differences in 
detail only will be apparent. 

Let us assume a new style case 
in a high-grade women’s factory. 
The factory has a “style man.” 
His factory needs a new strap ef- 
fect, or perhaps a gore, or cut out, 
or strap oxford or side lace. 

He runs down every avenue of 
information at his command, 
checks every source of ideas. Then 
from out his conscious or sub- 
conscious mind he fishes up an 
idea, two, three, fifty ideas. 

This sort of thing is kept up 
until Eureka! he evolves what 
looks to him like a “pip,” a “peach,” 
a “sweetheart,” a “honey,” you 
know the endearing names common 
in our industry on such occasions. 


Which Personally Serves the Public 


With the idea in this second 
stage form, the next step is en- 
trusted to the pattern maker who 
proceeds to put in working form 
the style-child of the designer. 

In a few days the shoes are 
done and ready for the “big mo- 
ment’’—the time has come to see 
if they fit, if they look right, if 
they are practicable 

A beautiful blonde young lady, 
often an office girl or stenogra- 
pher, is then called into the Sanc- 
tions of Decision. She has a love- 
ly 4B foot, encased in shimmer- 
ing silk hosiery. Delicately and 
with finesse this model pedal ex- 
tremity is inserted in this new- 
made shoe, the straps or gores or 
buttons or cut outs adjusted, and 
the Big Look is on. 

Business of minute inspection, 
visual and physical. Now comes 
the verdict. It fits! It looks fine! 

Several pairs on this model are 
then made, and tried out again 
and again with likely various lit- 
tle further changes. 

This done, the office orders a full 
set of samples showing the style 
in patent, kid, calf, ooze, satin, 
velvet, combinations, with Louis, 
Spanish, Cuban, Military or block 
heels, whatever the style and the 
current tendencies seem to call 



































A young blonde is called in 
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The Retail Shoe Salesmen’s 
Forum 


Written by ‘‘ Recorder” Readers 
“In the Front Line” 


Cause the Customer to 
Praise the Fit 





By W. A. Catlin, Belvidere, Ill. 


A shoe is correctly fitted when 
the customer says, “These are the 
best fitting and most comfortable 
shoes I have ever had. I want you 
to fit me to another pair just the 
same size and be sure to keep a 
record of the style and size of this 
pair.” 

To fit footwear correctly a sales- 
man should know every bone in 
the foot and just how much that 
foot is going to elongate with the 
weight of the body upon it. One 
should know at a glance whether 
a low heel or a high heel would fit 
the arch properly. I like to fit a 
customer so well that she will say, 
“I am going to wear those shoes; 
they fit more comfortably than my 
old ones.” 


Turning Over a Customer 





By Frank J. Conway, with O’Brien- 
Kiley Shoe Co., St. Joseph, Mo. 


There are several reasons why a 
customer should be turned over to 
another salesman: First, a dislike 
a customer may have for the first 
salesman often enables the turn- 
over man to complete the sale; 
second, a change of salesmanship 
often produces a quick sale on 
turnover; third, showing the cus- 
tomer that the store is really in- 
terested in his welfare. 

My reasons for when a custo- 
mer should be turned are as fol- 
lows: First, a customer should not 
be tired out before turning; sec- 
ond, do not continue showing the 
customer different styles and pat- 
terns when you know that you 


are going to have to turn over 
your customer. The salesman who 
knows when to turn over his cus- 
tomer is a valuable salesman, as 
many salesmen seem to prefer 
making the customer harder for 
the turnover man. 

My reasons for how a customer 
should be turned over are as fol- 
lows: First, a customer should be 
turned over in a polite, business 
way, not too abruptly, but in such 
a way that the customer will not 
think you are tired of waiting on 
him; second, you can easily turn 
a customer over and in most cases 
the customer will not notice that 
it was a plain turnover but will 
appreciate all the store is doing 
for him. 


Be Able to Point Out 
Leather Facts 








By Harry C. Copeland, with Wor- 
bass’ Walk-Over Shoe Store, 
Syracuse, N. Y. 


Every retail shoe salesman 
should have some knowledge of 
the grading of leathers, the differ- 
ent parts of the skins or hides 
from which they are cut, the dis- 
tinguishing grains of calf, kid, 
kips, kangaroo, goat, sheep, etc., 
in order that he may be prepared 
to answer questions which may be 
asked by customers. 

Ruth Leigh, in a recent article 
makes the assertion that “People 
do not see what they are looking 
at. They only see that which is 
pointed out to them.” 

The truth of this statement may 
be readily proved on the fitting 
stool. The salesman who knows 
the characteristics and grades of 
the leathers in his shoes is able to 
show clearly why his merchandise 
will give more wear and look bet- 
ter than similar leathers of cheap- 
er grades. 

A close study of the leathers in 
the stock combined with asking 
questions of the buyer when in 
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doubt, will enable the salesman to 
sell more shoes right because of 
better knowledge of his merchan- 
dise. 


Ways to Bring in New 
Customers 





By Herbert L. King, Broadway 
Shoe Store, Newport News, Va. 


There are many ways for a re- 
tail salesman to bring new cus- 
tomers to the store such as: 

Calling on personal friends. 

Writing personal letters. 

Being so enthusiastic over his 
job that he causes acquaintances 
to give his shoes a trial to see 
whether they are as good as he 
says. 

But by far the most effective and 
far-reaching method for getting 
new customers is to please the cus- 
tomers you serve so well that they 
will send their friends to you. 

When Mrs. Smith says to Mrs. 
Jones, “Why don’t you go down to 
Blank’s and let Mr. Gay fit your 
shoes? He is awfully nice, and 
surely knows how to fit shoes,” 
you can bet that Mr. Gay is on 
the job, and when Mrs. Jones goes 
to him she will soon be telling 
someone else about Mr. Gay. 


Goodyear Welts and 
McKays 


By W. E. Zavitz, with J. C. Penney 
Co., Wenatchee, Wash. 


A Goodyear welt is made by 
channeling the bottom side of the 
insole, splitting the outer edge, 
and trimming off a very narrow 
strip of the bottom edge of the 
insole. The upper and lining are 
then lasted and sewed firmly with 
the welt, which is a narrow strip 
of sole leather, to the bottom part 
of the insole, making a perfectly 
smooth leather insole with no nails 
or stitches coming through to hurt 
tender feet and an insole which 
cannot be lifted out of the shoe. 
The sole is then sewed to the welt 
with a Goodyear stitcher. 

A McKay-sewed shoe is made by 
lasting the upper and bringing it 
around underneath the insole and 
sometimes fastening the edge with 
an imitation welt to the bottom of 
the insole by driving lasting tacks 
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or small staples through the in- 
sole. The sole is then fitted and 
sewed through the sole, the imita- 
tion welt, the edge of the upper and 
insole, having an insole with small 
tacks and stitches that sometimes 
work loose and hurt the foot. 


New Customers Through 
Established Trade 


os Vib’ 





By Harry R. Stout, with Holtman’s 
Shoe Store, Indianapolis, Ind. 


I have found that the most suc- 
cessful method of gaining new cus- 
tomers for a store is accomplished 
through your established trade. If 
you can so impress your customer 
with your efforts to please him, to 
fit him properly with the shoe best 
adapted to his particular foot and 
use, he will automatically tell his 
friends how much he enjoys doing 
business with you. 

It is also true that your friendli- 
ness and courteous geniality on 
the street as well as in the store 
will bring you new customers. 

I have found that the general 
attitude of the salespeople has as 
much to do with the formulating 
of a good business as the location 
of a store or the merchandise 
which it sells. 





Turning "Em Over 





By Edward M. Horton, with R. & H. 
Shoe Co., Detroit, Mich. 


Why do we “turn over” a cus- 
tomer? Just to make a profit on 
the merchandise sold? It’s true we 
wish to make that profit, but a 
great deal more is accomplished 
than the putting of a few extra 
pennies in the cash register. 

We strengthen the sales morale 
of the entire salesforce. Just the 
simple law of competition. We all 
work better when we realize that 
someone else is eager to take up 
the struggle if we fail. We appeal 
to the pride of the salesperson 
who is called to take the “T. O.” 
and therefore obtain his best ef- 
forts. 

We touch the vanity of our cus- 


tomer, predisposing him in favor 
of our store and our merchandise. 
For, if he is skilfully “turned 
over” he believes that he is receiv- 
ing special consideration and at- 
tention. 

We break down sales-resistance. 
The assisting salesperson is fresh 
and full of vim and vigor, where 
the first possibly is becoming fa- 
tigued, nervous—even irritable. 

We harmonize personalities, and 
this is perhaps one of the most 
important arguments in favor of 
the “T. O.” system. Each of us 
has repeatedly seen the assisting 
salesperson sell the customer the 
same shoes in the same size and 
width that he has refused to pur- 
chase from the first salesperson. 
Just something about the second 
salesperson’s personality that ap- 
peals to the customer, wins her 
confidence—and the rest is easy! 


The Excellence of Leather 
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By Gregg A. Spraley, with Wm. F. 
Oelman & Co., Dayton, Ohio 





A good retail shoe salesman 
should know that nothing excels 
leather for making shoes. Nature 
has provided a texture in the skin 
of an animal that when properly 
treated or tanned (made _ into 
leather), is unsurpassable as a ma- 
terial for making shoes. 

He should have some knowledge 
of the origin, methods of tanning 
and practical possibilities of dif- 
ferent kinds of leathers used in 
making shoes; also the care ‘of 
them. 

For upper stock kid, calf and 
patent probably are the most 
used; kid for its easiness and 
coolness on the feet; calf for wear- 
resisting, qualities; patent for 
dress value, the latter being a fin- 
ish made by japanning. Gun metal 
is a calf finish. 

Kangaroo and cabretta are upper 
stocks similar in appearance to 
kid, the former being closer 
grained, a bit tougher, used most 
in men’s shoes, the latter as an 
imitation of kid. 

Ooze or suede is usually the 
dressed down flesh side inside of 
the hide, giving it a nap or finish 
susceptible to coloring. 

Elk is usually chrome tanned 
calf, kip or cowhide. 
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A shoe salesman should study 
the adaptability of different kinds 
of leather for different kinds of 
wear and feet. A little book called 
“Leather Lessons” (I believe), by 
the Boot and Shoe Recorder, cov- 
ers this third question thoroughly, 
also quotes terms of all parts of 
shoes, styles, etc., and is well 
worth owning. 


Type of Foot Must Be 
Considered 





By J. J. O'Connor, with Cane’s, 
Saranac Lake, N. Y. 


To be absolutely thorough, to 
have a shoe fit correctly, the type 
of foot must be taken into consid- 
eration. 

If the arch has fallen I recom- 
mend a military heel for walking 
or dress shoes, with a high shank 
or “built-in” arch support, with a 
broad, full vamp. The correct 
length may be determined by hav- 
ing the great toe joint in line 
with the forepart of the arch- 
shank. The width is easily deter- 
mined by pressure across toe 
joints. 

In the case of the high arch 
type, I recommend the same heel 
for street and dress shoes, with- 
out arch support in shank. This 
type may not need the wide vamp 
shoe, but the salesman should use 
his own judgment. 

Ninety per cent of our custom- 
ers will not listen to recom- 
mendations as above, but will in- 
sist upon a style they like whether 
or not adapted to their foot. In 
such cases, to fit the shoe as near 
correct as possible have the great 
toe joint a little over the length 
of the great toe back (that is, near 
the break of the shank), and don’t 
have too much pressure across the 
joint for width. Above all, have 
enough length. 


Even experts have difficulty in 
judging leather by surface indica- 
tions. Your best reliance is in the 
integrity and reliability of your 
dealer, who, in turn, depends upon 
the honesty and reliability of his 
manufacturer. These shoes are 
made by an honest, reliable manu- 
facturer and sold to you by an hon- 
est, reliable dealer—both giving 
you complete satisfaction. 
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Here’s the $10 Prize Winner 


Henry LaBelle, with the shoe department of G. V. S. 
Quackenbush & Co., Troy, N. Y., is the winner of the prize 
of $10 for the best answer to the October problem, “What 
Was the Hardest Sale I Ever Made.” 

Henry Willard, of San Jose, California, wins the second 


prize of $5. 


Mr. LaBelle’s article follows: 


The hardest customer 
had was a lady about forty years 


young, with a bunion, a hammer 


toe, a crop of corns, a weak arch 
and a strong head. 

She actually knew a little bit, 
but thought she knew it all, and 
to make matters worse, she was a 
half-baked man. 

The lady came in the depart- 
ment in a rush and sat down 
heavy. I approached her immedi- 
ately and said, “Good Morning.” 
She answered “Good Morning” like 
the crack of a cannon, but she 
couldn’t scare me; I have been 
selling shoes too long. 

Leisurely I reached for the 
measuring stick. Just as my hand 
reached the stick she said “I don’t 
need my foot measured, I want a 
black oxford, size 5% E with a 
flat heel.” I said, “Yes, ma’am,” 
and started to lace it. When about 
half laced I looked up at her and 
she was twitching her mouth from 
ear to ear. She said, “That’s far 
enough, let me stand in it.” 

She stood in it and said, “No, 
that don’t feel godd either, take 
it off, I guess you can’t fit my 
foot, either.” I said, “Madam, if 
you are willing to let me try I 
feel sure I can fit you to a stylish 
and most comfortable oxford.” 
“Well,” she said, “why don’t 
you?” I answered, “Well, in 
the first place I don’t know 
your correct size, but if you 
will allow me to measure 


your foot, I can _ relieve 
you of considerable suffer- 
ing.” 


I measured her foot and 
the correct size was a 7% 
in length. She said, “What 
size do I measure for?” I 
told her “about 7% A.” She 
laughed aloud. I said, ““Mad- 
am, did the clerk who fitted 
you to these shoes measure 


I ever 








Problem for December 


What Is Meant by Stock 
Turnover? 


This problem has no refer- 
ence to turning over a cus- 
tomer by one salesman to an- 
other; it refers to the turn- 
over of the store goods. The 
Recorder will pay $10 for the 
best answer to this problem 
and $5 for the second best an- 
swer. Write out your answers 
and send into the Editor of 
“The Retail Shoe Salesman’s” 
Department of the Boot and 
Shoe Recorder, 207 South 
street, Boston. The _ ideas 
presented, rather than the 
phraseology or grammatical 
construction, will be the basis 
of the award. Contest confined 
solely to retail shoe sales- 
people. The winning article 
will be published in this de- 
partment. 




















laced together and bulged out at 
the sides, especially the outside, so 
what else could I do?” 

I explained to the lady why her 








your foot?” she answered, 
“No, he looked in my old 
shoe and got the size.” I 
asked her if the pair of 
shoes that the clerk took 
the size from felt good. She 
said, “No, but the next size 





She had a bunion, a hammer toe, a weak arch, 
corns and a strong head 
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shoes bulged, what caused her cal- 
louses, corns and bunions, why it 
was a serious matter to neglect 
these conditions. One instance that 
made her sit up and take notice 
was when I explained that the con- 
stant irritation on one particu- 
larly sore corn on top of a hammer 
toe neglected too long would cause 
pus and infection to follow. She 
said, “I never had anyone explain 
anything like that to me before.” 
I said, “We couldn’t hold our job 
in a high-grade department like 
this if we didn’t know something 
about feet and how to fit shoes cor- 
rectly.” 

I was working my way easily 
when she asked me the price of 
the shoes. I tried on an oxford, 
size 7% A with a triple A waist 
and heel, straight inner line and a 
military heel. She said, “Oh, dear, 
that will never do. Why, I would 
turn in on a heel this high in less 
than a week and look at these 
wrinkles here (due to the straight 
inner line). I said, “Lady, let me 
explain to you what makes this 
shoe wrinkle here. The bottom of 
the shoe is made exactly like the 
bottom of a normal foot and as you 
know your foot is in a very ab- 
normal condition, consequently 
your foot would not be the same 
shape as the shoe you have on, but 
the reason we fit you to a shoe 
like this is because we want to try 
and correct the abnormal conditions 
and alleviate the pain you suffer in 
ill fitting shoes. Therefore, your 
toes have to have enough room to 
straighten and lay out flat; the 
nearer your feet get to a normal 
condition the less trouble you will 
have with your feet and your health 
in general will be benefited.” 

“Well,” said she, “the 
longer I have it on the bet- 
ter it feels, but it looks so 
terribly large there.” Said 
I, “Stand on it in front of 
the mirror and notice how 
most of the wrinkles disap- 
pear.” She said, “Yes, it 
looks better when I stand 
on it than it does when I am 
sitting down.” I asked her 
if she did not do more 
standing and walking than 
sitting, and she said she did. 
I said, “You won’t appreciate 
these shoes until you have 
walked in them a day or 
two.” She said, “The longer I 
have them on the better they 
look; I will take them, how 
much are they?” “12.50.” 
She said, “Why I never paid 

(Continued on page 69) 
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The Retail Method of Inventory 
(Continued from page 26) 


but this figure does not necessarily correspond with 
the merchandise that should have been on hand—that 
is, losses of merchandise may have taken place by 
theft or otherwise; stocks may be short. In numerous 
small retail businesses this element of stock shortage 
is absorbed by neglect; there is nothing to show how 
much merchandise should have been on hand. Conse- 
quently, the cost of merchandise sold figure includes 
not only the cost of goods actually sold but also the cost 
of stock shortages. The cost of merchandise on hand 
at the beginning of the period, plus purchases, minus 
the cost of merchandise sold, of course gives a figure 
for the cost of merchandise that should be on hand; 
but when sales are recorded at selling prices and in- 
ventories and purchases at cost prices, the cost of mer- 
chandise sold figure ordinarily is arrived at by sub- 
tracting the actual physical inventory at the close of 
the period from the net cost of merchandise handled. 
Thus, to have a check on stock shortages, it is neces- 
sary that the book figures for merchandise sold and 
r2erchandise remaining in stock should be arrived at 
independently of the closing physical inventory. 

Another reason for securing such book figures is to 
facilitate the planning of sales, stocks and purchases. 
Over-buying frequently results from ignorance of the 
quantity of a specific article that is actually in stock. 
Again, a merchant ordinarily cannot resort to a physi- 
cal inventory every time he wishes to determine what 
goods to order. 

Thus there are three reasons for maintaining book 
figures to show at any time the amount of merchandise 
that has been sold and the amount of goods that should 
be on hand: (1) in order to determine profit; (2) in 
order to ascertain the amount of stock shortage; and 
(3) in order to facilitate intelligent planning of sales, 
stocks and purchases. 

There are various ways in which such book figures 
may be secured. First, a system of stock records may 
be kept in physical units in such a way as to provide 
a perpetual book inventory. At any time such a stock 
record system will show, of course, what units of mer- 
chandise have been sold and what units still are on 
hand. For various reasons, however, it is not consid- 
ered feasible in many businesses to maintain such 
records for all types of merchandise. Frequently the 
keeping of such records may entail more expense than 
the results justify. . 

A second possibility is to reduce the net sales figure 
to cost by subtracting from it the amount that repre- 
sents the mark-up, or the difference between the cost 
and the selling price. If the maintained percentage of 
mark-up is known approximateiy, for the purpose of 
making a rather rough estimate, it may be applied to 
reduce the net sales figure to an approximate figure 
for cost of merchandise sold; and from this can be 
secured an approximate figure for the cost of merchan- 
dise remaining on hand. A drawback to this plan is 
that the maintained percentage of mark-up may not 
be accurately enough known; one of the reasons for 
securing a book figure for cost of merchandise sold is 
to ascertain the maintained percentage of mark-up. 
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In the third place, a cost of merchandise sold figure 
may be accumulated from day to day by making a cost 
audit of sales; that is, the cost price of each article 
sold may be recorded on the sales slip or otherwise and 
these figures audited in the usual manner. Then at any 
time a book figure is avaliable for the accumulated cost 
of merchandise sold in each department. This figure 
can be used for purposes of estimating profit. At any 
time, this book figure for cost of merchandise sold can 
be subtracted from the total of beginning inventory 
and purchases, leaving a book figure for the cost of 
merchandise on hand. This figure may be used to facili- 
tate the planning of purchases, and at the end of the 
period it can be checked with the actual physical in- 
ventory figure. It is, of course, necessary that such 
book figures be checked with actual inventory figures 
as frequently as practicable, not only because stock 
shortages may have occurred since the previous physi- 
cal inventory, but also because the book figures do not 
show the amount of merchandise depreciation unless 
the cost records have been adjusted to changing mar- 
ket prices, a procedure that frequently is not feasible. 


The fourth method of securing book figures for mer- 
chandise sold and merchandise remaining on hand is 
the retail method of inventory or, more properly, the 
selling price method of merchandise accounting. Since 
by this method stocks and purchases are recorded at 
retail, it is always possible by simple arithmetic to 
determine the retail value of goods that should be on 
hand. When it is desired to ascertain profits without 
taking an actual physical inventory, the average cost 
percentage may be applied to the book figure for the 
retail value of merchandise that should be on hand. 
For instance, in Example No. 3, the average cost per- 
centage of 68.5 per cent would be applied to the retail 
book inventory of $1,800, giving a resultant inventory 
valuation of $1,233. This resultant figure subtracted 
from the total cost of inventory and additions, $5,000, 
in the example given, leaves a cost of merchandise 
sold of $3,767. The difference between this latter figure 
and the net sales of $5,100 is the gross margin, $1,333. 
The retail stock shortage, of course, can be ascertained 
by taking an actual retail inventory, and comparing 
the result with the retail book inventory of $1,800. 


From the point of view of merchandise management 
and control in department stores, the selling price 
method of merchandise accounting offers at least one 
important advantage over the plan of cost auditing 
sales—it shows at any time the effect on gross margin 


‘of the mark-downs on goods remaining in stock. This 


advantage may be illustrated by the following 
example: 

Half-way through a selling season, the net sales of 
a department have amounted to $9,000. At the be- 
ginning of the season, the inventory at cost was 
$4,800, and at retail $6,000; to date purchases at cost 
have amounted to $12,000, and at retail to $16,000. 
Mark-downs have been taken to the extent of $1,000 
at retail. Figures accumulated by a cost audit of sales 
show that the cost of merchandise sold to date is 
$7,000 and the estimated gross margin for the season 
to date is the difference between the net sales of 
$9,000 and this cost of merchandise sold, or $2,000— 
22.2 per cent of sales. 
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If, however, the selling price method of merchan- 
dise accounting is in use, the situation will appear 
as in Example No. 4. 

Under the cost audit method, the effect of the mark- 
downs, amounting to $1,000 at retail, on the gross 
margin was not shown, except in so far as these mark- 
downs may have been instrumental in making the net 
sales figure smaller than it otherwise might have been. 
The major effect of the mark-downs on the gross mar- 
gin would be shown only when a properly depreciated 
physical inventory was taken. Meantime the depart- 
ment manager might assume that his maintained gross 
margin was well in excess of 20 per cent of sales. By 
the selling price method of merchandise accounting, 
however, the losses which incur from mark-downs 
already taken on the goods that remain in stock are 
at once anticipated, the maintained gross margin 
shown to be only 15.1 per cent of net sales and the 
true condition of the department thus made apparent. 

Although this example perhaps represents a more 
extreme situation than would be of frequent occur- 
rence, it is entirely possible under the cost audit 
method for a buyer to go through a whole season 
assuming that he is maintaining a satisfactory gross 
margin only to find, when an actual physical inventory 
is taken, that because of mark-downs his maintained 
mark-up is by no means as high as he had assumed. 
For retail firms that plan carefully the percentage of 
gross margin to be secured from each department and 
require their buyers to adhere as closely as possible 
to the planned figures, this advantage of the selling 
price method of merchandise accounting appears to 
warrant careful consideration. 

As to whether the selling price method is more sim- 
ple of operation than the cost audit arrangement, there 
may be some difference of opinion. Recording and 
auditing sales at cost is perhaps a laborious procedure, 
but it is at least easily understood ; whereas the selling 
price method probably is not so readily understandable 
to the average buyer, a careful process of education 
being necessary to insure the satisfactory operation 
of the plan. Such a process of education, however, may 
be worth while in another way in leading buyers and 
merchandise managers to think in terms of selling 
price rather than of cost. When merchandise has been 
purchased and placed in stock, the important consid- 
eration for the management is the amount of money 
which that merchandise will bring when sold, not the 
amount of money that has been paid for it. The trend 
in merchandise control is toward planning stocks and 
purchases in terms of what the goods will bring at 
selling prices rather than in terms of cost. From this 
point of view, the selling price method of merchandise 
accounting may prove to possess certain educational 
advantages, even though it requires painstaking in- 
struction to familiarize buyers with its operation. 

It is not to be thought that the selling price method 
of merchandise accounting can be a success if operated 
in a lax or slipshod manner. The heart of the system 
lies in the proper making and recording of price 
changes. Unless mark-downs and mark-ups are taken 
when they should be and accurately recorded, this 
method of merchandise accounting will not work 
smoothly. It is necessary that price changes be re- 
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corded in some detail. For example, the records of 
mark-downs and additional mark-ups must show net 
figures. If an article costing $10 originally was priced 
at $15, later advanced to $17 because of a rise in 
replacement value, and finally reduced to $13 for clear- 
ance at the end of the season, the final $4 reduction 
cannot all be treated as a mark-down. Two dollars is 
cancellation of additional mark-up and must be so 
recorded, whereas the other $2 is a real mark-down, 
because it goes below the original selling price. 





Daniel P. Morse Dead 


New York, Dec. 15—Daniel P. Morse, founder of the 
old wholesale shoe firm of Morse & Rogers, now one 
of the subsidiaries of the International Shoe Company, 
died of heart trouble at his home at Northport Harbor, 
Huntington, L. IL. on- Saturday, December 13. Mr. 
Morse, who, until his retirement from active business 
several years ago, was one of the dominant figures in 
the shoe trade, was 72 years old. 

He entered the shoe trade early in life and founded 
the house of Morse & Rogers and was president of 
that concern until it was amalgamated with the W. R. 
McElwain Shoe Company in 1913. The McElwain Com- 
pany subsequently was absorbed by the International 
Shoe Company of St. Louis. In 1900 he founded the 
Morse & Burt Company, shoe manufacturers of Brook- 
lyn, and served as president of that company until 
1922, but never took much of an active part in its 
management, these duties being delegated to Raymond 
P. Morse, who is now president of the company, Henry 
N. Morse and Daniel P. Morse, Jr., his three sons, who 
survive him. After retiring as president of the com- 
pany, he continued as one of the directors. 

In addition to his connections in the shoe trade Mr, 
Morse was president of the Flushing Bay Holding 
Company, and a director of the East Neck Holding 
Company and of the Merchants’ Association. He also 
was a member of the advisory committee of the Irving 
National Bank-Columbia Trust Company and of the 
Title Guarantee & Trust Company. In addition to his 
business connections he was a member of the Union 
League, one of the leading exclusive clubs of New 
York, the Arkwright Club, one of the oldest of the 
textile social organizations, the Huntington Country, 
Huntington Bay, Hillsdale Country, Siwony Country 
and Lincoln clubs. 





Thomas Keirnan Is Dead 


Boston—Thomas Keirnan, vice-president and gen- 
eral manager of the Griess-Pfleger Tanning Co., 
dropped dead on December 16, in the Boston office of 
that company, 179 South street. The medical examiner 
pronounced death the result of natural causes. The 
body was shipped on Wednesday, December 17, via 
the Twentieth Century train to Chicago, where 
funeral services took place December 20. 

Mr. Keirnan was 60 years of age and was considered 
one of the most able leather men in the industry. At 
one time, he was connected with the American Hide & 
Leather Co. He leaves a widow, two sons and a 
daughter. 
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‘On to Boston” for Annual N. S. T. A. Convention 


Big Banquet of January 10 A “Grand Finale” and a “Curtain Raiser’—Special 
Railroad Rates—Pittsburgh and Central Shoe Travelers Elect Officers 


BSAA 


“On to Boston,” January 9-10, is 
the slogan that is being sounded 
through “shoe travelordom.” Af- 
filiated Associations of the N. S. 
T. A. are electing delegates and 
the N. S. T. A. Board of Gover- 
nors has issued a far-reaching 
convention call. The following let- 
ter, signed by President B. Mc- 
Whirter, Vice-President James L. 
Seanlon, Treasurer Dave Davis, 
and Secretary T. A. Delany has 
been sent to N. S. T. A. members: 

The Board of Governors voted 
that the 14th Annual Convention 
of our Association be held in Bos- 
ton, Mass., January 9 and 10, 1925. 

This decision was given that all 
our members could meet with 
their brother-salesmen, employers, 
buyers and friends in the trade by 
attending, without loss of time or 
money, the two very important 
functions in the Shoe Industry. 

The Convention, Style Show and 
Exposition of the N. S. R. A., is 
to be held in the same city on 
January 12, 13, 14 and 15, 1925, 
at which time, undoubtedly, the 
largest collection of those inter- 
ested in the trade will be present 
from all parts of the world. 

These dates coming so near 
each other gives us all an oppor- 
tunity to participate in the busi- 
ness and social affairs of these 
two important branches of the 
trade. 

On the evening of January 10 
the traveling shoe fraternities of 
Boston are to tender a banquet, 
complimentary to all our dele- 
gates. This is intended to be not 
only the “GRAND FINALE” of our 
meetings but also a “CURTAIN 














this, 


* N.S. T. A. Christmas ® 
Message as 


(From Weekly News Bul- = 
letin—of C. A. Dickens, & 
Chicago.) 


in the back- 


let us 


for a Merry Christmas and 


a Prosperous New Year. 


There is something more %& 
@. than the observance of }% 
@e Christmas Day, and that 
SE is keeping the Christmas 
sy thought throughout the 
; whole year. In order todo @& 
you should forget 
43 what you have done for 
others and remember what § 
we others have done for you. 
sg Ignore the thought that 
\“) the world owes you some- 
“3 thing, and concentrate on 3 
what you owe the rest of #% 
we the world. Put your claim 
%§ for rights 
>« ground; your duties in the 
s middle distance; and your 
\*)} opportunities to do some- 
$ thing for others in the 
ms foreground. 
: Therefore, 
$ through our thoughts and 
actions make this Christ- 
we Mas mean more to us 
throughout the ‘coming 
f year than any of the past. 
» In keeping with the § 
we spirit of the Season, we ») 
want to extend to all our 
~ friends and their families 
“S our heartiest good wishes @& 














RAISER” to the retail shoe mer- 
chants. 

To encourage a larger attend- 
ance, the price of admission to 
the Style Show has been reduced. 
Salesmen, whose lines are on ex- 
hibition, will be treated as mem- 
bers of the N. S. R. A. 

With all these inducements, pass 
the word on to everybody “ON TO 
BOSTON.” 

Special railroad rates are avail- 
able to all showing credentials. 
Before buying your ticket, call for 
the special Rate Certificate. 


Boston Travelers Meet 
Today 

The twenty-fifth annual meeting 
of the Boston Shoe Travelers’ As- 
sociation is being held today, 
Saturday, December 20, at the Ho- 
tel Essex, Boston. Officers were 
elected for 1925 and delegates to 
the N. S. T. A. Convention elected. 

After the one o’clock luncheon, 
an interesting program was held. 
Elaborate plans were discussed 
for the entertaining of visiting 
buyers to the N. S. R. A. Conven- 
tion and the Convention Banquet, 
to be held at the Somerset, on the 
evening of Saturday, January 10, 
when the Boston boys are to share 
honors with the Southern Shoe 
Travelers’ Association, and the 
Boston Shoe Associates, as hosts 
to the’allied trades. 

John J. Whalen, formerly vice- 
president of the B. S. T. A., is 
elected president. The re-election 
of William Noll marks his twenty- 
fifth year in charge of the records 
and finances of the Boston boys. 
“Billy” is one of the most con- 
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Your Christmas counters 
and windows will be made 
brighter and more appealing 
with these popular felts for 
children. Your holiday profits 
will be larger if you feature a 
line of Snug-lers. For color, 
comfort, and new styles Snug- 
lers have no superior. Take 
care of your Christmas and 
mid-winter business with a 
good stock of Snug-lers. 


United States Rubber Company 
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WILLIAM NOLL 


Elected for 25th consecutive 
time as secretary-treasurer of 
the B. S. S. A. 


scientious and active secretaries 
in the country. His aim is to do 
things 100 per cent correct, and 
the Boston boys all say that he al- 
ways maintains the 100 per cent 
grade. 


Pittsburgh Elects Officers 


The annual election of the Pitts- 
burgh Shoe Travelers’ Association 
toak place at the Hotel Henry, No- 
vember 22. Officers were elected as 
follows: President, A. A. Betts; 
vice-president, C. G. Sellers; finan- 
cial secretary, A. A. Arnold: re- 
cording secretary. J. M. Maitland. 
At this meeting delegates to the 
N. S. R. A. convention were ap- 
pointed. 


Central Association Elects 
Officers 

The Central Shoe Travelers’ As- 
sociation of Kansas City held its 
annual election at the Elks’ Club, 
on November 29. A blue and a white 
ticket were used. Those who were 
not present_were given the privi- 
lege of casting their ballots by mail. 
The following were elected to mem- 
bership: President, E. O. Graham; 
vice-president, Charles H. Russel; 
secretary-treasurer, Dow C. Phelps; 
directors, E. F. McCabe, K. L. Bar- 
ton, Jr., and R. R. Noland. At this 
meeting, much enthusiasm was 
shown, particularly on the insur- 
ance question, which will be dis- 
cussed at the National Convention, 
Hotel Somerset, Boston, January 
8-10. 
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ARTHUR L. KENNEY 


Who represents C. A. Grosve- 

nor Co. in New England, New 

York State, including Greater 

New York, Pennsylvania and 
Ohio. 


Arthur L. Kenney of C. A. 
Grosvenor Co., Worcester, Mass., 
has just returned from a trip over 
his regular territory (New Eng- 
land, New York State and Ohio) 
and his new territory (Pennsyl- 
vania and Greater New York). His 
many new samples have met with 
marked approval. Mr. Kenney looks 
forward to a continuation of this 
better business sentiment with the 
result that 1925 will be a good 
year. 


Lelyvela with T. D. Barry 


Louis Lelyveld is to represent the 


T. D. Barry Co. in New England. ° 


This is Mr. Lelyveld’s old “camp- 
ing ground.” He says that he will 
indeed be glad to again greet all of 
his old friends in the trade. 


Platz with Trimount 


Henry I. Platz is sales manager 
and style man for The Trimount 
Shoe Co., manufacturers of Mc- 
Kay novelties, with factory at Bos- 
ton, and Boston office at 113 Lin- 
coln street. Henry is well known 
to volume buyers the country 
over. He Has had wide experience 
in the shoe business. 

Frank Coyne, the general mana- 
ger of The Trimount Shoe Co., has 
had thirty years’ experience in 
making shoes and is well known to 
the trade. 
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N. J. GLASSBERG 


Covers New England, part of 

New York City, the eastern 

part of New York and eastern 

part of Pennsylvania for Cor- 
nell Shoe Co. 


N. J. Glassberg, who has had a 
lengthy experience in the retail 
shoe trade, and for the last year 
has been making an _ intensive 
study of the technical side of shoe 
making in the Cornell Shoe Com- 
pany’s factory in Brooklyn, has 
become a sales representative of 
the concern and will cover the above 
mentioned territory. 

Mr. Glassberg, who has recently 
returned from a trip to Paris, 
where he picked up some pattern 
ideas which are being incorporat- 
ed in the company’s spring line, 
will start on his initial selling 
trip immediately after the Boston 
Style Show. 

L. M. Livingston, who covers 
the rest of the country north of 
the Mason and Dixon line, also will 
go on the road at that time. G. E. 
Van Meter, the company’s repre- 
sentative in the South, is now in 
Texas, but will return North for 
the Style Show. 


Albers Travels for U. S. 
Shoe Co. 


Frank Albers is now traveling 
Ohio and West Virginia for the Val 
Duttenhofer Sons Co., branch of 
the United States Shoe Co. He left 
for his territory on December 8. 
He was formerly with the Dutten- 
hofer Stevens Co., and prior to that 
was with the Sachs Shoe Co., of 
Cincinnati. 
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Warmth, Protection, Style 


Here are three “‘U. S.”’ Gaiters that please the most exacting 
women customers. The jersey cloth uppers, fitting the ankles 
snugly, keep the wearer warm in the severest weather. The 
sturdy, durable soles and ample foxing give protection against 
snow and slush. And for style “‘U. S.”’ Gaiters are standard. 


cli Stormy weather will bring many Above, the well 
. ry own mpress. = 
fashionable gat- women to your store. Get your we ye 


able snap fas- winter profits by selling the best ng a 
ane —‘U. S.” Gaiters. onner. 


United States Rubber Company 
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Christmas Holiday Shopping Gives Impetus 
to Novelty Gaiter Demand 


HERE has been a healthy 
trend to the demand for nov- 
elty gaiters in shoe stores 
and it is attributed directly to the 
influence exerted by the Christ- 
mas holiday spirit. Many stores 
have used aggressive measures in 
suggesting novelty gaiters as ap- 
propriate gifts for the holiday sea- 
son. It has been a common sight 
to see both women’s and men’s 
novelty types placed in the center 
of a shoe trim in a main window 
during the Christmas shopping 
days. 

The four-buckle model, because 
of its adjustable characteristics 
in fitting, no doubt will have an- 
other good season in both men’s 
and women’s lines. The advent of 
snowfall in sections came earlier 
this year and provided encourage- 
ment because of the early calls for 
rubber footwear, whereas the de- 
mand a year ago was very late in 
opening because of cold and wet 
weather holding off. 

Many shoe stores in pushing their 
gaiters put a great deal of stress 
on their advertising, calling atten- 
tion to the fact that winter weath- 
er has arrived and to insure com- 
fort and protection from snowy 
and slushy walking, gaiters are 
necessary. 

Another good reason why rubber 
footwear should be pushed before 
the Christmas holidays is that the 
public is in a buying mood—peo- 
ple are seeking appropriate gifts 
and usually set aside a definite 
sum for which they plan to buy a 
number of articles. After Christ- 
mas, they are more reluctant to 
spend so freely. This doesn’t 
mean, however, that there will be 
a sharp decline in interest in gait- 
ers. If the weather is slushy and 
“right” for overshoes, gaiters will 
sell freely. 

With the passing of the holiday 
season, more impetus should be 
placed behind the movement to 
sell gaiters. Unless snow falls and 
weather is ideal for wearing them 
sales will have a tendency to lag. 
It is a good plan to place a gaiter 
in the display window all during 
the winter season, and also keep 
one in a conspicuous spot in the 
interior. 

Concerning the subject of show- 
ing your articles, whether they be- 


long to a specific department or 
not, the late Frank Woolworth, a 
very successful merchant, believed 
in displaying his merchandise so 
that it quickly attracted the idea 
of the customer. Of course, there’s 
a difference between the policies 
in operating a shoe store and a 
store of the Woolworth type, but 
the fundamentals are the same— 
your merchandise should be seen 
in order to interest your clientele. 


“Show Your Goods’—Woolworth 


The late Frank Woolworth was a 
great merchant who won an amaz- 
ing success by discovering one big 
secret of merchandising which a 
good many retailers of the country 
have yet to discover, says the Dry 
Goods Economist. 

There are hundreds of articles of 
merchandise which can be sold at a 
handsome profit if you bring them 
to a customer’s attention, but which 
the average shopper will never 
think about unless she is com- 
pelled to see them. 

That was the secret which piled 
up a fortune of many millions for 
Mr. Woolworth, and spread his 
stores like a red rash over the face 
of the United States. 

We might express the secret in 
a simpler way by just saying that 
some goods must be seen to be sold. 
The trouble is that most merchants 
insist that every article belongs to 
some particular department, and if 
he cannot classify it by its depart- 


ment, he does not seem to know’ 


what to do with it. The Woolworth 
store managers are not hampered 
by any such ideas. Their big aim 
is to display their merchandise in 
such a way that it will most quickly 
catch the eye of a customer, and 
they will display the same article 
in half a dozen parts of the store 
if they believe it has good sales 
possibilities. 

Of course, we are not arguing 
that every store should be modeled 
on the Woolworth plan; but every 
merchant can take the Woolworth 
idea and play it to meet his own 
needs. 


Squash Racquets Being 
Played Much 


Squash racquets, an _ indoor 
game for winter, in which rubber 


canvas shoes are most always 
worn by the contestants, has tak- 
en a great hold in this country, 
particularly the East. It is com- 
paratively a new game over here, 
but in the past five or six years 
has been played very much in col- 
leges, athletic clubs and gym- 
nasiums. 


Converse Basketball Year- 
book for 1925 


The Converse Rubber Shoe 
Company, of Malden, Mass., has 
issued its Basketball Year Book 
for 1925. It is an interesting book 
and contains many illustrations of 
basketball teams in collegiate, 
high school and independent fields. 





Good Method for Increasing 
Wholesale Trade 


Baltimore, Md.—The Baltimore 
Association of Commerce has 
demonstrated its great productive 
service to wholesale and retail 
merchants. The Wholesale Mer- 
chants’ Bureau is continuously 
working to stimulate and increase 
Baltimore’s wholesale trade. Semi- 
annually, the bureau extends a 
personal invitation to more than 
70,000 retail merchants, inviting 
them to come to Baltimore and buy 
their merchandise. This year it 
sent 70,000 panoramic pictures 
with important data about Balti- 
more to responsive retail mer- 
chants throughout the South and 
Middle West. 

Once a month it reaches a 
picked list of 10,000 to whom it 
sends the latest appeal in market 
information. This is done through 
a well-managed and edited pub- 
lication called the “Baltimore 
Market Special.” It is controlled 
by the wholesalers themselves, un- 
der the auspices of the Baltimore 
Association of Commerce. The 
publication fully presents the ex- 
cellencies of Baltimore as a whole- 
sale market. Individual offerings 
of the different houses are set 
forth in this publication. The Bal- 
timore Association of Commerce 
has likewise sent pictorial data, in 
Spanish, to Porto Rico in an ef- 
fort to bring buying merchants 
here. It is also building a Pacific 
Coast trade. 
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MATRIX 
SHOES for 
WOMEN 





Are In Stock 


The only shoes with permanently 
moulded soles. 


Fit every curve of the foot. 


Once a MATRIX wearer, always a 
MATRIX enthusiast. 


The ‘“‘milk and honey” shoes 52 weeks 


in the year. 


SEND FOR SAMPLE PAIRS 
FROM STOCK and CONVINCE 
YOURSELF! 


These Styles Are In Stock — 


NI 


Style B502—Black Kid 2-Strap, 13/8 
Heel, Goodyear Welt, AAA 





Style BS500—Black Kid 6-Eyelet AA, a d 8 3 Cc tyle B603—Black a ¥ os elet 
4 ro an a9: 2-9: D. +3 9: 
Oxford, 13) *AARS 14-9; KAS 314-9; SEEN ee anaes SaaTENOeN —_ oy Frat 5-9; 7% Geos. 
Ou 95 &. C and D, 2-9; wt B+-9; C and D,' 334-9; E, 4-8. .$5.50 
 aababealiie ete 


Style B510- Gene as BS 00 in Brown 
Kid; same sizes and widths... . .$5.85 


E. P. REED & CO. 


Exclusive Makers of Women’s MATRIX Shoes 


ROCHESTER, N. Y. 
New York Office: 299 Broadway, W. D. F. Gibson 
Men’s MATRIX Shoes are made by Alden, Walker & Wilde, E. Weymouth, Mass. 


De RIDDER 
PROCESS SHOE 
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Decided Change for Better 
in Chicago Retail Trade 


CHICAGO — Retail merchants 
are knee deep in holiday business 
—a trend of buying that has been 
quite the most encouraging part 
of a long period of disappointing 
volume. This, combined with sev- 
eral snow flurries and some rainy 
weather, has made walking un- 
comfortable, if not unpleasant, 
and has brought shoe buying 
somewhere near a normal figure. 

The usual volume of slipper 
business that is a part of the holi- 
day business of every shoe mer- 
chant has been pleasing, and a 
little heavier than in other years, 
and hosiery sales have continued to 
climb in shoe stores that in other 
years have not had this item to 
increase volume. 


Women Buying Ties 
Younger women show a strong 


leaning toward the pump and tie 
patterns that are shown in a be- 











Two-Tones Are Impres- 
sive 

There is little change in 
the style situation from the 
general fall vogue and tans 
still are selling in good quan- 
tity but have not exceeded 
the demand for blacks. Satins 
have been’ given’ greater 
prominence, probably because 
of the season for indoor dress 
affairs. Brocades in silver and 
gold are moving. 

Many dainty and attractive 
two-tone combinations in the 
usual run of patterns have 
made their appearance in the 
stores and are attracting the 
attention of buyers, one 
State street store showing 
some good-looking strap 
effects in patent and gray 
kid. Other cut-out patterns 
feature the two-tone effect 
as an underlay beneath the 
cut-outs that make mighty 
original fashions in milady’s 
footwear. 

The braided leather strap 
and trim is being shown in 
many of the novelty shops 
although they have yet to 
make their appearance on the 
street in any quantity or 
enough to attract attention. 











wildering profusion of variation 
in all the shops and this style if 
any surely has been the season’s 
“best seller.” In spite of the many 
button oxford patterns shown in 
the shops there is little indication 
of any great run on this style. 


Leather Spat Appears 


On Michigan avenue, the leather 
spat has made its appearance in 
gray and brown leather imported 
from England and two merchants 
report some sale but it’s doubtful 
if this fashion will take any great 
hold west of the Atlantic Coast 
since the cloth spat vogue is just 
beginning to take hold. Many spats 
are being sold to men buyers but 
not so many in comparison to the 
shoe volume. 
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Men’s Business Improves 


The men’s business has taken a 
pleasing rise and stocks are be- 
ginning to move in a way that is 
taking considerable of the worries 
from the men’s store merchants’ 
shoulders. Tans in most of the 
downtown stores are running a 
little ahead of black footwear and 
there is reason to believe that pat- 
ents as street footwear ran them- 
selves out last year, few merchants 
reporting many sales on _ this 
leather. 


Stocks Are Cleaner 


The average merchant is going 
into January and inventory time 
with a cleaner investment than he 
has been able to boast of in years, 
due to the buying policy that has 
been the rule this year. This ought 
to mean a profitable spring busi- 
ness for both merchant and manu- 
facturer and the spirit of optimism 
that is prevalent is encouraging. 





Spotty Trend Reported in 
St. Louis Shoe Stores 


ST. LOUIS—The retail shoe 
business during the week ending 
December 13 was of a decidedly 
spotty character. Some stores re- 
ported increases of good proportion, 
while others indicated a decrease 
which in some cases proved to be 
approximately 10 per cent. 

The popular-priced stores were 
apparently doing more business 
than the better grade houses. This 
fact was verified by reports from 
each type of store. Friday proved 
one of the best days of the week 
with the exception of Saturday. 
The slight slackening observed in 
some quarters was attributed to 
the warm weather. This, added to 
the intense Christmas shopping 
which is ‘being done, naturally di- 
verted some business from the re- 
tail shoe trade. One complaint being 
heard generally is the lack of 
Christmas business and this par- 
ticularly applies to the felt slipper 
trade. 


Complain About Slipper Trade 


A great many stores have elimi- 
nated this item entirely from their 
merchandise and this should have 
had a tendency to force this busi- 
ness into the stores which have 
featured slippers. However, the 
stores that have made a real selling 
effort to put over this Christmas 


slipper idea report that the re- 
sponse is not there. The manager 
of one store where figures were 
available stated that the Christmas 
slipper business was 25 per cent 
under the same period of a year 
ago. The slowing up was also dis- 
cernible in the hosiery and buckle 
department. 


Buys Rubber Heel Plant 


The International Shoe Company 
purchased the plant of the Hanni- 
bal Rubber Company which re- 
cently went into the hands of re- 
ceivers, and will convert it into a 
heel factory in which rubber heels 
will be manufactured. Officials of 
the company stated that after 
$300,000 has been expended for 
machinery the heel plant will em- 
ploy about 400 people. 





Manufacturers Meet 


The St. Louis Shoe Manufac- 
turers’ and Wholesalers’ Associa- 
tion held a special meeting Decem- 
ber 12 at which were drawn the 
numerous sample rooms in the 
Statler Hotel, where the Pageant 
of Footwear Fashions will be held 
January 5, 6 and 7. The members 
of the association will have the only 
exhibits in the entire hotel as it has 
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1. A Rapidly Increasing Colored Kid Demand. 
2. A Preference for Lighter Brown Shades. 


3. Also a Large Demand for Gray. 


The pronounced Parisian 
vogue for colored kid shoes is 
coming true in this country. 


Colored kid will rule the fa- 
vorite in spring and: summer 
fashion shoes. 


Women will welcome the fact 
because of the daintiness, 
beautiful conformity, and 
sparkling brilliance that kid 
affords. 


Light brown shades and white 
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(a record demand for white is 
universally predicted) are the 
ruling shades. 


GRAY is also in large demand 
and will be more than ever 
popular in Easter footwear. 


QUAKER BROWN, QUAK- 
ER GRAY, and QUAKER 
WHITE speak for themselves 
(as do all QUAKER CITY 
colors) in correctness and 
quality. 
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Color 17 HAVANA BROWN 
Color 22 QUAKER BROWN 
Color 25 GRAY 

Color 20 WHITE 
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519 Huntingdon Street, Philadelphia 
95 South Street, Boston 
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been taken over exclusively by the 
organization. 

About 143 sample rooms will be 
occupied. Frank Mahler, secretary, 
reported that hotel reservations 
were pouring in from all sections 
of thie country. 











Style Leaders 
The style trend is un- 
changed and tan calf, patent 
and satin continue to be the 
leaders. Some black suede is 
being sold. Blond satin is 
holding up well and some re- 
ports would indicate an in- 
crease in the demand. Some 
of the combination effects are 
being inquired about and 
those seen are mostly patent 
and tan calf with a sprinkling 

of tan calf and alligator. 











Hosiery Trade Good 


Harry Licht, of Licht Brothers 
and Company, wholesale hosiery 
merchants, states that the sales of 
hosiery in shoe stores has been 
tremendous during the past year. 
Mr. Licht has made a careful study 
of the problems pertaining to the 
handling of hosiery by the shoe 
merchant and is convinced that the 
volume of hosiery business in this 
field is sure to grow much larger 
within the next few years. 


Wolff Co. Changes Name 


The Wolff Shoe Manufacturing 
Company has changed its name to 
the Wolff-Tober Shoe Manufactur- 
ing Company. Abe Tober has been 
president of this concern since it 
started, over two and a half years 
ago. The business has grown so 
rapidly that it has become neces- 
sary to build an addition to the 
factory, thereby doubling the daily 
capacity which at present is about 
1,800 pairs. 


Meet in Bowling Match 


The Swope Shoe Company se- 
lected its best team from the bowl- 
ing league formed within the store 
organization to clash with the pick 
of the Shoe Mart organization in 
the near future. Both stores have 
organized a league. Pete Burkart, 
captain of the Shoe Mart team, is 
confident of victory, and the Swope 
team is making similar predictions. 





Mart Employees Meet 
The Shoe Mart Progressive Club 
held its monthly meeting, Tuesday 


evening, December 9. George Julow, 
superintendent of Hamilton-Brown 
Shoe Company, Sunlight Factory, 
and Morris Wright, treasurer and 
vice-president of the company, were 
the principal speakers. Mr. Julow 
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spoke on the value of organization. 
Fred Karstens, president of the 
employees’ organization, announced 
that a dinner dance would be held 
at the Kirkwood Country Club, 
January 12. 





Immense Slipper Business - 
Develops in Cincinnati 


CINCINNATI—tThe retail shoe 
business was very good during the 
week ending December 13, and 
merchants as a whole seem to be 
satisfied. The increase was at- 
tributed mainly to the calls for 
slippers. All types of Christmas 
slippers are being sold, and mer- 
chants expect to do a record busi- 
ness on them this season. Fancy 
buckles, including cut steel and 
rhinestone ornaments, are selling 
well. 


Big Oxford Demand 


The report of the men’s trade is 
that high shoes are selling about 
30 per cent to 70 for oxfords. The 
main call is for a heavy brogue 
oxford. Scotch grain is having a 
good call. The demand is for 35 
per cent black, and 65 per cent 
tan. 


“Everything” Selling 

Merchants report a big variety 
of women’s patterns and leathers 
are being called for, most mer- 
chants claiming that “everything” 
is selling. This includes oxfords, 
ties, straps, gore effects, pumps, 
small-tongued effects, and even 
high shoes. 


Oxfords and Ties for Street 
Wear 


Many oxfords and ties in patent 
leather and tan calf are seen on 
the street. Many merchants be- 
lieve that light colored kids in 
tan shades will be ready sellers in 
the spring. 

Patent leather has lost none of 
its popularity, and continues to 
lead the sales of women’s foot- 
wear. Black satins have picked up, 
and merchants anticipate an in- 
creasing demand from nuw on. 
The demand for fancy materials 
has been fair, with blonde satin 
leading. Many merchants believe 
that this will be more popular in 
the spring. 

There has been a little interest 


shown in velvets. Evening slip- 
pers of silver cloth have been in 
big demand, and this business has 
shown a big increase over a year 
ago. 


More Confidence in Business 


In the December issue of the 
Monthly Business Review, pub- 
lished by the Fourth Federal Re- 
serve District, the report in part 
follows: “Recently there has de- 
veloped a more confident feeling 
about business. It is of interest 
to note that two important in- 
dexes of distribution, those of car 
loadings and exports, confirm the 
improvement shown during Octo- 
ber by the production indexes. 
Both car loadings and exports ran 
ahead of 1923 during October, 
which was not true of many busi- 
ness barometers.” 


Potter Co. Meeting 


Miss Anna Tracey, of the Trav- 
elers’ Aid Society, addressed the 
Potter Shoe Co. employees at a re- 
cent meeting. It was reported that 
$295.05 were netted at a recent 
card party and dance, the proceeds 
going to children of pensioned 
mothers of the Juvenile court. The 
meetings will not be held during 
the holidays. 


Christmas Trims 


Almost all the stores are fea- 
turing Christmas gifts in window 
displays, including hosiery, spats, 
slippers, shoes, ornaments, etc. 
The Bostonian Shoe Store has for 
a background a red fire-place, in 
which is kindled an imitation fire. 
All the windows have Christmas 
decorations of some kind, to instill 
in the window shoppers the spirit 
of Christmas and buying. 





Energy, Brains, Vision, Confi- 
dence, Enthusiasm, Optimism— 
and success must follow.—¥. A. B. 
in Walk-Over Shrapnel. 
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New findings profits 
from new Repco Brushes and Dauhers 


HE new line of Repco Brushes Repco Daubers are made only in the 
and Daubers offers a fine op- stapled type. Like the brushes they are 


ot dditi | findi of the finest stock and finish. 
a a Repco Brushes are made in six differ- 


profits. ent types. The Daubers are made in four 
No shoe store is complete without _ different types. 

a stock of Repco Brushes and 

Daubers. Customers recognize —— 

their valueinstantly andlittleeffort windows 

is necessary to promote their sale. 


Repco Brushes are made in both the 
stapled and wire drawn types. The wood 
and bristle stock are the best that can be 
put into brushes and are equally good in 
both types, while the wax finish is care- 
fully applied and is lasting. The two types 
differ only in the method of fastening 
the bristle knots. 


For Sale by 
Shoe Findings Jobbers 


United Shoe Machinery Corporation, Boston 
San Francisco Branch, 859 Mission Street 


LK. Krieg Company, 39. Warren Street, New York City 
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December Trade on High 
Plane in Detroit Stores 


DETROIT—Shoe_ stores have 
been doing a satisfactory business 
during this month. The influence 
exerted by the holiday shopping 
period has been felt and indications 
point toward a splendid month. 

R. H. Fyfe & Co. report a ready 
response to the early Christmas 
publicity. 

J. F. Johnson, advertising mana- 
ger of the Fyfe firm, began this 
firm’s Christmas advertising with 
the issue of a special Christmas 
gift section in the Detroit Free 
Press, November 30, which was fol- 
lowed by a similar special section 
in the Detroit News the follow- 
ing Sunday. These sections were 
printed in rotogravure and occu- 
pied four newspaper pages, al- 
though each section was arranged 
in a section of eight smaller pages. 

Through Mr. Johnson’s efforts 
four non-competing firms of pre- 
eminence in the city collaborated in 
making this section possible, each 
sharing in the expense and each 
having equal advertising space. 


Christmas Windows 
Impressive 


The Fyfe Christmas decorations, 
arranged under the direction of 
F. E. Whitelawn, are very distinc- 
tive. The background is brightened 
up with a red satin panel trimmed 
with silver fringe and tassels, with 
a geometrical pattern stencilled in 
silver and Christmas wreaths sten- 
cilled in metallic green. Hanging 
lamps with shades of silver tinsel 
and holly red trimmings add to the 
beauty of the displays. Interior 
decorations are simple, yet effec- 
tive. 

The large windows of the A. E. 
Burns & Co. store have a frosted 
white background with a decora- 
tive Christmas set-piece in the 
center. 

The Queen Quality windows 
are hung in rich red velours. Large 
silver tinsel wreaths are hung in 
the center and a large red candle 
is arranged so that the flaming 
lamp appears within the wreath. A 
hosiery and slipper booth has been 
erected in the center of the store, 
just inside the entrance. 


Contemplated Changes 


A number of changes are con- 
templated in Detroit stores before 


the opening of the spring season. 
At S. L. Bird & Sons, the women’s 
shoe department will be moved from 
the mezzanine of the first floor to 
larger quarters on the second floor, 
where the men’s shoe department is 
now located. The alterations con- 
templated are extensive, but de- 
tails were not available for publi- 
cation at this time. Robert S. Doo- 
little, manager of the women’s shoe 
department will be in charge of the 
consolidated departments. 
Clements, Inc., 232 State street, 
will add men’s lines early in the 
year. H. J. Temple, manager, is now 
conducting a “No-Profit-Sale” to 
clear out a number of the women’s 
lines to be dropped for the purpose 
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of making room for the mep’s lines. 

A. E. Burns & Co. expect to open 
their new exclusive men’s store in 
the new Book-Cadillac Hotel build- 
ing by the first of the year. 


Opens New Store 


On November 29 a Father and 
Son store was opened at 138-140 
Farmer street. This is the first 
store of this chain to enter Detroit. 
Harry J. Kick, who was eleven 
years with the Newark stores, is 
manager. A rather unique front 
has been installed. Instead of the 
windows being in one large sheet 
of plate glass, smaller panes in 
leaded effect have been used. There 
are two entrances, giving a large 
center window with two smaller 
windows at the sides of the front. 
This chain of stores sells only men’s 
and boys’ shoes at $3 and $4. 





Hosiery and Buckles Sell 
Freely for Christmas Gifts 


MILWAUKEE—Although _sev- 
eral department stores report that 
Christmas business in shoe depart- 
ments is coming along very well, 
and one stated that figures for the 
month so far were ahead of last 
year, shoe stores find that demand 
for holiday goods is behind that 
of 1923. Up to the present time, 
buying of holiday goods is limit- 
ed in shoe stores, and the volume 
of this business, if it is coming, 
will be concentrated in the last 
few days preceding the holiday. 

One shoe store finds that hosiery 
and fancy buckles are very popu- 
lar for gifts, and also reports that 
high-grade shoes, priced up to $18, 
have been more active during the 
month than less expensive styles. 
At another high-grade store, the 
Christmas demand for hosiery 
and various styles of slippers has 
been coming in slowly, but the holi- 
day influence has not yet entered 
into buying and the volume is not 
up to last year. At this store wom- 
en are buying the regular run of 
shoes for their own use, which 
makes it possible to keep up to 
last year’s record, despite the slow 
holiday trade. Patents, satins and 
tan calf are still showing action, 
and evening slippers of satin, sil- 
ver and bronze, are also active, 
due to preparations for Christmas 
and other holiday social events. 
Rain followed by cold weather 


stimulated a demand for gaiters 
and rubbers. 

Department stores report a good 
demand for house slippers of all 
descriptions, but business in other 
lines of footwear is slower. At one 
store, the demand has centered 
largely on felt slippers, in plain 
and fancy styles. Another finds 
that the demand is varied, and re- 
ports activity in felts, quilted 
satins, rayons, carriage boots, and 
gold and silver brocaded effects. 


Men Buying Wide Toes 


In men’s styles, tan and black 
are both active, but tan is still 
slightly in the lead. Styles still 
cling to the wide square toe, al- 
thought the sentiment is expressed 
that a somewhat narrower style . 
will be favored for spring. 


Chiffon Hosiery Strong 

Silk and wool hosiery is still 
very active for general wear, 
while chiffons are leading service 
weights in silks. Plain colors in 
such colors as beige, French nude, 
Airedale and other tan shades, are 
especially popular in silk and wool 
numbers, while gunmetal contin- 
ues in popularity for chiffon. Some 
demand for silk hosiery for 
Christmas has been noticed by 
local stores, but this demand is not 

(Continued on page 62) 
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TRADE MARK 
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TRADE MARK 


A Practical Pattern on a 
PRACTICAL, COMBINATION LAST 


IN STOCK 
Widths, AAAA to EEE. Sizes, 1 to 12 


Style 
B 944 
is a similar 
Shoe in Black 
Ooze Calf. Price $5.25 


Style B943—Patent Leather four strap 
sandal, medium toe, imitation tip, 14/ 


Wingfoot Cuban heel. 301 last. 


. +2 + $9.00 


Price ; 


The uppermost strap sets well back upon the 
cone of the instep, exerting a direct “‘pull”’ 
that holds the slenderest of heels. 


The vamp is short, but not too short; sufh- 
ciently long to make a good fitter; short 
enough to conform to current style trend. 


While the last is new, it has been given a 
thorough test and been found highly satis- 
factory. It fits every part of the foot, includ- 
ing a number of points unfamiliar to the 
average shoeman. 


Style B934—Black Glazed Kid four strap 
sandal, medium toe, imitation tip, 14/8 
Wingfoot Cuban heel. 301 last. 


The toe is well proportioned; round, 
yet not too round. The ball is well located, 
with an unusually broad sole spread. 
The shank is quite wide and the arch fit is 
excellent. 


We have always made good wearing shoes; 
have acquired a reputation for good fitting 
shoes, nevertheless, we feel all previous stand- 
ards have been excelled in the four straps 
illustrated above. 


December 20, 1924 


a 165 N. Water Street 


ROCHESTER, N. Y. 


189 W. Madison Street 
506 Security Building 


* 


Chicago Office: 


Every W. B. Coon Co. shoe is built with a reinforced steel arch supporting shank 
guaranteed against breaking down. 








When writing to W. B. Coon Co. please mention Boot and Shoe Recorder 





December 20, 1924 


Black Suede Develops More 
Strength in Philadelphia 


PHILADELPHIA—Black suede 
has come into greater prominence 
during the past few weeks. One 
factory which had a cross-strap 
and a three-strap pattern in black 
suede for some time and was just 
thinking of abandoning it, reports 
that there has been a marked de- 
mand for these models. So strong 
has it been that this firm is making 
the same patterns in brown suede 
for its sample line. 


More High Shoe Orders 


One shoe factory reports that it 
is getting quite a few good-sized 
orders for high shoes in black kid. 
Quite a few of these orders come 
from department stores. One of the 
stores here recently placed an order 
for several hundred pairs. Another 
store in a near-by city has just 
placed its fourth order for this kind 
of footwear this season. Each of 
the four orders called for three or 
four hundred pairs. This manu- 
facturer reports that, in spite of 
the vogue of the fancy pump and 
the. walking oxford, the firms that 
are making high shoes are getting 
good business and have very little 
competition in that kind of foot- 
wear. This firm reports that there 
has been recently a decline in the 
call for tan calf, although this ma- 
terial is expected to be quite active 
in the spring. 


Holiday Trade Is Good 


Retail stores here are doing a 
large holiday business. Among the 
lines in which trading is active 
are hosiery, underwear, electrical 
goods, radio and automobile acces- 
sories. 


Sales Exceeding Those of 
Last Year 


Bell, Walt & Co., Inc., reports 
that its sales. during the past six 
weeks have consistently run ahead 
of those for the corresponding 
period of last year. Christmas lines 
are more active than the regular 
shee lines. Slippers, rubbers and 
boots are all active features of the 
holiday trade. Prices on Christmas 
lines are about on the same level 
with the quotations last year. On 
goods being sampled for spring, 
however, there are quite a few in- 
creases. In the opinion of this firm, 
simple patterns in tan will be the 








Combinations Active 

The Marman Shoe Company 
finds patent leather vamps 
and colored quarters very ac- 
tive. This firm is looking for 
good trading in combinations 
in spring and summer. Tan 
calf is moving moderately 
well now. Patents and satins 
are rather quiet at present 
but are expected to become 
more active a little later in 
the season. It expects fancy 
shoes to be popular again in 
spring. 























dominant note of the spring foot- 
wear. There will also be plenty of 
cut-outs, although they will be 
plainer than for some time. 


Holiday Sale of Shoes 


The Strawbridge and Clothier 
store recently featured a holiday 
sale of shoes for men, women and 
children. Included in the offerings 
were 1000 pairs of men’s high 
shoes and oxfords in black or tan 
grain brogue shoes, tan calf shoes, 
tan calf or black gun metal blucher 
shoes, and tan or black grain brogue 
oxfords; 1000 pairs of oxfords and 
slippers from the store’s regular 
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stock lines in black gun metal, ooze, 
satin, suede, patent leather, and 
glazed kidskin, tan calf, brown 
ooze and gray ooze; and 1000 pairs 
of boys’, misses’ and children’s 
shoes and oxfords. 


Factories Working Full 
Time 


The A. S. Kreider Company re- 
ports that its factories are now 
working up to capacity and are 
booked up for some weeks to come. 
Combinations of patent with mouse 
top, patent with gray top, and tan 
calf with mouse top are the fea- 
tures of an extensive trade in com- 
binations. 


Shoes for the Family 


M. O. Marple, in his store in the 
Mount Airy section, is featuring 
shoes for men, women and chil- 
dren. Among the styles offered are 
women’s felt slippers at $1.25 and 
$1.50, men’s felt slippers at $1.75, 
women’s black and tan grain ox- 
fords at $6, men’s black and tan 
grain oxford at $7 and $8; boys’ 
tan grain oxfords at $5.50, boys’, 
youths’ and little gents’ tan elk 
shoes at $4.50 and $5, women’s 
black velvet pumps at $5.50 and $6, 
and women’s black suede pumps at 


$6. 


Colonel Thomas E. Huffington, 
secretary and treasurer of Robert 
H. Foerderer, Inc., leather manu- 
facturers, died on December 3. 





Holiday Shopping Interest 
Helps Shoe Store Trade 


BOSTON—The nearness of the 
holidays resulted in greater inter- 
est being manifested in shoe stores 
during the week ending December 


13. Colder weather has_ been 
steadier and is one of the factors in 
bringing about a healthier note to 
men’s buying. One of the outstand- 
ing features of the men’s trade has 
been the unexpected strength shown 
by high shoes. Oxfords are selling 
more freely as a whole, but mer- 
chants didn’t anticipate high shoes 
to show the strength they have. 
Women are buying very freely 
of slippers, mules, hosiery and 
buckles and this is attributed di- 
rectly to the Christmas shopping 
influence. Shoe stores and depart- 
ment stores, having shoe depart- 
ments, have advertised frequently 


in pushing slippers and merchan- 
dise suitable for gifts. 

Women’s styles are selling at the 
same rate as heretofore. Sailor ties 
and oxfords in tan calf are very 
popular. Patent sells freely. Dark 
brown suede and black suede are 
going well. Evening slipper styles 
are selling freely in gold and silver 
brocades. 


Brogue Styles More 
Popular 


Men are responding to the 
brogue patterns now that the 
weather has shown a seasonable 
complexion. Fletcher & Co., Ltd., 
selling Edwin Clapp shoes for men, 
reports interest in two patterns, 
heavily perforated, the Stratford 
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and the MacDuff. Both are good- 
looking styles for men. 

The Thayer McNeil Company 
men’s store featured a pattern made 
in Scotch grain. It was a bal, with 
perforations and pinking on the tip 
and perforations along the vamp. 


Carries Wide Size Range 


B. Weiss of Siegal & Siegal, 
operators of Kornfeld’s shoe de- 
partment, reports that during the 
two months which this department 
has been in existence, he has found 
a good increase in business and 
that there is every indication that 
they will “put it over big.” This 
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department caters to “Cinderella,” 
as well as large feminine feet. It 
carries a wide size range, from 
1-AAA to 10-EE. 


Henry R. Holden Dead 


Henry Rice Holden, of the H. R. 
Holden & Co., shoe store supplies 
firm of 134 Summer street, died on 
December 5. The New England 
Leather and Finders’ Association, 
of which he was a member, and also 
a member of the executive commit- 
tee, passed resolutions upon his 
death. He was a former president 
of the association. The Holden busi- 
ness is being continued as hereto- 
fore. 





Rochester Shoemen Looking 
Forward to N.S. R. A. Show 


ROCHESTER—President Mott 
B. Hughey of the New York State 
Shoe Retailers’ Association, an- 
nounces that the Adams House 
will be the headquarters of the 
New York Association during the 
N. S. R. A. Convention, in Boston, 
January 12 to 15. Reservations for 
this hotel can be made through the 
secretary, Harry A. Chase, and Mr. 
Hughey urges that all New York 
State merchants, who are planning 
to attend the convention, make 
their reservations early so that 
they may have the type of room 
they desire and be quartered at 
the Adams House with the New 
York delegation. 


A feature planned by the New 
York State men will be a social 
evening during the convention 
and the executive committee is 
working out plans for the enter- 
tainment. 

The candidacy of Ernest N. 
Park, of Syracuse, for director of 
the N. S. R. A., is being pushed 
aggressively. Mr. Park is a mem- 
ber of the firm of Park-Brannock 
Co., of Syracuse, and has been ac- 
tively interested in the New York 
State Association since its found- 
ing, being a past president of the 
association. 


To Add Men’s Department 


The National Clothing Company 
is building a new store on East 
Main street, in front of which is 
erected a temporary front of 
unique design which will remain 
until the windows and the arcade 
on the first floor are completed. 


With the completion of the new 
building, the National will add a 
men’s shoe department, featuring 
high-grade footwear. 
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Features Christmas Gifts 


The possibilities of extra busi- 
ness in a shoe store at Christmas 
time through the featuring of 
shoes, hosiery, and novelties, as 
gifts, is well demonstrated in the 
Eastwood stores where attractive 
gift tables have been arranged for 
the display of appropriate gifts 
for men, women and children. 


Cook with Snow-Church 


Howard Cook, formerly credit 
manager of the Utz & Dunn Com- 
pany, and later with C. P. Ford & 
Company, who recently established 
a collection agency for himself, has 
joined the Snow-Church Organiza- 
tion of Nashville, Tennessee, and 
will represent them in New York 
State with headquarters in Ro- 
chester. 


Albert B. Eastwood, proprietor 
of Eastwood stores, is confined to 
his home suffering from an illness 
contracted on a recent vacation 
trip to Alaska. 





Stresses Importance of 
Good-F itting Footwear 


HAVERHILL—A manufacturer 
with long experience in making and 
selling women’s shoes has this to 
say concerning complaints made by 
merchants regarding shoe patterns 
which they say do not fit: “The 
great variety of pumps and straps 
now being produced are the cause 
of many arguments between manu- 
facturer and merchant in reference 
to fitting qualities. Any manufac- 
turer would be doing his trade a 
great injustice if he put out a new 
style without giving its fitting 
qualities a thorough try out. Yet 
factories, large and small, are con- 
tinually receiving complaints from 
customers who say single patterns 
don’t fit. 

“For instance, a few days ago we 
received a letter from a customer, 
stating that the shipment of a new 
strap pump received from us was 
being returned. The reason given 
was that they did not fit. We knew 
better, but agreed to receive the 
shoes. When they arrived we put 
the 4-B on the foot of the model we 
employ. They fitted perfectly, as 
we knew they would. This is one 
case out of many. 

“T think,” continued the manu- 
facturer, “that many merchants do 
not stop to consider the impossi- 


bility of fitting all feet with the 
same pattern. A woman with a nar- 
row foot, a fairly high instep and a 
good arch will be well fitted with a 
type of shoe which will not fit a 
woman with a wide foot, a low instep 
and flat arch. It seems to me it is 
up to the merchant and his clerks 
to differentiate between these types 
of feet. Instead of returning shoes 
which they say do not fit, they 
should size up their customers’ re- 
quirements and select their pat- 
terns and widths accordingly. 
“The first thought in the mind of 
the manufacturer who makes mod- 
ern footwear, is that the fitting 
qualities shall be as near perfect as 
possible. He realizes that a mer- 
chant who sends a woman out of 
his store with shoes well fitted has 
already half sold another pair to 
the same customer. On the other 
hand, if the shoes are ill fitting, the 
customer is almost certain either 
to make a complaint, and demand a 
readjustment, in which case the 
merchant comes back to the manu- 
facturer, or the customer goes else- 
where for her next pair of shoes. 
This seems to be a merchant’s and 
not a manufacturer’s problem. 
“The wise merchant knows that 
all styles and patterns won’t fit all 
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Answers the comfort appeal 
of the tired foot 


HE SHOE with the Crawford Arch Sup- 

porting Shank not only relieves the tired 
foot but holds the foot in a position not 
readily susceptible to fatigue. 


The Crawford Shank is a resilient brace 
holding the shank of the shoe close to 
the foot when relaxed and support- 
ingitwhen under weight of body. 


Put Crawford Arch Support- 
ing Shank Shoes on your 
customers’ feet. It will 

prove a profitable 
experiment. 


SPLIT RIVET 
COCKING SHANK 
TO INSOLE 


Nhe Shoe with the Gawford 
Arch Supporting Shank 


United Shoe Machinery Corporation 


BOSTON, MASSACHUSETTS 


@ATENTED 
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feet, and he selects his patterns 
and widths in accordance with that 
fact. Insufficient variety of widths 
in a stock of women’s pumps is the 
cause of many lost sales and a dis- 
satisfied customer.” 


Chesley and Wright Chosen 
Trustees 


Edward G. Chesley of Chesley & 
Rugg Co. and Joseph C. Wright of 
Wright, Gorevitz, & McNamara 
have been chosen by the Haverhill 
Manufacturers’ Association as trus- 
tees. Mr. Chesley is treasurer of 
Chesley & Rugg Co., manufacturers 
of women’s shoes and men’s slip- 
pers. Mr. Wright is president of 
Wright, Gorevitz & McNamara Co., 
manufacturers of women’s McKays. 


Narrow Toes Shown 


In new samples of women’s turn 
Haverhill-made footwear there is 
a tendency toward narrower toes. 
This change is one which, in the 
opinion of local manufacturers, 
will continue to be developed in 
the production of shoes during the 
next few months. 


Returns from a Canadian 
Trip 

George E. Dalrymple of Dalrym- 
ple-Dudley Co., manufacturers of 
“Dalco” shoe ornaments, returned 
from a week’s business trip to 
Canada, where he called on shoe 
manufacturers and retail shoe 
merchants with samples of novel- 
ties in slipper ornaments. 





Haverhill at the Boston 
Show 


A good representation of Haver- 
hill shoe manufacturing and kin- 
dred cencerns will be in evidence 
at the exhibition and style show in 
connection with the N. S. R. A. 
Convention at Mechanics Building, 
Boston, January 12 to 15. 

George W. Langdon Jr. of Hazen 
B. Goodrich Co., has been ap- 
pointed by the convention com- 
mittee to take charge of the plans 
for Haverhill’s exhibitors. Mr. 
Langdon is making an extensive 
canvass among the Haverhill con- 
cerns with excellent results. Thus 
far the concerns who will occupy 
booths at the show include: Hazen 
B. Goodrich & Co., Rickard Shoe 
Co., Herman E. Lewis, Inc., With- 
erell & Dobbins Co., LeBosquet- 
Moore Co., Kimball & Sherman 
Co., Dalrymple-Dudley Co. 

Other concerns will be added 
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later as plans are further devel- 
oped. The convention and style 
show will offer favorable oppor- 
tunities for bringing buyers in 
close touch with Haverhill-made 
footwear and making them further 
acquainted with the merits of the 
women’s popular priced novelty 
styles produced here. In addition 
to those who exhibit at the show, 
practically all Haverhill concerns 
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will have new styles on exhibition 
at Boston offices and hotel sample 
rooms. All in all, Haverhill will 
be very much in evidence in Bos- 
ton during convention week. With 
excellent facilities offered to shoe 
merchants for visiting the conven- 
tion, there is every reason to look 
for a record-breaking attendance 
of buyers in Boston during Janu- 
ary. 





Baltimore Reports More 
Activity in Most Lines 


BALTIMORE—There is a much 
healthier tone to the retail trade 
here, particularly in shoe stores. 
The Christmas holiday shopping 
has added some force to shoe 
store business. However, most 
merchants feel that the working 
classes are more reluctant to buy 
shoes at the present time, but are 
spending more freely for holiday 
purchases. 


Business Is Expanding 


A. S. Goldsborough, executive 
secretary of the Baltimore Asso- 
ciation of Commerce, rings an 
optimistic note when he states 
that Baltimore is reflecting the 
improved mental attitude already 
revealed in other parts of the 
country. There is a very definite 
evidence of increased activities 
and expanding business. One of 
the interesting features is the 
marked development of aggressive 
sales plans, which of itself attests 
expectations of a bigger business 
during 1925. 

Both wholesale and manufac- 
turing establishments report con- 
tinual inflow of encouraging in- 
formation from the territories in 
which they do business. They also 
report a much more confident dis- 
position on the part of buyers to 
commit themselves to a larger 
measure of advance purchases. 

Both wholesale and retail trade 
were curbed by the weather dur- 





New Patterns 


A brown velvet one-strap 
Spanish heel pump, trimmed 
with brown satin at throat 
and strap. The button is of 
amber studded in rhine- 
stones—price $14. 

Black suede, one-button 
strap, Spanish heel, one cut- 
out at side. The shoe is 
studded in finely cut steel. 
This shoe, which is a Paris 
model from Chaussers F. 
Pinet, is being displayed at 
N. Hess Sons. The price is 
$15. 

















ing October, but on the whole the 
volume of business done was not 
unsatisfactory. 


Velvet for Evenings 


The black velvet pump features 
favorably among best sellers at 
this time. These are being used 
with rhinestone buckles for eve- 
ning wear. Several stores report 
more sales in black velvets than 
in patents. The patent opera pump, 
also black suedes, are still in prom- 
inence. 

Tan Russia calf for afternoon 
and street wear, that is for sport 
and semi-dress, is still selling in 
quantity. Bronze opera and 
strapped pumps were being bought 
to some degree. 





Brockton Looks for Big 
Year_on Sport Patterns 


BROCKTON — An _ important 
feature of the samples in men’s 
oxfords going out of Brockton fac- 
tories for the spring of 1925 is 








the sport shoe. This class of foot- 

wear has enjoyed a steadily in- 

creasing sale in the Brockton dis- 
(Continued on page 64) 
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¢ THE SEASON’S NEWEST 
STYLE FROM W. W. W. 


Tan Calf Vamp, Smoked Elk Top, New Stay 
Cut-Out Pattern 


585— Misses’, 11 44 to 2, D and E .$2.90 
586—Child’s, Rubber Heel, 8 44 toll, Dand E 2.65 
587—Child’s, Spring Heel, 8 16 toll, Dand E. 2.65 


Patent Vamp, Fieldmouse Top CARRIED IN STOCK 


590—Misses’, 114 to2, DandE. $2.90 » 
591—Child’s, Rubber Heel, 8 14 to 11, D and E. 2.65 4820—All Patent, C and D.........$2.85 
592—Child’s, Spring Heel, 8 '4 te 1}, Dand E. 2.65 4821—Dull Calf, C and D.......... 2.85 


Patent Vamp, Smoked Elk Top 


595— Misses’, 11 44 to 2, D and E $2.90 
596—Child’s, Rubber Heel, 814 to11, Dand E 2.65 
597—Child’s, Spring Heel, 84 to 11, Dand E. 2.65 


No greater value has ever been of- 
fered to the trade than the present 
line of Lenox Shoes. 


NEW STAY 
CUT-OUT PATTERN 


Send for New I |lustrated Weimer, Wright and Watkin Co. 
Circular 39 S. Second Street, Philadelphia 
Shoo oS OOM ODOR OSE SOE SOO BEE OE OOOOSOOEOSeEES 


‘en SHS SSSSSSS6OCR 


@ 
2 


24 


SESTR ES] 


SSSSSSSSSSS6SSSSGSSESGSG65G0606 





Russell Moccasin Footwear 
Will Sell in YOUR Store 


Whether you do business in a big city or a small village, people 
who take a live interest in outdoor sports look into your windows 
and enter your store every day. Let them know that 
you sell Russell Moccasin Footwear, and you’ll make 
profitable sales that you would otherwise miss altogether. 


ussells 


Neverleak Chief 


is a leader among singie vamp boots—a boot that seasoned sports- 
men swear by and any hunter, fisherman or hiker will “take to” 
on sight. Made of carefully chosen, waterproof Paris veal chrome 
tanned leather, selected oak soles and “Never-Rip” seams around 
the toe piece. All heights, 6 to 20 inches; all sizes; army last. 


Our catalog describes a a complete line of sports- 
men’s boots, moccasins, golf shoes, slippers, etc.—made for 
enduring service and extensively advertised. Write for this 
boot and dealer discounts today. 


THE W.C. RUSSELL MOCCASIN Co, 


927 Capron St. - - Berlin, Wisconsin 
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Lynn Planning for New 
Shoe Patterns for 1925 


LYNN, MASS. — Manufacturers 
await the judgment of buyers on 
prices and styles, before beginning 
the large scale production of 
shoes for 1925. Some firms report 
a brisker year-end business than 
they expected. Questions of prices 
and styles will be discussed with 
thousands of buyers who are ex- 
pected in Boston in January at 
the N. S. R. A. Convention. 

Costs of making shoes have late- 
ly advanced from five to 25 cents 
a pair, according to grade and 
style. Leather costs more all along 
the line. Soles, uppers and even 
linings and trimmings are more 
expensive. 

In face of these rising costs, a 
popular Lynn idea is that of hold- 
ing prices as they are, and increas- 
ing the volume of business through 
vigorous merchandising methods. 

In some cases shoes are being 
figured down from present levels, 
despite the rising costs of mate- 
rials. This “bearing” or figuring 
down of shoes, calls for skillful 
manufacturing, and the most care- 
ful buying of materials. 

Also, there are instances of 
grading up shoes, and advancing 
prices of them. Shoes so made are 








Stitched Effects 
Gaining 

New stitched effects are 
appearing on vamps and 
quarters, and even on straps. 
It looks as if they might 
spread. Designers, working 
on new patterns, think fig- 
ures, plain or fancy, stitched 
on shoes, will be a popular 
method of adorning footwear 
in 1925. 





Guimpe stitching, which is 
among the smartest of these 
new stitched effects, provides 
for a cord which is stitched 
down to the upper so snugly 
that it looks as if it grew 
there. The figure, in some 
cases, is scarcely more than 
a pencil stripe on the shoe. 
The figures, of this guimpe 
stitch, may be just a plain 
single line, or a panel, or 
a design as intricate as a 
cross-word puzzle, or even 
more intricate, since the 
lines of the stitches curve. 














for people who want quality and 
style in their footwear, and have 
small regard for the prices which 
they may pay for shoes. 


Patterns and‘ Materials for 
the New Year 


Lynn samples for 1925 are 
spread out over a very wide va- 
riety of styles and materials. 
There is a shoe for almost every 
taste and every purse. 

In lasts, two new developments 
are noted, one towards a new 
dressy model, which calls for a 
three-inch vamp and a 16/8 heel, 
and the other a new flapper mod- 
el, which calls for a medium vamp, 
a broad tread and an 8/8 heel. 
Toes of both lasts tend to be 
medium round. 

In patterns there is a move- 
ment toward simplicity. Oxford 
types are more popular than for 
some time. This is especially true 
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of the one-, two- and three-eyelet 
ties. 

For materials, Russia calf ap- 
pears to be first. New interest is 
stirring in patent leather, espe- 
cially for use in combination with 
colored quarters. Satins, suedes 
and velvets are used individually, 
or in combination with other ma- 
terials. 

Button oxfords are selling for 
immediate delivery. 


Encouraging Reports 

J. J. Grover’s Sons report an 
unusually brisk demand for ox- 
fords this month. 

Charles MacLaughlin, of the 
MacLaughlin Shoe Co., returned 
from a trip last week, and pro- 
ceeded to add a few last-minute 
ideas to his samples for 1925. 

The Burdett Shoe Co. is booking 
orders for its new Flapperette for 
1925. 

“Billy” Sullivan, of T. J. Sulli- 
van Co., returned from a trip 
among large cities with good or- 
ders, well spread out over styles, 
and encouraging reports on pros- 
pects for future business. 





Spotty Conditions Prevail 
in New York Retail Houses 


NEW YORK—tThe general situ- 
ation in retail shoe circles here 
shows little change. Conditions are 
spotty, with trade on the whole not 
up to expectations. Public buying 
of shoes, however, is rather steady 
and has given the merchants some 
encouragement in looking forward 
into the new year. 

The backward weather, which 
has been blamed for much of the 
slowness in the retail trade here, 
is still backward. It has turned a 
bit colder, but snowy weather, 
which is needed to stimulate the 
demand for rubber footwear as 
well as heavy shoes, has not yet 
appeared. 


Sales Are More Frequent 


Sales are becoming more fre- 
quent and the general level of re- 
tail shoe prices here is lower than 
it was a week or two ago. The I. 
Miller & Sons, 42nd street store, 
began a sale of women’s shoes at 
$7 and $9 early this week and 
made similar reductions on chil- 
dren’s shoes. The sale was well at- 
tended. The Trebitz men’s shoe 
store, on Broadway, near 34th 





Alligator Ranks High 


In women’s shoes new 
styles are being introduced 
with varying degrees of suc- 
cess. The demand for tan calf 
has subsided somewhat, but 
it is thought that it will re- 
vive again in the spring. 
Some retail merchants are 
doing a fairly good business 
with suedes, in gray and 
brown shades, but this is by 
no means general. 

Alligator is one of the high 
lights at present, and is go- 
ing well in the higher-priced 
shoes. Some _§ all - alligator 
shoes have been advertised 
publicly at $12 a pair, but 
in most stores they range 
from $15 to $20 a pair, with 
a general average of around 
$18. 











street, also joined the ranks of 
the reductionists, bringing down 
the price of its $7.50 to $10 shoes 
to $6.95. A similar price was 
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Retail Salesmen 


Wanted 


A Splendid Opportunity 
for the Right Men 


The J. C. Penney Company—a nation-wide institu- 
tion—needs capable salesmen; young men between 
the-ages of 25 and 35 years who have had thorough 
experience in one or more of our lines, and can give 
us the highest references. 


Our company, which started in 1902 with one store 
now operates 571 retail stores in 41 states. We sell 
dry goods, shoes, notions, clothing and furnishings 
for men, women and children. We do a strictly cash 
business. Our sales in 1923 were $62,188,978. We 
opened 115 stores in 1920, 59 stores in 1922, 104 
stores in 1923 and 96 stores this year. 


By industry, study and determination your prog- 
ress will be rapid in our organization. Under our 
experienced managers you are trained to become a 
manager. When you have qualified 


You are Promoted 
to be 


Manager of a Store 


in which you own a one-third interest, to be paid 
for out of the profits of the business. 


Experience has taught us that some of the greatest successes 
come from the ranks of average men. What we need are young, 
healthy and capable salesmen who have had thorough 
in a small or medium-sized department store, or are experienced 
in general store work in special lines. The investment of money 
is not necessary /or your success with us. The financial backing 
of our company is ample. Briefly, this is our proposition—tested 
and proven over a period of 21 years: 


You come to us first as a salesman in one of our stores. 
During the period of proving your ability you learn the 
greater possibilities of co-operative effort. Your progress 
depends upon your ability and effort. As our new stores are 
opened, managers are selected from our sales force. 


When you make a success of the management, you are sold 
a one-third interest in a new store and b its b 
You may afterwards acquire a ee” in ether stores 
which are the outgrowth. of the one in which you first re- 
ceived a financial interest. If you do not possess the capital 
to purchase one-third interest in a new store, the money is 
loaned you by the J. C. Penney Company, and you repay it 
from subsequent profits of the store. 





Write today for our booklet, “Working Plan of the J. C. 
Penney Company.” Give your age and number of years’ ex- 
perience in our lines of merchandise in your first letter. We may 
arrange for a personal interview later. All correspondence 
strictly confidential. 


Address your letter to our nearest employment office: 


J. C. PENNEY CO., Inc. 


1205 Olive Street, St. Louis, Mo. 
370 7th Avenue, New York City 





rg Snap and Class R 


can be built into boudoirs. 
Greeley Boudoirs prove this 
very attractive proposition for 
the dealer. Start some 
extra business by sell- 
ing them to your trade. 
Carried in stock. Black 
and colors. Leather and 
rubber heels. 
At Once Deliveries 
If your jobber cannot supply you, write us. 








A. W. GREELEY 
B <4 12 Duncan St. - - - Haverhill, Mass. K 





APPROVED BY | 
MEDICAL MEN| 


As a sturdy support for the ankles of | 
growing children and as a_fully| 
ventilated shoe, the Burkley Venti-| 
lated Foot Developer is unexcelled. | 
Well known surgeons recommend its | 
use. 
Make your stock of 
children’s shoes com- 
VENTILATIONS Diete by sending your 
PATENTED = Order today. | 
Phone Brockton 2133 

for immediate action. 


BURKLEY 
SHOE CO. | 
1156 No. Main Street | 


Brockton, Mass. 





Fine Calf Leathers 
Manufacturers of 
Velvetta Calf— 
Tuscan Calf— 
Russia Calf— 











Strictly Fine Full-grain Calf Leather 


HUNT-RANKIN LEATHER CO. 
106 Beach St., Boston, Mass., U.S. A. 











GROPING IN THE DARK 


Time was when the purchase of advertising space was 
a “blind groping in the dark.’’ Advertisers had no means 
of checking a publisher’s statement of circulation and 
often these figures were unreliable. 

In six years the Audit Bureau of Circulations has 
solved this perplexing problem. By a systematic analysis 
of distribution and methods this organization is able to 
supply just the data an advertiser needs. The darkness 
is dispelled and the bright light of verified facts takes its 
place. Space buyers no longer find it necessary to grope 
in the dark. 

There are no dark spots in the Boot and Shoe Recorder 
circulation. Our records are audited by the Audit Bureau 
of Circulations. 
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placed on men’s shoes, “made to 
sell at $8.50,” by Saks & Com- 
pany’s Herald Square store. In con- 
nection with this sale, Saks & 
Company used a direct mail ad- 
vertisement, with swatches of the 
leather used in the shoes. This 
method of advertising has been 
used successfully by this store. 


Step-In Models Popular 

Combinations of alligator with 
patent, kid, and even with suede, 

re doing fairly well. Some of the 
retail merchants are running the 
alligator and other material com- 
binations, both ways—a patent 
vamp with an alligator quarter, 
being also produced with the alli- 
gator for the vamp and the patent 
for the quarter. 

Combinations of all kinds are 
growing. Satin and patent are be- 
ing used, and colore dmoir forms 
the vamp of one shoe with suede 
vamp. 

The step-in models are leading 
the vogue in patterns at present. 
There is some attempt to revive 
the cut-out fancy oxford but, as 
far as can be learned, it is not 
meeting with any great amount of 
success. 





Traffic Problem’s Relation 
to Retail Trade 


Chicago—Chicago’s unpleasant 
traffic situation is the source of 
some comment among the down- 
town merchants and many attrib- 
ute the slowness of business to 
this source among other things. 
This may have some foundation 
since outlying merchants report a 
pleasing volume of business gen- 
erally speaking in the recent 
weeks. 





Using the Radio 

BOSTON, MASS.—Leon C. Rich, 
sales manager for the Ideal Baby 
Shoe Co., broadcasted a story of 
footwear for babies from The 
Shepard Stores recently. At the 
close of his address, he announced 
that the Ideal Baby Shoe Co. 
would give a pair of shoes to each 
baby born in the homes of those 
listening in on the day of his ad- 
dress, 





Kramer in Europe 
Harry Kramer, of Kramer 
Brothers, a hosiery concern, is now 
on a business trip through Ger- 
many, Scotland, Switzerland, Eng- 
land and France, and wil! return 
the middle of January. 


BUSINESS REVERSES 


Los Angeles, Cal.—S. H. Dinovitz, Continen- 
tal Mercantile Co., wholesale shoes, etc., re- 
ported petitioned or petitioner in bank- 
ruptcy. 

San Francisco, Cal.—S. H. Dinovitz, wholesale 
shoes, reported petitioned or petitioner in 
bankruptcy. 

Pasadena, Cal.—S. H. Dinovitz, wholesale 
shoes, reported petitioned or petitioner in 
bankruptcy. 

Hartford Conn.—N. Ganz, shoes, etc., reported 
petitioned or petitioner in bankruptcy. 

Waterbury, Conn.—L. B. Abel & Co., whole- 
sale leather and findings, reported offering 
to compromise at 33 1/3 per cent. 

Chicago, Ill.—Charles Goldstein (3727 Broad- 
way), shoes, reported offering to compromise 
at 25 per cent. 

David Krives, Krives Bootery (310 E. 31st 
street), shoes, reported petitioned or peti- 
tioner in bankruptcy. 

Sullivan, Ind.—Sam Berman, berman’s Bar- 
gain Store, reported petitioned or petitioner 
in bankruptcy. 

Boston, Mass.—Allen Goller Shoe Co., Manu- 
facturers, reported liabilities, $511,459; 
nominal assets, $421,983. At meeting of 
creditors held December 10 a committee of 
six creditors was appointed to investigate. 

Maurice Segal, Samuel’s Shoe Store, shoes, 
reported offering to compromise at 20 per 
cent. 

Paul Karol, Back Bay Shoe Shop, shoes, 
reported petitioned or petitioner in bank- 
ruptcy. 

Monroe, Mich.—Monroe Bargain Store, Jacob 
I. Gersten, proprietor, shoes, etc., reported 
petitioned or petitioner in bankruptcy. 

Cape Girardeau, Mo.—Joseph Barenkamp, Jr., 
shoes and repairing, reported petitioned or 
petitioner in bankruptcy. 

Plainfield, N. J.—I. Schwartz Shoe Co., shoes, 
reported petitioned or petitioner in bank- 


ruptcy. 
Rahway, N. J.—I. Schwartz Shoe Co., shoes, 
reported petitioned or petitioner in bank- 


ruptcy. 

Brooklyn, N. Y.—Berkowitz & Brockington 
(Elgin Shoe Co), not incorporated (1817 
Broadway), shoes, reported offering to com- 
promise at 50 per cent. 
ohoes, Y.—Glen Falls Jobbing House, 
shoes and hosiery, — petitioned or 
petitioner in bankru 

Glen Falls, N. Yo Glen Falls Jobbing House, 
shoes and hosiery, reported petitioned or 
petitioner in bankruptcy. 

Brooklyn, N. Y.—Louis Shenkham (127 Hum- 
bolt street), manufacturers of shoe uppers, 
reported asking for general extension. 

Wolff Bros., Sol’s Shoe Store (5219 5th 
avenue), reported meeting of creditors 


called. 
Buffalo, N. Y.—Eichenger & Traut (412 Pearl 
shoes, reported petitioned or peti- 


street), 
tioner in bankruptcy. 

New York, Y.—Edward Fink (2572 8th 
avenue), shoes, reported meeting of credi- 
tors called. 

Louis Levine (578 Prospect avenue), shoes, 
reported petitioned or petitioner in bank- 
ruptcy and receiver appointed. 

Abraham Parmet (250 Union avenue), 
shoes, reported petitioned or petitioner in 
bankruptcy. 

Max Taksey, Taksey’s Strand Boot Shop, 
(E 116th street) shoes, reported petitioned 
or petitioner in bankruptcy. 

John Capuvana (800 Freeman street), 
shoes and repairing, reported meeting of 
creditors called. 

Zinn Bros., shoes, reported offering to 
compromise at 40 per cent cash. 

Washington, N. C.—Gardner Bros., shoes, etc., 
reported offering to compromise at 10 per 
cent. 

Alliance, O.—Nisenson Bros., shoes, etc. re- 
ported petitioned or petitioner in bank- 


ruptcy. 
Barberton, O.—M. Fox & Co., shoes, etc., re- 
ported petitioned or petitioner in bank- 


ruptcy. 

Johnstown, Penn.—Oscar Friedhoff, shoes, etc., 
reported petitioned or petitioner in bank- 
ruptcy. 

Juniata, Penn.—Stein Bros., shoes, etc., re- 
ported petitioned or petitioner in bank- 


ruptcy. 
Philadelphia, Penn.—Michael Freed (3336 Ken- 
sington avenue), shoes, reported assigned. 
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Harry Halpern, The Commerce Shoe Co., 
shoes, reported petitioned or petitioner in 
bankruptcy. 

Pittsburgh, Penn.—Henry Kamin, Carter Shoe 
Co. (908 Liberty avenue), shoes, reported 
petitioned or petitioner in bankruptcy. 

Scranton, Penn.—Bean & Adelman Bros., 
shoes, reported offering to compromise at 


20 per cent. 

Pawtucket, R. I—Loarni B. Richardson 
(Broad street Shoe Store), shoes, reported 
petitioned or petitioner in bankruptcy. 

Goliad, Texas—NMrs. nson, shoes, etc., 
reported petitioned or petitioner in bank- 
ruptcy and receiver appointed. 

Runge, Texas—Mrs. R. Benson, shoes, etc., re- 
ported petitioned or petitioner in bank- 
ruptcy and receiver appointed. 

Salt Lake City, Utah—The Booterie, shoes, re- 
ported offering to compromise at 35 per 
cent. 

Charlottesville, Va.—Goodman Bros., shoes, 
reported offering to compromise at 45 per 
cent. 

Seattle, Wash.—The House of Bargains, Inc., 
shoes, etc., reported petitioned or petitioner 
in bankruptcy and receiver appointed. 


BUSINESS CHANGES 

San Jose, Cal.—John A. Gothberg, The Ala- 
meda, shoes and repairing, reported suc- 
ceeded by Douglas A. Hanson. 

Chicago, Ill.—Cypen & Schweig (978 Mil- 
waukee avenue), (950 Milwaukee avenue), 
shoes, etc., repo out of business. 

J. E. Goldwyn (6409 So. Halstead street), 
shoes, etc., reported sold out branch store 
at Bay City, Mich., to Leo P 

Abbeville, La.—Abbeville Mercantile Co., Inc., 
shoes, etc., reported succeeded by Cash Co. 

Baltimore, Md.—Abraham T. Harris (1811 W. 
Baltimore street), shoes, reported sold out 
to David Felser. 

Mass.—E. K. Merrihew Co., leather, 

Rosen, Ludwig & Wasserman, shoes, in- 
corporated $25,000. 

Brockton, Mass.—Stone Lynch Cut Sole Co., 
cut soles, name changed to Joseph Stone 
Cut Sole Co. 

Clarksdale, Miss.—A. D. Elder & Son, shoes, 
etc., going out of business. 

Greenfield, Mo.—Wilson & White, shoes, etc., 
reported succeeded by Painter’s shoe stores. 

. Neb.—V. C. Chase Clothing Co., 

oes, etc., V. C. Chase died. 

wiltons, N. J.—Querns & Waldman, shoes, 
reported succeeded by Merle Querns. 

Passaic, N. J.—Marcel Sarzynski, shoes, re- 
ported sold out to J. Walenciock. 

Brooklyn, N. Y.—Charles Lobosco (1305 Nos- 
trand avenue), shoes, etc., reported selling 
or sold out. e 

Walter S. Weil & Co., Inc., (43-45 York 
street), manufacturers of shoes, reported 
out of business. 

New York, N. ¥Y.—Ideal Boot Shop (1401 Fifth 
avenue), shoes, reported succeeded by Isi- 
dore Lieberman. 

Al’s Bootery, shoes, incorporated $10,000. 

Cincinnati, O.—Lorentz Bros. Co., Inc., (Elder 
and Race streets), shoes, etc., retiring from 
business. 

Springfield, O.—The Rockcastle Co., manu- 
facturers of heels, etc., incorporated $100,- 


Point Marion, 


Penn.—Sankey Jenkins Co., 
shoes, etc., b: 


reported succeeded by Quality 
shoes, 


Weston, Felds 
Quality Shoe Shop, reported succeeded by 
Quality Shoe Store. 

Neenah, Wis.—Morris Cohen (Emsee Shoe 
Co., shoes, etc., reported succeeded by H. 
C. Moyer. 

Janesville, Wis.—D. J. Luby Co., Inc., shoes, 
ete., reported succeeded by S. B. Weber. 

New Shoe Stores 
Father & Son Store, 138-140 

Farmer street, Detroit, Mich., 

boys’ and men’s shoes. 

Glaze & Kettle, 7909 Ferndale 
avenue, shoes, opened December 


15. 


Penn.—George Anderlin, 


hop. 
Weynesbere, 
died. 
W. Va.--Frank H. Field, 
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Milwaukee 
(Continued from page 51) 


so great as it was at the same 
time last year. 


Gives Customers Preference 


Plans for remodeling the quar- 
ters of Olson’s Parlor Shoe store 
in Milwaukee, have been an- 
nounced. This store follows an un- 
usual plan in carrying on a sale 

which usually brings a very high 

M.A.PACKARDCO., Makes percentage of returns in business. 
snec Ten When each customer first comes 

into the store, he is asked his 


NETTLETON name and address. This informa- 
tion, with the size and stock num- 
Shoes of Worth ber of the shoe he takes, is en- 
A. E. NETTLETON CO. tered in a card catalogue. When he 
Syracuse, N.Y., U. 8. A. comes in for a second pair of 
MEN'S FINE SHOES EXCLUSIVELY shoes, a second entry of size and 
stock number is made, with the 
Hu E Y date of purchase. In this way the 
store can keep an accurate ac- 

Rt count of its customers. When HENRY LILLY CO. 
6RIPSEM CH , 88-90 Reade St. New York 
plans are made for a special sale, 
SHOE such as the present event, personal AUCTION — SALES 


Ach the Ran Whe Weare Them” letters are sent to those custo- SHOES AND RUBBERS 


mers, whose sizes are included in 
the reduced stock, informing them Every Wednesday and Friday 


of the reduction and mentioning 
that their size may be found 

among the shoes included in the Stock Dept. 5 
sale. According to J. A. Burns, 8 
manager of the store, this plan Is At Your Service 

has proved very successful and 

brings in a larger percentage of THE a ng SHOS Langs (ine.) 
returns than the majority of ad- 
vertising methods. 


Stimulate Early Shopping 
Merchants of Racine, Wis., 
adopted a plan which is proving SHOE FOR MEN 


successful in stimulating early THE aHO BROCKTON 
Christmas shopping. These mer- 
chants offer shoppers the oppor- 
tunity of selecting any article they 
wish, paying a small deposit and 
having it held until near the holi- 
day when the full amount is paid 
and the merchandise taken. 







































































Richards & Brennan Co. -:- Randolph, Masg. 














Buys Shoe Store 


Harold Meyer, of Green Bay, SNAPPY SHOES 
Wis., and formerly of Neenah, has FOR YOUNG MEN 


purchased the M. C. Cohan Shoe Up to the minute Styles. Selling 
BROCKTON, MASS. Store of Neenah, Wis. He is plan- ee Ee © 


ning to hold a sale of the old stock CRAIG-REED & EMERSON, Inc. 
Brockton, Mass. 


Address all communications to the factory. | before restocking the store for fu- Besten Often, 199 Limecin Strect 

ture business. Mr. Cohan will re- 

turn to Chicago where he was for- 
merly located. Where to Buy 

Pree a , Wanted Styles 

Offer Prize for Advertise- ae cennd eel: on 


ments “Recorder” readers, free for the 


-writi ™ asking. Write and tell us what 
An ad-writing contest was con you would ike te & F 


ducted by the G. R. Kinney Co. 
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Many dependable and 


& profitable styles constant- 


ly In Stock. Send for latest price list. 


J & GARDINER CO., PITTSFIELD, N. H. 








Celeord & Walker, Inc. 
TURN FOOTWEAR 


For Wemen 











FWHERE TO BUY 


Stylish Comfort Shoes 





DR. CAMPBELL’S HEALTH SHOES 


Women’s Boots In Stock 
5 LASTS—12 STYLES 
B-EEE—2 \-9 $4.60 to $5.25 


BEST Quality Throughout 
POWELL & CAMPBELL 
Mtg. Wholesalers of Dr. Campbell's Health Shoes 
122-124 Duane St., New York, N.Y. 





























MANHATTAN FINDING CO. 
107 Duane St., New York City 
Specializing in 


“KOM- SUPPORTS 











Shoe Store, of Appleton, Wis., for 
the students of an English class 
at the Appleton High School, and 
prizes were awarded to the three 
best advertisements. W. J. Ruth, 
manager of the Appleton store, ex- 
plained the contest to the class 
and invited the students to come 
into the store to examine the arti- 
cles to be advertised. This brought 
a number of students to the Kin- 
ney store and gave them an op- 
portunity to become more familiar 
with the merchandise handled by 
the company. 





Pennsylvania Association 
Co-operates 


Philadelphia, Dec. 11 — The 
Pennsylvania Shoe Retailers’ Asso- 
ciation recently 
putting stress on the value that 
retail shoe merchants can gain by 
attending the National Shoe Re- 
tailers’ Association Convention at 
Boston, January 12 to 15. Several 
reasons why shoe _ merchants 
should attend were included in the 
folder one of them following: 

“When hundreds of shoe mer- 
chants get together with the 
avowed intention of exchanging 
ideas, that is the place for the 
man to be who wishes to solve his 
own problems by listening to the 
ideas and experiences of hundreds 
of others.” 

At the bottom of the folder the 
following statement explained the 
purpose of the distribution by the 
Pennsylvania association: “This 
folder is sent you by the Pennsyl- 
vania Shoe Retailers’ Association 
because it believes in co-opera- 
tive effort.” 





Kingman in Charge of Onyx 
Advertising . 


NEW YORK—F. R. Kingman, 
who has been engaged for the last 
six years in work in connection 
with the sales and general man- 
agement of the Onyx Hosiery Com- 
pany, has been appointed adver- 
tising manager. He takes the place 
of R. K. Leavitt, who recently re- 
signed to take the position of sec- 
retary and treasurer of the Asso- 
ciation of National Advertisers. 


Shoes for 5,700 Children, 
Johnson’s Gift 

Binghamton, N. Y.—George F. 
Johnson, of the Endicott, Johnson 
Corp., shoe manufacturers, is to 
present a pair of shoes as a 
Christmas gift to the 5,700 chil- 
dren of Union, N. Y. 
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Flexible Turn Shoes 
Fer the Jobbing Trade Buchustvely 
F. S. ELAM SHOE Co. 


ROCHESTER, N.Y. 
Besten Office 16 Columbia Strest 


‘Bonita Shoe * Baby 


TURNS and SOFT SOLES 


In Stock 


Send “tr Cata’ 


AH. MartinG@ 
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Boys Shows 





AShoe forBoys 
That Wears 


Marston & Tapley Ce. 
DANVERS, MASS. 
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BOyY’'s FINE SHOES 
Rockland, Mass., U. 8S. A. 


IN STOCK MADE TO ORDER 








No matter what policy you may 

pursue in selling to the shoe trade, 

nevertheless you need the 

Boot and Shoe Recorder 
ALL THE TIME 
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Pullman Slipper 
RED BLACK TAN 
SWAN SHOE CO. Baltimore, Md. 








Satin, Felt and Leather 
Seft-Sole SLIPPERS 
for the Entire Family 

No. 7300 Satin in these 

colors American Beauty 

Copen Blue, Old ows, 

pevondes, B. Blue. 


eT ones — Pink 
Send for Price Liat 





NEW ENGLAND SLIPPER CO 
140 Green Street - _- Worcester, Mase 


PARISTYLE FOOTWEAR MFG. CO., INC. 


41-45 Eee S Ave. 
Chieage Office, Security Bidg., 189 Wi'tadiocs et. 


HIGH GRADE MULES AND D’ORSAYS 
Made of Getta, ea Bye - Embessee 
me, ly 


=a 











10 High St. 


Send for 
cana 


Catalog 
MEN Ss “TURN ye 


Retailing $3.00 to $7.00 











TRAVELING SLIPPERS 


IN STOCK 
of the very highest grade 
$1.15, $1.50 and $2.00 
all colors and leathers 
THE KAY-JAY SHOE CO. 
Manufacturers 
309 Finlay St., Cincinnati, O. 








SLIPPERS for MEN, WOMEN 
and CHILDREN 
Bedroom and heuse 
SLIPPERS in « wide 
variety of styles and 
prices. 


—_ ae 
jor quality 


FRANK H. PFEIFFER £0. . 
24 Washingten Square Worcester, Mass. 





For the 
Better 
Trade 


= Be 
Grade a4 


Better 


BEST-EVER 
Seft-Sole Leather 
Boudoirs and Novelty 
Kimeno Sandals 
Write for Prices 
BEST-EVER SLIPPER CO., Inc., BROOKLYN, N.Y. 











INFORMATION 


for Shoe Merchants 


“WHERE TO BUY” constitutes a 
source of knowledge so that he who 
runs —- these pages may read 








Brockton 


(Continued from page 57) 
trict, and, according to all avail- 
able opinion and information, is 
due for a still further sales in- 
crease in 1925. 

Regarding this popular special- 
ty, a local manufacturer said: 
“The outdoor life which is more 
and more appealing today to men 
and women is reflected in the spe- 
cial attention which is being 
given to the development, manu- 
facture and sale of sport foot- 
wear. This is particularly true of 
golf shoes, but extends also to 
many other lines of outdoor ac- 
tivity. 

“We find that in selling sport 
shoes successfully it is necessary 
to talk in sport language; this is, 
to give the retail merchant some 
ideas of the technicalities of golf 
and other outdoor sports and to 
sell him on the basis of a real de- 
mand which he must provide for. 
Salesmen who play golf are espe- 
cially useful in this way. With 
the great variety and combinations 
of leather that are being brought 
to the attention of the merchant 
there is more opportunity than 
ever before for him to merchan- 
dise sport shoes with a good profit. 
These were originally only pro- 
duced in the high-grade lines. 
Now, however, they are extensive- 
ly represented in the popular- 
priced footwear for men and wom- 
en. We are making preparations 
for the largest sale of sport shoes 
which we have ever experienced. 
I think that this word can be 
properly passed on to the shoe 
merchant so that he can make 
preparations accordingly.” 


Statistics on a Shoe City 

According to statistics given 
out by Massachusetts authorities on 
manufacturing industries in the 
various cities of the state, 71 per 
cent of Brockton’s factory output 
consists of shoes. The percentage 
of shoe accessories produced in 
Brockton is not included in this 
estimate. Nevertheless, with vari- 
ous concerns making lasts, pat- 
terns, blackings, cement, shoe 
trees, composition soles, rubber 
heels, and other accessories, no 
doubt the shoe business and its de- 
pendencies of Brockton will run 
well above 85 per cent of the man- 
ufacturing output. These figures 
illustrate the dependency which 
Brockton places upon its shoe and 
kindred lines of production, and 
the importance of continuous vol- 
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Bik. Vici, Har 
toe, 8-8, $2.85 


FERGUSON BROS. CO. 
10 High St., Room 527 Beston, Mass. 


QUALITY BALLETS—4:\%x 


Seft Tee Hard Lidl 
ie geveneed *.t 











Alse Men's and Wemen’s Slippers of every deseription. 
METROPOLITAN SLIPPER CO. 


134 W. B’way, near Duane St. New York 





BALLET SLIPPERS — IN STOCK 
(Made by Ballet Specialists) 


oe Bi02 Bik. Glazed 
Kid, Seft Tee 

i] i-%e-2 2%2-8 
Tide $145 $1.43 
een —~ wee 


of High Grade Athletic Shoes 
Philadelphia, Pa. 





Mfrs. 
241 Ne. tith Street 























IN-STOCK 
BLACK BALLET SLIPPERS 
Childs $1.30 
Sizes 7 to 11 


Sizes 
SHOE FINDING CoO. 
147 Duane St., New York, N & 2 
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Demand Dunbar Designs 


From Your Manufacturer 
AND BE ASSURED OF STYLE 
AND FITTING QUALITIES 
IN YOUR SHOES. 
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Surpass Black ch Glazed id 








7, Kid Suppass LEATHER @ 
WIDTHS 


Goring“: 


Russell ManufacturingCo. 
Middletown, Conn. 





The One 
Waterproot 
Leather That 
Takes and Re- 
tains a Polish. 


CREESE & cook Ce 
pert 95 South St., Bosténu, Mass. 











Colored 
Chrome 
Sides 


Beggs & Cobb, Inc., Boston, Mass. 








T. W. GODSO. F. + Treas. 
Ww.G. JONALD, Vico-Pres 


F. E. JONES co. 
FANCY COLORS 


MAT KID 








96 SOUTH STREET BOSTON, MASS. 





COATED GEM DUCK 
ADHESIVE BACKING CLOTH 
Gabber and Leather 
Dry Foot Welting 
Sheet Rubber Soling 


uv 





Maker of Artistic 
PRICE TICKETS 
Shoe trade my specialty 
Samples mailed free on request 
Established 1983 
400 $8 per 100 140- 142 WEST BROADWAY 
17-8” x2” NEW YORK, N.Y. 











ume output as a means of insuring 
the city’s prosperity. 


The Old Time $3 and $4 
Shoes 

A recent news item published 
in a local newspaper recalled that 
25 years ago, in 1899, Hathaway, 
Soule & Harrington, then manu- 
facturing shoes in the nearby 
town of Middleboro, Mass., sent 
salesmen on the road with special- 
ty lines of men’s shoes, the “Hu- 
man-ic” to retail at $4 and the 
“World Known” to retail at $3. In 
publishing this item, the newspa- 
per makes the inquiry as to how 
many shoes to retail at $3 or $4 
are now being made in factories 
of the Brockton district. Shoes to 
retail at $3 are not in evidence 
at present, yet there are now be- 
ing made in this district shoes to 
retail at $3.50 and $4 a pair. 


Retired Shoe Man’s Anni- 
versary 


Mr. and Mrs. Preston B. Keith, 
of Brockton, recently celebrated 
the 55th anniversary of their mar- 
riage at their home in this city. 
Mr. Keith founded and was for 
many years the active head of the 
Preston B. Keith Shoe Co. He re- 
tired several years ago. The busi- 
ness which bears his name is the 
oldest continuing shoe manufac- 
turing concern in Brockton, having 
been established by Mr. Keith in 
1871. Although at an advanced 
age, the founder is in fairly good 
health and enjoys golf practically 
the year round in northern and 
southern latitudes. 





Manufacturer Tells Causes 
of “Sick Feet” 


LYNN, MASS.—Alexander E. 
Little, president of A. E. Little & 
Co., has written a personal letter 
to a number of his friends in the 
shoe trade, and discusses “sick 
feet.” 

In brief, he says: “Physicians 
are finding a big increase in anae- 
mia among women. They ascribe 
the cause to lack of exercise. Wom- 
en do not walk as much as they did, 
or should. Mr. Little also says 
that modern woman is increasing- 
ly the victim of nerves, and 
aches everywhere from toes to 
brains. He ascribes it to lack of ex- 
ercise, especially walking, and ad- 
vises as a remedy, that women 
walk more and, furthermore, that 
shoe merchants sell them more 
walking shoes. 
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J. R. BEATON COMPANY, Ine. 


381 FOURTH AVE., NEW YORK 
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ATLANTIC PRINTING CO. 


Producers of Distinctive 
Shoe Catalogues and 
Shoe Booklets 
201 Seuth Street Boston, Mass. 
Telephone, LiBerty 8673 
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ABELSS24- * 
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TOLMAN PRINT. INC. 2 | 
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QUALITY SHOE ILLUSTRATIONS 
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3109 KINGSTON ST. 
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MISCELLANEOUS 
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2416 Ne. Tenth St. 





MILBRADT 
Rolling Ladders 


and 


BICYCLE 
Rolling Ladders 


We are the originators and have manufac- 
tured MI 


Write for complete catalog 


Milbradt Manufacturing Co. 


St. Leuls, Me. 











WANTED TO PURCHASE 








THE NEW YORK EXPORT 
PURCHASING CORPORATION 
596 eagsewet, NEW YORK, N. ¥. 

SLOW omLLERD. FOR 
WILL 
BUY | SURPLUS STOCKS | CASH 
Bargains in shoes always on hand for 
special sales and bargain basements 








CASH PAID 


for shoe stores or surplus stecks ef 

or for other merchandise. Leases 

over. We will send a representative to 

investigate and make offer upen request. 

Kalter Cerf. Mercantile Co., Ine. 
591 


Breadway, New York 
Phone Spring 5166-5161-5168 











HIGHEST PRICE PAID 


SHOE STORES 
OR SURPLUS STOCK 
Alse Purchase Gent's Furnishings, Clothing, ote. 
YOUNG & CO. 
816-817 Church St.—New York, N. Y. 
Telephone Canal 0856 














The foremost authority on Silk Plush 
for Window D: ng 


The National Plush Co, 


West 3rd Street, New Yor 
Plushes and Velours 
"Phone SPRing 3671 





“VARNUM”’ 


(Trade Mark) 


SIZE STICKS 


Are Used in All UP-TO-DATE 
RETAIL SHOE STORES 


How Is Your Supply ? 


THREE STYLES 
No. 1, 2, 3 
English, French, American 
Standard Measures 


Price No. 3 
MOST POPULAR 


$1.50 Each 


“Varnum”™ Size Sticks 


Trimmings. Makes an attrac 
tive fixture for the store, also a 


long wearing and useful one as 
well. 


mee eet 
Frank W. Whitcher Co. 
Manufacturers 


BOSTON, MASS. 
BRANCH, CHICAGO, ILL. 
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| WHERE TO BUY 
Wanted Styles 


An Extra Editorial Service 
to *“*Recorder”’ readers, free 
for the asking, with authen- 
tic information on current 
problems. 














“MANCHESTER” 


(Trade Mark Reg. U. 8S. Pat. Off.) 


CURVED JAW NIPPER 
Just the Tool for That Tack 


The only nipper 
mal which i hot 

t shape to cut 
out tacks on the inside 
of shoes. 


*“*Manchester”’ 
Trade Mark Reg. U. 8. 
Pat. Of. 


plated, with a 
curved jaw that en- 
ables you to cut the 
tacks close to the in- 
3 and specif 

sure y 
Genuine 
“MANCHESTER” 
curved jaw when or- 

dering. 


Write us direct if your 
dealer cannot supply 
you. 

Price, $4.00 


Frank W. Whitcher Co. 
Patemtees and Manufacturers 


Boston, Mass. 161 W. Lake ot 
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CLASSIFIED AND OPPORTUNITIES DEPARTMENT 


Recorder rates for space less than one-eighth page per Piinimom s WANTED—Four cents per word for each insertion. 


issue: 


Minimum amount accepted, seventy-five cents. For other “Want” 
word for each insertion. Mini- 
mum amount accepted, $1.25. Ads under this heading will be received 
up to noon on Tuesday of week of publication date. en advertisers 
desire answers to come in care of this office, twelve words must be 
allowed in each advertisement for address. When advertisers desire 
replies forwarded direct to their address, each word of the address 
must be counted in the advertisement and paid for accordingly. Answers 
to ads must be sent under letter postage. 


advertisements, seven cents 
52 times 
$2.50 


7times 13times 26 times 
$4.00 $3.50 $3.00 
8.00 7.00 6.00 
12.00 10.50 9.00 
16.00 14.00 12.00 


1 time 








Payment in advance is required, except when regular advertisers, as amounts are too small to open accounts 














SALESMEN WANTED 


SALESMEN WANTED 


SALESMEN WANTED 





ALESMEN acquainted with the better trade 

to carry line of fashionable turns. No ob- 
jection to being carried with non-conflicting 
line. Following territories open: South and 
Pacific Coast. Bert E. Drake & Co., Park and 
Clinton Aves., Brooklyn, N. Y 
palrimscss MANUFACTURER of a high 

and medium grade line of Infants’ and 
children’s Turn Shoes with sales office in New 
York City, desires connection with reliable 
salesmen for New York and vicinity. Very 
complete line in stock. Commissions paid 
weekly. Address B-203, care Boot and Shoe 
Recorder, 207 South Street, Boston, Mass. 


WANTED Live Wire Salesmen to carry our 
1 








ine of Infants’ and Children’s Fine Flex- 
ible Turn Shoes, made and stocked in 1 to 
bs, 3 to 5s, and 5% to 8s, and Highest Grade 
Flexible Stitchdowns, made and stocked in 2 
to 5s, 54% to 8s, and 8% to 12s, as a side 
line in the following states, N. & S. Carolina, 
Texas, Oklahoma, New Mexico, Arizona, Mis- 
souri, Kansas, Illinois, Indiana, Iowa, N. & S. 
Dakota, Minnesota, Michigan, and New Eng- 
land States. To those who have established 
trade and can show results, we are prepared 
to co-operate financially with. Address, giving 
full particulars and references, to Staud Shoe 
Corporation, Rochester, N. Y. 


CALESMEN WANTED—To represent manu- 
facturer of Men’s Shoes with In-Stock De- 
partment. Write, giving full details and terri- 
tory. Address B-171, care Boot and Shoe Re- 
corder, 207 South Street, Boston, Mass. 


Salesmen Wanted 


To sell well known QUALITY line of 
“Milwaukee” work shoes, nailed and 
welt. 








Territories 


Iowa Kansas 

Illinois Kentucky 
Nebraska Indiana 
Southern Wisconsin Tennessee 
Arkansas Northern Texas 


Men looking for money-making propo- 
sition will be interested. Forward ref- 
erences with application. Address B-173, 
care Boot and Shoe Recorder, 207 South 
Street, Boston, Mass. 














SHOE SALESMEN WANTED 


If you contemplate a change on January 1, or care to add an- 
other line to those you are now carrying, get in touch with us 
at once, as we have some desirable territory open. We make 
Men’s Unlined Working Shoes, Goodyear Welt and Nailed, 
medium price, but high in quality. When you write give us full 
particulars as to experience and qualifications. 


NORTH LEBANON SHOE FACTORY, 
Lebanon, Pa. 








RESIDENT SALESMEN WANTED, to sell 
women’s up-to-the-minute novelties IN 
STOCK for North and South Car., Virginia, 
Alabama, Georgia, Ohio, Michigan, Missouri, 
Pennsylvania. Monarch Shoe Co., 79 Reade St., 
New York, N. Y. 


GALESMAN—To carry 3 Men’s Felt Slippers, 
side line, high class trade. Write Felt 
City Slipper Co., Dolgeville, N. Y. 


GALESMEN WANTED to sell popular-priced 
line infants’ 1/6 flexible turn and 2/8 stitch- 
down shoes of merit, in connection with line 
now hadnling; over fifty styles in stock; 7% 
commission. Give references and full particu- 
— Shoe Co., 420 St. Paul St., Roches- 
ter, ° 


XPERIENCED SALESMAN wanted to 

carry on commission line of infants’, chil- 
dren’s and misses’ turns and stitchdowns. Ad- 
dress with references to B-187, Boot and Shoe 
Recorder, 207 South Street, Boston, Mass. 


ALESMEN for a real snappy condensed spe- 

cialty line, branded ladies’ and men’s silk 
hosiery. Sold with a guarantee to the Dry 
Goods, Shoes and Specialty shops throughout 
the country ; easily carried ; state territory cov- 
ering and line now handling. Address B-172, 
care Boot and Shoe Recorder, 207 South Street, 
Boston, Mass. 


R ESIDENT SALESMAN WANTED —In 
large cities. In stock Ballet line. Wm. 
Sumner Smith, 326 W. Monroe St., Chicago. 




















Ohio— Illinois 





Indiana— Michigan 


Experienced Shoe Salesmen wanted to cover the above territories on a 
strictly commission basis, to sell Men’s, Women’s and Children’s popular- 
priced footwear. Correspondence strictly confidential. FOOT, SCHULZE 
& CO., St. Paul, Minnesota, Sales Department. 








New England 


New York 


Pennsylvania 


FELT SLIPPER SALESMAN 


Nationally known manufacturer with twe factories, whose output of Men’s, Women’s and 
Children’s Slippers, has been sold principally to jobbers and successful chain of shoc 
stores, has enlarged output to warrant increased distribution. We want experienced men 
te cover above territory. State territory covered, present connection, and references. Ad- 
dress B-205, care Boot and Shoe Recorder, 207 South Street, Boston, Mass. 


ALESMEN with a following to carry a 

snappy line of stitchdowns in Arkansas; 
West Texas, New Mexice and Arizona; Mis- 
sissippi, Alabama and Georgia. No objection 
to side-line man who can produce. Liberal 
commission. Non-Slip Shoe Company, 1627 
Locust Street, St. Louis, Mo. 


WANTED— Experienced salesmen, on strict- 
ly 7% commission basis to show our line 
of some thirty samples of high-grade arch sup- 
rt and EEE shoes to retail at $5.00 and 
.00. Some novelty shoes. Stock proposition. 
References required. Westcott Whitmore Co., 
217% W. Water St., Syracuse, N. Y. 








A middle west manufacturer of men’s 
boys’ medium grade welts 

following territories open: 

No. 1. Virginia and West Virginia. 

No. 2. North Carolina and South Caro- 


lina. 

No. 3. Michigan and Northwest Ohio. 

No. 4. West Mi ta, North Dakot 
and South Dakota. 

No. 5. Iowa, Nebraska, West Kansas. 

No. 6. Washington and Oregen. 

No. 7. New Mexico, Arizona, Southern 
Colorado, El Paso. 

No. 8. Colorado, Utah, Wyoming, Mon- 
tana, Nevada. 

Only experienced shee travelers with 

good sales records need apply. Address 

B-160, care Boot and Shoe Recorder, 

189 W. Madison St., Chicago, IIl. 














WANTED 


Wide awake shoe salesman to sell corking B 
good line of misses’, children’s, growing 
girls’ and boys’ shoes for Chicago in-stock 
house on straight commission of 7%, no 
drawing account. May be sold as a side 
line in its entirety or in part with non- 
conflicting line. We have the following ter- 


ARKANSAS, FLORIDA, 
IOWA, ILLINOIS 
KANSAS, 


OIT AN B 
MICHIGAN, MINNESOTA, 
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ATTENTION, SHOE CLERKS—If you are 
energetic, and have the ambition and 
perseverance to become a highly paid sales- 
man, we have an opening for you. Address 
B-185, care Boot and Shoe Recorder, 189 W. 
Madison St., Chicago, Ill. 








For a Chosen Few 


One of the livest, smartest lines, of 
Women’s Popular Priced New England- 
Made Novelties (You know the name 
and so does every dealer in the coun- 
try), is open in the following states: 
Alabama, Florida, Georgia, Louisiana, 
New York State and Tennessee. These 
territories will go to the men who can 
supply the best of references and who 
are not dependent on the House for 
financial support. Preferably men car- 
rying a high-grade side line, who 
know good business and how to get 
it. Straight 5° commission basis. In- 
Stock Styles; the kind every live mer- 
chant wants to sell for $4.00 to $5.00. 
A short Line of Leaders; heavily ad- 
vertised, Intense co-operation. Sell 
yourself in first letter. Address B-204, 
care Boot and Shoe Recorder, 207 
South Street, Boston, Mass. 





G TORE manager, now employed, open for 
position. 12 years shoe experience, 10 years 
manager. Would connect with live store pre- 
ferably in middle west; 33 years old; married. 
Highest references. Address, B-206, Boot and 
Shoe Recorder, 207 South street, Boston, Mass. 





D2 you need a manager and buyer for your 
shoe department who can produce results? 
Am now employed but want to make change 
by January first. Have had twenty-two years 
experience and am willing to work on per 
cent basis. Desire position in East or near 
East. References from present firm. Can ar- 
range for conference. Address B-207, care 
Boot and Shoe Recorder, 207 South Street, 
Boston, Mass. 


MANAGER FOR SHOE DEPARTMENT 

WANTED—A well known general depart. 
ment store, located in town of 50,000 popula. 
tion, in the Middle West, is desirous of secy,. 
ing the services of a manager and buyer for 
their shoe department. This is one of the most 
up-to-date retail department stores in the ep. 
tire West and handles men’s, women’s ang 
children’s shoes, having departments for each 
The total business of these three department; 
approximates $100,000 annually. We want , 
manager of good judgment and character, jp. 
telligent, sober and progressive. Best of refer. 
ences required. For further particulars aq. 
dress Box B-215, care Boot and Shoe Recorder 
207 South Street, Boston, Mass. F 





RETAIL SALESMAN and manager, seven 
years’ experience, is open for proposition, 
Address K-735, care Boot and Shoe Recorder, 
127 Duane Street, New York. 


AT LIBERTY BUYER AND MANAGER. 
“% Young shoe man, whose record proves he 
is producer; 17 years shoe experience, from 
boy to buyer. Making change first of year. 
Open for connection with live firm who is in 
need of such a man. Best of references on re- 
quest. Address B-208, care Boot and Shoe Re- 
corder, 207 South Street, Boston, Mass. 











SALES MANAGER 
Open for engagement, at present with one 
of largest manufacturers in the industry. 
Good Organizer, accustomed to large vol- 
ume of business, thorough knowledge of 
shoe advertising; personally controls a 
number of very large accounts, highly 
recommended. Address C. A. L., Post Of- 
= Box 367, City Hall Station, New York 
ity. 





OPPORTUNITY 


For a capable factory working 
manager, in a high-grade turn 
and welt factory, in the New 
York District, to invest in part 
interest of a retiring partner. 
Splendid opportunity to capi- 
talize on national reputation of 
this established concern. Ad- 
dress B-211, care Boot and Shoe 
Recorder, 207 South Street, 
Boston, Mass. 





























Wanted: Six High grade spe- 
cialty salesmen to represent us 
in the below listed territories. 
We are manufacturing a line of 
snappy, stylish young men’s 
popular priced dress_ shoes, 
which will appeal to all good ac- 
counts. Want nothing but ex- 
perienced men with established 
trade. Liberal commissions and 
permanent position to producers. 
Montana, Idaho and No. Wyom- 
ing, No. Dakota and Minnesota, 
Wisconsin (including Milwau- 
kee), Indiana, Louisiana, Va., 
No. and So. Carolina. ROHN 
SHOE MFG. CO., 400 Florida 
St., Milwaukee, Wis. 

















Well known firm will have vacancies 
on sales force after January first. 
Large line of work, dress and sporting 
boots and shoes. Openings will be in 
well established territories. Can afford 
splendid opportunities to reliable, ex- 
perienced Address 
B-189, care Boot and Shoe Recorder, 
189 W. Madison St., Chicago, Ill. 


shoe salesmen. 





REPRESENTATIVE WANTED 


ENERGETIC Representative wanted for an 
old established finm-of English Leather- 
Dressers, Manufactuying Suedes, Chamois, 
Deerskins, and other high-class leathers suit- 
able for shoes, gloves, music trade and ath- 
letic goods. Reply to R. & J. Pullman, Ltd., 
17 Greek street, London, W. 1, England. 














High-Grade Manager 


Trained to buy best merchandise and to 

sell to fine trade with tact and experience. 

Now open for immediate change of posi- 

tion, with references proving his char- 

acter and ability. Address B-200, care Boot 

and Shoe Recorder, 207 South Street, Bos- 
ton, Mass. 














LINE WANTED 


V ‘ANT CASE LOT LINE of Ladies’ McKays 
to retail from two-fifty to three-fifty, for 
Missouri, Kansas and Nebraska. Address 
210, care Boot and Shoe Recorder, 207 South 
Street, Boston, Mass. 


/ ANTED—First class line of shoes. Have 

traveled Texas, Ark., Okla., and La., past 
twelve years. Good following, large acquaint- 
ance. Reference from past and present em- 
ployers. Contract expires Jan. Ist. Address 
B-209, care Boot and Shoe Recorder, 207 
South Street, Boston, Mass. 


LE WANTED—A well known salesman of 
ability who has traveled South fourteen 
years for one factory selling women’s high- 
= sm to the best trade. Box 562, River- 
ale, Md 

















LINE WANTED 


Resident Salesman wants strong line of 
Women’s Novelty McKays for WHOLE- 
SALE trade only, in Richmond, Norfolk, 
Lynchburg, Roanoke and Bristol, Va. Can 
handle Baltimore. Commission only. Ad- 
dress P. O. Box 733, Richmond, Va. 

















BUSINESS OPPORTUNITY 


ATTENTION, RETAIL CLERKS. If you have 
a small amount of capital and desire to 
enter a dignified and profitable business which 
has no competition, write us. We make cus- 
tom lasts and furnish a device for taking 
casts of the feet. Our advertising dept. will 
co-operate with you to get started. This is a 
straight forward, above-board business propo- 
sition, made with a reliable concern. If you 
are the man our salesmanager will arrange 
to see you. Individual Last Mfg. Co., M. & M. 
Bank, Milwaukee, Wis. 





FOR RENT 


OR RENT, 100 per cent location in Al 

toona, Pa., six and one-half year ease, 
ideal location for shoe store. Address Adel- 
berg-Feder Stores, Inc., 333 Seventh Ave., New 
York, N. Y. 











Shoe Department 
To Rent 


Buffalo, N. Y., Erie, Pa., Baltimore, Md. 
Our stores are located in 100% loca- 
tions. As we carry only better grade 
Millinery and cater to the younger set, 
we would want shoes on the same 
principle. For further information 
write to 


CLAREMONT MILLINERY CORP., 
42 West 38th St., New York City 

















FOR SALE 


F OR SALE—Shoe store in good central Ohio 
City of 30,000 population. Store in ood 
location and can be leased on reasonable 
terms. Address B-212, care Boot and Shoe Re- 
corder, 207 South Street, Boston, Mass. 


For SALE—Practically new $12,000 stock, 

old stock all closed out. Excellent location, 
good store. Owner changing business. Splendid 
opportunity to continue business; good grades 
Women’s $4 to $8, Men’s $4 to $9, good chil- 
dren’s dept. Address C. V., Kalamazoo, Mich.; 
general delivery; no trades. 


WANTED TO SELL the most complete shoe 
store in a city of twenty-five thousand; 
New York State; with an additional 20,000 
surrounding territory; established 25 years; 
100 per cent location, front and fixtures; 
good lease; inventory about $12,000. Address 
B-213, care Boot and Shoe Recorder, 127 
Duane St., New York, N. Y. 


For SALE—Family shoe store, in a ood 
New England town. A wonderful oppor- 
tunity for one who wants a comfortable in- 
come. Address B-214, care Boot and Shoe Re 
corder, 207 South Street, Boston, Mass. 

















ny 
tD 
ET. 
ARTMENT 
ral ck Part. 
00 popula. 
s of ecur. 
buyer for 
f the m ost 
in the en. 
men’s and 
; for each, 
part nents 
ew nt a 





nation 


RP., 
: City 





tral Ohio 
in good 
easonable 


der, 127 
———— 
ia good 
il oppor- 
table in- 
Shoe Re 
38. 


December 20, 1924 


Here’s the $10 Prize Winner 
(Continued from page 30) 
more than $7.50 for a pair of shoes 
in my life and that was during the 
war and I don’t feel as though I 

want to pay any more now.” 

When she said she would take 
them, I untied the strings and 
kicked the shoes off. She started 
searching for her old shoe to put 
it on herself, but I had it under 
the fitting stool and she couldn’t 
find it. I said, “Madam, let me 
show you why we have to charge 
you $12.50 for these shoes; first, be- 
cause they are made from selected 
stock, lasted by hand, combina- 
tion last, reinforced shank, have 
perfect fitting qualities, will out- 
wear two pairs of cheap shoes and 
best of all, are comfortable.” She 
said, “Well, I have but $8.00 with 
me now and I will be in later 
when I have the money.” 

Said I, “Your size won’t be here 
when you come in again because 
we can’t sell them and have them. 
I have taken particular pains to 
fit you today; why not pay the 
$8.00 towards them and have the 
balance sent C.0.D. whenever you 
are ready?” She thought for a 
moment and said, “All right, send 
them next week and I will pay the 
balance.” 

While she was waiting for her 
receipt for the $8.00 she said, “If 
these shoes are not what you said, 
I'll bring them back and hit you 
with them” (and I believe she 
would). The receipt came, I 
handed it to her, thanked her, and 
said “Good Morning.” Her “Good 
Morning” wasn’t like a cannon 
this time, it was about like a pop- 
gun. 





Are You the One? 


Men wise in the wisdom founded 
in the depth and breadth of experi- 
ence believe that we are on the 
threshold of a long period of pros- 
perity. Many signs point that way. 

We have been undergoing a four- 
year term of exceptionally difficult 
times in the shoe business. Men’s 
souls have been tried. Out of it all 
has come a reassertion of the an- 
cient inexorable canons of success. 
The water has been pressed out of 
the war and after-war prosperity. 
Staunchness of spirit has been 
vitally necessary to weather the 
storm. 

If we are about to enter upon 
better times the lessons of these 
four years will be vividly impres- 


sive as the rule and guide of con- 
duct in future. 

Out of these improved times will 
be born the coming generation of 
shoe merchants. The salesman of 
the past few years who has learned 
his lesson and is today ready to 
range himself in the organization 
in the earnest practice of the things 
that govern the duties entrusted to 
his care, he will have his chance of 
advancement and preferment. 

The retail shoe merchant as he 
girds himself for better business 
will ask: Upon whom can I depend? 
Who will faithfully and intelligent- 
ly and perserveringly carry out his 
job, however humble? 

Opportunity looms ahead for the 
retail shoe salesman who prepares. 





Chart of Shoe Sizes 


Retail shoe salespeople are of 
course required to be familiar with 
size-markings. Here is a _ chart 
showing the length of shoes in dif- 
ferent sizes, here and abroad: 


American Continental 


System Sys 
Class Size Inches Size 


Infants’ 
4 4/15 


= 41/3 1 
42/3 2 4 8/15 
5 3 412/15 
51/8 4 5 1/15 
52/3 5 5 5/15 


m 
Inches 


6 
61/3 


6 5 9/15 
7 

8 62/3 

9 

0 

1 


5 13/15 
6 2/15 
6 6/15 
6 10/15 
6 14/15 


Children’s 


7 
71/3 
7 2/3 


KPowewo-oe 


Youths’& 12 8 7 3/15 
Misses’ 13 81/3 7 7/15 
“n 1 82/3 711/15 


2 9 8 


91/3 8 4/15 
9 2/3 8 8/15 
10 8 12/15 


6 101/83 9 1/15 
7 102/38 9 5/15 
8 11 9 9/15 
913/15 
10 2/15 
10 6/15 
10 10/15 


9111/3 
10 112/38 
11 12 

12 121/38 





The first years of a man must 
make provision for the last.—Dr. 
Samuel Johnson. 





Time is the great doctor that 
cures all ills, and it always tells the 
truth. 
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Boot and Shoe Recorder 


PUBLISHED WEEKLY IN THE INTEREST 
OF THE RETAIL SHOE MERCHANT 


by the 
BOOT AND SHOE RECORDER 
PUBLISHING COMPANY 
(Incorporated under Massachusetts Laws) 
CAPITAL $150,000 





ADVERTISING RATES—Card of Advertising 
Rates furnished on application. For rates for 
Wants, For Sales, etc., see Want Page. 

Every precaution is taken by the BOOT AND 
SHOE RECORDER to avoid printing any 
statement likely to mislead its readers. The 
publishers reserve the right to reject any 
advertising or reading matter which is not in 
line with this policy. 





OFFICES IN 


BOSTON OFFICE: 207 South Street. 
BR 7 i ioe aang 224 Moraine St. Geo. 
, Manager, Telephone 507. 

CHICAGO. OFFICE. | 189 West Madison St. ‘omni 

Lares Maine 1089. B. C. Bowen, Man 

ST. LOUIS OFFICE: Leather Trades Bldg. H. 

wen ee Bowen, Manager). "Tele. 

-t. Central 

NEW YORK OFFICE: Room 101, Graham Bldg. 
127 Duane St. H. = Scott, Manager, Tele- 
hone Whitehall 745 

PHILADELPHIA OFFICE: Room 524 Perry 
Bidg, 1530 Chestnut St. H. Walter Scott, 


Meson. 
HAVERHILL OFFICE: Chamber of Commerce 
a — National Bank Bldg. Geo. 


, Man 
CINCINNAT OFFICE: Second National Bank 
Bldg. H. M. —— Te C. Bowen, Manager). 
Telephone Canal 156 
ROCHESTER OFFICE: 626 owen a, Be 
siter L. Seward, Western New York Repre- 
sentative. Telephone Stone 1133. 
LYNN OFFICE: Fred A. Gannon. 
MILWAUKEE OFFICE: Leonard E. Meyer (B. 
- Bowen, Manager), 405 Broadway. Telephone 
Broadway 1827. 
— TON OFFICE: William L. Daley. 
Investment Bldg., 15th and K Sts., N. W. 
PARIS OF OFFICE: 2 Rue des Italiens. L. Hubbard, 


ON OFFICE: P. V. Curtis, 
arket, London, S. W., 1 ‘England. 
ay | OFFICE: 439 Lit. Collins St., 
Melbourne. G. Jervis Manton, Manager 
CONTINENTAL Orrick. William ome, 
I. Adlergasse 12, Vienna, Austria. 
ARGENT! INA: Buenos Aires, Rivadavia, 2721. 
P. Sabazzini, Gerente. 
BRAZIL: Gerente, John S. Fitch, 33 Rue General 
Camara, 88 Sob. 
CHILE: Santiago, Las Rosas 1123-1127. Otto- 
eo Gerente. 
CUBA r. H. Gomez, Corrales 2A, Havana, 


— 
JAPANESE OFFICE: Yokohama. J. F. Wager, 


anager. 
SPAIN: Gerente, Leoncio de Miguel, Librere 
Editor, 20 Fuencarral, Madrid. 





FOR SALE 


GHOE STORE in Rhode Island, good location, 
cheap rent, population 75,000. Have ap- 
proximately $7,000 stock and fixtures; must 
sell quickly, owner entering other business. 
Address B-194, care Boot and Shoe Recorder, 
207 South Street, Boston, Mass. 











Retail shoe business conducted profit- 
ably over 50 years. Located in center 
business district in live and growing 
community near Syracuse, New York. 
Owner retiring account of ill health. 
This is an exceptional opportunity. Ad- 
dress K-708, care Boot and Shoe Re- 
corder, 127 Duane St., New York City. 














For Sale--Sport Shoe Factory 


We are the only makers of a seamless 

sport boot. Demand thor-ughly estab- 

lished. Wonderful oppor ity. Owner’s 

health only reason fr siling. Write 
BERLIN SHOkK’ STORY, 

St. Croix Falls, Wis. 














BOOT AND SHOE RECORDER 





BOOTS AND SHOES 
No. Abington, 
. 15 


Arnold, M. N., Shoe Co., 

Mass. 
Mass..... 35 
. 64 


Bancroft-Walker Co., So. Boston, 
Barney's, New York City 

Best-Ever Slipper Co., Inc., Brooklyn, N.Y. 64 
Bliss & Richardson Shoe Co., Portland, Me. 63 
Blog Shoe Findings Inc., New York City... 64 
Brockton Co-operative Boot & Shoe Co....... 62 


Burkley Shoe Co., Brockton, Mass. ............ 60 


Cambridge Rubber Co., Cambridge, Mass. 33-34 


Clapp, Edwin & Son, Inc., E. Weymouth, 
Mass. 62 

Colcord & Walker, Inc., Plaistow, N. H..... 63 

Commonwealth Shoe & Leather Co., Whit- 


man, 
Coon, W. B., Co., Rochester, N. Y..... . $2 
Brockton, 


Craig-Reed & Emerson, Inc., 
Mass. 

Edwards, J., & Co., Philadelphia 4th Cover 
Elam, F. S., Shoe Co., Rochester, N. Y....... 63 
Elliott Shoe Co., Brockton, Mass..... ww. 62 
Ferguson Bros. Co., Boston................00000+ 64 
Ford, C. P., & Co., Rochester, N. Y. . 38 
Gardiner, H. K., Co., Pittsfield, N. H. 63 
Greeley, A. W., & Co., Haverhill, Mass... 60 
Dolgeville, 


Green, Daniel Felt Shoe Co., 


N. Y. eaneviotennoenesin . — 


Helmholz Shoe Mfg. Co., Milwaukee, Wis.....1 
Hopkins & Ellis, Haverhill, Mass. .......... 38 
Howard & Foster Co., Brockton, Mass. 62 
Hurley Shoe Co., Rockland, Mass................. 62 


Ideal Baby Shoe Co., Danvers, Mass. 63 


Juvenile Shoe Corp., Carthage, Mo. Front cover 
Kay-Jay Shoe Co., The, Cincinnati, O. 64 
Lilly, Henry, New York City 


Marion Shoe Co., Marion, Ind................. 
Marston & Tapley Co., Danvers, Mass. 
Martin, A. H., Rochester, N. Y..................... 68 
Metropolitan Slipper Co., New York City.. 64 


Murphy & Osborne Shoe Co., Inc., Rock- 


land, Mass. eedangituntnens —-, 
fla 


tuy. 
Nettleton, A. E., C/T Myracuse, N. Y........... 62 


New England Slippes”*, Worcester, Mass. 64 


Packard, M. A., Co., Brockton, Mass. ........ 62 
Paristyle Footwear Mfg., Brooklyn, N.Y. 64 
Inc., Worcester, 


Pfeiffer, Frank H., Co., 


Posner, Dr. Shoes, Inc., Brooklyn, 
N. Y. 

Powell & Campbell Co., New York City...... 63 

Reynolds, Bion F., Brockton, Mass. vialsteaa aa 

Reed, E. P., & Co., Rochester, N. Y............. 46 

Rice & Hutchins, Inc., Boston.......................... 16 

Richards & Brennan Co., Randolph, Mass... 62 


Roberts, Johnson & Rand Co., St. Louis, 
Mo. LE hl 


Russell, W. C., Moccasin Co., Berlin, Wis..... 58 


Schwartz & Herder, Inc., Phila., Pa............. 64 
Sherwood Shoe Co., Rochester, N. Y............. 14 
Smth, Wm., Sumner, Chicago.......................... 64 
Stacy-Adams Co., Brockton, Mass................. 62 
Stetson Shoe Co., Inc., So. Weymouth, 
Mass. . : — vncnatitice: 
Swan Shoe Co., Baltimore, Md. 
St. Louis Manufacturers’ & Wholesalers’ 
Association snesusnopsiihtiadanesnetstasenenttiocnmineen SD 
New York 
42, 44 


United States Rubber Co., 
City 

Utz & Dunn Co., Rochester, N. Y.................. 7 

Weber Bros. Shoe Co., No. Adams, Mass... 14 

Weimer, Wright & Watkins, Co., Philadel- 
RS ee 


Whitman & Keith, Brockton, Mass... wa 


HOSIERY 


Beaton, J. R., Co., Inc., New York City........ 65 


LEATHER AND OTHER MATERIALS 


Amalgamated Leather Company, Phila., 


Pa. 
Beggs & Cobb, Inc., Boston........... 
Chamberlain, B. F., Boston 


Cliften Mfg. Co., Boston 
Creese & Cook Co., Boston........................ 


Hunt-Rankin Leather Co., Boston 


National Fabrics and Finishing Co., Boston ¢ 
New Castle Leather Co., New York City. 19 


Ohio Leather Co., Girard, Ohio 


Quabaug Rubber Co., No. Brookfield, Mass., 
2nd cover 


Quaker City Morocco Co., Phila., Pa. 48 
Russell Mfg. Co., Middletown, Conn......... 65 


Standard Kid Co., Boston 
Surpass Leather Co., Boston 


FINDINGS AND SHOE STORE SUPPLIES 
Manhattan Findings Co., New York City. 45 
Milbradt Mfg. Co., St. Louis, Mo..... 

Myers, F. E., Bros. Co., The, Ashland, O. 


National Plush Co., New York City 
Rublack, Emil, New York City 


Success Furniture Corp., St. Louis, Kirk- 
wood, Mo. 


Whitcher, Frank W., Co., Boston 


MACHINERY, LASTS, MFRS.’ SUPPLIES, 
DRESSINGS, ETC. 


Dunbar Pattern Co., Brockton, Mass..... 


United Fast Color Eyelet Co., Boston...... 
United Last Co., Boston 


MISCELLANEOUS 


Atlantic Printing Co., Boston 

Brooklyn Purchasing Syndicate...... 
Calderwood & Preg, Inc., Boston 
Glauberg, Max, New York City... 


Kalter Cerf. Mercantile Co., Inc., New 
York City 


Kirsch-Blacher Co., Inc., New York City 


National Shoe Retailers’ Association, Chi- 
cago, Ill. 
New York Export Purchasing Corp., New 


York City .... 


Penney, J. C., St. Louis, Mo. ...... 
Phillips, C. H., Boston 


Tolman Print, Brockton, Mass....................... 


University Electrotype Foundry, 


bridge, Mass. . 





Young & Co., New York City 
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So these are 


The New Delaware Six! I 


No. 949—Patent Leather Whole Quarter Blucher 
No. 941—Airedale 

No. 948—Cherry Calf 

No. 945—Tan Calf 

No. 946—Smoke 


Infants’ Spring Heel . Size 5-8 $1.55 
Child’s beveled breast rubber heel .8 yY%-ll 1.85 
Misses’ straight breast rubber heel..1114-2 2.15 


No. 926—Smoke Whole Quarter Bal outside Tip 
No. 925—Nut Brown Calf 

No. 928—Cherry Calf 

No. 929—Patent Leather 

No. 921—Airedale Quarter 


Infants’ Spring Heel. . Size 5-8 $1.60 
Child’s beveled breast rubber heel .8 y%-Il 1.90 
Misses’ straight breast rubber heel. .1114-2 2.20 


No. 918—Cherry Calf, 3/4 Fox outside Tip 

No. 915—Tan Calf 3/4 

No. 911—Airedale 3/4 

No. 919—Patent Vamp, Black Calf Top 

No. 916—Smoke 
Infant’s Spring Heel. . Size 5-8 $1.75 
Child’s beveled breast rubber heel.. 844-11 2.05 
Misses’ straight breast rubber heel. .1114-2 2.35 


We use only top selections of leathers in the 
uppers, and all soles are No. 1 curried flexible 


BENDS—WORKMANSHIP THE BEST. 


We are establishing a new high standard in 
children’s quality shoes. 


DELAWARE 


When writing to Detaware Suoe Merc. Co. please mention Boot onl Shoe > Renneler 
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All Six in Stock! 


No. 648—Cherry Blucher Oxford 
No. 641—Airedale 

No. 645—Tan 

No. 646—Smoke 

No. 649—Patent Leather 


Infant’s Spring Heel. . Size 5-8 $1.50 
Child’s beveled breast rubber heel. .8 4-11 1.80 
Misses’ straight breast rubber heel. .1114-2 2.10 


Leather trimmed—full lined 


No. 5191—Combination Patent Vamp & Airedale 
Quarter Sandal 

No. 519—All Patent Sandal 

No. 518—All Cherry Calf Sandal 

No. 515—All Tan Calf Sandal 

No. 516—All Smoke Sandal 

No. 511—All Airedale Sandal 


Infant’s Spring Heel............. Size 5-8 $1.45 
Child’s beveled breast rubber heel. .8144-11 1.75 
Misses’ straight breast rubber heel. .1114-2 2.05 


No. 621—Airedale Bal Oxford, outside Tip Seeeann nae 


No. 628—Cherry Calf Oxford 
No. 625—Tan Calf Oxford 

No. 626—Smoke Oxford 

No. 629—Patent Leather Oxford 


Infant’s Spring Heel. . Size 5-8 $1.55 
Child's beveled breast rubber heel. . .8 yY%-Ill 1.85 
Misses’ straight breast rubber heel. .1114-2 2.15 


WE SOLICIT ONLY 
A TRIAL ORDER 


TERMS 5% 10 DAYS 


OHIO 





' When writing to Detaware Snot Mere. Co. please mention Boot and Shoe Recorder 
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See These Newest 
F. B. &. C Colors 


B. SX C. Colors BOOTH 241 


N. S. R. A.'Style Show 


always forecast the ones 
color successes. 


#2# 


Color 5 upremacy | 


CHOW 


ae Sy ECAUSE of our matchless CARAMEL 


VY 
y color department, an un- 
g rivaled world organization for 


OAK LEAF 


securing the preferred varieties 
of skins, plus tanning skill sec- 


ond to none. TITIAN 


GOLDEN 
BROWN 


Colors in yout spring RED ASH 
ordering, and know that 
your customers will wear CHESTNUT 
fashionably accuratecolored BROWN 

kid shoes. 


THIRTY-ONE 


AMALGAMATED LEATHER COMPANIES 


INCORPORATED 


22 N. 5th St., Philadelphia 
Tanneries é CC New: VOR of me, FA 
Wilmington, Del. &, MOE mann ame ee 4, 
Smet parent y 


When writing to AMALGAMATED LeatHerR Companies please mention Boot a 
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A Sandal Year 


O far as anyone can reasonably forecast for the 
coming season, sandals seem to have the call. 


Our experience in past years of having sandals that 
meet the popular demand, and of putting them in stock 
promptly, so that our trade can enjoy a prosperous 
turnover, makes us sanguine that buyers coming to 
the Boston market in January will find it to their ad- 
vantage to visit Booth 128 at the N. S. R. A. Conven- 
tion. 


Specialization has its place in the shoe business, as in 
other lines, and our success in the sandal field merits 
the attention of every progressive merchant. 


To our friends throughout the trade we extend the 
greetings of the season and the hope that they are 
prepared to place generous orders for sandals within 
the next few weeks. Those finding it more convenient 
to visit our Boston office at 110 Summer St., will find 
there our complete line of sandals and slippers. 


L. B. Evans’ Son Genenies 


“The House of Sandals” 
WAKEFIELD, MASS. 


When writing to Tue L. B. Evans’ Son Company please mention Boot and Shoe Recorder 
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QB Shor 
DISTINCTIVE STYLES IN STOCK 


Our Stock Department 
Service means shipment 
on the day the order is 
received. 


Two of our most pop- 
ular Stock Styles are 


shown here. IN 


IN Ss . 
STOCK a we 
meee «6A orequest for stock 


folder will bring full 
No. 850. Tan Scotch Grain. Barbour ‘ 8 Martin's Imported Scotch Gram 
Storm Welt to Heel. Price, $5.25 details. No. 860—Brown No. 861—Black 
Price, $6.10 


DR. CASE ROYAL WORCESTER 
ARCH SPRING SHOES 








THE ORIGINAL CORRECTIVE SHOE 


SHOE COMFORT WITHOUT SACRIFICE 
OF STYLE OR FASHIONABLE LINES 


We carry In Stock a complete 
line of these Corrective Shoes for 


both Men and Women. 
A special folder giving full details 


will be sent on request. . 
Women’ q Men’s 


s 
No. 510—In Surpass Vici Kid No. 520—In Surpass Vici Kid 


‘“There’s Pride in the Wearing” 


SEE THE FULL LINE OF PECK QUALITY SHOES 
AT BOOTH 91, N.S. R. A. STYLE SHOW, BOSTON, 
JANUARY 12 TO 15 


PECK SHOE COMPANY 


Factory, 126 Chandler Street - : WORCESTER, MASS. 


When writing to Pecx Suor Company please mention Boot and Shoe Recorder 





1924 














December 27, 1924 BOOT AND SHOE RECORDER 











- 








UULEUATAUOUAUOAUCUGUTCURUOUGUOLERUARELODUGEUDEGHUUGUUCUINGHOUOUCUECLORGGUUEDIEGREUAUIOEQERATIILT 


No 


- oy) 5 “4 ’ 
ae = x , -° \ ABU A at, y) ey 
295 '20 S _— 





**The EDEN” 


Shown in Tan Russia Calf, 
Patent Trim. Can be made 
in any desired combination. 


The UTZ & DUNN Line, chock full of new 
and original patterns, will be displayed at 


The PARKER HOUSE 


Boston, Mass. 
During the week of January 12th, 1925 


UIZ # DUNN CO. 


ROCHESTER, NEW YORK 


DENVER OFFICE NEW YORK OFFICE LOS ANGELES OFFICE 
218 Charles Building Bush Terminal Sales Buildi 709 Forrester Building 
TIGER 6 Mc NUTT 130-132 West 42nd St, Roorn 15 G.C. MCATEE 
Representatives S.A. McOMBER, Representative Representative 
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When writing to Urz & Dunn Co. please mention Boot and Shoe Recorder 
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Nothing takes the place of 


LEATHER 


We look forward to 1925 with great con- 
fidence and optimism. 


1924 has been a “Leather Year,” 1925 will be 
more so. 


Our great American public dislikes sub- 
stitutes for anything. Many elaborate appeals 
will be made by those who will wish to 
substitute something for Leather, but calm 
judgment will prevail and the demand for 
good leather soles and heels on solid leather 
shoes will continue. 


We will carry the message of Leather to the 
shoe-buying public, through newspapers, 
trade papers, sign boards, moving pictures, 
radio, and in many other ways, and shoe 
manufacturers, wholesalers and retailers 
will co-operate with us as in the past, to 
make 1925 an 


ALL-LEATHER YEAR 


AMERICAN SOLE anp BELTING LEATHER TANNERS, Inc. 
17 BATTERY PLACE, NEW YORK 








When writing to American Sore AND LeaTuer TANNERS, INc., please mention Boot and Shoe Recorder 
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Brophy Lros. | ) | Modish McKays 


=— 

















Dalmar II 


‘THAT Brophy makes Quality Shoes is attested by the fact that 
many customers are greatly increasing their purchases for 
the Spring Season. 


Because Brophy knows how to figure shoes, astute buyers find 
exceptional value at a reasonable price. 


Quality Shoes—Popularly Priced is more than a mere slogan—it is 
the axiom of this business. 


Come in and see for yourself why all this is so. 


Our Boston Salesroom is convenient— 


89 Bedford Street—Ground Floor. 


BROPHY BROS. SHOE CO. 


SOUTH BOSTON, MASS. 


BOSTON SALESROOM NEW YORK SALESROOM 
89 BEDFORD,ST. 755 MARBRIDGE BLDG. 
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When writing to Broruy Bros. Suoe Co. please mention Boot and Shoe Recorder 





AT THE 


N.S.R.A. 


CONVENTION- 


Conrad S hoes 


and 


Ross Shoes 








See Our New 
Hi-Speed Line 





ROOM AT OUR 
404 BOSTON 
10 a St. OFFICE 


CONRAD SHOE CO. 


BROCKTON (cAmpet_o) MASS. | 
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We are on the threshold of 1925. We glance back at 
1924. We see the successful strides we have made 
in the past year. We see the thousands of satisfied 





customers. We see their growing businesses, and 
fp take pride in the part we played in the game. For 
it is the ever-increasing goodness in Beals Pratt 
Shoes that makes for the success of our customers, 


as well as ourselves. 


Then we look forward—and we plan. We realize 
our duty to our customers. We know we must 
help make their success even bigger in 1925. Our 
Always— 


“Best at the Price” ‘ saa 
<< <= <= Pratt line of shoes ‘‘Best at the Price.’’ Our ever- 


resolution, then, is to keep on making the Beals 


increasing business proves we have done it in the 
past. We'll do it in 1925. 


BEALS PRATT SHOE MFG. CO. 


MILWAUKEE WISCONSIN 
tite 
aa 
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When writing to Brats-Pratr Suoz Mee. Co. please mention Boot and Shoe Recorder 
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Notice to Buyers 


Jan. 12, 13, 14 and 15, 1925. 
Our complete line will be on display at 
the Trail Moc Shoe Co. 
Office at 72 Lincoln St. (Third Floor) Boston 


— Stock No. 502—Men’s 5-inch Tan Oil Grain Blucher Moccasin, 
- Uskide Sole $3.75 
Stock No. 496—Men's Tan Sootan Oxford, Plain Toe. Coe Stock No. 504—Men’s Chocolate Elk Oxford, Uskide Sele. 

nation Crepe Sole, Hyker Last $3.8 $3.50 


Stock No. 613—Child’s 5-inch Shenae re 
Blucher Moccasin, Bearfoot Sole . $2. 


Stock No. 952—Child’s Coffee Elk Ventilated Ces 
Moccasin, Pac Sole $2. 


S' 


TERMS 2% 10 DAYS NET 30 DAYS 
F. O. B. PORTLAND, ME. 
Prices Subject to Change Without Notice 


BLISS & RICHARDSON SHOE CO. 
PORTLAND, MAINE 


jg Sg SS SS SS SS SS SS SS SS SS SS SS SS J) 


When writing to Buss & Ricuarpson Suoe Co. please mention Boot and Shoe Recorder 
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vention, January |I2 to 15, we invite 

you to visit our factory, 18 Station 
Street, Boston. For your convenience our 
complete line will also be on display at 
Booths No. 85 and No. 86, Mechanics Build- 
ing and Room A, Copley-Square Hotel, 
ground floor, and our down-town office, 222 
Essex Street, Boston, opposite the Hotel 
Essex. 


W vest in Boston at the N.S. R.A. Con- 


Our salesman who calls on you will be in 
attendance at the Show. 


THOMSON -CROOKER SHOE CO. 


Tel. Roxbury 4270 18 STATION STREET 
BOSTON, MASS. 








For the convenience of our customers in 
territory adjacent to St. Louis who will 
not visit the big Boston Show, our line will 
be on display in Room No. 919, Hotel 
Jefferson, St. Louis, January 5, 6, and 7. 


Mr. P. M. Prosser in charge. 


+ + + + + + + + + + + + + > + + + > + + + + + + + > + 0 + + 
+ + + + + + + + 0 + ? ? + + + ¢ + + + + + + ¢ + * ; 
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When writing to Tuomson-Crooxer SHor Company please mention Boot and Shoe Recorder 
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Milwaukee’s Nunn-Bush Customersi 


Over 50 per cent of Milwaukee's well- 
dressed men, wearing fine shoes from 
$7.50 and up, are wearing NunnBish 
shoes—a great tribute to fine shoe 
craftsmanship. 


Compare NunnBish quality with that of 
any shoe, regardless of how high the 
price may be, and you will say that they 
are every bit as good, or even better. 
Do not judge them by the moderate 
price, because we could not make them 
any better at any price. 





Nunn 


During the St. Louis Shoe Pageant, Jan. 5th, 6th, 7th, the 
Nunn-Bush line will be on display at 706 Olive Street. 





When writing to NUNN-Busn & Wetvon SHor Company please mention Boot and Shoe Recorder 
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ATS OVER 30,000 PEOPLE 





ersWould Overflow this Cardinal Bowl 





You have the same opportunity to de- 
velop a lively NumBish demand in your 
own town, and make it grow, as it has 
been done in Milwaukee. 


Consistent local newspaper advertising 
linking up your store with NunniBish na- 
tional advertising in The Saturday Eve- 
ning Post is part of the pulling power. 
NunnBish dealer helps is another part. 


The high quality reflected by NunnBish 
shoes in show windows is still another 
part. 


njBush 


Ask for our new 
In-Stock catalog. 
lustrated in full color. 





The Difference — 








Chhe.. 
onary 


Not 
fashion 


a Ankle- | 
fashioned 


the 
NunnBu: 
way 









































No Gapping 
No Slipping 


Nunn-Bush & Weldon Shoe Company 


MILWAUKEE, WISCONSIN 





When writing to NuNN-Bush & WeEtvon SuHor Company please mention Boot and Shoe Recorder 
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To learn ‘‘what’s what”’ in the shoe business for 1925! 





Trade your old ideas for new! Get the spirit of pro- 
gressivism that’s to make shoe selling worth while. 


Hear Harvard Bureau explain the science and pit- 
falls of retail merchandising, and get a hundred 
proven plans for profit. 


See Madame Fashion and her galaxy of handmaidens 


show 1925 fashions and modes. 


Compare Shoe Exhibits—your guide for 1925 buying 
and style—offered by America’s foremost manu- 
facturers of fine footwear. 





NATIONAL SHOE RETAILERS’ 


CONVENTION 


Boston, January 12, 13, 14, 15 





Hello Mr. Retail Shoe Man!!!! 
Meet me in Boston at the 
greatest Style Review you've 
ever seen in all your life! 





Come and See!!!! 
You'll start 1925 with a real “low- 
down" on what's what and what 
sells in shoes and hosiery 











27, 1924 


y 
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JANUARY 1925 


Tue. Wed. Thu. Fri. Sat. 


2 3 











25 26 27 28 29 30 31 





National Shoe Retailers’ Association 





et 


You’ll be “‘bean-wise’’ 


and happy when you On the Program 
join the Shoe Crusade 
in Boston— Merle Thorpe, Editor of The Nation's 
January 12-13-14-15, Business 
1925 


106% BUSINESS 
fh) The business sessions will be con- 
ducted by leaders of industry. 


The Entertainment Committee prom- 
ises a ‘‘Red Letter’’ Boston Surprise. 


RAILROAD RATES 


Fare and half rates for the round trip 
on all railroads—Ask your ticket 
a agent for a Certificate. 


HOTELS 


Make your reservations NOW 
through Boston Chamber of Com- 











+» Go Wrong— merce, €0, Federal Street, Boston, 
You Cant “0 ate to assure acccrmcdations. CON’T 
Seo the Natio WAIT until you get to Boston. 
hibits. 
Make comparisons: . - * 
uy intelligent National Shoe Retailers 


Convention 
y Pa BOSTON ° MASS. 
~A oF Z 


lage 












Style 
ah Ti 
ation® e See the snappy Modes 
See the ou M eon in Shoes and Hosiery— 
hibits you snow 9 on parade in dazzling 














































facty 


Join the Shoe Crusade 
to Boston. 


“*New ideas for old’’— 


Repaying you a hun- 
dred-fold. 





6000 Shoe Retailers last 
year—they saw— the 
heard—they Profited, 
How 


cant about you this 


A timely important 
message from Harvard 
Bureau Experts. 











Tu rnover— . 
How to cout Profit— 


Geuting’ 8 

rule of 4 

6 and other oucsenshe 
methods, 
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Under That Toe Is an Armstrong Box 


HE young man who owns the pair of 
shoes shown above has worn them hard 

for two months. 
He has kicked a football with them. He 
is a left-foot kicker. Just look at his left 
shoe, at the shapely contour of the toe cap. 


There is an Armstrong Flexible Box 
under that toe to make it spring back into 


shape every time it is depressed. The same 


ARMSTRONG CORK COMPANY, 


Shoe Products Division, 


box keeps the toe line smooth. It adds much 
to the comfort of the wearer because it will 
not become hard or brittle. It will not bunch 


or curl. 


More than a hundred well-rated shoe 
manufacturers are now using Armstrong 
Flexible Box Toes. Ask for them in your 
plain or capped soft toe lines. Your cus- 


tomers will be delighted. 


Lancaster, Pa. 


_ Armstrong 


Circle 


Cork Box Toe 








When writing to Armstronc Corx Company please mention Boot and Shoe Recorder 





December 27, 1924 














December 27, 1924 


BOOT AND SHOE RECORDER 





A, 


*‘None 
So Good’’ 


ok 
) 


On Display 
BOOTH 57 


NEW YORK 











N 








‘‘Ask the Man 
Who Wears 
Them’”’ 








HURLEY SHOES 


NONE SO GOOD 


Ask the Man Who Wears Them! 


A friend tells us this experience: ‘“The attention attracted to my Hurley 


dress shoes has been almost embarrassing. At the club—on an 


liner—at the London Convention—everywhere in fact, men have re- 
marked to me: ‘Pardon me, stranger, but those are as neat, well fitting and 
attractive a pair of shoes as I have ever seen. Who made them?’”’ Hurley 
style, fit, beauty and comfort mean satisfaction plus to all your customers. 


OFFICE H E .< BOSTON OFFICE 
H U R{( CY 5 0 0. 183 Essex Street 


1177 Broadway 


ROCKLAND, MASS. 


N.S. R. A. 
Jan. 12-15, ’25 


ocean 


Copyright, H.S. Co., 1924 











When writing to Hurtey Snore Co. please mention Boot and Shoe Recorder 
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tiles People Don't Like 
Substitutes for mapeiny 


It Isnt Odd That 
Anyone Who Wants the Best 
Buys Leather 


And the experienced buyer—the discriminating 
thoughtful leather man buys 


“TITTLE FA 
EATHERUD, 


Chrome tanned ---of course 


Shades and Finishes all Worthy of 
The House of “Sunset” 


Barnet Leather Co. Puc. 


360 MADISON AVENUE, NEW YORK CITY 





Distributing Agents 
CINCINNATI ST. LOUIS 


Nothing takes the place of 
TITTLE FALLS" 


‘LEATH E R 


Boot and Shoe Recorder 
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The name BOND is known throughout the Trade 
as representing at all times the very latest devel- 
opments in STYLE combined with REAL MER- 
CHANDISE VALUE. We are now completing the 
biggest year of business in our history, but are 
looking forward to even greater achievements 
during 1925. 


Our customers KNOW that BOND SHOES mean 
“THOSE BETTER SHOES THAT ARE QUICK 
TURN-OVERS.” They are real money makers, 
and if you are not already a customer, give us a 
trial and be convinced! 


At the Boston Style Show 


Mr. HARRY SCHVEY will be at the Copley-Plaza 

Hotel in Boston to greet the trade attending the Style See ie 
Show, January 12th to 15th, and special arrangements 

will be made for the presentation of our new styles for We are Manu- 


* facturing 
spring. , Wholesal- 
Mr. SIDNEY METH will be at the Hotel Essex, where ers exclusively 


the complete line will be on display. — no connec- 
tion whatso- 


We will also have a special display in our New York ever with any 
showrooms at 132 Duane Street, both before and after retail organi- 
the Convention, for the convenience of those buyers zation. 

who will be in New York. A hearty welcome awaits a ee ee 


you. 


Philadelphia Office Kansas City Office 
Pittsburgh Office © eo) Detroit Office 


14 Blackst Bldg. . Michigan and Lafay- 
814 $45 Bth Ave. Manufacturing ::: Wholesalers ette Bldg., Room 420 


132 Duane St., New York 


























When writing to Bonp Suor Co. pleuse mention Boot and Shoe Recorder 
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At the N. S. R. A. Convention! 


Booth No. 212 








You will find it worth while to inspect the display of “‘differ- 
ent’”’ store fixtures for shoe display. 


Period designs that are exquisite in their reproduction and 
still are so readily adaptable to the needs of shoe merchan- 
dising that you will know that you have missed many 
opportunities for store improvement by not having them. 


Every requirement of design and space has been provided 
for in this line and the needs of the large or the small store No. 2297 for one shoe 3.in. 
can be properly met with varying sizes of fixtures that 5-in. or 8-in. high. 


“fit in’’ almost any display scheme. 


See the Lyons line at the N. S. R. A. Convention or write us 
for our book on Shoe Store Fixtures. It contains many 


valuable display suggestions. 


No. 2295 for two pairs 6-in- 
8-in. or 12-in. high. 


Hugh Lyons& Company 
LANSING, MICHIGAN 


SALES OFFICES 
New York—35 W. 32nd St. 
Chicago—217W. Jackson Blvd. 
Boston—52 Chauncy Street 
Baltimore—No. 1 N. Eutaw St. 




















When writing to Hucu Lyons & Company please mention Boot and Shoe Recorder 
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Beauty Walks 


An ode to the Oxford 





The call of youth and for youth is ever insistent. Fem- 
ininity desires youthfulness in actuality and in appearance— 
a figure slender and trim, and with the steady development of 
interest in physical culture largely involving the exercise of 
walking, the desire can become an actuality. 


ww 
y» 
s 
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The era of smart length skirts has its influence reflected in 
footwear. Trim and trig, low enough to reveal the ankle 
lines, but sufficient of real shoe to support as well as beautify 
the foot, is the OXFORD. 


The OXFORD has a fixed place in the shoe-scheme of 
things. It can be smart or just plain utilitarian, but proper 
consideration of the OXFORD in the combination of physi- 
cal development and style will represent the beautiful with 
the adequate. 





Manufacturers and retailers are combinedly at fault in fail- 
ing to realize on this prospect, or in failing to point out these 
multiple advantages. 


The OXFORD means an extra pair—an economic preser- 
vation of the style shoe, and a foot covering in keeping with 
the progressive interpretation of style as it pertains to trim- 
ness of figure and correct costume complete. 


We recommend the proper presentation of OXFORDS for 
the purpose of sound and stimulating increase in volume. 


< 


LAIRD, SCHOBER & COMPANY 


PHILADELPHIA, PA. 
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When writing to Lainp Scuoper & Company please mention Boot and Shoe Recorder. 
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SPORT WILO 


Should not be confused or compared 
with the older type of leather 
called Elk 


PORT WILO is made of a high- 

grade Kip (a big calfskin, which 
gives a soft, mellow, fine, long-wearing 
result that cannot be produced from 
cheaper raw material. 


This new leather, as you already know 
from shoes you have bought made 
from it, has a character all its own 
which we must not change by using 
anyfinferior raw stock therein. 





Insist on Getting the 


HIS necessitates our paying the 
market price for suitable Kips. 


You must choose whether you will 
maintain the standards which SPORT 
WILO gives your shoes, as we are 
doing in making SPORT WILO. 


Or whether you will take inferior goods 
at less price which may do for work 
shoes but not for quality shoes. 





Even If the Price Is 
Necessarily Advanced 


December 27, 1924 


Genuine SPORT WILO}\ 








Sport Wilo Colors Include 
Red, White, Blue, Green, Gray, Dark Gray, Dark 


Chocolate, Light Smoke, Smoke, Cocoa, Pearl, 
Log Cabin, Beige, Silver Tangerine, Black, Olive. 


C. D. Kepner Leather Co. 


139 South Street, Boston, Mass. 


Sole Selling Agents of 


No. 401 Metropolitan Building 


10 Spruce Street, New York 
Milwaukee, Wisconsin 


308 Leather Trades Bidg., St. Louis, Mo. 








When writing to C. D. Kepner Leatuer Co. please mention Boot and Shee Recorder 
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See Us At 
BOOTH 74 


N.S. R. A. CONVENTION and STYLE SHOW 
Where we shall exhibit over 100 pairs of SPORT WILO 


Shoes loaned from the sample lines of the following noted 


A 
Adams Shoe Co., Adamsdale, Pa. 
Adams Bros., Pittsfield, N. H. 
— Albright & Co., Orwigsburg, 


B 
Barney, Capen & Denham, Brock- 


ton, Mass. 


a, Shoe Mfg. Co., Dansville, 

N. Y. 

AE. Brown Shoe Co., Orwigsburg, 
a. 


F. Brown Shoe Co., Allentown, Pa. 
Burdett Shoe Co., Lynn, Mass. 
Burrows Shoe Co., Rochester, N. Y. 


Cc 
Capapeee Shoe Co., Rochester, 


Cedar Grove Shoe Mfg. Co., Cedar 
Grove, Wis. 


Chandler & Patten Co., Hudson, 


Mass. 


Cleveland Shoe Mfg. Co., Cleve- 
land, Ohio. 


H. S. Collins, Inc., Haverhill, Mass. 
Columbus Shoe Co., Columbus, O. 


Commonwealth Shoe & Leather 
Co., Whitman, Mass. 


Conron Dyer Co., Everett, Mass. 


D 
Davis Shoe Co., Lynn, Mass. 
Irving Drew Co., Portsmouth, Ohio. 
= Peabody Shoe Co., Danvers, 
Mass. 


ie F. Dunning, Rochester, 


E 
E. & B. Shoe Co., Rochester, N. Y. 
Eagle Shoe Co., Everett, Mass. 
Eby Shoe Co., Lititz, Pa. 
Harry Eby Shoe Co., Ephrata, Pa. 
J. Edwards & Co., Philadelphia, Pa. 
7 5. Mom Shoe Co., Rochester, 


© 5. Basten Shoe Co., Derry, 


John Ennis, Inc., Brooklyn, N. Y. 

Evangeline Shoe Co., Portland, Me. 

sar Josephson Co., Honesdale, 
a. 


Excelsior Shoe Co., Portsmouth, O. 





F 
Fein & Glass, Reading, Pa. 
Ferris Shoe Co., Philadelphia, Pa. 


Forbush Shoe Co., No. Grafton, 
Mass. 


H. H. Freeland, Rochester, N. Y. 


G 
Gardner Parker Shoe Co., East 
ynn, Mass. 
Gerberich Payne Shoe Co., Mt. 
oy, Pa. 


T. D. Gotshall Shoe Co., Roxbury, 
Mass. 
Gupe Northern Shoe Co., St. Louis 
°. 
Green Shoe Mfg. Co., Boston, 
Mass. 
C. A. Grosvenor Shoe Co., Worces- 


ter, Mass. 


H 


Hamilton Brown Shoe Co., St. 
Louis, Mo. 


Helmholz Shoe Mfg. Co., Cudahy, 


Heywood Boot & Shoe Co., Worces- 


ter, Mass. 


J 


Johnson Baillie Shoe Co., Millers- 
burg, Pa. 


Juvenile Shoe Corp., Carthage, Mo. 


K 
agp pace Mfg. Co., Rochester, 


Geo. E. Keith Co., Campello, Mass. 

Preston B. Keith Shoe Co., Cam- 
pello, Mass. 

L. W. Kenny & Co., Lynn, Mass. 

Keystone Shoe Mfg. Co., Kutz- 
town, Pa. 

Williams Kneeland & Co., So. 
Braintree, Mass. 

A. S. Kreider Co., Annville, Pa. 

A.S. Kreider Co., Elizabethtown, Pa. 

A. S. Kreider Co., Lebanon, Pa. 
(Turn.) 

A. S. Kreider Co., Lebanon, Pa. 
(Welt.) 

A. S. Kreider Co., Middletown, Pa. 

F. A. spagnese Shoe Co., Roches- 


ter, N. 





makers of CHILDREN’S and SPORT SHOES 





L 
Lane Shoe Co., Lowell, Mass. 
Leonard & Barrows, Boston, Mass. 


Little Witch Shoe Co., Salem, 
ass. 


T. H. Logan & Co., Hudson, Mass. 
Lage Shoe Mfg. Co., Milwaukee, 
is. 


Lind Shoe & Slipper Co., Worces- 
ter, Mass. 


M 
Marathon Shoe Co., Wausau, Wis. 
Marietta Shoe Co., Marietta, Pa. 
Marston & Tapley, Danvers, Mass. 
= eee Shoe Co., Rochester, 


Matson & Troian, Haverhill, Mass. 
Chas. E. Meade, Rochester, N. Y. 
Chas. Meis Shoe Co., Cincinnati, O. 
Melanson Shoe Co., Lynn, Mass. 


J. 1. Melanson & Sons Corp., No. 
Adams, Mass. 


os * eee Shoe Co., Newton, 


Merrill Porter Co., Lynn, Mass. 

Geo. E. Merrill Co., Lynn, Mass. 

ted Sloan Shoe Co., St. Louis, 
o. 


W. H. McElwain Co., Boston, Mass: 


N 
Norman & Bennett, Boston, Mass. 


Oo 
Outing Shoe Co., Boston, Mass. 


P 
Paine Shoe Co., Marblehead, Mass. 
F. A. Parker Shoe Co., Marblehead, 


Mass. 
A. E. Perkins, Rochester, N. Y. 
Piehler Shoe Co., Rochester, N. Y. 
Peet, Bros. & Co., Manchester, 


T. G. Plant Co., Rorbury, Mass. 


Q 
Cyeets Shoe Co., Quarryville, 
a. 


R 
Rehr Shoe Co., Orwigsburg, Pa. 


Rice & Hutchins, Inc., Marlboro, 
Mass. (Curtis.) 





Rice & Hutchins, Inc., Marlboro, 
Mass. (Main St.) 


a & Hutchins, Inc., Windsor, 
it. 


Rohrer & Co., Orwigsburg, Pa. 
E. M. Rollins, Lynn, Mass. 


Ss 
Sanford Mfg. Co., Sanford, Me. 
a & Son Shoe Co., St. Louis, 
oOo. 


a gd Boot & Shoe Co., Bangor, 
Me. 


Selby Shoe Co., Portsmouth, Ohio. 
C. B. Slater Co., So. Braintree, 


ass. 


Smith Crawford Shoe Corp., Hud- 


son, Mass. 


Stacey Adams & Co., Brockton, 


ass. 
Stahler Bauer Shoe Co., Allen- 
town, Pa. 
= 
E. E. Taylor Co., Boston, Mass. 
es weed & Co., East Rochester, 


Thomson Crooker Shoe Co. Bos- 
ton, Mass. 
Ww 


Wiley Bickford & Sweet Co., 
Worcester, Mass. 


Worcester Felt Goods Co., Worces- 


ter, Mass, 


het a Shoe Co., Schuylkill Haven, 
™ 


S. Waterbury & Son Co., Brook- 
lyn, N. Y. 
hae Shoe Mfg. Co., Wausau, 
1s. 


~~ White & Co., Philadelphia, 
a. 


Whitmore Tirrell Shoe Corp., 
Weymouth, Mass. 


Wise & Cooper Co., Auburn, Me. 
W. A. Withers Shoe Co., Elizabeth- 


town, Pa. 
Wood & Smith, Inc., Auburn, Me. 
Wooleather Corp., Salem, Mass. 
E. F. Wylie Shoe Co., Fleetwood, Pa 


Y 
Yeager Shoe Co., Selins Grove, Pa. 


Z 
Zane Shoe Co., Zanesville, Ohio. 
J.S. Zulick & Co., Orwigsburg, Pa. 






















































When writing to C. D. Kepner Leatuer Co. please mention Boot and Shoe Recorder 
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The complete line of 


WEBER union mave SHOES 
Will be on display at 


BOOTH 93 


N. S. R. A. STYLE SHOW 
BOSTON, MASS. 


ie WEBER BROS. SHOE Co. 
Black Scotch Grain North Adams, Mass. 


93 Lace Oxford 
Radio Last 
Bleached Calf I ining 
Heavy Single Sole New York Office: 1328 Broapway, Marsrivce Bipc. 


Shoulder Roll Heel 
Price $4.60 H. Harris, Rep. 








REG. V.S. PAT OFF. 


Black Eyed Susan— 
A Slipper Novelty 


Style 330—Brown Pompom, Orange Inlay, Women’s 
Felt Everett, Roll Edge. 


Style 513—Women’s Glazed Kid Slipper, Pompom 
Ornament. 


While in Boston we would be pleased to have you 
call at 139 Lincoln Street and inspect our 1925 
samples. 


C. A. GROSVENOR SHOE CO. 
WORCESTER - - - MASSACHUSETTS 


When writing to th. above advertisers please mention Boot and Shoe Seniee 
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GOODS YEAR 


Copyright 1924, by The Goodyear Tire & Rubber Co., Inc 
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T Booth 25 during the Style Show 
you will find Goodyear representa- 
tives present with an attractive display of 
the complete Goodyear Wingfoot line — 
Goodyear Wingfoot Heels, Soles, Half 
Soles and Top Lifts, for Men’s, Women’s 
and Children’s Shoes. A visit from you 
will be cordially appreciated and met 
with every courtesy. 


WEANGEFOOTt 


When writing to Tue Goo e & Rusper Co., Inc., please mention Boot and Shee Rec order 
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HERE’S a Spirit 
pervading the world 
in this season of 
Great Good Cheer 
that shakes us loose 
from the Common- 


place and imbues us once more 
with the great Good Will of 
Childhood. We can almost catch 
the thrill and expectancy of those 
good days when Santa Claus was 
real and squeezed his way down 
the chimney into the fire-place. 


After the Christmases of Child- 
hood come the years of growth 
and studied nonchalance, until we 
reach that Christmas set vividly 
apart from the others: it is our 
first Christmas with Her. How 
often you have heard folks say of 
some new couple, and say it 
whimsically: ““You know it is 
their first Christmas together!” 





LOZANT and LOZELLE are 
celebrating “‘their first Christmas 
together.” 


LOZANT is well-known in the 
great “neighborhood” of the shoe 
and leather industry; it has been 
held in the highest esteem for 
years; always it has been pointed 
out as one of the outstanding 
leaders. 


LOZELLE made its debut this 
past year. Coming of good family, 
it was immediately accorded a 
place in the ‘“‘community”’; since 
then, its merit and ability have 
established it ‘‘on its own.” 


Now, LOZANT and LOZELLE 
are celebrating their first Christ- 
mas together, and they both 
extend to you the Heartiest 
Greetings of the Season! 
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GRIESS PFLEGE 


THE GRIESS PFLEGER TANNING CO., Boston Chicago Cincinnati New York Rochester 
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Bates Shoes at the Boston Show 
IN BOOTH 59 


UTHENTIC reflection of the best style tendencies in Men’s Shoes for 

1925 will be given in the several showings of Bates Shoes to be made 

in Boston during the annual style show of the N.S.R. A., January 12 to 15. 

With the season affording several distinctive style influences, we have, as 

usual, interpreted them boldly, and have produced numerous models that can- 
not fail to be highly attractive to buyers. 





FOUR EXHIBITS OF BATES SHOES 


During the style show complete sample lines of Bates 
Shoes will be displayed at the following four places: (1) Booth 
59, Style Show in Mechanics Building; (2) at the Copley- 
Plaza Hotel, Copley Square; (3) at Hotel Essex, opposite 
South Station, and (4) at the Bates Company’s Boston office, 
183 Essex Street—Rooms 301 and 302. Representatives of the 
Bates Sales Department will be constantly in charge of each 
display. 











THE BATES BANTAM-WEIGHT WELTS 


C= of the principal features of our special displays will be an unusually in- 
teresting group of light-weight welts which we have named our “‘Bantam- 
Weights.’ These are specially-built Oxfords for hot weather. They are made on 
several very shapely lasts in patterns appropriate to their character. They are 
ideal mid-summer styles, and will be in heavy demand. 

We shall also make an unusual display of 1925 sport models. They will embody a 
wide range of the newest ideas for this type of smart footwear, and will offer style 
variations to suit every section of the country. 

Visiting buyers will be given every convenience for inspecting these exhibits 
carefully and for learning the details of the Bates selling plan. 


A. J. ‘BATES CO. 


WEBSTER - - MASSACHUSETTS 


AIS 


LONE 


ANON OI AAMT RYN SS 





SY GA-AWAI WE SCE DIN 


When writing to A. J. Bates Co. please mention Boot and Shoe Recorder 
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Your First Callin Boston 
should be at 
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. OWHERE else can you receive such a generally compre- 

hensive viewpoint of the strictly newest patterns shown in 

connection with the very latest lasts—just received from the most 
authoritative New York sources. 


In men’s shoes—in women’s shoes—in children’s 
shoes—all at one time 


Some were born yesterday, others are being made now, others 
will arrive while you are here. 


Be accurately and fully style posted before you buy. We cannot 
overestimate to you the importance of this display in the most 
complete last display rooms in the U. S. A. 


Our interests are mutual, and we hope to be honored with an 
early call from you. 


*After you have 
seen this display 


— ae United Last Company 


you to say whether 
r not we have over- Headquarters — Boston, Mass. 


LSSEA | 
STREET 











Rooms 


55-56-57-58 
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The name of our new smooth Russia Calf is 


“FAIRFAX” 


“LAAIRFAX” is CREESE & COOK’S 
answer to the insistence of the 

trade for a distinguishing light brown 

Russia Calf for women’s shoes. 





The tannage gives a softness that is 
delightful—coupled with a firmness 
of texture that insures shape reten- 
tion in the shoe. 


It’s a typical C. & C. color made in 
the Creese & Cook well-known way. 


Be sure to call and see “FAIRFAX” 
while you are in Boston. 











“CALF LEATHERS ARE WHAT THEY WANT” 











CREESE & COOK COMPANY 


SALESROOMS a) he Gt TANNERIES 
95 SOUTH ST., BOSTON Topp 5. §ND CON DANVERSPORT, MASS. 


P. A. HENRY & CO. ‘ SILVEY & CHRISTMAN 
706 Broadway, Cincinnati, O. STON OY, 82 GOLD STREET 
Leather Trades Bldg., St. Louis, Mo. 4 NEW YORK CITY 
































When writing to Crrrse & Coox Company please mention Boot and Shoe Recorder 
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The WALK-OVER INDUSTRY 


1874 — Quality for Half a Century — 1924 


ALK-OVER 


\F |, see 
4 seh iw 


» 8 aie 





ig was in this Factory No. 1 that the first Walk-Over Shoes 

were made. For many years this factory was much smaller 
than it appears here, but as the business thrived it grew apace 
until it acquired its present area which is that of a large city block. 


Today, after fifty years, this ‘‘daddy of them all” is but one of a 
group of large factories producing Walk-Over Shoes. And as 
always, the old original standards of honest shoemaking, depend- 
able materials, and better-than-ever fit are still maintained. 


Today the Walk-Over trade-mark is conceded to be the most 
valuable shoe trade-mark in the world. And chief among the 
reasons for this is the fact that each pair of Walk-Overs is built 
for a purpose,—to serve and to serve well. Walk-Overs are the 
largest selling trade-marked shoe in the world. 



















Factory No. 1 
Campello, Mass. 
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One of the outstanding styles in 
real he oxfords for men 


Wals-Over 


TRADE MARK REG. U S. PAT. OFF. 


SELLS EVERY TIME 


UT oe eS 


| 
if 


THE LEGION 


A new blucher oxford in a 
popular short wide shape in 
serviceable Brown Glass Calf- 
skin. 


In Stock 
No. 3835 


With one piece foxing, straight line effect, and heavy sole, here’s 
an oxford that men are going after. Monthafter month how it wears— 
retaining its good shape and appearance which brings men back to 
your store for another pair of Walk-Overs. Walk-Overs meet the 
requirements of the most exacting. You can figure real profits with 
these shoes. 


QUALITY FOR HALF A CENTURY 
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Gro. E. KEITH COMPANY 
“Makers of Wak-Over Shoes for Men and Women 
EXCLUSIVE AGENCIES IN ALL IMPORTANT CITIES OF U.S. AND THE WORLD OVER. 
CAMPELLO~-BROCKTON. Massachusetts 
St. Louis, Missouri 
U.S.A. 
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Lo ee 
EWELL 


ITCHELL 
ADE 


AS Good $5.00 Retailers 
As the Market Affords 


BBs nes S no question that the policy 
of concentration of your buying from 
a few, rather than from many sources is 
the best practice. Once you find a firm 
whose product and service is satisfactory, 
stay with it! 






Mitchell-Welch is amply equipped to 
serve you. Though a new firm, it combines 
the experience of two old houses long 
skilled in the production of women’s 
shoes. The plant is as modern as the latest 
machinery and knowledge of correct 
methods can make it. The employees are 
working on a basis of mutual harmony and 
understanding. 





Those volume buyers who are 
interested in getting shoes which 
are made right, and de- 
livered according to 
promise, should look us 
up when in Boston. 


89 Bedford Street 
Street Floor 








MITCHELL-WELCH SHOE CO. 


163 Commercial Street, West Lynn, Mass. 








When writing to Mircuert-Weicn Suok Co. please mention Boot and Shoe Recorder 
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GLASS CALF 


MANUFACTURERS -- RETAILERS--CONSUMERS 


DEMAND 
GLASS CALF 


A Leather Entirely Unique 


HETHER or not there is a call for the 
regular run of Scotch Leathers GLASS 
CALF retains its permanent place as a ready 


seller. 
WHY? 


GLASS CALF altho’ suggesting the “doggy” 
effect of Scotch leathers, still emphasizes the re- 
fined conservatism of the dress shoe. 


GLASS CALF does not “pull out” at the toe. 


GLASS CALF is full aniline dye, with no pig- 
ment whatsoever. 


GLASS CALF has a rich, full lustre—and retains 
this bright appearance thru strenuous wear. 


GLASS CALF is glovelike on the foot. 


J. S. BARNET & SONS, Inc. 


Tanneries 


LYNN, MASS. 


BARNET 


Lynn Leathers 


When writing to J. S. Barnet & Sons, Inc., please mention Boot and Shoe Recorder 
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“A foot of com- 
fort means miles 
of happiness’’ 


Saar 
REG. U's. PAT. OFF 


Boston Convention 
Booths 126 and 127 


Meet us at the convention. Here you can compare 
values and prices, face to face. Competition on this 
basis is wholesome. We welcome it. See us at the show 
and know just what Constant Comfort Shoes will do 
for you. They have 7 Points of Profit as well as 


7 Points of Merit 


(1) Cushion insole that comforms 
with the natural outline of the 
foot. 

(2) Flexible sole insuring glove-like 
freedom for woman’s active 
hours. Heavier sole for more 
comfortable walking. 

A toe and heel that give plenty 
of room and graceful style. 
Rubber heel to cushion every 
step. 

Reinforced moulded counter to 
prevent running over at the 
heel. 

A rigid steel shank giving 
needed support to the sensitive 
foot arch. 

Tite-fit ankle, holding the heel 
snugly and the stocking smooth- 
ly; preventing slipping and 
gaping. 





Examine These Shoes 
at the Show 


Constant Comfort Shoes are backed 
by national advertising and a new, 
unusually attractive Window Dis- 
play. If you do not get to the Con- 
vention in Boston, January 12, 13, 
14 and 15, write for full particulars 
of the 7 Leaders shown here, or to 
have our salesman call. 


AULT-WILLIAMSON 
SHOE COMPANY 


Factory and Eastern Sales Office 
Dept.R, Auburn, Maine 

Western and Southern Branch 
414R N. 12th Street, St. Louis, Mo. 














When writing to Autt-Wittiamson Suor Co. please mention Boot and Shoe Recorder 
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The Season's Heartiest Greetings 
to All Our Friends 


OL Lew 


We are entering a new era of business with the 
utmost confidence, inspired by the lines we have 


handled and will continue to feature exclusively 
during 1925. 


“OSCARIA”’ CALF 


Manufactured by 
HEINRICH BIERLING 


Germany 


“HALTON” PATENT SIDES 


(For New York and New England Territory) 
Manufactured by 
MARLATT and ARMSTRONG CO. 


Canada 


“GOLD STAR” GOLD and SILVER KID 


Manufactured by 
LEDER EXPORT CORPORATION 


Germany 


“BARKER’S” SIDE LEATHERS 


Manufactured by 
WM. BARKER & SONS, Ltd. 


England 


“HECO” KID 


Manufactured by 


SHEPARD-HECHT CORP. 
Bethel, Conn. 




















Largest Importers of French 
Sheepskins in the U. S. A. 











F. HECHT & Co. 


10 Spruce St., New York City 
69 South St., Boston 








“Leathers of Rare Beauty and Rare Service” 








When writing to F. Hecut & Co. please mention Boot and Shoe Recorder 
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Make your trip to 
Boston CN.S.R.A.) 


worth while — 


Get acquainted 


with 


THE 


ARCH PRESERVER 


SHOE 
Cfor women) 


At the Copley-Plaza Hotel and Mechanics 
Building, Booth 230. 


Also at our regular Boston office, 704 Rice 
Building, 10 High Street. 


Complete showing of the entire line --- all the 
new models. 


Come and let us explain why this shoe is the 
sensation of the industry --- why 1924 
was our biggest year. 


The Selby Shoe Co. - - - Portsmouth, Ohio - 
Arch Preserver Shoes for women are manufactured only by The Selby 


- “4 Shoe Company, Portsmouth, Ohio. Arch Preserver Shoes for men are 
KEEPS THE FOOT WELL manufactured only by E.T. Wright & Company, Inc., Rockland, Mass. 











When writing to Tur Setpy SHor Company please mention Boot and Shoe Recorder. 
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STY LE 
The Norfolk —— Ag QUALITY 
Tan Brownie Cal Mig 4 SERVICE 


Barbour Storm Welt 
B, C, D, 6-10 
No. 703 


Same style in 
Black Calf 








NOW MORE THAN EVER 


is the time to let our In-Stock Department 
show you just how much it can help increase 
your sales, 


When in Boston 
we shall be pleased 
. to have you visit 

With thirty-seven styles IN STOCK you our Boston Office 
shouldn’t miss any sales because you haven’t at 60 South Street 
your customer’s size—order sizes as you —cor. Essex, where 
need them. All orders shipped the same day a complete line of 
they reach us. Packard samples 


During 1925 every Packard agency will are on display. 


be supported by our continued national 
advertising campaign in the Saturday Even- 
ing Post. 









































M. A. PACKARD COMPANY 


BROCKTON 
MASSACHUSETTS 





When writing to M. A. Pacxarp Company please mention Boot and Shoe Recorder 
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Line of Women’s Shoes 











EVANGELINE | CRUMBS of COMFORT 
(GOODYEAR WELT) CrURNS) 








AMERICAN BEAUTY 


(FLEXIBLE McKAY) 





| | | 

| IMPROVED CUSHION SOLE 

| SHOES, DR. A. REED, PAT- | | DAVIS 

| ENTEE, 1900,1901. THISIS | | NEW PROCESS 

| NOT THE ORIGINAL DR. A. | | A FLEXIBLE 

| REED CUSHION SHOE PRE- | CUSHION SOLE 

| VIOUSLY PATENTED BUT | | McKAY 
HIS LATEST INVENTION. | 








Booth 237 | 


N.S. R. A. Convention 


We cordially invite visiting buyers to see 
this complete line of staple and novelty 
shoes at our booth or at our Boston office. 


A. H. BERRY SHOE CO. 


186 LINCOLN STREET, BOSTON PORTLAND, MAINE 


When writing to A. H. Berry Suor Co. please mention Boot and Shoe Recorder 
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» BSterling SELLS SHOES’ 
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Patent Leads the World of Fashion 


Represented in all sample lines, featured by leading shoe 
manufacturers, sought by dealers in increasing volume, 
wanted by consumers everywhere — Patent is the mode! 
To build good will and increased sales on your Patent 


styles, it pays to specify: 


Sterling Golt Sterling Hid 


Sterling 


BRISTOL PATENT LEATHER COMPANY --- BOSTON, MASS. 
_ SS oe 
> — P< 


ent Leatusr Company please mention Boot and Shoe Recorder 
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A DECIDED HIT! 


The Universal Flapper Shoe 
for Next Spring 


IN STOCK -- NOW 


Style 562—Turn—Tan “‘Naco” Calf Style 563—-Turn—Patent 
24-7 — A, B, C 2%-7 — A, B,C 


Price $3.75 


Made on Short Vamp, French Toe, Low Heel Last. Combines the popular 
D’Orsay and Ribbon Tie Effects. Smart for Flappers 


Come in and see “IT”? — “Len” and “Hap” 
Burdett will be glad to show “IT” to you 
during JANUARY at 


183 Essex Street --Rooms 401 and 402 


**It takes a good flapper to hold down four ‘beaux’ at one time”’ 


BURDETT SHOE COMPANY 


TURNS AND WELTS 
Boston Salesroom—183 Essex St. LYNN, MASS. 




















When writing to Burverr Suoz Company please mention Boot and Shoe Recorder 
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A SPEEDY SPORT OXFORD 


IF YOU HAVE NOT RE- 
CEIVED OUR NEW IN- 
STOCK CATALOGUE, 
WRITEFOR ONE TODAY. 


ADDRESS ALL COM- 
MUNICATIONS TO THE 


FACTORY. 


A STYLE SHOW MODEL 


STRATFIELD 
A combination of white grain and light 
tan calf. Crepe or rubber sole and heel. 


Howard & Foster Co. 
Brockton, Mass. 


BOSTON OFFICE 
183 ESSEX STREET 


NEW YORK OFFICE 
MARBRIDGEBUILDING 


CHICAGO OFFICE 
SECURITY BUILDING 








When writing to Howarv & Foster Co. please mention Boot and Shoe Recorder 
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- Answers the comfort appeal 
of the tired foot 


HE SHOE with the Crawford Arch Sup- 

porting Shank not only relieves the tired 
foot but holds the foot in a position not 
readily susceptible to fatigue. 


The Crawford Shank is a resilient brace 
holding the shank of the shoe close to 
the foot when relaxed and support- 
ingitwhen under weight of body. 


Put Crawford Arch Support- 
ing Shank Shoes on your 
customers’ feet. It will 

prove a profitable 
experiment. 


SPLIT RIVET 
GOCKING SHANK 
TO INSOLE 


Nhe Shoe with the Grawlord 
Arch Supporting Shank 


United Shoe Machinery Corporation 


BOSTON, MASSACHUSETTS 





When writing te Untrep Suor Macuinery Corporation please mention Boot and Shoe Recorder 
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An Improvement—not a Substitute 


Hanover STORM-SEAL Welting 











Makes a really waterproof seam 
S TORM-SEAL Welting is in- 
welt in one operation; thus the 


seamed with the regular leather 
inseam becomes a set 


many high grade shoe factories. 
It comes in four colors, the white 
and light tan being especially logi- 

cal for use on crepe 





seal permanently 
waterproof. The fabric 
backing protects the 
inseam stitches from 
the hazard of pulling 
through and, at the 
same time, assures a 
uniform bead around 
the shoe. 


Our 





See 


Hotel Essex 
during both 


January 
Shows 


soled shoes. 


It does not absorb 
stains and retains its 
original color always. 


STORM-SEAL 


Welting is specified for 
patrolmen’s shoes by 


the New York Police 


Exhibit 


at 








STORM-SEAL 


Welting is already replacing less 
satisfactory calking processes in 


HANOVER RUBBER CO. 


Department in recog- 
nition of its perfection 
as a practical waterproofing of 
the seam. 


WEST HANOVER, MASS. 


Boston Salesroom 


10 High St. 








By Courtesy of 
The STETSON SHOE 
CO. Inc. 


\ South Weymouth, Mass. 


\ we show this new oxford 
made with the— 


HANOVER 


STORM-SEAL 
WELT 








When writing to Hanover Rusper 


Co. please mention Boot and Shoe Recorder 
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Pe HYGRADE RES 


WiIRMIINS CAILIF 


“*White as a Solid is Certain to make ja ‘distinct 
gain for next Spring and Summer.” 
Dry Goods Economist 


For the great white season that is only just ahead of us, 
choose for your finest white shoes HYGRADE WHITE 


GLAZED CALF. 


* * * 


This superfine white calf has won the warm approval 
of the most critical makers and buyers. 


* * * 


Its delightful softness and lightness, its glistening 
pure whiteness are instantly appreciated by the most 
discriminating. 


* 


The very choicest skins are laid aside 


BOOTH for HYGRADE WHITE CALF. 
2 
Special drums are confined to its 
N.S.R.A. production. 
Style Show 
BOSTON It comes out snow-white through the 
Jan. 12-15 works. 


he a 


Samuel Shapiro 








Spruce & WitLiaM Sts. New YorK 


Sole Distributor 


HYGRADE CALF LEATHERS 


TANNERY, PEABODY, MASS. 


BOSTON OFFICE, 31 SOUTH ST. 
GEO. F. WELDON, MANAGER 
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Ruepings RUE KID 
Number 21 Algonquin 


HE color now in highest favor for women’s and girls’ shoes 

is Rueping’s No. 211 Algonquin — a distinctive medium 

* shade of brown tan. Should you not be familiar with this 

shade by name, feel free to write the tannery for a swatch and 
have it by you when deciding on your purchases. 


Foremost in quality among the soft calf leathers so popular this 
season is Rueping’s RUE-KID. It is as soft and mellow as leather 
can be made, and has a very tight grain. Through a special Rueping 
process the excessive elasticity usually found in soft calfskins has 
been eliminated. Thus shoes made of RUE-KID may be depended 
upon to hold their shape and to give long service as well as unex- 
celled comfort. 





It pays to specify Rueping Leathers. 





Have you a Rueping Color Card in your desk? 


Fred Rueping Leather Co. 


FOND DU LAC, WISCONSIN 


BRANCHES: 
Boston Cincinnati Milwaukee St. Louis New York 
Chicago San Francisco Montreal Northampton, England 






































FRED RUEPING LEATHERCO 
FOND OU LAC. WIS.USA 


"This 1s A Calf Yéar” 
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‘She walks in n beauty,” 


MODEL 6683 
DELPHINE 


ANOTHER EXCLUSIVE 
BRAUER CREATION 


A SMART STEP-IN PUMP ON OUR NEW 80 
LAST— PATENT LEATHER VAMP AND QUARTER 
— AIREDALE ALLIGATOR TRIMMED — 13.8 
CUBAN HEEL. 

NOT CARRIED IN STOCK 


MADE ON ORDER ONLY 
CAN BE MADE WITH 9/8 TO 13/8 HEELS 


ON ALL LASTS, EXCEPT NO. 40, IN 
MANY ATTRACTIVE COMBINATIONS 


BRAUER: BROS. SHOE ST, Louis 


FASHIONERS OF WOMEN’S NOVELTY SHOES 
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SAM-WIDE SHOE 


TRADE MARK 


SHOES MADE TO WEAR 


IN STOCK 
SIZES 6 to 12 











retailer has SOME call for apn 

ICE, WIDE, dress s carry 
FOURTEEN numbers IN STOCK. on SIX 
DIFFERENT lasts. EVERY shoe WAR- 
RANTED 100 per cent leather. START your 
qutamin on TEL Gan tal Gee 
become STEADY customers. We ask for the 
privilege of sending you a pair of each number, 
or any one number of the fourteen styles. If not 
ALL we claim for a return. We'll stand 


STOCK 


No. 405 No. 415 


—4 weeks delivery. Here is a proposition that 
merits your IMMEDIATE action. 


Stock No. 100—Gun Metal Calf Bals, Single Sole, Hicks Last 7W ...$3.50 Stock No. 205—Black Vici Bals, Double Sole, Hicks Last 7W 

Stock No. 105—Gun Metal Calf Bals, pouse Sole, Hicks Last 7W.. 3.75 Stock No. 210—Black Vici Bals, Single Sole, Duke Last 7W 

Stock No. 110—Gun Metal Calf Bals, Single Sole, Duke Last 7W.. 3.50 Stock No. 215—Black Vici Bals, Double Sole, Duke Last 7W 75 
Stock No. 115—Gun Metal Calf Bals, Double Sole, Duke Last 7W.. 3.75 Stock No. 300—BlackVici Plain Toe Bals, Single Sole, Bunion Last 7W 3.50 
Stock No. 200—Black Vici Bals, Single Sole, Hicks Last 7W 3.50 Stock No. 310—Black Vici Cap Toe Bals, Single Sole, Bunion Last 7W 3.50 


SPECIAL FOR POLICEMEN, FIREMEN AND POSTMEN 
With Barbour Stormwelt 


Stock No. 400—Gun Metal Calf Bluchers, Double Sole, Munson Last 5W 
Stock No. 405—Gun Metal Calf Bluchers, Double Sole, Cub Last 5W 
Stock No. 410—Gun Metal Calf Bals, Double Sole, Governor Last 5W 
Stock No. 415—Black Vici Bals, Double Sole, Governor Last 5W.. . 


Terms—2 Per Cent 10 or Net 30, F.O.B. Brockton. 


LUKE W. REYNOLDS CO. oF MenS"Shces 127 “Stuer” Brockton, Mass. 








When writing to the above advertisers please mention Boot and Shoe Recorder 
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The Smartest Silver Ever Shown 





GAY PATTERN 
The Biggest Selling Number in Our Line 
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WIDTHS No. 258 60 WIDTHS 


Genuine Imported Silver Brocade, Imported Genuine 
Silver Kid Trim, 16/8 Spanish Full Louis Heel 
Code “‘Silgay” 


No. 260 Price $4.85 


As above in Genuine Gold Brocade, code “Golgay” 


Dainty Gold and Silver Kid Collar 


Single Pairs 25 cents extra 











THE NEW 


HANNAHSONS 


LINE FOR 1925 


A Brighter, Snappier Line at the same popular Prices 
A Bigger-- Better-- Hannahsons Service 


During the N. S. R. A. Convention 
And Throughout the Entire Month of January 
WE WILL SHOW 


OUR ENTIRE LINE OF SMART NOVELTIES 
AT OUR 


Boston Office - - 183 Essex Street 


ROOM 206 


When writing to Hannausons please mention Boot and Shoe Recorder 
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We Exist for the Service of the 
Shoe Industry 


HE tanner of hides and skins 

into various leathers rises to his 
true level of worth only in serving the 
public through the médium of the 
shoe manufacturer and the shoe re- 
tailer. 

We are part of the foundation 
upon which the manufacture of 
shoes and the distribution of the 
same is built. 

Our aim is to so standardize our 
leathers that the shoe manufacturer 
who may use them and the retailer 
who distributes them may in turn 
serve their customers with shoes of 
the same substantial qualities year 


by year. 


The better our friends, the shoe 
manufacturers and retailers, know 
our brands of leather, and know us, 
the bigger and more meritorious will 
be our service to the public, which 
is the real reason for our existence. 


A hitegdast 
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We Heartily Invite You to Visit 
the Evans Plant 


4 Fie in our neighborhood, we shall be greatly 
pleased to have you visit the Evans Plant and 


learn more about our system for achieving the highest 
" leather standardization. 
We believe this collection of individual tanneries, 
3 each closely concentrated on the production of one 
P Evans Brand only, is the most highly organized and 
best systematized in the world. 


27, 1924 










John R. Evans & Company 
CAMDEN, NEW JERSEY 


(Branches in all Principal Shoe Centres) 








“ 


tandardize on 


Evans Brands 
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A wise young man of eiphly 
SAYS saga 


STACY-ADAMS COMPANY 


BROCKTON, MASS. 





We shall exhibit at the N. S. R. A. Convention and Style Show, Boston, January 12 to 15 
BOOTH No. 99 


When writing to Stacy-Avams Company please mention Boot and Shoe Recorder 
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A Soft Sole made on wider and 
roomier lasts. Solves the problem of 
fitting the baby with achubby foot. 
A shoe on whic h you can build up a 
big following. 


No. 263—Soft Sole Blucher aa. 
No. 461—First Step Flexible Tackless White, Tan and Smoked Elk. Pe 
See Elk 5 4 1" Ee = ae $13.50 No. elem thy 4 Button a Bost. Ww aie 
- Ww id , Tan, anc 
No. 561—As above in Patent hoe, Numbers shown are In Stock Gray Vici; Flat Pearl “Baitons. By 
$15 














An experience and growth covering nearly 
a quarter of a century has established The 
Ideal Baby Shoe Company as the leading 
manufacturers of Infants’ Soft Soles and 
First-Steps. In - selling Ideals 
you are equip-| ped to serve 
better—In buy- a ing Ideals you 
have the larg- ’ est In Stock 
Department | «re. | to draw from. 














Illustrated Catalog on Request. 








Attention: Full line is on display at our 
Boston Office, 12 West St., Room 616. 





IDEAL BABY SHOE CO. 


DANVERS, MASS. 
Mrs. A. L. Day, Pres. 


NEW YORK OFFICES BOSTON OFFICE C%& ( 3s - 
320 Fifth Ave. 12 West St., Room 616 . 2 | 
— CS 2 
= 


SH 


387 Fourth Ave. Phone Beach 8060 








=r — ~~ = ~ ~— —e 


When writing to Ipzac Basy Suor Co. please mention Boot and Shoe Recorder 
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“O- SO-EZ-E” and “O-SO-SNUG’” 


im § Gn 
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$5042) 


SOLE 





HE public likes to buy comfort and corrective shoes 
on which the maker has placed his stamp. 


O-SO-EZ-E and O-SO-SNUG are appealing and, therefore, 


sales-powerful names. 


Behind these shoes is the further assurance that they are 
TAYLOR-MADE—the product of a house that has made 


quality shoes for nearly half a century. 


Priced for Retailing at $7.50 and $8.00 


Leathers as Selected 





Carried Nationally by 116 Wholesalers 


Who are Supported by Our 
12 pr. Lot in-Stock Service. 


E.E-Tayglor Company 


4 OSTON , MASS. 
FACTORIES AT BROCKTON AND NEW BEDFORD 


When writing to E. E. Tavtor Company please mention Boot and Shoe Recosdn 
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Cooperation 





Advertising sole leather has 
influenced public opinion. The 
trade is demanding a better 
shoe, an all-leather shoe, with 
sturdy soles and heels. The 
demand for leather heels is 
increasing. 


MAMMAL a Ci Le cade dag accag 


reTverery 





Shoe manufacturers have been 
quick to sense this public ap- 
preciation of good shoes and 
good leather, and we will con- 
tinue to co-operate with them 
in supplying the best sole 
leather to meet all demands. 








miata. 
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The United States Leather Company 


: New York Chicago Cincinnati St. Louis Richmond 


: - The United States Leather Co. of Mass. 


Boston 








SELLING AGENTS 


McADOO & ALLEN A. J. & J. R. COOK 
Philadelphia San Francisco 





When writing to Tue Unirep States Leatuer Company please mention Boot and Shoe Recorder 
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The new Lawrence 
leathers for Spring and 
shoes made of these 
leathers await your 
Inspection | 














A 



































88 


A. C. LAWRENCE} 


210 South Street, © 
New York Philadelphia St. Louis 





When writing to A. C. Lawrence Leatuer Co. please mention Boot and Shoe Recorder 
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NACO CALF 
NUBUCK 
WEILDA CALF 
DURO CALF 


BLACK DIAMOND 
PATENT 











Sample Swatches at our Booth 



































Boston, Mass. 
Chicago Rochester Cincinnati 





When writing to A. C. Lawrence Leatuer Co. please mention Boot and Shoe Recorder 
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100” Crepe Rubber 


Finished by 
American Skill 


That is what this 
trade-mark means 
on your shoes 


We Pay a Premium 


for the choicest imported crepe rubber obtain- 
able. We accept nothing else in RAJAH Soles, 
and last year rejected fifty tons of rubber which 
was not up to the RAJAH standard. 


Added to this is our own secret process, which 
gives RAJAH Soles a characteristic “‘mellow- 
ness”’ that no other crepe sole supplies. 


It is through this ““mellowness,”” which means 
better comfort, longer service and more sure- 
footedness, that the American public has 
learned what a boon a real crepe sole can be. 


By reason of superior merit, and nothing else, 
RAJAH Sales are three times what they were 
three years ago and steadily increasing. 





We also are originators 
and sole makers of 


The first colored com- 
position sole produced 
that will not crack 











Booth 219 


N.S. R.A. 
STYLE SHOW 


BOSTON 
January 12-15 


You can’t build on misrepresentation. 

When your customers call for RAJAH Soles on 
their shoes give them what they ask for. The 
RAJAH trade-mark on your shoes will do more 
to promote satisfaction and growing sales from 
year to year than any other crepe soling you can 
apply. 

RAJAH has made millions of friends. Don’t 
disappoint them with a substitute. 


Alfred Hale Rubber Co. 


Atlantic, Mass. 
Established 1837 
Laing, Harrar & Chamberlain 
Philadelphia, Pa. 
Distributors to the Leather and Findings Dealers 





When writing to Atrrev Hace Rupser Co. please mention Boot and Shoe Recorder 
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». STETSON 
@ SNAPPYTIES 


SN Theyre made 





W 


A in Black and 
Reo ano Tan 
“ 7 Tied with a ribbon,too! 


re 
m 
an 


; ‘Theyve got 
. to be Stetson 


to be Snappy’ 


= On display during the N.S.R.A. Convention 
BOOTH No. 94, MECHANICS BUILDING, BOSTON 
STETSON WHOLESALE OFFICE. 
136 Boylston Street, Fourth Floor, Boston 
Also at 

STETSON SNAPPY TIE STYLE SHOW AND REVUE 

State Suite, Copley-Plaza Hotel, Boston 

January 14, 1925 














| 


When writing to Tuk Stetson SHor Company, Inc., please mention Boot and Shoe Recorder 
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WELCOME 


N.S. R. A. MEMBERS 


\\ JE earnestly hope that during your 
stay in Boston we may have the 


rivilege of demonstrating to you the 
BEEBE idea of providing 


the best leather for the purpose 
for every particular shoe need. 


Either at our headquarters 


129 South Street 


or at our exhibit in 


Booth 206 


MECHANICS HALL 


We shall be prepared to help you to 
put the very best leather value into the 


grade of shoe you make or sell. 





The BEEBE lines include VICI Kid, CORONA 
Patent, Suede Calfskin, Black and Colored Grain 
Calfskin, Sheepskins, Side Leathers, Calf Linings, 
Splits, Satins and Cotton Goods. 





USCIS 


When writing to Luctus Brass & Sons, Inc., please mention Boot and Shoe Recorder 
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VICI kid 


ICI kid is universally 
known as the standard of 


kid leather value. 
‘There is only 


one VICI Kid. 
It isselected by famous makers of There never has 


the finest shoes for its consistent been any other.” 
quality and the grace and rich- 
ness it gives to their product. 


CORONA 


ORONA Patent is giving 
anew meaning to the word CORONA~The 
patent leather, both in respect Senies eee 
to the beauty and brilliance it 
gives to shoes, as well as in its 
freedom from trouble in the 


factory. 


3 OGTONI 


When writing to Lucius Berse & Sons, Inc., please mention Boot and Shoe Recorder 
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ou can stretch dae salely 
on Repco Stretchers. 


VERY shoeman knows that great care 
must be taken in stretching shoes. Sud- 
den pressure inside a shoe will break even 
the most responsive leather. 
The regular, easy action of Repco Stretcher elimi- 


nates sudden and jerky pressure and assures safe 
stretching. 


ad ws, 


Repco Shoe Stretchers contain no springs, arrows 
or other delicate or easily injured parts. 


The blocks are made of fully seasoned maple, care 
fully shaped and smoothly finished, and are held 
together by a strong steel hinge. 


Serie aeec eats et Mie 
Rex} 


The stretching action is by means of a toggle joint, 
controlled by a square-threaded screw of large pitch. 


Every shoe store should be equipped with the 
entire nine sizes of Repco Shoe Stretchers. 
No. 000 down to No. 6. Corn and bunion 
plates are packed with every stretcher. 


UNITED SHOE MACHINERY CORPORATION 
BOSTON 
SAN FRANCISCO BRANCH, 859 MISSION STREET 
J. K. KRIEG [COMPANY 
39 WARREN STREET, NEW YORK 





When writing to Unrrep Suoz Macuinery Corporation please mention Boot and Shoe Recorder 
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a) TO VISIT OUR 
JT NEW SALE SROOMS 


= ef ALBANY BUILDING 


BOOTH 216 NSRA. 


JAN. 12-15 


CUSHMAN ~ HOLLIS 


%p, 


vile 


cordially 


COMPANY 
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VERY effort has been made to have our new sales headquarters 
attractive, yet business-like so that our friends may find it 
pleasant to do business with us while in the Boston market. 
We believe it to be to the advantage of buyers of volume footwear, 
retailing from $3.00 to $6.00, to see this complete line before they 


leave the city. 
CUSHMAN-HOLLIS Co. 


Factory: Auburn, Maine Salesrooms: Albany Building, Boston 
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Large productive ca- 
pacity, a more efficient 
organization, newstyles 
and patterns all com- 
bine to make this line 
a profitable one to tie 
up with in 1925. 

A line from you will 
bring samples or a visit 
from our salesman 
when in your territory. 


CUSHMAN-HOLLISCO. 
Factory : Auburn, Maine 


Salesrooms: 
Albany Building, Boston 











All Leathers and 
fabrics — Crepe sole 
Welt — also in 









































THE 
“ELVIRA” TIE 
in Leather and 
fabric, 15/8 full £ 
Louis heel 
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Cavendish White 
Russia Calf 


The ‘‘Palm Beach”’ Trade 
is Calling for it 


Gr avuarell sama melicus Gets srme@rtim@ert er teuslad 
the high note in advance white foot- 
wear styles. Its frequent specification 
in Southern orders indicate its entire 
suitableness for white shoes of the 
better v 


a 


wilelae 


Flawless and even of surface, of an 
absolutely white purity, Cavendish 
White Russia Calf is a stvle-leather par 


€ xcellence. 


we hebanaa.ezbel.obem Mchaelo meer 


Manufacturers of Fine Calt Ledther 


106 Beach Street S4 Boston, Mass. 








When writing to Hunt-Ranxin Leatuer Co. please mention Boot and Shoe Recorder 
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. EVERY SHOE MERCHANT WHO SELLS CHILDREN’S 
FOOTWEAR WILL SOONER OR LATER BE IN- 
TERESTED IN THE HELMHOLZ LINE. 


IT’S NATURAL THAT THEY SHOULD FOR HELM- 
HOLZ HAS SHOWN WHAT SPECIALIZED MANU- 
FACTURING METHODS CAN PRODUCE IN DIF- 
FERENT FOOTWEAR FOR CHILDREN. 


QUALITY IS AS MUCH A PART OF THE HELM- 
HOLZ SHOE AS THE SOLE OR THE UPPER—AND 
SO IS WORKMANSHIP. 


PATTERNS ARE IMPORTANT AND HELMHOLZ 
DESIGNS HAVE ALL OF THE ATTRACTIVENESS 
AND APPEAL THAT FORESIGHT AND KNOWL- 
EDGE CAN PRODUCE. 


HELMHOLZ SHoE Mec. Co. 


HIGH GRADE SHOES 
FOR CHILDREN 


J. K. Orr Shoe Company, Atlanta, Georgia 


MILWAUKEE ans Exclusive Distributors : WISCONSIN 
Theyre Better Stitchdowns 


Vie 


a mS; (Orn) 7 oo ay yy SY Se) O, ~C Vis Pao z 
Em fo = —= ONS “SS = 4G) Vi Tiny (es Mp, 
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When writing to Hetmuotz Suor Mrc. Co. please mention Boot and Shoe Recorder 
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27, 1925 





es} for Children 


Y = 


BUT HELMHOLZ HAS REDUCED THE NUMBER TO 
A “HAND PICKED” GROUP OF “BEST SELLERS” 
THAT REDUCES THE MERCHANTS INVESTMENT 
AND STILL ENABLES HIM TO OFFER VARIETY. 


AND THE RESULT HAS BEEN THAT MOTHERS 
INSIST ON “ANOTHER PAIR OF THE SAME KIND” 
WHEN THEY BUY AGAIN. 


MERCHANTS WHO ARE INTERESTED IN BUILD- 
ING THEIR CHILDREN’S BUSINESS ON A SOUND 
AND PROFITABLE BASIS ARE URGED TO WRITE 
US FOR DETAILS. 





HELMHOLZ SHOE Mrs. Co. 
HIGH GRADE SHOES 
FOR CHILDREN 


MILWAUKEE 7 OF ‘Exchuive Ditters Georgian _ WISCONSIN 
Theyre Better Stitchdowns 


DKON LEDHOSLGS) NOK COG & 
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When writing to Hetmuorz Suor Mre. Co. please mention Boot and Shoe Recorder 


BOOT AND SHOE 


i a A a 


RECORDER 


BA 





Because fine glazed kid affords a 
subtlety of color shading, possible in 
no other kind of leather, it is once 
more the pronounced shoe fashion fa- 
vorite in women's footwear for spring. 


F all the varied hues in which NEW 
CASTLE Kid is produced, there are two in 
outstanding preference for women’s footwear. 


APRICOT 
MOCHA 


We cannot picture the true beauty of these colors 
to you. Only samples can do that. 


We ask, however, that you remember that they 
are NEW CASTLE colors in all that name has 
come to mean in terms of the finest colored glazed 
kid the world knows. 


NEW CASTLE colors cannot be duplicated in 
other than the choicest raw skins that grow—and even 
then by no hands less skillful than those of the 
veteran color craftsmen who have grown up in 
the NEW CASTLE quality school of experience 


NEW CASTLE LEATHER CO. 


100 Gold Street 
New York 


The range of New 
Castle colors includes every 
shade that is in harmony 
with the fashion note of 
the moment. 


Color 98 
APRICOT 
Color 99 
MOCHA 
Color 925 
SUDAN 
Color 825 
ROSEWOOD 

Color 700 '. 
CHAMPAGNE 
Color 725 
SAND 
Color 17 
PEARL GRAY 
Color 18 
PRISCILLA GRAY 
"I Color 31% 
HARVEST BROWN 

1 Color 3 
ROYAL: BROWN 
Color2 ™ 


PICCANINNY BROWN 








When writing to New Castte Leatuer Co., Inc., please mention Boot and Shoe Recorder 
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A Line of Consistent Profit Makers 


SabcdecDidicd wea 











We want you to think of 
us in these terms — Style 
when it is Style. 














DEPENDABILITY 


Dependability in man- 
ufacture, materials and 
delivery. 


—and at prices that make 
them the outstanding values 
in McKay Footwear in 
America. 























Sadie ohana ete 


LYONS & HERSHENSON 


CHELSEA MASSACHUSETTS 


Boston Office, 207 Essex Street 
Ben WEINER 



































When writing to Lyons & HersHEeNnson please mention Boot and Shoe Recorder 
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C7 
7 CUSTOMERS 


THE BACKBONE OF YOUR BUSINESS— 


x 





A steady flow of repeat customers is the 
back bone of your business. To get that 
steady flow is the objective of every smart 
and alert merchant. 


Repeat customers are made every day, 
simply by selling casual customersa better 
shoe at a fair price. 

It is one thing to sell a shoe at a profit, but it is 


another thing to sell a shoe at the proper amount 
of profit both in money and in prestige. 


Prestige means good will and good will means 
repeat customers. 


Arch Rest Shoes are made in black and brown kid 
oxfords and strap effects over combination lasts. 
Also patent leather and white cloth for comfort and 
dress. 12/8 to 14/8 heels. A complete in-stock service 
is maintained for the convenience of Arch Rest 
Dealers. Write for catalog. 


TH RUE 

EL S 

ye DREW 4 

CRTSMOU , 
“Tt Nov 20? 

This trade-mark, 
stamped on the sole of 
every pair is your 
assurance of the very 


best materials and PORTSMOUTH 


workmanship. 





When writing to Tux Invinc Drew Co. please mention Boot and Shoe Recorder 





December 27, 1924 AND SHOE RECORDER 



































BRING YOU REPEAT CUSTOMERS 


f= 


ARCH REST shoes give you absolute 
assurance of a strong and substantial 
repeat-customer business, consequently 
a steady profit. 


After years of manufacturing this line, 
the features of quality, fit and style are 
so clearly harmonized, that it now 
stands as one of the most attractive 
propositions in the entire shoe field. 


A complete display of our “‘ARCH REST” and 
“DREW” lines will be shown in Boston during the 
N. S. R. A. Convention, at the Parker House, Rooms 
155-156, and the Essex Hotel. Our Mr. Farnham will 
be at the Parker House, and Mr. Miller at the Essex 
Hotel. Pay us a visit. 


A shoe so unique in its ortho- 
pedic merits that neither the 
name “Arch Rest’ nor the 
bottom design can be re- 


motely copied without violat- 

ing U.S. Patent laws. 

A truly exclusive and high 

quality shoe, carrying an 

attractive selling franchise. 

Write today for full par- 
ry ticulars. 


OHIO 


When writing to Invinc Drew Co. please mention Boot and Shoe Recorder 
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They Build Sales 


These Original Chippewas — they build 
them on solid value, on comfort, fine 
materials and workmanship. 

And when they build sales they build 
profits, forone good pair of shoes “deserves 
another” in the customer's opinion. 

Get the habit of showing the Original 
Chippewas to your work and sport shoe 
customers and they will “get the habit” 
of looking to you for right footwear. 














No. B 53—Women's Tan and Chocolate Elk Oxford, Goodyear Welt, Machine 
Sewed Vamp, Pac Style, Single Sole, Rubber Heel, Last 40. Widths A to E. 
Widths A to D In Stock $3 

No. B 53X—Same as 53 with Uskide Sole 

No. B 50—Men's Tan and Chocolate Elk Oxford, Goodyear Welt, Machine 
Sewed Vamp. Pac Style. Imitation Foxing Stitch. Single Sole Rubber Heel. 
Last 36, Widths A to E. In Stock C and D only 3.2 

No. B 50X—Same as B 50 with Uskide Sole 

No. B 720—Men's 6-inch Chocolate Veapeeet Chippewa Chrome, Goodyear 
Welt. Machine Sewed Leather Lined Vamps. Pac Style. Single Sole. Last 36. 
Widths 1 to 5. In Stock, 5 wide 3 

No. B 721—Same as above in 8-inch 

No. B 722—Same as above in 10-inch 

No. B 723—Same as above in 12-inch 

No. B 723 44—Same as above in 14-inch 

No. B 724—Same as above in 16-inch é 

No. B 760—Same as No. B 720 with Full Double Sole with Double-row Stitching. 4.00 

No. B 761—Same as No. B 760 im 8-inch........ 2... 2... e cece ees geooseess 4.75 

No. B 762—Same as No. B 760 in 10-inch . 

No. B 763—Same as No. B 760 in 12-inch 

No. B 763 44—Same as No. B 760, in 14-inch 

No. B 744—Same as No. B 760 in 16-inch 

No. B 533—-Women’s 12-inch Chocolate Water 
Veal Hand-sewed Vamp. Pac Style. Goodyear Welt. 
Doles. Single Sole. Last 40. Widths 1 to 5. In Stock 


No. B A. Oe as above in 15-inch 
No. B 593—Same as No. B 533 in Chocolate Elk “i” 
Machine-sewed Vamp 
No. B 593 }¢<—Same = No. B 533 in Tan Etk - 
AS o_o Vam 
. B 594—Same as No. B 59% in 15-inch 
No. B 59414—Same as No B 593 4% in 15-inch 


Bim B 534 


CHIPPEWA SHOE MF6G.CO. 
CHIPPEWA FALLS. WISCONSIN 

















. J. Gross, FACTORY DISTRIBUTORS ramhal 

301 E. 9th Si.. Loe Angeles, Cal. M. Le Valley, Simmer ifsc, Maine” 
Se. California and Arizona. 45 4th ortland, Oregon. Maine and New Hampshire. 
No. Calif., Hutchinson Bros. Shoe Co., 





Henson Bro. & Fullbright, 
Geo 


Athens, Azkanees. 
Ga., Fla., No. and So. Carolina. A — 


i nsas and Oklahoma. 
When writing to Cuirrewa Suor Mre. Co. please mention Boot and Shoe Recorder 
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This Is Not a Cross-word 


Puzzle 


and you will not have CROSS WORDS from your 
customers if you sell them Harrison Shoes for boys. 


CARRIED IN STOCK 


See our new spring samples at our Boston Office, Room 204 Albany Bldg., 
when in town for the convention. Snappy new lasts, wonderful values. Prices 
from $2.60 boys’ up. Also McKays. 


Shoemakers to His Majesty, the American Boy, for eighteen years 


HARRISON SHOE COMPANY 


EVERETT MASSACHUSETTS 























CAMCO 


RADIO BOOTS 


Special Price for Quick Turnover 
Perfect Clean Goods 


Women’s — Black Astrakhan Cuff, 
Women’s $1.85 ag (Eton) | | 
( 
— Women’s — Grey Astrakhan Cuff, 
Misses $1. 75 Elizabeth (Eton) Ella | 
(British) 


. ? Misses’ and — Grey Astrakhan Cuff, 
Children’s $1.60 Children’s Betty (British) 


CASE LOTS ANY RUNS 
Women’s 244to8 Misses’ I] to2 Children’s 8 to 1044 


ALSO A FULL LINE OF GOODYEAR GLOVE RUBBERS 


MARION RUBBER COMPANY 


COLUMBUS - - - OHIO 











When writing to the above advertisers please mention Boot and Shoe Recorder 
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Stock No. 629 


Price 3.45 





“Police Special” made of Black Empire Box Side Upper, Waterproof 

Welting, Guaranteed Counter, 10% Iron Goodyear, Guaranteed Sole, 

Heavy Leather Doubler, Rubber Heel, Sizes 5 to 11, D width. 
Price $3.45. Net 60 Days. 


Made by 


THE MENZIES SHOE CO. 


Fond du Lac, Wis. 
‘‘The Busiest Shoe Company in the World’’ 














pment 








When writing to Tut Menzizs Suor Co. please mention Boot and Shoe Recorder 
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TYLISH STOUW 
OuT SIZES 
TRADE ni 


Reg. U.S. Pat. Off. 


EEEEE Width 
The Widest Available in Ready-Made Footwear 








IN STOCK 


Bi3—Black glazed kid, 
“outsize” top, 64% in. 
height, Goodyear welted 
sole, long arch support- 
ing counter, broad 
rubber heel. Re-in- 
forced steel arch sup- 
porting shank. 


Stocked EEEEE width 
only. Sizes 34% to 12. 


Price $6.50 
Note: 
84 and 9, 35c. extra 
9% and 10, 50c. extra 
10% and !!, 75c. extra 
% 


11% and 12, $1.00 extra 


Carried for the conven- 
ience of women who would 
otherwise be. compelled 


to wear men’s shoes. 


ROCHESTER, N. Y. 


506 Security Building 


Chicago Office: 159 w Madison Street 


N“ 
NUOUUOOOOSOOOAOOAHOLAAAEDAGEUOLUOUAOOUOHOOUAOUEAEOOAEOOOOUOOOUAOOUOOEOOOEOOOOOOOOOOEOGOOUOOUU s 
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When writing to W. B. Coon Co. please mention Boot and Shoe Recorder 
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FoR many years SUR- 


PASS KID has been 
made of the same preferred 
grade of raw skins which, 
long experience has shown, 
produce the ideal glazed 
kid significantly known as 
SURPASS. 


No effort is spared to 
maintain the SURPASS 
ideal of “day in and day 
out” leadership in black 


NEW YORK 
And Every Principal Shoe Producing Center 





When writing to Surpass Leatuer Co. please mention Boot and Shoe Recorder 
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IN STOCK RIGHT NOW 
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Style 316 Style 310 Style 331 


316—Patent Pump, Perforated, 310—Patent Pump,’ Long Inside 
Inside Counter, 12-8 Covered Ful Counter, 8-8 Covered Heel. Uskide 331—Black Velvet Pump 
Spanish Heel, Uskide Top Lift, aa 5 Rae pee. Counter, 12-8 Covered Full 


$3 
0a, tlt Sa $22—Same Sipe, Black Suede, A-C > = idle eietating 
Covered Low Heel, A-C...... $4.00 311—Same Style, Black Velvet, A-C 330—Same, Brown Velvet, A-C $3.75 


$3.60 : 
Also with 12-8 Spanish Heels. 332—Same, Brown Satin, A-C $3.75 





S222 LSan ESS SS 


Make it a point to con- 
sult monthly our In- 
Stock Bulletin for novel- 
ties and staples that ap- 
peal to the popular price 
Style 315 ° 

trade. Dealers coming to 

315—Patent Strap, Long Inside in J 
Counter, 12 3 Leather Spanish Heel Boston in January are 

skide Top | ERE + os 

314—Same, Patent 88 Heel, B-D waged te visit our qamngte 
$3.60 rooms and see what good 


Leather Low tight Pr. ade ame, ‘aes buys we have to offer. 


305—Same, Light Tan Strap, 12-8 — —_ 
Covered Spanish Heel, A-C... $4.15 + 9 ta ae 


158—Same, Silver Cloth Strap, 12-8 
Covered Spanish Heel, C..... . $4.00 387—Black Sian | ae 














The Boardman Shoe Company 
564 Atlantic Ave. Boston, Mass. 
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When writing to Boarpman Suor Co. please mention Boot and Shoe Recorde+ 
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PT e lily 


“Wishing a Happy 


and ‘Prosperous 


New Year 


to Everybody.” 
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OUR LATEST CREATION 


The “Cross-word Buckle” in Rhinestones 


—WNo. 1394— 





Shown at our 


Buckle Booth No. 280—N. S. R. A. Convention 
Display Rooms—Copley-Square Hotel 


OTe Pt 


; THE 
REYNOLDS <j» COMPANY 


PROVIDENCE, R. I. 
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When writing to Tur Reynotos Company please mention Boot and Shoe Recorder 
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RAPID RETAILING SHOES 
IN STOCK STYLES 


DUNDEE LAST 

Stock No. 660 

Imported Martin's Tan Scotch Oxford. 6 Rows 
Stitching, Heavy Single Sole, Flange Leather Heel. 
A,7 to 11;B,6to 11; Cand D, 5 to I! $6.00 
Stock No. 670—Dundee Last 

Imported Martin's Black Scotch Oxford. 6 Rows 
Stitching, Heavy Single Sole, Flange Leather Heel. 
A, 7 to 11; B, 6 to 11; C and D, 5 to Il $6.00 


DANSANT LAST 
Stock No. 372 


Bristol Patent Colt Dance Oxford, A to D.. . .$5.00 
Stock No. 467 
Black Ivory Calf Dance Oxford, A to D 


These shoes are right 
now sellers. Here are 
styles that you can 
quickly cash in on for 
general wear and 
occasions. You can get 
a turnover on DALTON 
shoes which will throw 
the line on your profit 
chart upward. 


The “Dalton” Shoe can 
be depended on to stim- 
ulate sales. It commands 
the interest of men seek- 
ing real value. Put them 
in your stock today for a 


profitable turnover. 


DUNDEE LAST 


Stock No. 466 

Gallun’s Black Viking Oxford. 6 Rows Stitching, 

Ys Sole, Wingfoot Flange Heel. B, C, and 
ide 


Creese & Cook Tony Tan Oxford. 6 Rows Stitching, 
ag Sole, Wingfoot Flange Heel. B, C, and D 
i $5.75 


DUNDEE LAST 
Stock No. 561 


C and C Tony Tan Oxford. 6 Rows Stitching, Heavy 
Single Sole. Barbour Stormwelt, Wingfoot Heel. 
A,7 to 11;B,6to11;CandD,5to 11 $5.75 


THE DALTON CO., Inc., Mfgrs. Men’s Fine Shoes, BROCKTON, MASS. 


BOSTON: 183 Essex Street 
GEO, J. LOVELY, GEO. W. MANSON, JR. 


CHICAGO: 1618 Republic Bldg., 209 S. State St. NEW YORK: 661 Marbridge Building 
E. B. SLOCUM, C. F. BARSTOW 


GEO. S. DYER 











When writing to Tux Darton Co., Inc., please mention Boot and Shoe Recorder 
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The GREATEST TRIUMPH 
IN PRESENT-DAY 
SHOEMAKING 


For record volume of children’s business in 


| 








1925, investigate the Pied Piper proposition— 
complete line on display at The Essex Hotel, 
Boston, January 12th to 17th, during 
N. S. R. A. Convention. 


PIED 
| PIPER 


Here’s a line that’s out of the ordinary. 
Vastly different than anything else in the 
children’s shoe business—in comprehensive- 
ness, in patterns and variety, in construction, 
in salability. Pied Piper Shoes bring to the aid 
of the shoe merchant a well-defined sales 
appeal that is indispensable for volume trade. 
It is undeniably the strongest merchandising 
proposition a children’s shoe department can 
obtain. 

















Write for catalog and selling facts. 


avy 
9.75 
pete tA 
All Pied Piper Shoes are made 
Ss. by the Patented Improved Well WAUSAU WISCONSIN 
ing Process—THE GREATEST 
TRIUMPH IN PRESENT Customers, as well as members of the shoe trade, are invited to see us at Hotel 


DAY SHOEMAKING Essex, Boston, January 12 to 17. 


When writing to Maratuon Suor Co. please mention Boot and Shoe Recorder 
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One of Many In-Stock Numbers 


eAmerican Lgdy— 
eAmerican Gentleman— 


Se CUT’ uty -for Boys and Girls 





Come and see the Complete Quality 
Line sold under one Brand 
in Boston at 
Booth 63 
and 606 Atlantic Avenue 


[AMILTON- BROWN SHOF Co, 


St. Quis u.s.A. Boston 























When writing to Hamicton Brown Suor Co. please mention Boot and Shoe Recorder 








December 27, 1924 BOOT AND SHOE RECORDER 


| 
| 
| 
a 
| 
| 
| 
| 
| 
| 
| 


BOOTH 233 


YOUR ATTENTION SHOULD BE CENTERED 
ON THE GOODRICH TURNS SHOWN HERE 


They are always an attraction 
at every Style show, and our 
exhibit at the NAS.R eA. 
(onvention, Boston, Fanuary 
12-15, will prove no exception 


a——T...— 


“GETTING MORE SHOES SOLD RIGHT” 
is easy with GOODRICH TURNS « your store 


re 


Our new and attractive styles to 
be shown at the Boston Style Show 
will be personally presented for 


your consideration by 
Harry C. Brown ames E. Stevens George W. Langdon, Fr. 


HAZEN B. GOODRICH & CO. 
HAVERHILL, MASS. 


Our complete line shown at BOSTON OFFICE, 183 ESSEX STREET 
in charge of F. M. COLBURN 


eo 
o 
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SPORTOCASINS 


The complete line of 1925 Sportocasins will 
be exhibited at HOTEL BRUNSWICK, 
BOSTON, JANUARY 12-15 


UYERS for high-grade shoe stores and departments making their midwinter 

visits to Boston in January will be interested to see the Sportocasin line as 

now developed to its full range of highest-quality golf and general outing oxfords, 
bals and high-cut boots for Men, Women, Misses, Youths, Children and Infants. 


Sportocasins are now recognized in the trade as the best embodiment of the gen- 
uine moccasin method of shoe-building. 


Their outstanding quality, their wide appeal to golfers and outdoor enthusiasts, 
and their intensive general and local advertising have already made the Sportocasin 
dealer franchise valuable to hundreds of the best retail shoe establishments in the 


sina 1925 Models 


Children’s and In- 
fants’ “Junior” Bals. 
Built on special lasts 








in standard Sporto- 
casin leathers. 


Misses’ and 
Youth’s “Junior” 
10-inch Boot. 


Men’s and Women’s 
Golf and Hiking Ox- 
ford. Fitted with Oak 

sole and clinched 
spikes. 


THE SPORTOCASIN CO. 


YARMOUTH, MAINE 




















When writing to Tut Sportocasin Co. please mention Boot and Shoe Recorder 
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IN STOCK Gad 

No.796-The Rose Z,. 

A two-button wide one strap 
made in Cambri ge Tan Calf. 
J trap has.three rows of perforations 
and slashed at end Perforation 
along edge of quarter, and fanc 
pettoration acrosr vamp. A Welt 
made over aconrervatlive round-toe 


lart and carrying 3 14/8 leather heel. 
Price $4.75 Net 50 days 


No.797-The Primrore 
Same as No.7 96 except in Patent 
Colt and with Urkide toplitt on heel. 


Price $4.50 Net 50 days 
No.7 98-The Tea Rose 


ame ars No. except in Gun 
Metal Calf made over round-toe 
last 151 and carrying ohelf rubber 
heel ina9/8 heig t. 
Price $4.50 Net 50 dayr 
A-4-8 
B-35-7' 
-7 Ve 


MOORE- ATAFED’ 
‘MIOE "MFG *CO* 
BROCKPORT. N.Y. U.ZA. 


NEW YORK OFFICE 545-547-549 MARBRIDGE BLOG.BWAY AT 34ST. 
* JACK E.JESTER.MGR. 



































When writing to Moors-Suarer Mre. Co. please mention Boot and Shoe Recorder 
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Welcome to Booth No. 92 


RENNAN SHOES REFLECT THE LATEST STYLE 
TENDENCIES IN MEN’S FINE FOOTWEAR. THERE'S 
PEP, ORIGINALITY, AND FINE SHOEMAKING IN EVERY 
PAIR. AND THE DEALER WHO WANTS TO FULLY SAT- 
ISFY THE INDIVIDUAL TASTE OF EACH AND EVERY 
CUSTOMER, SHOULD CARRY THESE STYLES OF DIS- 
TINCTION. THE QUALITY IS HIGH, YET PRICES ARE 
MODERATE. 
SEE THE COMPLETE LINE OF BRENNAN FASHIONS 
AT BOOTH 92, NATIONAL SHOE RETAILERS’ CONVEN- 
TION, BOSTON, MASS., JANUARY 12, 13, 14, AND 15. 


ILLUSTRATED:—M. H. Imported Boarded Calf, 
Foxed Oxford, Braemoor Last, Overweight Single 
Sole, Rolled Leather Heel. 


RICHARDS & BRENNAN CO. 


RANDOLPH, MASS. 


Manufacturers of 


MEN'S FINE SHOES 


‘‘SHOES FOR YOUNG MEN AND MEN WHO KEEP YOUNG” 
BOSTON OFFICE, ROOM 406, RICE BUILDING, 10 HIGH STREET 


WOM TON OS SOOO 


When writing to Ricnarvs & Brennan Co. please mention Boot and Shoe Recorder. 
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Among the unusual 


models shown at our 
exhibit will be— 
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Deauville Sandal 


(ON (BY (0 0N N78 


Footprints of Fashion 


prove that the smartest steps are made 
in Sandals, braided by hand of fine 
strips of leather in natural color, fancy 
color combinations and patent leathers, 
with both leather and crepe 


rubber soles. 


GOLO SLIPPER CO. 


129 Duane St., New York 


A showing of imported and domes- 
tic novelties in leather, felt, camel’s 
hair and fabric, that represents the 
best the world produces, will make 
this truly the most interesting 
exhibit at the convention. 





When writing te Goto Stipper Company please mention Boot and Shoe Recorder 
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HE Marshall Shoe will be 
shown in a full line of men’s 
welts at Hotel Lenox, Boston, 
week of January 12 to 15. We 
extend a cordial invitation to 
customers and friends to call: 
also to visit our factory in 
Brockton 


You hear of the “Quality” in Marshall Shoes 
Call and see it. “Seeing is Believing” 


C.S. MARSHALL COMPANY 


BROCKTON, MASS. 
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When writing to C. S. Mansuatt Company please mention Boot and Shoe Recorder 
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Two Bleecker Beauties 


That Will Be in the Spotlight of Style at Boston 


IN STOCK JAN. 10 


Do Not Fail to Visit Our Boston Office, 216 Essex St. 
During the N. S. R. A. Convention, Jan. 12-15 








THE LATEST STYLES AWAIT 
YOUR APPROVAL 


Messrs, Bleecker, Sperling, 
Sobel and Orlick 
will be in 
Attendance 


5007— Women’s patent a tan Calf Quarter Gore Colonial Patent 6516 —Women’s patent vamp and tongue with quarter and heel cover 


Leather Buckle, 14/8 covered heel, High grade light weight welt, Width of Standard Rust Kid. Long leather counters, silk French corded 
AA to C, Sizes bu to 8. throughout. High grade turn, 16/8 full breasted Spike heel. Widths 
AA to C, Sizes 216 to 8. 


5 ye, ope a heel. 6521—Same with 13/8, covered Cuban heel. 
5009—As with gray cali quarter. 6517—Patent vamp, pearl gray kid quarter, 16/8 heel. 
5010—As above with 10/8 covered heel. en in ry peraae, colt. 

al ; —Same in all tan Calf. 
6088--Petent with gue one quester SHS Rew, 6522—Patent vamp gray kid quarter, 13-8 Cuban heel. 
5012—Patent vamp, tan alligator quarter, 10/8 heel. 6523—Penny brown satin with brown suede tongue, 16/8 heel. 
5013—As above with gray alligator quarter. 6524—Patent vamp with brown Alligator quarter 16/8 heel. 
5014—As above in all brown alligator. 6525—As above with 13/8 Cuban heel. 


ALL $4.25 ALL $4.50 


NAAN TAA islateiststcastuletelatetetetateteteDetebebel feteled tebededede betel 


“nn PROP) yy 


Stylists rr rr Tors Creators |: 
138-140 DUANE ST. NEW YORK CITY ae 


BOSTON OFFICE—216 Essex St. PHILADELPHIA OFFICE—Forrest Bldg. 





When writing to Burexer Suor Co., Inc., please mention Boot and Shoe Recorder 
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THIS TURN MODEL TO BE SHOWN 
AT BOOTH No. 68, N. 8. R. A. CON- 
VENTION, BOSTON, JANUARY 12-15 


RTISTRY in fine shoemaking was never more im- 

pressively portrayed than in this Steel Beaded 
Gored Pump. WSD craftsmanship in high-grade turn shoe- 
making is emphatically expressed in this superb specimen 
of satin slipper. Is it any wonder that women show a de- 
cided tendency to ignore heavier types of shoes for light, airy, 
dressy turns? The pattern shown is NOT a Stock style. 





Cultivate Consumer Acceptance of Turn Shoes 


VW itherell &§ Dobbins Company 
Haverhill, Mass. 


Boston Office, 170 Lincoln Street 





The WED Line of turn shoes is featured in 
the Chicago market by 
Harper Kirschten Shoe Co. 
In the Boston market by The Hub Shoe Co. 
In the Philadelphia market by the 
Brav Shoe Company 

















When writing to Wrruerett & Dossins Company please mention Boot and Shoe Recorder 
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nother Live One | _ Selling Now 


Not a guess; not a bit of risk. 
IN S1IOCK eae, Welrepae Oaeeites 
in stock because thousands 
—1925 SPEED!! pg han ee 
it counts. 


ASK FOR SAMPLES 


or circular of these and other 
new ones. Ask now and thank 
us later. 


me 


= 
Mogende 














AT THE BOSTON SHOW 


Booth 69 Hotels: Lenox and Copley-Plaza 
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No. 473—P. & V. 108 
Golden Tan Calf. 


No. 463—Im ported 
Black Calf. 


122 Last, Goodyear 
Rubber Heels. 


B, C, D; 6 to 10. 
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When writing to Diamonp Suor Co. please mention Boot and Shoe Recorder 
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The 


RICE & HUTCHING 


F DUCATO 
SHOE © 


REG. U.S. PAT. OFF. 


FOR MEN 


=j HE Educator Shoe for Men is made to sell 
Ql gy to every man. While the name Educator 
ci means that no other shoe will do for 

adi thousands of men customers who de- 

mand foot comfort, at the same time 

they require different lasts all embodying the same 
orthopedic principles and fine quality of shoemaking. 


The regular Educator is made on a conservative, 
broad toe last. The modified Educator is made on a 
slightly narrower lasf with a leaning toward style 
with comfort. Then there is the Young Men’s Edu- 
cator—the shoe with ultra-stylishness demanded 
and created by the young men of the country. All 
three have “room for the five toes.”’ All are priced 
right, designed and made right, to sell with the 
assurance of return customers and a quick turnover 
of stocks. 


Select a trial stock of this complete line of fine foot- 
wear made for men of all ages and tastes. These 
shoes are in stock now and are made in sizes to fit 
every foot. 





BE THERE— 
In our booth, No. 10, atthe coming N.S.R.A. 
Convention and Style Show, January 12, 13, 
14, 15, we will await you—to welcome you, 
and show a complete line of Footwear for the 
entire family. 











RICE & HUTCHINS 


INCORPORATED 
BOSTON, U.S.A 


DISTRIBUTING BRANCHES 


13 HIGH ST. 


Rice & Hutchins Chicago Co. 
Riee & Hutchins Cleveland Co. 
Biee & Hetehins Atienta Coa. Atlas Shoe Co., 
Rice & Hutchins Baltimore Co. Jos. I, Meany & Co., 


Rice & Hutchins 
Rice & Hutchins St. 


Style 8351 

Men's Modified Educator 
Boot in Black Kid, Rubber 
Heel, A—E. Sizes, 5 4 to 15. 
Made also in dark Russia 
Calf. Sizes 11% to 15, ex- 
tra charge. 


Style 1620 

Young Men’s Educator 
Boot in Black or Tan Calf. 
Widths, B—D. Sizes, 6 to 10. 
Rubber Heel. 


ie Oe Gee os at s 


When writing to Rice & Hutcuins, Incorporaten, please mention Boot and Shoe Recorder 
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Vol. LXXXVI 


Economic Conditions in All Industries 


Insure Year of Prosperity 


Business Programs Assume Favorable Trend as Result of Strong 


Underlying Factors 


By ARCHER WALL DOUGLAS 


Chairman Committee, on Statistics, Chamber of Commerce of U.S. A. 


election in November, the stock market, like a 
famous football player, “broke lose,” and for some 
time sales on the New York exchange ranged from 
1,800,000 to 2,500,000 shares daily—something that 


[section in Xo before and after the presidential 


had not occurred since the 
historic “bull market” of 
1901. 

Thus did the financial 
world, in emphatic fashion, 
end its many days of wait- 
ing and show definite antici- 
pation of constructive busi- 
ness progress not far ahead. 

Naturally, there have 
been recessions in prices 
and sales since the first up- 
rush, and the true meaning 
of the recent burst of activ- 
ity in the stock market is 
not yet assuredly disclosed. 
But it is known that the 
course of the stock market 
is the crystallized expres- 
sion of the opinion of the 
financial world regarding 
the immediate future of 
business activity, although 
all pronounced movements 
of the stock market must be 
carefully studied to deter- 
mine their real meaning. It 
is reasonable to feel, how- 


months. 














Highlights of Economic 
Conditions 

@ Active buying of foreign securities indi- 
cates a likelihood that financing of Ameri- 
can corporations is well taken care of. 
@ Foreign trade—We shall have to realize 
that we cannot sell goods to other countries 
without buying commodities from them in 
return. 
@ About 90 per cent of the world’s output 
of automobiles are made in the United 
States. 
@ The railroads now find themselves in 
stronger position than for many years. 
@ Metals—Prices of steel and iron products 
show practically no change. 
@ Textile—Statistics tell of a low supply 
of raw material, and of a consumption of 
cotton cloths that runs ahead of output. 
@ The building industry tells the story of 
busy times. 
@ Europe will take less of some of our 
grain products if forced to take more wheat 
and rye. There is a shortage of rye in 
Europe. 














ever, that such a large volume of trading as that which 
immediately followed the presidential election of 1924 
is the basis for a large measure of encouragement con- 
cerning what is in store for us during the coming six 


The bond market also be- 
came more active. Transac- 
tions on Friday, November 7, 
reached $24,329,000, against 
a previous high for this year 
of $26,597,000 on June 12. 

High-grade railroad bonds 
particularly were in strong 
demand, largely because of 
a prevailing feeling that 
present methods of operat- 
ing the railroads will con- 
tinue unchanged. 


Foreign Loans Increase 


There is also newly awak- 
ened interest in foreign- 
government loans. Issues in 
this class of securities to- 
taled $214,000,000 in Octo- 
ber, against $132,000,000 in 
September. 

Altogether, over $1,000,- 
000,000 worth of foreign se- 
curities have been floated in 
the American market for 
the ten months ending Oc- 
tober, 1924. This fact indi- 
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cates that American investors are not affected by those 
jeremiads of woe which tell of an impending war in 
Europe that shall usher in the final breakdown of our 
present civilization. 

Active buying of foreign securities also indicates a 
likelihood that financing of American corporations is 
well taken care of. 


Foreign Exchange Goes Upward 


Foreign exchange joined in the upward movement 
along with stocks and bonds. English sterling led the 
advance and practically monopolized the market 
activity. This advance was probably caused in part 
by the sweeping Liberal victory in England. 

As a creditor nation we cannot be indifferent to the 
welfare of the nations to whom we loaned money, 
which we expect some day to be repaid. We shall ulti- 
mately have to adjust our ways and means of doing 
business with other nations in such manner as to 
insure the stability and growth of our foreign trade. 
We shall have to realize that we cannot sell goods to 
other countries without buying commodities from 
them in return. 


Future of Automobile Industry 


Automobiles are a notable exception to the fall in 
exports of manufactured goods just mentioned. Ex- 
ports of automobiles for the first nine months of 1924 
were $166,667,971, which is only about $4,000,000 
short of exports for the entire year of 1923. While the 
monthly average of exports in 1923 was just over 
$14,000,000, the monthly average for the first nine 
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months of 1924 was close to $18,500,000, as shown in 
the chart below. 

About 90 per cent of the world’s output of auto- 
mobiles are made in the United States. Exports run 
about 644 per cent of this output. 

Heavy buying by the railroads helped push the pig- 
iron output in October up to 2,477,127 tons from 
2,016,275 tons in September and the steel ingot pro- 
duction from 2,814,996 tons in September to 3,111,452 
tons in October, exceeding the 3000,000 mark for the 
first time since last April. 

Cotton textile manufacturing has been cheered up 
by larger orders. Statistics tell of a world’s record low 
supply of raw material and of a consumption of cotton 
cloths that runs ahead of output. 

It is safe to say that fundamental economic condi- 
tions are of such a nature as to bring us good cheer. 
There has been a wonderful revival of agricultural 
prosperity. 

We should now go ahead without entering a period 
of price inflation. Our troubles are behind us. 

Current price relationships show a fairly satisfac- 
tory balance as between the prices received for their 
products by any one group of producers, including 
the farmers, and the prices they must pay for prod- 
ucts of other producers. This fosters a general in- 
crease in the exchange of products. 

Although producing capacity in general is large, 
there need be no fear of general overproduction so 
long as a good balance of prices is maintained, for 
them all increases in production on one hand, mean in- 
creases in demand on the other. 
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This is the original Douglas Condition Map, in use over thirty years for business purposes. It reflects 

variations in agricultural and industrial conditions throughout the country. Changes during November 

were for the better. Oklahoma is now all “Very Good,” and two of the “Fair” spots in Mississippi 

are now “Good”’—changes coming mainly as a result of the long, dry fall, which allowed the cotton 
crop to mature. 
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Leaders in Allied Shoe Industries Unanimous 
in Looking Optimistically into 1925 


ASHINGTON—There are unmistakable signs of increased prosperity for merchants 

and other branches of trade as the old year draws to a close. The American Bankers’ 
Association meeting here recently expressed confidence in the sound condition of the coun- 
try with prospects favorable for expanding prosperity. 

Quite significantly the bankers stated: “A particularly encouraging sign 1s that this 
spirit of optimism ts tempered by an attitude of judicious caution. The lessons of other 
periods of business expansion which finally became dominated by speculation, resulting nm 
an inevitable collapse, have not been forgotten. If this attitude continues we may look for 
a sustained era of well distributed prosperity. The bankers are committed to exert their 
influence on the side of sound, orderly, business and industrial progress.” 

The Federal Reserve Board, in its report for December, states that the further growth 
in industrial activity and in the volume of bank credit have been the principal develop- 
ments during the month. Somewhat firmer conditions have been noted in the money market. 


Nation Must Live Within Itself 


By JOHN C. MCKEON 


President, National Boot and Shoe Manufacturers’ 
Association of the United States, Inc. 


] firmly of the belief that we must recognize 


the “high lights” of the situation, even though 
they may seem contradictory. There is no doubt 
but that there has 
been a very defi- 
nite return of con- 
fidence as the re- 
sult of both our 
presidential _elec- 
tion and the 
change of British 
power from their 
October election. 
At the same time, 
we must realize 
that while the af- 
fairs of the world 
are becoming un- 
raveled, even 
though there is a 
far more hopeful 
attitude and prac- 
tical procedure ex- 
isting today than 
ever before since 
the World War, 
we must realize 
that exporting is 
either prohibitive or reduced to a rigid minimum, 
therefore the nation must commercially make up its 
mind to live within itself and plan accordingly. 

A still greater need for consideration of this type is 
the fact that owing to the character of our tariff laws 
we must reckon upon a considerable amount of im- 


“An increase of consumption 
means @ healthy increase in 
circulation of money.” — Mr. 
McKeon. 


porting, which, as far as our home industry is con- 
cerned, naturally compels a greater consumption if 
we are to balance consumption in any reasonable way 
with production. 

The throttling of efficient production is a step in 
the wrong direction, but the increase of consumption 
means a healthy circulation of money and a solidify- 
ing of the earning power of the working classes. Idle 
comment of this character can be of no avail without 
some constructive suggestion, and such suggestion 
must be along very broad lines, leaving every individ- 
ual influenced to find his own solution of a problem 
which can either make the year 1925 one which can 
be described as “good enough,” or perhaps make it a 
year of activity and prosperity, benefiting the indus- 
try as a whole. 


Need of Encouraging Home Industries 


Let me, therefore, stress the necessity for encour- 
aging home industries regardless of the character of 
the industry under such circumstances as exist today. 
Let me suggest to the manufacturer the careful con- 
sideration of his overhead expense and the balancing 
of his plant in such a way as will fit in with the utmost 
efficiency in distributing his product. 

New things applicable to both men’s and women’s 
shoes are always of interest to the retail merchant 
and upon him devolves the necessity of attracting the 
buying public in such a way as to keep his stock con- 
stantly active. This, while perhaps easier said than 
done, is not impossible, as in a general way there are 
in many cases too ready acceptances of conditions and 
a drifting along process that means nothing but stag- 
nation, whereas, a careful study and daily analysis of 
needs, inventory and conditions, together with the best 
use of accepted modes and the use of new modes of 
attraction must produce results. 

My idea, therefore, as applying to the year 1925 is 
that if every man in the industry does his part and 
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considers in a co-operative way the industry as a 
whole, the United States of America, for the shoe in- 
dustry, should provide a perpetuative upbuilding and 
prosperous year. 

For the support rendered the National Boot and 
Shoe Manufacturers’ Association during the year 
1924, and the help extended in accomplishing some 
results, I am extremely grateful to the industry at 
large and, as an association, we propose to leave no 
stone unturned to make the year 1925 one long to be 
remembered in the annals of commercial activity. 





Signs Point to Prosperity and Harmony 
By BUFORD McWHIRTER 
President, National Shoe Travelers’ Association. 


While not a prophet, I learn from the past, and 
feel confident the coming year of 1925 must be 
auspicious than was the one now closing, 

because of many 
facts. The liking 
and fanatical de- 
mand for the al- 
most impossible in 
style, patterns and 
freakish tendency 
in footwear is to 
be supplanted by 
the harmonious 
and restful, with 
effects, 


more 


pleasing 
which shall help to 


beautify rather 
than desecrate 
the lines of the 
foot. 

The _ vaudeville 
of salesmanship, 
with his stunt of 
rushing in with 
something new, 
with his expres- 
sion, “This is the 
latest thing out.” 
has given way to the phrase, “This is what is now 
selling, and what the people demand.” 

Factories which owed their life to the short and 
spontaneous demand for the almost impossible and 
impracticable in footwear have gone by the board, and 
the manufacturer who had nursed the retail merchant 
from childhood to youth is now taking care of him 
in the strength of manhood. This is because the retail 
merchant realizes that the old-time factories, well 
established on the rock of financial strength with 
honor and integrity as his asset, can turn out shoes 
with patterns and styles which are more in keeping 
with the needs of his trade and will make for him a 
profit. 

The retail merchant also realizes that by adherence 
to his old-time lines, care will be exercised that none 


“Freakish tendencies in styles 
to be supplanted by harmonious 
and restful lines.”"—Mr. Mce- 
Whirter. 


but salable shoes are shown him, thereby guiding him. 


from that rock of disaster, broken sizes on out-of- 
style shoes. 
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The consumer has been taught his lesson and has 
learned that his retail merchant knows what style is 
better than do the “fly-by-night” bargain givers. 

With the general political aspect of our own and 
foreign governments now working in harmony, and 
with the financial horizon brighter, there is no reason 
but what every sign points to prosperity and harmony. 

Yet, it does not mean that we must lie down on the 
job, but rather hustle all the more to bring back to 
our customers the one positive necessity to success 
that the retail merchant must have—‘“confidence” in 
his salesmen—to the end that what he knows is with 
the intention that is for the financial success of his 
cutomers and himself. 





Best Period in Many Years Is Ahead 
By E. WALTER SMITH 
President of the National Shoe Wholesalers’ 
Association. 

With the close of 1924, I feel that a new era is com- 
mencing in the shoe business. Methods of purchasing 
and merchandising have undergone a most drastic 
change in the last 
four years, and 
particularly in the 
last twelve months. 

The old method 
was to place large 
orders twice a year 
and then go out 
and sell, but with 
the advent of new 
style, dainty foot- 
wear for women, 
with constant 
changes, a new 
method has had to 
be inaugurated, ne- 
cessitating a 
speeding up of ac- 
tion all along the 
line. 

This radical § 
change in opera- 
tion found retail 
merchants and 
wholesalers with 
more or less large stocks of goods on hand that had 
been more or less staple, and it has been quite a pull 
to get this merchandise turned, but I feel that these 
stocks are for the greater part liquidated. 

Now, where the merchant can devote his time more 
to new goods, the prospect is much brighter, for in 
the last few months, since we have all waked up to 
what was coming in our business, we have seen a re- 
markable turnover on our active numbers. When we 
can completely swing into this change, I feel we will 
see some surprising results. 

I think we are all looking forward with optimism 
for 1925; not that we want any boom, for that would 
be unhealthy, but I think the trend will be forward, 
and that 1925 will be the best year for many years. 


“I feel that a new era is coming 
in shoe industry—trend will be 
upward.” —Mr. Smith. 
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Leather Men Optimistic 


Leather merchants are not reluctant to express 
themselves confident that the stage is set for a good 
year in 1925. This sentiment comes after a period of 

much inactivity in 
the industry, but 
the predictions are 
based on the good 
condition of 
leather inventories, 
abatement of spec- 
ulative tendencies 
and present indica- 
tions of activity, 
which have been 

“very good in the 
past few weeks, 
assuming a steady 
tone. 

Fraser M. Mof- 
fat, president of 
the Tanners’ 
Council of Amer- 
ica, states 1924 
was the most con- 

FRASER M. MOFFAT structive year in 

President of Tanners’ Council the leather indus- 

of America. try in a genera- 

tion and points to 

the fact that inventories have been substantially liqui- 

dated and speculative tendencies effectively met. His 
message follows: 

“In the leather industry, inventories have been sub- 
stantially liquidated; speculative tendencies have been 
combated wherever liable to assume major propor- 
tions, and resolute determination to reach a point 
where an operating profit might be realized has been 
made. 

“The year 1924 has been the most constructive year 
that we have seen in the leather industry in a genera- 
tion, and it has been made constructive by frankly and 
intelligently facing hard and uncomfortable facts, 
which were not pleasant to digest, but necessary to 
comprehend at the beginning.” 


Active Men’s Season Ahead 


During the latter part of the year just closing, calf- 
skins in women’s weights sold well, which was in sharp 
contrast to the conditions governing demand for calf 
for men’s shoes. There was a decided lull for leathers 
to be used in men’s shoes, but this condition has 
changed very much during the past few weeks, and 
leather men, dealing in calfskins for men’s shoes, are 
free in expressing themselves as expectant of a good 
year. There has been an encouraging improvement in 
buying of leathers to be used in men’s shoes in recent 
weeks, and there are healthy signs noticeable that 
promise there will be a continuance of this steady 
demand. 

Leather merchants are not enthusiastic about con- 
tinuing operating on a hand-to-mouth basis, which 
has been prevalent in many instances, due to the fact 
that many manufacturers hesitate about placing good- 
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sized orders until they know definitely the tendencies 
concerning the type of reception the leather is to re- 
ceive when placed on the market in made-up shoes. 
Leather men contend the result is orders for immedi- 
ate delivery on certain leathers they can not safely 
have made up and must then put the orders through 
and necessitate a wait of several weeks, the time re- 
quired for tanning. They point out that they can not 
gamble on the success of leathers because manufac- 
turers place only a very small order, and are gov- 
erned in placing future demands by the success of 
the small order. Therefore, if the leather company 
takes a chance and makes up generous supplies of a 
certain leather because some small orders are received, 
style tendencies might change and cause a loss. 


Look for Big Kid Spring 


For spring there-are signs that kids, particularly 
in tans, will be very much stronger than in 1924. There 
is strong feeling that shades of gray, which were of 
little style importance as material in women’s foot- 
wear last spring, will be a prominent feature. Other 
light kids, such as fawns, beiges and like tones, are 
predicted to be in vogue. 

The vogue for combinations will give some impetus 
to kids. The vivid colors—red, blue and green—have 
no place in the program. The kid colors that will be 
good seem to center around the basic gray and fawn 
shades, variations in shades to be governed by apply- 
ing these colors as the basic quality. But the trend is 
not going to be toward too light shades. 

As in former years, white kid is expected to be very 
strong. 

Those in intimate touch with the general sole 
leather situation are using a bright color in painting 
a picture of the 1925 outlook. Several factors are 
stressed as having important parts concerning the 
subject. It is felt that generally there is lack of specu- 
lative tendencies after a long period of hand-to-mouth 
buying. Perhaps the most encouraging of all signs is 
that during the past few months manufacturers have 
shown an interest to contract for delivery some time 
ahead, which is in sharp contrast to the close buying 
for immediate needs which has been a strong charac- 
teristic for a long time. 

Sole leather men contend that there never was bet- 
ter quality, due to the fact that they claim they’ve got 
to “half sell” the leather, by showing it, whereas in 
former times the sole leather was made up beforehand. 
“Today we’re tanning leather that has been sold; not 
selling leather that’s been tanned,” one tanner stated 
in explaining one reason for the high quality. 

Production is going on at a careful rate. It’s at a 
minimum is most cases, and is pointed to as one good 
reason for placing the market on a good even basis. 
Leather is being merchandised evenly as far as de- 
mand for the various cuts is concerned, and tanners 
report “they are getting the prices” with a noticeable 
absence of dickering. For about three years, leather 
men report, close buying of sole leather prevailed, but 
now they are very optimistic that the market has 
reached a firm status, and that buying will be steady 
and in good volume. 
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Magnificent family shoe store, Farr Bros. Co., Allentown, Pa., illustrating how service to a 
community can be complete under one roof. 


The Family Shoe Store Forum 


Merchants from Coast to Coast Present the New Line-Up of Family 
Shoe Stores for 1925 


The major topic of 1925 is the place and purpose of 
the family shoe store. So vital is the subject that we 
have selected statements of representative merchants 
and have given them “the floor,” feeling that the topic 
will be considered at the N. S. R. A. convention as a 
principal issue of that great gathering.—EDITOR. 


The Secret of Success 
S. J. Brouwer says: 

HILE I am neither a prophet, nor the son of 

a prophet, it seems to me that the secret of 
success of shoe stores in the future that supply 
the entire family is, that more intelligent sales 
people, and more anatomically correct shoes be sup- 
plied to the public. I do not think that any family 
shoe store needs to fear the future, if it will place 
the fitting of shoes as being more important than the 
making of a sale. 


A Real Service Station 

The large family shoe store with the larger assort- 
ment of shoes to choose from, so that an intelligent 
salesman does not have to substitute, but can give 
the customers what their particular needs demand, is 
a real service to a community. Having had a small 
store myself, in years gone by, I know how difficult 
it is to really give each customer what he needs when 
there is a limited supply of shoes on the shelves. 


Less Canned-Goods Service 

There always will be, no doubt, in the future, stores 
which merely hand out shoes the same as canned goods 
are handed out in a grocery store, but if the family 
shoe store will keep its ideals of intelligent expert 
fitting service, they will fill a continuous need that 
the public will pay for. 

Chain stores which hand out shoes as fast as possible 
and pay little or no attention to fitting, cannot make 
serious permanent inroads on the family shoe store 
where the fitting of the feet is made the all important 
factor. Signed, S. J. Brouwer, Milwaukee, Wis. 


Future of the Specialized Family Shoe 
Store 
Melville Kaufman says: 

NE of our old customers said the other day, 
“You are one of the few family shoe stores left 
in San Francisco. I can come in here and not only buy 
shoes for myself and children, but my husband can 
also be served here. Then, furthermore, I can buy 
everything from a pair of rubbers and spats to a pair 
of riding boots or an elaborate brocaded evening slip- 

per, selecting if I desire, a pair of buckles or hose.” 


Like Department Stores in Shoes 

We are literally department stores of shoes and 
have the same appeal to every type of shoe customer 
that department stores have to their customers. Con- 
sumer demand must be created, fostered and main- 
tained by these same types of aggressive merchan- 
dising methods used by leading department stores 
throughout America, if the family shoe store is to 
maintain its success in the- competitive struggle 
against shoe department and specialty shoe shops. 


Its Future Secure 

It is undoubtedly true that small specialty shoe 
stores have their rightful place in every community of 
size and give to their type of clientele a highly spe- 
cialized service, delightful environment and exclusive 
styles, with a commensurate mark-up. No family shoe 
store, literally “playing the game” of every other shoe 
store in its city, can give the completest assortment 
of footwear at every price and type from the medium 
to the best, one price or type of which is emphasized 
by various specialty shops. 

The family shoe store can, however, by reason of 
its broader outlook, its purchasing ability, and its 
wider consumer appeal, carry the dominant and even 
some “flighty” styles at the various price groups and 
by the adoption of aggressive merchandising methods, 
compete most successfully with its “more exclusive 
and higher priced” specialty shoe shop neighbors. 
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The future of family shoe stores in America is 
secure. Catering as they do to every age from the 
princely baby to the queenly grandmother, they can 
make their place in the community even more secure 
by the emulation of modern progressive merchandis- 
ing methods which are reflected in mark-up and gen- 
eral sales (not sale) policies. (Signed) Melville 
Kaufman, Somer & Kaufman, San Francisco, Cal. 


Value of Staple Lines to a Family Shoe 
Store 

Harry P. Woodworth says: 

AM one of the old-fashioned shoe merchants that 
I still believe that there are staples, even in wo- 
men’s shoes and, in my case, I would not be in busi- 
ness if it were not for some numbers that can be 
depended on, year after year. I have in mind one 
last that I have carried for over twenty-five years. 
My men smile when a man comes in with one of them 
on, for he invariably duplicates the same last in high 
or low, black or brown, and very often can be sold 
two or more pairs. 


Everything Is Not Jazz 

Shoe merchants must understand that there are 
some people that will not buy Jazz literature or 
Jazz shoes. The thing to be remembered is that at 
inventory time these old staples are worth some- 
where near what you paid for them, but with the 
others there is always a question. 

I do not want anyone to think that I believe that 
you can build a large business on strictly staple shoes, 
but you will find that you are more often out of sizes 
on staple shoes than on the jazz stuff. And Oh! what 
a headache, when you pick a style that nobody wants 
at ANY PRICE. 


Specialists in More Than One Line 
H. M. Swope says: 
E think that the future of the high-grade 
family shoe store depends entirely on the ag- 
gressiveness and foresightedness of the individual 
management of each store. ; 
Our own experience, extending over a long period, 
has shown that men and women are interested in 
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high-grade individualized specialty shop service, not 
only in shoes, but we believe in other articles as 
well. 

Specialty shops have increased in volume, both as 
to numbers and volume of business with the keen 
competition of the department store, and will with- 
stand other competition as well. We can only foresee 
a splendid future for high-grade family shoe stores. 


Carrying Sizes in Small Towns 

C. E. Foster says: 

HIS is a town of less than 1000 people, but it is 
just as necessary to fit feet in a small town as 
in a large city, if you expect to hold your trade. 

We carry several shoes as narrow as AAA up to 9 
in ladies’ and in men’s, as narrow as AA. 

We are compelled to buy most of our shoes from 
factories that have an in-stock department, so that 
they can fill in the sizes quickly. Then we are in a 
position to fit feet as they should be fitted. 

On our corrective shoes we carry as narrow as 
AAAA in the women’s styles. C. E. Foster, Farm- 
land, Ind. 


Overcoming Mail Order Competition 

W. T. Cain says: 

E do not recognize any competition. Feature fit 

and service, particularly fit, explaining to cus- 
tomers how feet differ and how they must be prop- 
erly placed in a shoe of the correct type for their 
particular foot, no two feet being exactly alike, con- 
sequently we believe they grasp the idea that shoes 
cannot be satisfactorily bought by mail. 

Ours is a rural community, consequently rural 
people compose the majority of our patrons, so we 
maintain a family shoe store, showing women’s shoes 
from $2.25 to $12.00 per pair, and men’s shoes from 
$3.50 to $13.50, as well as a line of children’s shoes 
in the various grades up to $5.00. 

“One Price to All, and Quality Merchandise,” is 
our motto. This, we believe, with the fitting service 
we give will convince any thinking person that shoes 
must be properly and personally fitted to give satis- 
factory service in wear, looks and foot comfort. 


If price is the controlling factor, then the basement should be made a distinct service station— 
not a dump. 
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The Place of Footwear in Good Dress __. 


IN 1925 


The Ensemble Effects Now Include Shoes—(olors Gradually 


ions seems a hazardous game, 

for Dame Fashion has her 
whims, and nothing can be definitely 
counted upon until the Paris open- 
ings in February. Nevertheless, a 
certain trend can be sensed and cer- 
tain generalities reckoned with with- 
out fear. 

Dress and shoes have become so 
closely related in the scheme of fash- 
ion that one can hardly be mentioned 
without the other—the inevitable 
outcome of the “ensemble,” the 
focus toward which all rays play. No 
longer does a woman buy a shoe be- 
cause it is pretty or because she likes 
it. It must primarily play a definite 
part in the “whole.” Thus it is that 
morning, afternoon, evening and 
sports shoes sponsor styles qualified to 
meet the costume of the hour. 


Yosaragrocsenygtgt in spring fash- 


Color in Dress Affects Shoe Styles 


Color, of predestined importance 
in dress, brings about a definite 
change in footwear. There has been 
a gradual creeping in of color, now 
so pronounced that black takes a sec- 





Batik kidskin coat, hat trim- 

ming, belt, bag and shoe, 

the latter combined with 

patent leather, pronounced 

good for spring: Shoe from 
1. Miller. 


Working Back Into Favor 


By MARGUERITE CAROE 





Tailored coat-dress of beige 

kasha for morning wear, 

completed by tan calfskin 

shoes seamed up center of 

vamp and perforated in a 

novelty design. Shoe from 
Delman. 


ondary place. Rusty and rosy browns 
as well as greens take the lead at 
smart gatherings. This influence re- 
flects itself instantly in shoes, where 
browns for spring are accorded uni- 
versal predominance by leading shoe 
shops—among these Henning, Del- 
man, J. & J. Slater, Shoecraft and 
I. Miller may be mentioned. 


These shades of brown are differ- 
ent from anything heretofore worn, 
and may be classified as follows: 
caramel, oakleaf, red ash, chow, 
golden brown, chestnut brown and 
rosewood. Pearl gray in exclusive 
models to meet a return of gray in 
dress may be expected also. Such 
subtle shades introduce the reign of 
kidskin once again, a leather strongly 
endorsed by houses such as Henning 
and Delman. J. & J. Slater launch 
as a reliable tailored seller, Slater 
pigoat, tanned abroad and distrib- 
uted in this country by this firm. It 
is a goat skin tanned to resemble pig- 
skin, hence its composite name. An 
excellent wearing leather, it lends 


itself essentially to street and sports 
wear. 


Tan Calf for Spring 


Beside various shades of brown, it 
is hoped this leather can also be pro- 
cured in white. Tan calfskin must 
not be forgotten in the spring list of 
leathers, where it is accorded hich 
favor. Suedes will continue good, 
and patent leather is always smart, 
but kidskin proves the talk of the 
moment. 

A general consensus of opinion 
recognizes extreme simplicity of line, 
the rule in shoes as well as dress, 
Tailored lines will govern spring 
fashions, unquestionably, as dress be- 
comes daily more and more severe. 
Elimination is the keynote to smart- 
ness. Not only in woolens are tail- 
ored lines dominant but in sheer fab- 
rics, too, such as chiffon and crepe 
Roma. 


Tailored Lines in Silk Dresses 


For afternoon, the use of softened 
tailored lines in silk fabrics is of in- 





Afternoon ensemble, com- 
prising a coat of light 
brown faille, and a dress of 
brown and beige printed 
chiffon, which also lines the 
coat. The appropriate after- 
noon shoe is a pump of oak- 
leaf kidskin trimmed in 
caramel points, which moth- 
er-of-pearl buttons hold in 
place. Shoe from Henning. 
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erest for spring. The ensemble rules 

this hour of the day—a long 
-,at of cloth, silk such as faille or 
even sheerer, of crepe Roma or 
chiffon, will be completed by a 
printed chiffon dress cut on beltless 
lines often ornamented by a cascad- 
ing jabot down the front. Printed 
chiffon also lines the coat. This com- 
bination pictures the ensemble in its 
smartest interpretation. A _ light 
brown coat and chiffon printed dress 
in brown on beige, for instance, the 
spring’s favored color scheme, calls 
for a semi-tailored shoe of oakleaf 
kidskin trimmed in points of cara- 
mc! color, each point held in place 
by a small mother-of-pearl button, 
the use of which can again be traced 
to the manifold use of buttons on 
dress. This afternoon shoe by Hen- 
ning finds other interpretations in 
this same color scheme, where the 
pump, narrow strap, button oxford 
and even mule-like effect are com- 


pr: ed. 


Chiffon for Evening—And Satin 
Shoes 


Chiffon dominates evening clothes 
for southern and spring wear, not to 
speak of the vogue it entailed this 
winter. There is the fluttery dress as 
well as the beltless, semi-tailored 
gown, either plain or beaded. An ex- 
quisite French model of peach-col- 
ored chiffon is here shown as the 
acme of smart evening dressing. Its 
discreet crystal beading enhances the 
gown, and to complete this type of 
frock Delman designs a peach-col- 
ored satin pump, hand embroidered 
and beaded on the vamp*and heel. It 
is evident that, with a marked spring 
vogue for chiffon, satin shoes, dyed 
to match or contrast with the gown, 
should prevail. For dinner wear, a 


Lanvin sports 
costume of red 
kasha, develop- 
ing a two-piece 
dress braided in 
self material 
and featuring 
the inverted 
front pleat of 
the coming 
mode. The shoes 
of white kidskin 
repeat the color 
note in a brogue 
tongue and slip- 
through treat- 
ment of red kid- 
skin. Shoe from 
Delman. 
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Above—Shoe of tan kid 
arth hand-woven insets of 
tun and white. Plaiting of 
wh,.: and tan outlines the 
shoe. “oe from Henning. 
Mida:-— Crocheted cover 
of suk floss over colored 
satin foundation, launched 
for evening wear by Del- 
man. Below—Patent leather 
and white kidskin combine 
in a_ three-strapped shoe 
from Delman. 


plain satin pump or sandal will be 
preferred to the embroidered or more 
elaborate variety. Bois de rose (rose- 
wood) and mordore (golden brown) 
are the new shades in satin endorsed 
by such houses as Henning and Del- 
man, rather than the commonly 
called blonde, already done to death. 
Beside satin, gold and silver kid, as 
well as metal brocades, remain in 
favor, but a decided novelty is a cov- 
ering of hand crocheted silk floss 
used over a colored satin foundation 
as launched by Delman and here 
illustrated. Pastel-colored or gold- 
embossed doeskins and moired effects 
on gold or kid cloths complete the 
evening list. Some Beauvais em- 





Henning combines oakleaf and cara- 
mel-colored kidskin in three new 
styles: the mule-effect tailored shoe, 
the button oxford and single-strap 
shoe. 
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broidery and hand painting are still 
featured. , 


More Variety in Sports Shoes 


More latitude is brought into play 
in sports shoes than formerly—in the 
semi-sports type of shoes especially— 
for it smartly completes the semi- 
sports costume favored vy Paris. A 
perfect gown of this character by 
Lanvin is of red kasha on a two- 
piece style, featuring a braided self- 
trimming of telling importance, and 
the inverted front pleat found 
throughout spring fashions. What 
could be smarter than a white kid 
shoe with a brogue tongue and slip- 
through treatment of red kid, as fea- 
tured by Delman, as complement to 
this type of costume. For sports by 
the way, red and white are pro- 
nounced particularly good. For ac- 
tive sports, shoes find little change, 
buckskin, saddled or trimmed in 
colored sharkskin, mottled leathers 
or lizard are the most one expects in 
novelties. 


Fancy Leathers Coming In 


The mode for batik leathers can- 
not be ignored. It has been launched 
by Paris in coats, hats, bags, belts 
and shoes to match. Delman and 
I. Miller feature this mode in shoes, 
combining a quarter of this leather 
with a vamp of patent leather. It is 
to be found in combinations of red 
and black, blue and black, yellow 
and black, green and black and rose 
and black. There are also - pastel 
batik suedes for evening in the soft- 
est shades, 

To sum up, leathers as fancy as 
good taste will permit, are the point 
of interest in spring shoes, rather 
than variety of cut, which is more 
often than not extremely tailored. 


Evening gown 
of peach-colored 
chiffon beaded 
in crystal and 
flaring below, 
such as spring 
fashion favors, 
accompanied by 
a peach-colored 
satin opera 
pump, hand em- 
broidered and 
beaded on vamp 
and heel. Shoe 
from Delman. 
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The Well Dressed Man in Springtime 


“Dress Well and Succeed’ -Advocated by the National cAssociation of 
Retail Clothiers and Furnishers 


Style Story by BEAUNASH of N. Y. 





Ti is one thing that 
style is not; never has 
been; never will be, 
and that thing is “original- 
ity.” When a man turns him- 
self out so conspicuously that 
the attention of the looker-on 
goes to the clothes instead of 
to the wearer, that is orig- 
inality of a type which makes 
a mock of true style. A man’s 
dress should be the binding on 
the book; the frame around 
the picture; the background 
of the scene, and nothing 
more. It should dawn on the 
observer gradually like the 
rising sun, not blind him like’ 
the midday sun. 

Do not attempt to be an 
“original” dresser. He is al- 
ways looked upon with curios- 
ity and often with contempt. 
Do not adopt styles, colors 
and combinations that are 
totally different from those | te 


other men wear. To wax Spring attire for men predicted by 
Journal. 


poetical about a practical sub- 
ject, “Be not the first by 
whom the new is tried, nor yet the last to lay the old 
aside.” Originality is the scourge of correct dress. It 
has done more than any other single factor to make 
sound style, which should command respect, seem 
ridiculous. 

Differing from gloves at one end, which are indi- 
visibly bound up with days and deeds of chivalry, there 
is no romance about shoes at the other end. They take 
the bumps and thumps of hard pavements and get no 
thanks for it. Indeed, they must always remain con- 
tent to be looked down on. Yet, no article of wear is 
more important to smart appearance than a man’s shoe. 
It is the very foundation of style and comfort. If your 
feet are on your mind, it cannot be at ease. Your hat, or 
cravat, or glove, or suit, or overcoat needs no special at- 
tention to preserve its good looks, but, like hair and 
teeth, shoes must be “groomed” every day. 

Most men possess far too few shoes in proportion to 
other accessories of dress. Aside from sporting types, 
they should own black shoes and tan shoes; low shoes 
and high shoes; plain shoes and brogued or semi-brogued 
shoes, as well as patent leather shoes for formal occasion 
and water-proof shoes for wet weather. Many common 
foot troubles are directly traceable to wearing the same 
shoes every day. One’s feet are confined in a single 


ees 


mold, whereas a _ mere 
change of shoes affords im- 
mediate relief by varying and 
distributing the pressure. 


You Said It 

Always be mindful that 
nothing a man wears under- 
goes such rough-and tumble 
usage as his shoes. Your hat 
rests upon your head and your 
suit or overcoat rests upon 
your shoulders, but your 
weight rests upon your shoes, 
Therefore, don’t think so 
much of the sum you pay for 
shoes as of the something you 
get. Style, comfort and long 
wear, which are desirable in 
every article of dress, are 
doubly desirable in shoes. 


Nae Site andl Qeteseonts 


Picking Your Own Hose 

Until recently, and quite 
rightly, most men—probably 
60 per cent—left the pur- 
chase of hosiery to women in 
the “you-attend-to-it-dear” 
spirit characteristic of the 
strong sex—strong to let somebody else do it. With a 
woman, sharp shopper that she is, value and quality in 
hose are first thought, second nature and sixth sense. 
When she bought her own, she might just as well buy 
those for a man. Moreover, having access to his ward- 
robe she knew exactly when his supply of socks, darned 
to the last stitch and ditch, needed to be replenished. 

However, when men’s hosiery was transformed from 
an article of mere drab utility into one of style and 
character and became a harmonious unit in the color 
theme of dress, many men, so to speak, took their feet 
into their own hands. ‘Today, unless you habitually 
wear black or white or tan, choosing your hosiery re- 
quires as much thought of “what it’s to go with” as 
selecting your cravats or shirts. This is doubly true when 
you reflect that two-thirds of the men of America are 
wearing Oxfords, instead of high shoes even in cold 
weather, thus revealing, instead of concealing, their 
socks. 

A man should be clothes-conscious in the sense that 
he recognizes the social importance and material advan- 
tage of being smartly and becomingly dressed. He should 
be unconscious of his clothes in the sense that, once on 
his back, they should be off his mind. 

Fingering one’s scarf; tugging at one’s shirt-cufts; 
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fussing with one’s breast-pocket handkerchief; darting 
covert glances mirrorward and such self-conscious, self- 
complacent or self-conceited habits detract from that 
ease, poise and assurance which mark the Well- 
Dressed Man. You hear much tiresome twaddle about 
“pride in appearance.” Pride is a snobbish, raffish sort 
of motive—“and the Devil did grin for his darling sin 
is the pride that apes humility.” The gentleman no more 
puffs with pride at being well-dressed than he gloats 
over being well-mannered or well-spoken. 


What Is a Man’s Wardrobe? 


What is the difference between possessing the ward- 
robe of a gentleman and merely owning clothes? <A 
wardrobe is a complete collection of articles of wear, 
from undersuits to overcoats and from hats to shoes. It 
mects the obligation of every occasion—business, sport 
and formal function. It permits frequent and agreeable 
variations of effect, so that dressing is not a perfunctory 
process, but, by virtue of the charm of change, keeps a 
man closely and clothesly interested in his own appear- 
ance, fastidious about it, careful of it. 

If you wear the same suit or overcoat every day, then 
dressing for the day is a mere mechanical motion, like 
brushing your hair. You know exactly how it’s going to 
look and, so, you hardly look. You could almost dress 
blind-folded or in the dark. Moreover, the lack of an 
adequate wardrobe makes a man reluctant to glance over 
his clothes for telltale signs of wear; for shiny sleeves 
or frayed edges. Often, he is unaware of such things 
until they are pointedly and disagreeably brought to his 
attention by others. 


Influence of the Dance 


Both men’s fashions and 
men’s figures are deeply in- 
debted to the modern dances, 
even though the strait-laced 
are prone to stigmatize them 
as “hugging set to music.” 
Dancing has made us more 
nimble, supple and well-set- 
up. It has brought forward 
thinner weaves and lighter 
weights in evening suits 
which are more comfortable. 
It has fostered the practice of 
the social graces which are al- 
ways born in the ballroom, 
not in the backwoods. It has 
banished the thick-soled, un- 
gainly, button boot of former 
days and introduced laced or 
elastic-gore shoes in which a 
man can move with a fair 
imitation of grace, instead of 
waddling around the room 
like a polar bear. 

Many a one, faring forth 
to an evening function, is 


r-esheh 
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his mind. Low shoes, properly fitted and loosely laced, 
are far too superior to the old-fashioned pump, because 
they cannot flip at the heel, nor get lost in the shuffle 
of fox-trotting feet. 

Style, like art or music or science, has no flag, but 
serves under all. We must borrow of others and lend to 
others. The Old World and the New World are one 
world as far as correct dress is concerned. “American 
fashions for American men” is perfervidly patriotic 
piffle, because it would set us apart from other races, in- 
stead of drawing all races together in the brotherhood 
of good taste. We can teach the English how clothes 
should fit. They can teach us how clothes should drape. 
We can teach them how to play up their personality. 
They can teach us how to pay deference to the obliga- 
tions of different occasions. It is a truism that everybody 
knows more than somebody and that the styles of the 
whole world are superior to those of any part of it. 





cA Wide Range From Which 
To (Choose 


The men’s style subject is much broader than in past 
seasons. There is a sharp contrast between the ideal type 
of shoe for the young man and styles for those of a 
more advanced age. Heretofore, the general style situa- 
tion in men’s footwear was applied to all classes of men. 
The same type of shoes, whether it be extremely 
“doggy” or conservatively plain, usually found the same 
welcome with both the young and more elderly man. 
But today we find the extreme broad and blunt toe too 
“swaggy” for almost every man other than the young 
blood. For instance, they prefer the more conservative 

medium full toe. But this 
fact doesn’t mean men are re- 
stricted in selecting patterns. 
The range is broad. 

Men’s patterns are very at- 
tractive. Apparently work- 
manship, particularly in fin- 

ishing, was never more skill- 
wo fully applied. Leathers are 
e “eee " 
ica mane commanding in color. A wide 
“Seat” O Smatt shales. range of patterns may be se- 
ee ae ee. lected from any color or ma- 
terial. 

Light tans and blacks are 
prominently displayed in the 
new patterns for men. ‘The 
most prominent light tan 
shade has no trace of red in 
it. Another tan shade is dark- 
er than this and carries a faint 
tint of red. 





In the illustrations on these 
two pages, note the swing 
towards the wide-shouldered - 





primly and painfully con- 





suit with snug fit at the waist. 





scious of his suit, but no one 
can endure having his feet on 


Style is good taste. Designs by the Sartorial Art 
Journal of New York. 


The wide-bottomed trouser 
continues in favor. 
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Traffic Signals Say ‘‘Go”’ 


UST at sunset, when one set of traffic cops go 
back to the station and the others come on 
duty, the long lines of traffic on a city boulevard 
were tied up in a cross-roads jam. With trucks 
and taxis and hundreds of pleasure cars the 
tangle looked impenetrable. Someone became im- 
patient and started to honk his horn. Between 
anger of one man and the haste of another, the 
melody of impatience filled the air in a terrible, 
modern symphony of noises. 

A shrill police whistle and the voice of au- 
thority stilled the clamor. Though it took time to 
straighten the lines of traffic, one man with the 
emblem of authority did more than the combined 
greed, haste and impatience of a multitude. There 
were many volunteer traffic directors who tried to 
clean up the mess before the arrival of the officers, 
but without avail. It just needed the sharp tones 
of authority to bring order out of chaos. 
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Is there something parallel in the way the shoe 
industry has been functioning in the last five 
years? It was approximately five years ago that 
a change of the order of merchandising was 
sensed. Shoes began to sell by a different method 
—not utility alone but style FULLY. America 
found itself in a clean civilization after centuries 
of a dirty and muddy civilization. The influence of 
this new order was not made apparent until after 
the war. 

Naturally with each shoe truck piled high with 
all of the fancies that might be pleasing to the 
women back home it was inevitable that some- 
where along the road of style traffic there would 
be a block, check and jam. This has been going on 
for five years. 

In 1924 the high rate of speed on the highway 
of style was pulled down to a safer rate per shoe, 
making the life of the styles selected a little 
longer and a little more profitable. 

In the traffic jam at the cross corners, time is 
wasted and in a traffic jam on style, shoes and 
money are wasted. 

It seems as though the year 1924 was one where 
industry was close up to the corner, each branch 
of it in a different truck clamoring for someone 
else to get out of the way so that it could ride 
through for a profit. 

It would seem that the shrill of a whistle in 
1925 with the voice of authority of “profitable 
merchandising” would aid materially in making 
business on the highway a little smoother, and a 
little safer, and a little more pleasurable and 
profitable. 

We are particularly fortunate in having all of 
the major national associations in conference in 
the early weeks of January so that each division 
can plan in some measure the highway on which 
it expects to travel in 1925. 

We are particularly fortunate in having a na- 
tional convention of retail shoe merchants sched- 
uled for early in the year of 1925 so that it can 
help every merchant to know a little bit more 
about the public-service road ahead of him. 

We have passed many obstacles since the close 
of the war, we have slid down the hill of prices, 
and have pulled up out of the valley of depression 
and deflation, and though there are many bumps 
on every highway of business, there does not ap- 
pear any visible signs of blowouts, collisions and 
catastrophes of a major character in 1925. 

The traffic signal is set “Go” and our recom- 
mendation is that you look carefully to the rate of 
profit which really determines your speed for 
1925. 

We have endeavored in this issue to so com- 
pletely surround the subject of profitable mer- 
chandising as to give every merchant guidance in- 
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to the New Year. We feel that the function of 
public service in footwear is deserving of greater 
appreciation, profit and prestige. To that end we 
will endeavor in the year to come to direct and 
counsel the retail shoe merchants of America so 
as to make possible progress and prosperity based 
on a more professional service rendered. 

Steer your business in 1925 so that it goes 
straight to a profit. 


Family Shoe Stores Will 
Continue 


HE place and function of the retail shoe mer- 
chant as a purchaser of footwear for the 
“family complete” is secure—but it can be made 
more profitable. Read what is said in “The Family 
Shoe Store Forum.” 

We have shown in many ways that the duty of 
selection of goods is best handled by the merchant 
who knows most about his own community, who 
lives in it and who invests his own money in the 
business which he operates. 

He is most often the bulwark of the community. 
He is there to stay, for his service is inclusive of 
all people and all demands. 

He has been looking at the chain store and 
pondering as to its influ- 
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expenses of the wholesaler. It was the opinion of 
the commission that in some instances combining 
the functions of the wholesaler, that is warehous- 
ing, assembling and distribution, in connection 
with retailing, tends toward economy, “But there 
is no indication,” the committee concluded, “that 
the cost of performing the wholesale function can 
be eliminated through mere change in descrip- 
tion. Results of the commission’s survey indicate 
that the cost of supervision and expense of con- 
ducting large chain-store organizations do not ma- 
terially modify the average cost of distribution 
at wholesale and retail.” 

it is significant to note that this Federal com- 
mission believes that it would be impossible for 
the chain store system to completely replace the 
retailer. Their opinion is based upon the fact 
that chain store organizations have not assumed 
the service responsibilities to the consumers and 
producers that are required of the individual re- 
tailers, wholesalers and manufacturers. 





Achievements for 1924 


MONG the achievements of the shoe and 
leather industry in 1924 we hold first and 
foremost the substantial development of mer- 

chandising of footwear— 











ence upon his business. 
He sees it come to town 


MERCHANT EDITORS 


in brief, a more thorough 
understanding of require- 
ments of shoe wearers, . 





and pick off the favored 
middle position of the 
trade with a service limit- 
ed to a few numbers, and 
cash. Not like the family 
shoe store, the chain 
operator can pick at a 
price, whereas the com- 
munity shoe store must 
carry “everything” to 
serve completely. 

Even the wholesaler is 
not exempt from the feel- 
ing that he is up against 
a real competitor—but let 
us summarize what offi- 
cially appears, bearing on 
both the family store and 
the wholesaler in service 
to it. 

The Joint Commission 
of Agricultural Inquiry 
which conducted an inten- 
sive study of marketing 
and distribution in 1922 
was not impressed with the 
claim that chain store or- 
ganizations eliminate the 








have prepared for this 
number of the 
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PROFITABLE MERCHANDISING 


including these major 
topics for 1925. 


Making a budget. 
The right store lo:ation. 
How to buy. 
Proper sizes. 
New Store arrangement. 
Better stock arrangement. 
Windows that sell. 
Figuring shoes. 
Training salesmen. 
Store organization. 
Better publicity. 
How to use your bank. 
Shoe store records. 
Taking inventory. 

uick turnover. 

ow I reduced my lines. 
Merchandising men’s shoes. 
Merchandising women’s shoes. 
Merchandising children’s shoes. 
Merchandising rubbers. 
gn hosiery. 
A findings quota. 
The bargain basement. 


Making the sales yg = show a profit. 
le 


Merchandising style footwear. 
Auto traffic helps. 

Keeping overhead down. 
Diversified selling. 

High points for 1925. 











new appreciation of style, 
or appearance: in foot- 
wear, and “getting more 
shoes fitted right.” 

Latest census returns 
indicate no increase in the 
production of shoes; to 
the contrary, output of 
the factories declined, so 
there has probably been 
no gain in the number of 
pairs sold. But such shoes 
as were sold, and they 
number 300,000,000 pairs 
and more, were sold to 
the satisfaction of the 
customers though not to 
the substantiated profit of 
the industry. . 

It is doubtful if there 
has been any year, in re- 
cent times, when there has 
been so little grumbling 
over the fit, style or price 
of footwear sold at retail 
or the service had from 
it. 
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A Diagnosis and a Prescription 


NEWS NOTE—December, 1924. A shoe manufacturing 
house, well known in the trade, is about to 
close its doors—creditors' claims amount to 
several hundred thousand dollars. It is expected 
that the creditors will receive but a few cents 
on the dollar. 


This concern has been making about 1,500 pairs of 
shoes a day for several large retail and whole— 
sale distributors throughout the country. 
(The above item is a fact not fiction) 


My Comment _ It is a typical shoe manufacturers’ bankruptcy case. 


on this Failure They did a sizable business and had the outward appearance 
of prosperity and progress. 


But they didn’t make money. 


They sold all too many of their shoes at prices below the safety margin. They 
courted ruin and got it by violating the first principle and purpose of successful . 
business. 


That first principle and purpose is—MAKE A PROFIT. 
Only by making a profit can service be properly rendered. 


The time has come for all who have at heart the real welfare of this industry to 


speak out. 
7] 


To Shoe Manufacturers This failure case which is typical of so many cases 
Everywhere concerns you and your business. You know why 
this one and so many others have come to pass. 


You must make a choice of two things—-MAKE A PROFIT—or go out of business. 


If you can produce and market shoes in such a way as to make a profit—well and 
good. 

If you cannot make a profit in your shoe business there is only one alternative— 
you must get off the track. For you to make and sell shoes to some customers on 
the basis that allows you no profit, often on the specious and hazardous basis of 
factory fillers, is unsound business and you should know it. 


There isn’t any such thing as selling shoes at cost—you either make shoes at a 
profit or at a loss. 
The theory is that a loss on one customer can be more than offset by a profit from 


another customer. In other words, one set of customers is carried at a loss and 
another set is charged at more than a fair price so that one can take care of the 


other. 


But no business can operate on safe and profitable lines under the false principle 
of “robbing Peter to pay Paul.’’ It is uneconomic, unsound, unethical and never 


works out. 
That way lies ruin for yourself, for your creditors and for others. 
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To Retail and Wholesale If you do business with sound, reputable and 


Shoe Buyers Everywhere service-rendering manufacturers who are oper- 
= ating their factories on efficient policies you are 


assured of a steady, reliable source of supply and merchandise of a standard on 
which you yourself can build a healthy, consistent and profitable business. 


On any other basis your temporary gain is a snare and a delusion. 


It is the earnest and sincere wish of the Boot and Shoe Recorder that shoe mer- 
chants may prosper by rendering efficient and appreciated service in their com- 
munities and by so doing—MAKE A PROFIT. 


It is a duty and responsibility of the Boot and Shoe Recorder to help stimulate 
and develop in merchants the capacity to render service that will bring them a 
return in profits. 


If you can stay in business, put a fair price on fair merchandise and—-MAKE A 
PROFIT—well and good. 

The greatest problem you have at retail is the fictitious sense of values in the minds 
of consumers, which is the outcome of unprofitable manufacturing and unprofit- 
able merchandising. 

Actual bankruptcies and near-bankrupt manufacturers and dealers to a very 


large extent create fictitious prices by throwing on the market great aggregates of 
goods at cost or less. That is why these things concern all in the trade. 


If through superior ability and skill in organization you can market footwear at a 
profit to all concerned at lower prices than the regular run of competition, that is 
strictly legitimate and an advantage well deserved and commendable. I have only 
respect for that. 


Constructive Suggestions 

To Shoe Take account of your position in every respect—if you are 

f, rers Selling shoes at or below the danger line of price change your 
Manufacturers policy now—don’t wait. If you can’t do that—QUIT. 
MAKE A PROFIT—or close up. 

& 
To Shoe Buyers It has been the custom of shoe manufacturers to check 
up your credit. 


The time has come for you to apply the same scrutiny toward the concerns from 
whom you buy. Find out their financial responsibility and ability to fulfill their 
contracts with you. Refuse to take a chance. 


Pick and stick by the reliable manufacturers and they’ll stick by you. 
Respect the truth of mutuality of interest between yourself and your manufacturer, 


Finally—MAKE A PROFIT—or quit. 
ZS vrs Kb- 1 "ay 
ete et, a 
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Stage Is Set for St. Louis Pageant of 


Footwear Fashions 


Response to First Show So Great That It Is to Be 
Repeated in January, 1926 


Every detail of the St. Louis Pageant of Footwear 
Fashions has been completed. The hotel reservations 
that have come in so far indicate the attendance will 
be approximately 2000 merchants from every corner of 
the United States. An additional feature of the runway 
performance will be the appearance at each review of 
Miss Lucy Park, editor of Harper’s Bazaar, Advance 
Fashion Bulletin, which is sent to the retail shoe trade 
regularly each month. Miss Park has traveled many 
miles for Harper’s Bazaar, visiting important stores 
and smart specialty shops, and will present her 
thoughts from a practical merchandising viewpoint. 
Another recent development has been the provision of 
entertainment for the ladies who will attend the 
pageant. A committee in charge of this detail promises 
a full program of enjoyment for the fair sex. 

A large reception committee has been appointed and 
arrangements have been perfected for this welcoming 
aggregation to extend the glad hand at the Union 
Station, where all delegates will arrive. Assignment 
of hotels will be carried out at the station and the 
committee announces that accommodations will be 
secured for every visitor attending. Hotel accommoda- 
tions, however, should be made in advance through 
Charles E. Reader, chairman of the hotel committee, 
at 18329 Washington avenue, St. Louis. 

During the Pageant of Footwear Fashions, Janu- 
ary 5, 6 and 7, two conventions will be held in 
St. Louis—the Missouri Retail Shoe Dealers’ Associa- 
tion and the Tri-State Shoe Retailers’ Association. 

Retail shoe merchants will be permitted to attend 
the business sessions of the Missouri Retail Shoe 
Dealers’ Association by the payment of the registra- 
tion fee of $1.00. These sessions will be held on the 
16th floor of the Statler Hotel. 





The following is a list of the sample rooms in the 
Statler Hotel which will be occupied by the members 
of the St. Louis Shoe Manufacturers’ and Wholesalers’ 
Association, under whose direction the style show 
is being presented: 


FIRST FLOOR, STATLER HOTEL 


104 Hamilton Brown Shoe Co. 
106... Hamilton Brown Shoe Co. 
108 McElroy Sloan Shoe Co. 
SECOND FLOOR, STATLER HOTEL 
a United Shoe Mfg. Co. 
202..... .Freidman Shelby Shoe Co. 
203 United Shoe Mfg. Co. 
204................ Robert, Johnson & Rand 
=o Robert, Johnson & Rand 
208.. ....Brown Shoe Co. 
 _RERESS Brown Shoe Co. 

212 ; Johansen Bros. Shoe Co. 
214.... Johansen Bros. Shoe Co. 
== Travaso Shoe Co. 

216... ...Travaso Shoe Co. 
caine Pedigo Weber Shoe Co. 
218 ......Freidman-Shelby Shoe Co. 
220 ......rauer Bros. Shoe Co. 
222 -..-. Samuels Shoe Co. 

x 223 ....Brauer Bros, Shoe Co. 
224... Samuels Shoe Co. 
225............... Pedigo-Weber Shoe Co. 
226................ Tweedie Footwear Corp. 
227 , John Meier Shoe Co. 
228 ....J0hn Meier Shoe Co. 

THIRD FLOOR, HOTEL STATLER 
a Boyd-Welsh Shoe Co. 
304................Central Shoe Co. 
ee Central Shoe Co. 
sa Peters Shoe Co. 
$10................Peters Shoe Co. 
ee Shoe Specialty Co. 
«tate Johnson, Stephens & Shinkle 





$18................Shoe Specialty Co. 
$20................Capital Shoemakers, Inc. 
$22................Capital Shoemakers, Inc. 
$23................Boyd-Welsh Shoe Co. 
i tisipidéalinss Moore Shoe Co. 

=a Moore Shoe Co. 
$26................ Tweedie Footwear Corp. 
$27................Lampe Shoe Co. 

= Lampe Shoe Co. 


A good-looking range of styleful, yet practical, footwear—significant of the styles to be shown at the St. Louis 
Pageant. 
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Missouri Merchants’ Program 
In order that the Missouri Retail Shoe Dealers’ 
Association convention program will not conflict with 
the Fashion Pageant afternoon performance, two 
morning sessions are to be held, Jan. 6 and 7. Presi- 
dent M. M. McCain has heen very active in completing 
a very interesting program. It is a two-day affair. 
- One of the finest educational programs ever offered 
to the delegates of the association has been completed 
and the two brief sessions will be filled with substan- 
tial information of the variety that rings the cash 
register. All sessions will be held in the Statler Hotel, 
where the St. Louis Manufacturers’ and Wholesalers’ 
Association are presenting their style pageant. 


Prominent Men to Speak 


The program for Tuesday, the opening day, fol- 
lows: 9 to 10 A.M., registration, 16th floor of Hotel 
Statler; 10 o’clock, meeting called to order by Presi- 
dent McCain; 10:30, address, “The Outlook for 
1925,” by James H. Stone, president and editor of 
The Shoe Retailer, Boston, Mass.; 11:30, address, 
“Advertising, Window Trimming, Store Decoration,” 
John H. DeWild, manager of Merchants’ Service 
Department, Ely-Walker Dry Goods Co., St. Louis; 
12:30, luncheon with Advertising Club of St. Louis, 
as host to the association at City Club. An address 
at luncheon by Everit B. Terhune, treasurer and 
publisher of the Boot and Shoe Recorder. 

Wednesday—10:15, Address, “Stepping Into Spring 
with Style,” Arthur D. Anderson, editor Boot and 
Shoe Recorder; 11 A.M., open forum discussion on 
“Styles” with Arthur D. Anderson, chairman, and 
the following vice-chairmen: Otto Schultz, Jefferson 
City; J. M. Woods, Hannibal; H. C. Blazer, Kansas 
City; E. J. Bloom, St. Joseph, and J. J. Sensenbren- 
ner, St. Louis; 11:45, election of officers and reports 
of committees. 

Tickets will be provided all delegates attending 
the convention for a performance of the Pageant of 
Footwear Fashions. It has been announced by Presi- 
dent McCain that the registration fee for members 
of the Missouri Retail Shoe Dealers’ Association will 
be $1.00. Also retail shoe merchants attending the 
Pageant of Footwear Fashions may attend the busi- 
ness sessions by becoming an affiliated member of the 
association upon payment of the registration fee of 
$1.00. 


Tri-State Men To Be in Session 


The annual convention of the Tri-State Shoe Re- 
tailers’ Association will be held in St. Louis during 
the Pageant of Footwear Fashions, January 5, 6, 
and 7. This announcement was made by Oscar Poe, 
president of the organization, and well known retail 
shoe merchant of Little Rock, Arkansas. No details 
of the program were available, but it is understood 
that preparations are being made to have an unusual 
session from which retail shoe merchants will de- 
rive great benefit. 
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National Wholesalers Meet in Boston, 
January 14 to 16 


The 26th annual meeting of the National Associa- 
tion of Shoe Wholesalers of the United States is-to. 
be held at the Copley-Plaza Hotel, Boston, January 
14, 15 and 16. An interesting and instructive pro-. 
gram has been arranged for the three-day confer- 
ence and added interest. is attached to the occasion 
because it falls on two of the days when the National 
Shoe Retailers’ Association is holding its annual 
convention in Boston. 

Several interesting subjects of great importance to 
the wholesale shoe trade will be subjects for addresses 
by prominent men in the industry. A rubber meeting, 
when a discussion of the rubber footwear problems 
will be discussed, is listed for Friday at 10:30 A.M. 

The convention opens Wednesday, January 14, and 
the secretary, Louis M. Taylor, has advised members 
desiring to present matters before the meetings 
to communicate with him immediately. The execu- 
tive committee will have a session Wednesday night 
at 6. 

The general meeting of the association is sched- 
uled for Thursday at 10:30. The luncheon on Fri- 
day will be served with the association as host. 

The program divided into days follows: Wednes- 
day, executive committee dinner and meeting at 6 
P.M.; Thursday, address by President E. Walter 
Smith; reports of Secretary-Treasurer Taylor and 
standing committees; address, “The Future of the 
Shoe Wholesaler,” Langhorne Putney, Stephen Put- 
ney Shoe Company, Richmond, Va.; luncheon and 
address, “The Retailers’ Changing View of and His 
Expectations from the Wholesalers,” Samuel Davis, 
field secretary of the National Shoe Retailers’ Asso- 
ciation; “Cost Analysis of the Wholesale Shoe 
Trade,” Ralph B. Jones, C. A. Goodnow Shoe Co., 
Boston, Mass.; “How Long Will Your Business 
Live?” J. Austin Smith, New York, N. Y. Friday, 
Rubber conference; executive committee meeting. 
The new officers and committee will meet at 6 P.M. 
Friday evening. 

Officers of the association are: President, E. Wal- 
ter Smith; Vice-President, Harry D. Hurd; Secretary- 
Treasurer, Louis M. Taylor; John L. Boyd, Ralph B. 
Jones, Stanley M. Lane, Herbert E. King, John E. 
Norvell, W. E. Pitts, E. M. Scattergood, W. M. Sloan, 
executive committee. 


Fred S. Stewart Victim of 


Shooting Tragedy 

Atlanta, Ga., Dec. 19—Fred S. Stewart was shot 
and almost instantly killed in his store at five o’clock 
this afternoon by Edward O. Riordan, a recently-dis- 
charged advertising manager. At the same time Rior- 
dan shot and killed S. R. Turner, general manager 
of the Stewart store, and wounded H. E. Maddox, 
manager of the junior department, and ended the car- 
nage by killing himself. 

Riordan came to the store about five o’clock, went 
to Mr. Stewart’s desk and after a brief talk drew a 
revolver and opened fire with deadly effect. It is be- 
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lieved that Riordan was incensed over his discharge 
and brooded over this to the point of insanity. 

The tragic death of Mr. Stewart and Mr. Turner, 
and the wounding of Mr. Maddox, occasioned deep sor- 
row throughout the city in general and among shoe 
men in particular. Mr. Maddox will probably recover. 

Fred S. Stewart was one of the most successful 
retail merchants in the city. He was a national fig- 
ure in our industry 


Served as N. S. R. A. Director 


A believer in and exemplar of the spirit of co-op- 
eration, he joined heartily in every good movement 
to improve the condition of the retail shoe trade in 
his city, section and country. He had been an officer 
in the Southeastern Retail Shoe Dealers’ Association 
and a director of the National Shoe Retailers’ Asso- 
ciation. Only a few weeks ago he resigned the latter 
office. 

Fred Stewart was a man of rare quality—a de- 
lightful and genial companion, a just and generous 
friend, a sound business man; modest, unassuming 
and kindly. He typified the best traditions of the 
warm hospitality of the South. All who knew him, or 
knew of him, respected and admired him. The entire 
industry mourns his untimely death. 


E. H. Stetson Dead 


South Weymouth, Mass.—Ezra H. Stetson, presi- 
dent of the Stetson Shoe Company, died at his home in 
South Weymouth, Mass., Sunday evening, December 
21. Mr. Stetson had been in failing health for the last 
two or three years, but had been about as usual until 
Thursday. About a year ago he was struck by an auto- 
mobile in Boston and had never fully recovered from 
the effects of the accident. Heart failure was the im- 
mediate cause of his death. 

The son of Deacon and Mrs. Josiah Stetson, he was 
born in East Sumner, Maine, November 23, 1850. Mr. 
Stetson remained at home, doing the work of a farm- 
er’s son, until 1871, when he came to South Wey- 
mouth and entered the employ of his cousin, Lysander 
Heald, heel manufacturer, father of Arthur C. Heald, 
with whom he was later, in 1885, to establish the shoe 
manufacturing firm of E. H. Stetson and Company, 
now the Stetson Shoe Company, the name having been 
changed in 1900, when it was incorporated. 

In the interval between 1871 and 1885 he was succes- 
sively in the employ of Lysander Heald, C. & P. H. Ter- 
rill, men’s shoe manufacturers, a Boston wholesale 
house for a brief period, and with H. B. Reed & Co., 
shoe manufacturers, of South Weymouth. In the last 
named concern he learned thoroughly the art of mak- 
ing men’s fine shoes. Arthur C. Heald was also em- 
ployed by Mr. Reed, and these two young men, cousins, 
in 1885 started in business for themselves. 

At the beginning of the business, Mr. Stetson super- 
vised the production and Mr. Heald went on the road. 
After about a year, they changed responsibilities, and 
this change proved happy for both men, and was so 
continued for nearly forty years. During this period 
Mr. Stetson traveled in all parts of the country. 
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Mr. Stetson combined the rigid integrity and thor- 
ough reliability and intelligence of his deeply rooted 
New England forebears with gentleness and modesty 
of spirit and demeanor. No person ever knew “Ed” 
Stetson to do or say an unkind or ungenerous thing. 
To say that he was respected and beloved is but the 
simple truth. 

Mr. Stetson was twice married. His first wife was 
Miss Hattie Poole, who died about twenty years ago. 
About four years ago he married Mrs. Louise Wins- 
low, who survives him. 

Funeral services were held for Mr. Stetson from 
his late home at 2:00 P.M., Wednesday, December 
24th, and interment was made in Mt. Hope Cemetery, 


Weymouth. 


S. A. McOmber is Dead 

New York—S. A. McOmber, sec- 
retary of the Boot and Shoe Trav- 
elers’ Association of New York, is 
dead. The fatal summons came 
sadly and suddenly on Christmas 
Eve, at 11 P.M., at his residence 
~ in The Osborne, West 57th street, 

S.A.McOMBER New York. The remains were 
taken to Rochester, his former 
home town, on Christmas Day. 

Mr. McOmber was one of the industry’s high- 
grade men. He was every inch a salesman, and for 
many years “rolled up” splendid records for Utz & 
Dunn Co. covering New York and the large cities 
of the East. He made his headquarters in the Bush 
Building. He had held the office of secretary for 
the New York boys a great many years and so well 
and faithfully did he perform this work that the 
boys looked upon him as their permanent secretary. 

He was the first treasurer of the N. S. T. A. and held 
office from 1911 to 1915. If any big event in the shoe 
trade of New York was to be “pulled off” Sam Mc- 
Omber “led the way.” 











Prominent Shoe Men Join Watson Shoe Co. 


Lynn, Mass.—Watson Shoe Co. announces that 
Walter R. Holmes, formerly of Lunn & Sweet Shoe 
Co., of Auburn, Me., is now connected with that 
firm as one of the executives; also that Harry W. 
Crooker, whose shoe manufacturing business which 
was in Bridgewater, Mass., and which is now com- 
pletely liquidated, is also a member of the organiza- 
tion. Mr. Crooker is in complete charge of their 
new Department 18, in which is produced all of 
Watson’s orthopedic shoes. 

Mr. Crooker brings to the firm a wealth of ex- 
perience, covering many years. He is bringing an 
innovation in corrective shoes, in the form of a pat- 
ented shoe, which he has been developing for the 
past two years. It is a shoe, he says, which can be 
adjusted to correct any foot trouble, without the use 
of plates in the shoe, or of tools to complete the ad- 
justment. They are made over new modern combina- 
tion lasts, which have been developed and tried for 
over a year. 
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HERE is something about starting a New Year in the 
company of friends which acts as a stimulant having a 
real influence on prosperity and progress. The close 
“cabined confines” of stuffy offices give way to a national 
clearing house of ideas in convention, and that is the fundamental 
reason why merchants, manufacturers and supply people gen- 
erally are coming on to Boston, January 12-15, to gather in one 
week the experiences of others to spread out over an entire year 
of effort. We can see much promise in the convention month of 
January when merchants meet in Boston, manufacturers in New 
York, wholesalers in Boston and travelers in Boston, all in national 
convention. It would be folly to believe that a conclave of in- 
dustry brings no return other than money spent and time wasted. 
You can’t take methods, merchandise and merchants and bring 
them together without developing something beneficial to all. 


F all the conventions scheduled for January, the most 

important is that of the National Shoe Retailers’ Associa- 
tion, for it brings men out of shoe stores into convention and 
exposition hall, there to exchange ideas and inspirations so that 
each can return to his own business with something distinctly 
applicable to his store, or at least less sluggish in brain power. 
Many a merchant coming back from a convention finds it difficult 
to point out something definitely gained, for it is often true he 
must wait weeks and months for a crystallization of some plan 
applicable to his business which he would not have known about 
but for attendance at the convention. 


HERE is something about a convention in Boston that lends 

itself to a serious consideration of shoes, shoe-making and 
methods of distribution. They take shoes seriously in Boston, even 
to the extent of maintaining the only operative retail shoe sales- 
men’s association in America. They may sell shoes faster and at 
better prices everywhere else, but it is nationally known that shoe 
selling in Boston is a substantial art, and that feet, no matter how 
complicated, get a pretty good deal at retail. 

It might be well to come to Boston and to bring your sales 
people just to see how they do sell shoes on the floor. 

There is something about South Street, Boston, that you may 
not find elsewhere, for as Wall Street is to finance, South Street 
is to leather. If you want to know what materials are, their tan- 
nage, and their use in footwear, step from door to door on South 
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Street and learn all that is needed to know about kid and calf, cut 
soles or kangaroo. If you want to see a tannery while in Boston 
ask most any house on South Street for an opportunity to see how 
raw stock gets made into serviceable upper leather. 


6 Bsnce merchants who can remember the convention of 
five years ago need no coaxing to Boston, for at that national 
gathering men were afraid to leave Mechanics Building for fear 
of missing something. Shoes were shown, ideas were exchanged, 
and there was no particular attraction about jumping into a taxi 
and going miles away to a hotel to look at a line and to repeat 
that hopping about from hotel to hotel until, as has often been 
the case, the visiting shoeman had no opportunity to put his foot 
within the convention hall. 

It looks like a real convention for January 12-15—the man 
who isn’t in his seat in convention hall during the sessions is 
missing more than he can afford to lose. There will be plenty of 
merchandising experience in each session, for if progress is to be 
made in 1925 better merchandising methods need to be put in 
operation early in the year. 


HE program committee has tried to take a definite step 

forward by making practical every feature of the convention. 
A post-graduate course in business management by the Harvard 
Bureau of Business Research gives to every man intimate and 
immediate information and attention to the problem that he 
brings for solution. The temper of the times is for a practical 
convention for the merchants who come to Boston with serious 
intent. But there will be also diversion in the shape of music, style 
shows and a real men’s night. Those, however, are incidental to 
the big function and opportunity of the N. S. R. A., to make 
progress in 1925 and to make it early in the year through the 
application of better business methods and profitable merchan- 
dising. The best of the brains of the industry is set on making 
this convention a step forward toward better business. 
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SEATON ALEXANDER 
President, National Shoe Retailers’ Association. 


once a year in mutual forebearance and 

friendliness. The N. S. R. A. is the great 
institution where any man who has an idea to 
exchange, or an article to sell, finds a receptive 
audience. 


@ We believe we are definitely making progress 
by so shaping the business sessions of the conven- 
tion in Boston that there will be much merchan- 
dising experience condensed into practical lessons, 
good for stores large and small. There isn’t a 
vexing problem that cannot be solved in conven- 
tion if the purpose of that gathering is to make 
better merchandising methods a national habit. 


[’ is a good thing for merchants to get together 


@ The open forum, therefore, becomes the center 
of the convention and I propose to see that any 
man. with a message gets a hearing. I defy any 
man to attend this convention and not get from 
it immediately twice the investment in time, 
travel and money expended. And, I know that 
what he learns will be put into immediate opera- 
tion for the better selling of merchandise in the 
spring of 1925. 


@ Are we definitely making progress? Take it 
from me, shoe merchants of this country are going 
to make progress in 1925, and right at the start 
of the year, January 12-15, at Boston, they start 
a new order of things. Seaton ALEXANDER. 
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E. D. GILDERSLEEVE 
Chaplain Emeritus 
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JOHN J. BAIRD 


Secretary-Treasurer 
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A. H. GEUTING 
Past President 


Program of N.S. R. A. Convention 


Mechanics Hall, Boston, Mass., January 12, 13, 14, 15, 1925. 


Convention Sessions in Paul Revere Hall (same building) 


MONDAY, JANUARY 12, 1925 








1:00 P.M. 


Convention opened and turned over to President 


Alexander by Irving B, Howe 
Rev. E. D. Gildersleeve 


Invocation, 
Greetings from President Calvin Coolidge 
Greetings from Governor of Massachusetts 


Official Welcome to Boston, 
Hon. James M. Curley, Mayor 


Response, President Seaton Alexander 


Business: Approval minutes N. S. R. A. Annual 
Meeting, February, 1924 


Appointment Committees: 
Resolutions (five members) 
Nominating (seven members) 
Elections (five members) 


President’s Message, Seaton Alexander 








-- ™ ple 








Retail Business, Merle Thorpe 
Editor “Nation’s Business,” the official 
magazine of the Chamber of Commerce 
of the United States 


Harvard Bureau of Business Research, 
Dean Wallace B. Donham 
Ethics of the Retail Shoe Business, 
James P. Orr, Cincinnati 
Ethics of the Shoe Manufacturing Business as 
Related to the Retail Shoe Business, 
John C. McKeon, President 
of the National Boot and Shoe 
Manufacturers’ Association 
6:00 P.M. 
State Presidents’ Dinner and Meeting, Copley- 
Plaza Hotel 


8:30 P.M. 


Premiere Footwear Style Revue 
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Cc. K. CHISHOLM 
Past President 
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10:30 A.M. 
Departmental Meetings (rooms off Paul Revere 
Hall): 
Buyers’ Control, Room A, W. H. Toller, 
Kansas City 


Stock Control, Room B, I. R. Jacobs, New 


Orleans 


Advertising, Room C, Harry W. Hahn, 
Washington, D. C. 


Record Keeping, Room D, Chas. L. Mathis, 
Jacksonville, Ill. 


1:00 P.M. 


Quarterly Styles Meeting: 
Harry C. McLaughlin, Chairman Retailers’ 
Group 
Herman Meyer, Chairman Manufacturers’ 
Group 
Fraser M. Moffat, Chairman Tanners’ Group 
Frank B. King, Chairman Travelers’ Group 


“Say It with Color,” 
Mrs. Margaret Hayden Rorke 
Textile Color Card Association of 
the United States 
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Past President 


TUESDAY, JANUARY 13, 1925 
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JAMES P. ORR 
Past President 


SLATER 


“Paris and Palm Beach Styles,” 
J. Sherwood Smith, Harper’s Bazaar 


Discussion: Open Forum on Styles for April, 

May and June, 1925: 
Men’s Styles, A. E. Taylor 

Jesse Adler 

Maurice Weiss 

E. C. Orr 

Maurice Yoskin 

C. G. Burgstahler 





Women’s Styles, 


Children’s Styles, 


4:30 P.M. ; 

All adjourn to FOOTWEAR | 
STYLE 

REVUE ' 


6.00 P.M. 


State Presidents’ Dinner and Meeting, Copley- 
Plaza Hotel 


8:30 P.M. 


MEN’S NIGHT 
Wrestling, Boxing and Vaudeville 
A lively evening—full of fun 
Tomorrow is Election Day 
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V. E. VAILE 
Director for three years 
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MARTIN MURRAY 
Director for three years 


CRUE LCCC >. CO 
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PERCY HART 
Director for three years 


WEDNESDAY, JANUARY 14, 1925 


10:30 A.M. 


Departmental Meetings (rooms off Paul Revere 
Hall): 


Finance and Overhead, Room A, M. A. Petty, 
Pittsburgh: 
“How to Build Profits” 


Fitting and Selling, Room B, A. L. Perkins, 
Aurora, Ill.: 
“Troubles of the Average Clerk” 


“Handling the Eccentric Customer” 
g 


Store Service, Room C, Roy E. Stevens, Ot- 
tumwa: 


“Bargain Basements” 


Hosiery, Room D, Percy Hart, New York: 
“Does It Pay” 
“How Best Handled” 


1:00 P.M. 
SAM DAVIS DAY 


L. E. Langston, Chairman 


Vice-Chairmen: T. A. Baxter, Seattle; Frank 
More, San Francisco; R. E. Sager, Green Bay; 

















Arthur Burt, Washington, D. C.; L. F. Tuffly, 
Houston; Schuyler Jones, Jr., Wichita; Chas. 
W. Williams, St. Louis; Geo. P. Bussey, 
Macon; Wm. Pidgeon, Rochester; C. M. Sten- 
dal, Minneapolis 


Coast to Coast Experiences with Retail Men, 


Sam Davis 
Field Secretary, N. S. R. A. 


OPEN FORUM: 


Merchandising : 


Selling More Shoes Every Day, 
C. G. Burgstahler, Chicago 


Suggesting Extra Sales, E. C. Orr, Cincinnati 
Service at All Times, J. P. Bell, Nashville 


The Hosiery Department, 
Horace M. Swope, St. Louis 
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J. C. FEDLER M. M. McCAIN M. A. CONDON 
Director for three years Director for three years Director for three years 


ADVERTISING: 6:00 P.M. 


Keeping the Selling Force Informed State President’s Dinner and Meeting, Copley- 


M. A. Condon, Charleston Plaza Hotel 


Timely Window Trim in Keeping with Ads, 
J. Langley, St. Paul 9.39 pM. 
The Geuting Rules 


of 4 and 6 Footwear StyLe Review—Finale 
Mark Up 

Turn Over THIS IS ELECTION DAY 
Net Profits 


A. H. Geuting, Philadelphia Nine Directors are to be elected for the three-year 


term. 
Insurance, James S. Kemper, 
Manager, National Retailers’ SF Sse OO SE FeUT TM ; 
Mutual Insurance Company Polls will be open from 9:00 A.M. to 12 Noon. 


THURSDAY, JANUARY 15, 1925 


1:00 P.M. Goodwill; Reciprocity; Cementing Business 
Friendships; New Customers Gained; Potential 
Buyers Met; Viewpoints Exchanged; Orders; 
Triangle Success—Manufacturer, Salesman and 
Cashing in on the 1925 N.S. R. A. Convention— Retail Merchant. 

Exhibitors, Shoe Travelers, Retailers C. K. Chisholm, Chairman 


Installation of Directors for 1925 


S- 3.4 
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L. E. LANGSTON HARRY W. HAHN N. E, JACOBS 
Director for Two Years Director for Two Years Director for Two Years 


Builders of the Boston Convention 


They Have Worked Long and Hard to 
See that You Get Your Money’s Worth 


Irvinc B. Howe W. W. WILtson 
Chairman, Executive Committee Vice-Chairman 
C. W. SPENCER I. H. Morse 
Chairman, Finance Committee Chairman, Attendance and Registration 
Committee 
H. F. McNett : 
Chei Seatiien 0 H. E. HaGan 
tairman, Advertisin ommittee oe : . ; 
, s Chairman, Reception and Entertainment 
Committee 
W. W. WILLson 
Chairman, Booths and Display Committee F. W. SMALL 


Chairman, Hotel Committee 


Joun FiscHEerR 
Chairman, Footwear Style Revue Epwarp Beck 


Committee Director of Footwear Style Revue 
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REUBEN STIEFEL W. A. KNIGHT C. LUDEBUEHL 
Director for Two Years Director for Two Years Director for Two Years 


At the Helm of the N.S. R. A. 


Active Officers and Past Presidents 


President Secretary-Treasurer Manager 
SEATON ALEXANDER Joun J. Barro Georce M. SPANGLER 
President Emeritus Assistant Manager 
A. C. McGown O. M. Jounson 
Chaplain Emeritus Field Secretary 
E. D. GILpERSLEEVE S. A. Davis 
Past Presidents 
A. C. McGown A. H. Geutinc 
Joun O’Connor C. K. CutsHoLm 


Joun SLATER 


Vice-Presidents 


H. A. RosEnBACcH Frank P. MEYER 
First Vice-President Third Vice-President 
L. E. Lancston N. E. Jacoss 
Second Vice-President Fourth Vice-President 
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A. B. CASPARI A. L. GUDE 
Director for one year 


J. J. SENSENBRENNER 


Director for one year Director for one year 


BOARD OF DIRECTORS 








Three Years 
SEATON ALEXANDER 
Wheeling, W. Va. 
J. C. Fepuer, Jr. 
Louisville, Ky. 
Percy Hart 
New York City 
Irvinc B. Howe 


Boston, Mass. 


M. M. McCain 
St. Louis 


Martin Murray 
Wilkes-Barre, Pa. 

M. A. Connon 
Charleston, S.C. 


D. F. SuLiivan 
Fall River, Mass. 


V. E. Vare 
Kokomo, Ind. 








Two Years 
Harry W. HAHN 


Washington, D. C. 


CHEsTER HEROLD 
San Jose, Cal. 


N. E. Jacoss 
New Orleans 


L. E. Lancsron 
Fort Worth, Texas 


C. LuDEBUEHL 
Pittsburgh, Pa. 


W. A. KNIGHT 
Portland, Ore. 


Roy E. STEvENs 
Ottumwa, lowa 


REUBEN STIEFEL 
Memphis, Tenn. 


A. L. Gupe 
Los Angeles, Cal. 





Three Years 
Joun J. Barro 
Columbus, Ohio 


A. B. Caspari 
Milwaukee, Wis. 


F, E. Foster 
Chicago, Ill. 


H. C. McLauGHLINn 
Cincinnati, Ohio 


Cat MENscH 
Pittsburgh, Pa. 


FranK P. MEYER 
Danville, Il. 


J. J. SENSENBRENNER 
St. Louis, Mo. 


K. W. Watrers 
Buffalo, N. Y. 


W: W. WILLson 
Boston, Mass. 
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K. W WATTERS. 


Director for one year 


H. C. McLAUGHLIN 


Director for one year 
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F. E. FOSTER 


Director for one year 


N.S. R. A. Committees for 1924 
Appointed by President Seaton Alexander 


BY-LAWS 
H. A. RosENBACH, Chairman 
Chicago 
I. B. Howe, 
Boston 
N. E. Jacoss, 
New Orleans 
L. E. LANcsTon, 
Fort Worth 
J. J. SENSENBRENNER, 
St. Louis 
EXECUTIVE 
JouN SLATER, Chairman 
New York 
C. K. CHISHOLM, 
Cleveland 
Frep E. Foster, 
Chicago 
Harry W. Han, 
Washington 


Percy E. Hart, 
New York 





FINANCE 


C. E. WitiiaMs, Chairman 
St. Louis 


Orro HASssEL, 
Chicago 


CHESTER HEROLD 
San Jose 


FREIGHT AND TRANSPORTATION 


C. LUDEBUEHL, Chairman 
Pittsburgh 


CaL MENSCH, 
Pittsburgh 


MARTIN Murray, 
Wilkes-Barre 


GRIEVANCE 


A. E. Tayior, Chairman 
Chicago 
CaRL BURGSTAHLER, 
Chicago 


Harry SILVER, 
Chicago 


INSURANCE 
Victor VAILE, Chairman 
Kokomo 

Joun J. Bairp, 
Columbus 

N. E. Jacoss, 
New Orleans 

Frep S. STEWART, 


Atlanta 
W. W. WILLson, 
Boston 
LEGISLATIVE 
Harry W. Haun, Chairman 
Washington 
ARTHUR Burt, 
Washington 
A. B. CaspPari, 
Milwaukee 
J. C. FEpDLER, Jr., 
Louisville 
H. J. Ricu, 
Washington 
Roy E. STEVENS, 
Ottumwa 


PCE 


-Cedeeceeccaccace 


aS 


CCCCRCaCeCeadeeceeacceceaeqeiade 


(i 












































ix 


D>>D>DDDDDDDDPDDDDDDDDD? =. 


Kats 


CUO 4 


aS 
2 


DP>DDDDDD>DPDDPDPDDDDDDDDDDP>DDDDDD- 


“ 


COTITTTTITITIC CEI CE dy) 








December 27, 1924 


AIT 


2 2 <r CCC ACCC CCT 


CAL MENSCH 
Director for one year 


MEMBERSHIP 
REUBEN STIEFEL, Chairman 
Memphis 
M. M. McCain, 
St Louis 


Frank P. MEYER, 
Danville 


D. F. SULLIVAN, 
Fall River 


K. W. WATTERS, 
Buffalo 


PUBLICITY 


W. W. WILLson, Chairman 
Boston 


CHESTER HEROLD, 
San Jose 

L. E. LANcston, 
Fort Worth 


C. LuDEBUEHL, 
Pittsburgh 


Roy E. STEVENS, 
Ottumwa 

K. W. WaTTERS, 
Buffalo 


Cuas. E. WILLIAMs, 
St. Louis 


ROCA CACacaticdcaeeseceqe 
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H. 


C. McLauGHLIin, 
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JOHN O’CONNOR 
Past President 


RUBBER COMMITTEE 


D. F. SuLLivan, Chairman 
Fall River 


F. E. BALLou, 
Providence 


Gus FENNER, 
Port Huron 


R. METz, 
Chicago 


Cuas. T. MILLER, 
Poughkeepsie 


S. A. SCHULEIN, 
Spokane 


FRANK F. WULFF, 
Colorado Springs 
STYLES 


Cincinnati 


WOMEN’S 


Maurice A. WE!ss, Chairman 


New York 


O. G. ADaMs, 
Chicago 


ELMER A. CLARK, 
Cleveland 


W. A. GEUTING, 
Philadelphia 





General Chairman 








FRANK P. MEYER 
Vice-President and Director 


WOMEN’S ADVISORY 


Maurice A. WE!ss, Chairman 
New York 


E. AMar, 
Cleveland 


T. Henry Back, 
Portland, Me. 


Joun G. BUCKLEY, 
Houston 


F. H. Busn, 
Los Angeles 


Harry CANTROVIT2, 
San Francisco 


J. C. FEpDLER, Jr., 
Louisville 


Harry A. Gipson, 
San Francisco 


I. R. Jacoss, 
New Orleans 


W. A. KNIGHT, 
Portland, Ore. 

A. LaRose, 
Cleveland 

HaroLtp MCNEIL, 
Boston 

C. B. MILLER, 


Columbia, Mo. 


CuHarEs E, Peror, 
Cleveland 
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D. F. SULLIVAN 


Director for three years 


Women’s Advisory—Cortinsued 
Geo, A. PIERCE, 
Minneapolis 
Mito A. SLADE, 
Des Moines 
Frep S. STEWART, 
Atlanta 
Harry C. VOLLRATH, 
Cincinnati 
H. H. Watson, 
Texarkana 
CaroL S. WILLS, 
San Francisco 


MEN’S 
A. E. Taytor, Chairman 
Chicago 
Jesse ADLER, Vice-Chairman 
New York City 
Geo. N. GEUTING, 
Philadelphia 
B. H. Orr, 
Cincinnati 
Cuas, VOLLER, 
Cincinnati 


MEN’S ADVISORY 
A. E. Taytor, Chairman 
Chicago 

Jos. BERBERICH, 
Washington, D. C. 

Morris ELLIs, 
Nashville 

Irvinc B. Howe, 
Boston 
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CHESTER HEROLD 


Director for two years 


Dave KEMPNER, 
Little Rock 

WILLIAM KAUFMANN, 
San Francisco 

R. S. Love, 

Memphis 

GEorGE E. PEIRCE, 
Providence 

1, S. ROSENBERG, 
Joplin 

rn Mas SHERRON, 
Memphis 

W. S. STRYCKER, 
Omaha 


CHILDREN’S 
Maurice YoskINn, Chairman 
Philadelphia 

RALPH BAKER, 
Los Angeles 
CaRL BURGSTAHLER, 
Chicago 


CHILDREN’S ADVISORY 
Maurice Yoskin, Chairman 
Philadelphia 

L. J. BERGMANN, 
Columbus 
Frep R. BrusINc, 
Youngstown 
GEorcE P. Bussey, 
Macon 
ALBERT K. COHEN, 
Little Rock 
H. S. Gorpon, 
Cincinnati 











ROY E. STEVENS 
Director for two years 


W. H. GrirFitu, 


St. Joseph 

JosePH Hart, 
Helena 

A. F. HERDEN, 
Ft. Smith 

Davip B. HUGHEs, 
Providence 

GEoRGE Mouart, 
Bedford 

Cuas. W. RAINSBERGER, 
Pittsburgh 

R. W. STURGEON, 
Des Moines 

CLypE TAYLOR, 
Cleveland 

F. G. WricGHrT, 
Louisville 


WAYS AND MEANS 


A. H. Geutinc, Chairman 


Philadelphia 
C. K. CHISHOLM, 
Cleveland 
A. C. McGow1n, 
Philadelphia 
JoHN O’CONNOR, 
Chicago 
J. P. Orr, 
Cincinnati 
JOHN SLATER, 
New York 


1925 CONVENTION COMMITTEE 
IrvinGc B. Howe, Chairman 


Boston 
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EDWARD BECK 
Style Revue Director 


MISS O. M. JOHNSON 
Assistant Manager, N.S.R. A. 


BOOT AND SHOE RECORDER 





























SAM A. DAVIS 
Field Secretary 


The Back Bone of the N.S. R. A. 


Local Associations and their Officers 


ATLANTIC CITY SHOE RETAILERS’ ASSOCIATION 


S. H. ScnHeL_censerc, President 
1208 Atlantic Ave., Atlantic City, N. J. 


C. Joserpu Rose, Secretary 
1921 Atlantic Ave., Atlantic City, N. J. 


BALTIMORE, SHOE CLUB OF 


Avsert D. Sresincer, President 
216 N. Charles St., Baltimore, Md. 


Daviv Gotpstein, Secretary 
587 N. Gay St., Baltimore, Md. 


BINGHAMTON SHOE RETAILERS’ ASSOCIATION 


C. W. Kexsty, President 
c/o Strange & Kelsey, 76 Court St., 
Binghamton, N. Y. 


E. R. Watrous, Secretary 
c/o Morse & Herrick Co., 44 Court St., 
Binghamton, N. Y. 


BUFFALO SHOE DEALERS’ ASSOCIATION 


Frep C. Kimpatt, President 
83 Grant St., Buffalo, N. Y. 


Crarence I. Lanicn, Secretary 
843 Tonawanda St., Buffalo, N. Y. 


CALIFORNIA SHOE RETAILERS’ ASSOCIATION 
Harry Barrentine, President 


c/o Hanan & Son, 157 Geary St., San Francisco, Cal. 


Metvitte Kaurman, Secretary 
c/o Sommer & Kaufmann, 838 Market St., 
San Francisco, Cal. 
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CONNECTICUT SHOE RETAILERS’ ASSOCIATION 
M. C. Keir, President 
Seymour, Conn. 
W. F. Myers, Secretary 
c/o M. Myers & Son, 135 Orange St., 
New Haven, Conn. 


FORT WORTH SHOE MEN’S CLUB 
E. C. Jorpan, President 
c/o Monnig Dry Goods Co., Fort Worth, Texas 
H. L. Goopspgesp, Secretary 
c/o Goodspeed Bros., Fort Worth, Texas 


ILLINOIS SHOE RETAILERS’ ASSOCIATION 
Eucene Kepcer, President 
Peoria, II. 
W. H. Ackermann, Secretary 
104 S. Sixth St., Springfield, II1. 


INDIANA RETAIL SHOE ASSOCIATION 
Eart Crawrorp, President 
Crown Point, Ind. 
Cryve E. Youne, Secretary 
c/o L. Strauss & Co., Indianapolis, Ind. 


IOWA RETAIL SHOE DEALERS’ ASSOCIATION 
Harry Jacopson, President 
411 Seventh St., Des Moines, Iowa 
Ira L. Wetcn. Secretary 
c/o Welch-Moore Shoe Co., Griswold, Iowa 


KANSAS SHOE RETAILERS’ ASSOCIATION 
F. D. Barxer, President 
Pittsburg, Kansas 
Scuuyter Jones, Jr., Secretary 
220 E. Douglas Ave., Wichita, Kansas 
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GEORGE M. SPANGLER 1. B. HOWE W. W. WILLSON 
N.S. R. A. Manager Chairman of the Convention’s Vice-Chairman of the Executive 
Executive Committee Committee 


LANCASTER SHOE RETAILERS’ ASSOCIATION 
Harry I. Born, President 
3 East King St., Lancaster, Pa. 


LITTLE ROCK, SHOE RETAILERS’ CLUB OF 
Harry Sairer, President 
301 Main St., Little Rock, Ark. 
Norman Brass, Secretary 
504 Main St., Little Rock, Ark. 


LOS ANGELES, RETAIL SHOE DEALERS’ 
ASSOCIATION OF 
Frepv E. Wurst, President 


c/o The Bootery, 611 W. 7th St., Los Angeles, Cal. 


Atrrep E. Apams, Secretary 
706 S. Hill St., Los Angeles, Cal. 


LOUISVILLE SHOE DEALERS’ CLUB 
J. C. Fevrer, Jr., President 
c/o Boston Shoe Co., 417 S. 4th Ave., 
Louisville, Ky. 
T. R. Browne, Secretary 
c/o Husch Bros., 212 Fourth Ave., 
Louisville, Ky. 


MAINE RETAIL SHOE MERCHANTS’ ASSOCIATION 
T. Henry Brack, President 
539 Congress St., Portland, Maine 
Merron A. Lane, Secretary 
381 Congress St., Portland, Maine 


MASSACHUSETTS RETAIL SHOE MERCHANTS’ 
ASSOCIATION 
I. H. Morse, President 
88 Merrimack St., Lowell, Mass. 
Frev W. Shact, Secretary 
c/o Gilchrist Co., 417 Washington St., 
Boston, Mass. 


MICHIGAN SHOE RETAILERS’ ASSOCIATION 
Tuomas J. Jackson, President 
41 E. Adams Ave., Detroit, Mich. 
Gerorce E. Owens, Secretary 
322 Genessee Ave., Saginaw, Mich. 
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MILWAUKEE SHOE RETAILERS’ ASSOCIATION 
M. Diamonp, President 
c/o Diamond Shoe Co., 407 Grand Ave., 
Milwaukee, Wis. 
W. F. Wueart, Secretary 
c/o W. & J. Wuerl, 2726 Lisbon Ave., 
Milwaukee, Wis. 


MISSOURI RETAIL SHOE DEALERS’ ASSOCIATION 
M. M. McCain, President 
c/o The Shoe Mart, 711 Washington Ave., 
St. Louis, Mo. 
E. Kappes, Secretary 
8110 N. Broadway, St. Louis, Mo. 


MOUNTAIN STATES SHOE RETAILERS’ ASSOCIATION 
Rosert H. Jounston, President 
Denver, Colo. 


MUSKOGEE SHOE RETAILERS’ ASSOCIATION 
R. H. Sotsspury, President 
c/o The Booterie, Muskogee, Okla. 
Georce S. Howarp, Secretary 
c/o Durnil Dry Goods Co., Broadway at Fourth, 
Muskogee, Okla. 


NASHVILLE, THE ASSOCIATED RETAILERS OF 
J. P. Bert, President 
c/o Bell’s Booteries, 504 Church St., 
Nashville, Tenn. 
Sapie Hartman, Secretary 
302 Chamber of Commerce, Nashville, Tenn. 
NEBRASKA SHOE DEALERS’ ASSOCIATION 
Harry T. Breck, President 
c/o Walk-Over Shoe Store, 317 S. 16th St., 
Omaha, Neb. 
Frep E. Anperson, Secretary 
c/o Smith, Hultin & Anderson, Wahoo, Neb. 
NEW ORLEANS, THE SHOE ORGANIZATION 
OF THE CITY OF 
(Branch of the Retail Merchants’ Bureau under the 
Chamber of Commerce) 
Puit A. Scuiro, Chairman 
c/o Schiro’s, 1020 Canal St., New Orleans, La. 
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H. E. HAGAN 


Chairman of Convention Reception 
and Entertainment Committee 


NEW YORK SHOE RETAILERS’ ASSOCIATION 
(State) 
Morr B. Hucuey, President 
Main St., Watkins, N. Y. 
Harry A. Cuase, Secretary 
c/e The Shoe Retailer, 16 State St., 
Rochester, N. Y. 


NEW YORK CITY, RETAIL SHOE DEALERS’ 
ASSOCIATION OF 
Jesse Aver, President 
c/o Adler Shoe Co., 215 W. 125th St., 
New York, N. Y. 
Jacouss S. Hirscu, Secretary 
c/o L. M. Hirsch Shoe Co., 670 Sixth Ave., 
New York, N. Y. 


NORTHWESTERN SHOE RETAILERS’ ASSOCIATION 
J. A. Lancuey, President 
c/o Mannheimer Bros., St. Paul, Minn. 
H. S. McIntyre, Secretary 
c/o Northwest Commercial Bulletin, 
3332 3rd Ave., So., Minneapolis, Minn. 


OHIO VALLEY RETAIL SHOE DEALERS’ 
ASSOCIATION 
Paut W. Crawrorp, President 
138 N. Main St., Lima, Ohio 
Henry F. Hacemann, Secretary 
175 S. High St., Columbus, Ohio 


OKLAHOMA SHOE RETAILERS’ ASSOCIATION 
D. M. Fezrer, President 


c/o Puss-In-Boots Bootery, Oklahoma City, Okla. 


Sot Jacons, Secretary 
Tulsa, Oklahoma 


OREGON SHOE RETAILERS’ ASSOCIATION 
Geo. Wirtiams, President 
c/o Florshiem Shoe Store, 350 Washington St., 
Portland, Ore. 
J. L. Zincetmann, Secretary 
c/o Mode Art Shoe Shop, 352 Morrison St., 
Portland, Ore. 
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JOHN FISCHER 
Chairman of Footwear Style Revue 
Committee 
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F. W. SMALL 
Chairman of Hotel Committee. 


PENNSYLVANIA SHOE RETAILERS’ ASSOCIATION 
Lee Reineserc, President 
7 S. George St., York, Pa. 
Grorce M. Garman, Secretary 
258 N. 52nd St., Philadelphia, Pa. 


PHILADELPHIA SHOE RETAILERS’ ASSOCIATION 
Grorce McLaucuuin, President 
c/o Gimbel Bros., 9th and Market Sts., 
Philadelphia, Pa. 
Horace J. Genter, Secretary 
1022 Chestnut St., Philadelphia, Pa. 


PITTSBURG RETAIL SHOE DEALERS’ ASSOCIATION 
J. B. Morrison, President 
c/o Rosenbaum Co., Penn and 6th Sts., 
Pittsburgh, Pa. 
Morris Browpy, Secretary 
600 Homewood Ave., Pittsburgh, Pa. 


RHODE ISLAND SHOE RETAILERS’ ASSOCIATION 
E. S. Larayvetre, Vice-President 
Lafayette Shoe Co., 144 Main St., 
Woonsocket, R. I. 
M. Castreruin, Secretary 
c/o Regal Shoe Co., Westminster St., 
Providence, R. I. 


ROCHESTER SHOE RETAILERS’ ASSOCIATION 
Joun H. Scumanxe, President 
1480 Dewey Ave., Rochester, N. Y. 
A. F. Smirn, Secretary 
12 Main St., East Rochester, N. Y. 


SAN FRANCISCO SHOE RETAILERS’ ASSOCIATION 
Jacx G. Rocers, President 
c/o C. H. Wolfelt Co., Inc., 152 Geary St., 
San Francisco, Cal. 
Max H. Sommer, Secretary 
c/o Sommer & Kaufmann, 838 Market St._ 
San Francisco, Cal. 
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H. F. McNEIL 


Chairman of the Convention 
Advertising Committee 


SEATTLE RETAIL SHOE DEALERS’ ASSOCIATION 


E. N. Puevan, Secretary 
c/o Retail Trade Bureau, 900 Arctic Bldg., 
Seattle, Washington 


SOUTH BEND SHOE RETAILERS’ ASSOCIATION 
A. J. Kuincet, President 
c/o Klingel Shoe Store, South Bend, Ind. 


Cc. H. Towne, Secretary 
c/o Beacon Shoe Store, 114 W. Washington Ave., 
South Bend, Ind. 


SJUTHEASTERN SHOE RETAILERS’ ASSOCIATION 


Mose M. Smurn, President 
c/o The Globe Shoe Store, Savannah, Ga. 


M. A. LaFourcape, Secretary 
c/o J. F. Condon & Sons, 431 King St.. 
Charleston, S. C. 


SPOKANE SHOE RETAILERS’ ASSOCIATION 


Ortro Eocerts, President 
Spokane, Wash. 


SYRACUSE SHOE RETAILERS’ ASSOCIATION 
Ernest N. Park, President 
c/o Park-Brannock Shoe Co., S. Salina St., 
Syracuse, N. Y. 
J. E. Peaxins, Secretary : 
c/o S. Burdick & Sons, Inc., S. Salina St., 
Syracuse, N. Y. 


TEXAS SHOE RETAILERS’ ASSOCIATION 
H. C. Scocams, President 
Houston, Texas 


Ernest C. Jorvan, Secretary 
c/o Monnig Dry Goods Co., Fort Worth, Texas. 


I. H. 
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MORSE 


Chairman of Convention 
Registration Committee 


C. W. SPENCER 


Committee 


TRI-STATE SHOE RETAILERS’ ASSOCIATION 
O. S. Poze President 
c/o Poe Shoe Store, 302 Main St., 
Little Rock, Ark. 
Ase J. Kempner, Secretary 
c/o Ike Kempner & Bros., 420 Main St., 
Little Rock, Ark. 


VERMONT SHOE RETAILERS’ ASSOCIATION 
Crarence A. Brown, President 
Rutland, Vt. 
B. J. Bornton, Secretary 
Burlington, Vt. 


WASHINGTON (D. C.) SHOE RETAILERS’ 
ASSOCIATION 
Joseru Bersericn, President 
c/o R. Berberich Sons, 1122 7th St., 
Washington, D. C. 
Artuur Burt, Secretary 
1343 F Street, Washington, D. C. 


WISCONSIN SHOE RETAILERS’ ASSOCIATION 
Ricnarp Sacer, President 
Green Bay, Wis. 


Harry Lucas, Secretary 
731 Third St., Milwaukee, Wis. 


TOLEDO SHOE AND LEATHER CLUB 
N. C. Netter, President 
c/o. The Lasalle & Koch Co., Huron & Adams St., 
Toledo, Ohio 
J. H. Comps, Secretary 
230 Superior St., Toledo, Ohio 


DAYTON SHOE RETAILERS’ CLUB 
P. J. Myer, President 
17 E. Fourth St., Dayton, Ohio 
Paut E. Jounson, Secretary 
39 S. Main St., Dayton, Ohio 


Chairman of Convention Finance 
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Washington Street, 

the main artery of 

retail Boston— 
looking South. 











Wallace's 


mirror. 





Andrews’ low window. 
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Be Neighborly in G 
oston 


A large part of the value of 
a convention trip is the oppor- 
tunity it gives to visit other 
stores to learn at first hand how 
other merchants do things. 

Boston is so conscious of the 
fact that it is a shoe city that in 
every store you will see some 
method of merchandising or dis- 
play handled in an efficient and 
helpful way. As a shoe buyer 
and merchandiser you will want 
to visit Boston stores. Every 
latch string is waiting for your 
touch. Be neighborly! 
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These magnificent 
etchings were pre- 
pared for the Con- 
vention by the 
Copley-Plaza Hotel. 


Willson’s 
double window. 


Hose, mufflers, 
and shoes at 
Coes and Young. 
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Ideas on Selling 


Boston is shoe conscious in 
the sense that shoe fitting is at 
a high point of efficiency, and 
it would pay you to visit Boston 























stores to observe how selling is Children’s Dept., 
done on the floor. Filene’s. 
Seats at Boston has the first and finest 


4 ’ 
R. H. White's. retail shoe salesmen’s associa- 


—— tion in the United States. It 
functions in behalf of the 
4] salesmen and to the profit and 
D 1 prestige of the stores. When 
you meet a member of the as- 
sociation at Mechanics Build- 
ing ask him to guide you 
around to the stores of Boston. 
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The “Boston Store” 
in Marshall’s Lane. 


“ a 





r 
New Methods | \I) il ay 

Metheds Pah lo 
In the little details of dis- yw “ 
play you will want to see the j 
Arlace store where the win- 
dow is made the dominant 
feature, whereas the front in 
other stores is usually given 
over to the entrance. You will 
also want to see the Thayer- 
McNeil store on Boylston 
: Street where the illumination 




















on shoes is brought down 
below the level of the eye. 

We could take you through 
every store in Boston and 
point out some real develop- 
ment and ideas that you 
could carry home to your 
own store. But, what we sug- 
gest is that you start out 
some morning of the conven- 
tion week and in each store 
ask the man “in what do you 
excel?” 



































at Thayer McNeil’s 


at Howes’? Walk- e ~) . 
Over Slipper Dept. ¢ near Convention, 
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The Old Gate of 
Harvard College 
with Harvard Hall 
in Background, 
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at Stetson’s. 
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(ome to Boston 


Few industries have the 
opportunity of a college 
course presented in conven- 
tion. That is what you will 
get in talking with the 
Bureau of Business Research 
experts. Why not also make a 
trip to Harvard College and 
on the way observe how the 
college man is served in the 
shoe stores of Boston? 

May we also on this page 
express our general apprecia- 
tion to the Copley-Plaza 
Hotel for the fine etchings 
here presented. 
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The ~—Merchant’s True Function 


I. to select and determine the footwear of his 
community. Variety in footwear gives zest to 
merchandising and we feature specialties to give 
extra pair opportunity. These pages show chil- 
dren’s, women’s, boys’ and men’s footwear and 
indicates how far afield a merchant can go in 
rendering extra service in making extra profits. 
In every community the merchant as the pur- 
chasing agent should determine to what extent 
his trade will accept these specialties and as to 
how deep he will go into the purchases thereof. 















on little tot’s carriage or auto boot makes 
its appeal to parents and friends who want 
something especially nice and are willing to pay 
the price. 


] HE fancy little carton with its soft soles and 


silk hosiery in colors is an all-year round selling 


number at about $5. This is essentially a gift 
proposition, but is good every month of the year. 


quill einai of grandpa’s boots in 


patent leather with a red top trimming. Prac- 
tically every store needs a pair of these as dec- 
orations in their children’s department, which 


eventually leads to a number of sales thereon. 
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The Range of a Womans Wardrobe Depends Upon the 
Initiative Shown by Her Local Footwear Outfitters 






y a Prince of Wales brought over a pattern 
similar to this and it has been translated into 
footwear for southern California wear The lac- 
ing is of leather with fringed tips. 








oe See as a trimming has returned in 


high favor and here we see a combination of 
Madrid.suede for Palm Beach wear. 






= 
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] HE flying strap on this number is a new 
feature and the material is of gold kid. It is the 
latest extravagance in the boudoir line. 





0A x entirely new field of shoe selling has 


been opened up with the elaboration of boudoir 
slippers and no woman’s wardrobe is complete 
without some fancy, fluffy novelty. Here is one 
of lace and fancy work that sells at $20 the pair. 
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Men Have Been Neglected on Specialties. Why not Sell 
Men Extra Pairs for Special Occasions? 






Greve pigskin shoes are returning to favor 
after a ten-years’ holiday. It’ makes an ‘es- 
pecially attractive number with the multi-colored 
diagonal hose. 





> a experiments are being made in golf 


shoes to combine new effects in patterns with 
soles that are practical on the links. 












ics dress is on the increase and the 
scheme of things is black and white. The plain 
toe leads them all. 













ly 
YW IrH radio and cross-word puzzles keeping 
men indoors, there has been a new call for 
Cavalier boots. These are salable the year round 
if you emphasize the utility of them. 
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Every Sport Should Have its (ounterpart in Footwear. 
The Unusual for the Well Dressed Sportsman 
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oy. fone and ready, practical, professional 


mountain climbing boot with iron calks and a 
webbing snow guard at the top. 
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~ po short riding boot that takes puttees 
with it has been developed for the strenuous 
rider who takes his morning gallop and who 
wants his regular boots for more formal hunts. 





: girl campers in Yellowstone Park were 
first to discover the value of the moccasin type 
of leg boot and now envied is the girl who has 
them. This is getting to be the only boot in a 
woman’s wardrobe for amateur hill climbers. 
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N. S. R. A. Style Revue Will Be a 
Selling Show 


Artistic and Practical Shoes to Be Featured Rather Than 
Spectacular Types 


HE N. S. R. A. Shoe Style Revue of January 

12-15 will feature “Shoes for Occasions.” The 

spectacular will be avoided and the artistic and 
practical emphasized. The Style Revue will be essen- 
tially a selling show. The public will not be admitted, 
the entire seating capacity being devoted to the trade, 
with the best seats for the visiting buyers. 


A 300-Foot Runway 

The 300-foot runway will extend from the broad 
stairways on either side of the stage, around the bal- 
conies. The back-ground of the runway will be a green 
hedge of a height about to each girl’s shoulders, with 
just enough floral decoration to give a pleasing color 
effect. At frequent intervals along the fashion parade 
will be “stands” of black velvet, large enough so that 
if a house has two or three models and it is desired to 
have them grouped together, they will have no trouble 
in standing abreast on one of these squares. Each of the 
hundred or more models will stop 
when she arrives at one of these 
black velvet squares and will in no 
case be further than twelve feet 
away from the spectator in that par- 
ticular section. Each model will dis- 
play in every “square.” The lights 
will play on this footwear in 
such a manner as to give to 
each the correct color tones. 
The system of illuminating 
has been under constant su- 
pervision and re-testing for 
the past four years, so that 
now it is considered abso- 
lutely correct. For, instance, 
when black patent leather is 
displayed the leather has no 
glint of red, but looks just as 
it does in clear daylight; 
other colors will likewise ap- 
pear as if viewed in the shoe 
store. 

As to the stage—when the 
curtain lifts after the ballet 
and prologue there will be 
disclosed a broad staircase, 
down which the models will 
walk, preparatory to their 
ascending one of the stairways 
at one side of the stage—on 
their “round-the-hall” trip 
and which broad staircase they 
will ascend after they have 


around balconies. 









NS. R.A. ‘Revue Sidelights 


@ Essentially a selling show. 

@ Two evening shows—8 and 10. 

@ Seating capacity for trade only. 

@ A 300-foot runway for models to extend 


@ “Shoes for Occasions”—patterns of every type, 
all practical, to be shown. 

@ Decorative stage motif—garden. 

@ High class vaudeville part of program. 


descended the stairway at the opposite side of the stage. 
The decorative motif of the stage will be a garden, with 
a wall, real foliage and flowers, with a blue sky over- 
head. A lyric with appropriate music will tell the story 
of “The Old Woman Who Lives in a Shoe.” This is 
now being written by Style Show Director Edward 
Beck. The ballet and entertainers will be professionals 
from the Keith circuit. 

The Style Show will open “flash effect,” the ballet 
girls, the flowers, the foliage, and the blue sky pre- 
senting a brilliant “ensemble.” There will be two eve- 
ning shows: on Monday, January 12, and Wednesday, 
January 14, from 8:15 P.M. to 10 P.M., and an 
afternoon show on Tuesday, January 13, from four 
to six o’clock. Each show will consist of two periods, 
with enough first-class vaudeville to vary any possible 
monotony of the fashion revue. There will be shoes 
shown for every occasion—from early morning until 
“after the ball,” and every member of the family. 

Among the models will be many 
of the famous ones—such as Miss 
Martha Allen, known all over the 
country; Miss Etting, a singer of 
reputation, known as ““The Chicago 
Sweetheart;” Miss Mildred Farrar, 
Boston; and Mildred Bahr of Chi- 
cago. 

As to size of shoes, the 
4B’s are represented by about 
90 per cent, the other 10 per 
cent of the women models 
wear larger shoes, in accord- 
ance with the type of model 
wished. A_ firm showing 
buckles has selected a model 
with a 7A shoe—the exhibitor 
believing the rhinestone orna- 
ments will be more effective 
in this larger size. 


Looks for Sales 

Mr. Beck, director, is con- 
fident that the setting for the 
show will be regarded as 
ideal by all who attend. 

The entire floor of the hall 
is devoted to the displays. The 
color scheme of the booths is 
French gray and white— 
flowers and foliage will be 
used in such tones and con- 
trasts as to give a pleasing 
color symphony. 
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Layout of Booths in 
Mechanics Building. 
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MAIN ENTRANCE 





The Latest Style Developments Will Be Shown 


Name 


ALDEN WALKER & WILDE 
ANDERSON CO., A. J. 
AMERICAN SEATING CO. 
AULT-WILLIAMSON CO. 

AVON SOLE CO. 

ARNOLD CO., M. N. 

ADAMS, F. E. CO. 
ARMSTRONG CORK CO. 
AMALGAMATED LEATHER CO. 


BARRY CO., T. D. 
BAKER CO., GEO. W. 

BATES CO., A. J. 

BARBOUR WELTING CO. 

BANCROFT WALKER CO. 

BEEBE & SONS, LUCIUS 

BLISS PERRY CO. 

BOOT AND SHOE RECORDER 

BOYD WELSH CO. 

BRAUER BROS. 

BRESNAHAN SHOE CO. 

BRITISH RUBBER GROWERS’ ASSOCIA'1ION 
BROWN CO., C. D. 

BURROWS SHOE CO. 

BERRY, A. H. 

BECKWITH BOX TOE CO. 


BOSTON SHOE SALESMEN’S ASSOCIATION, INC. 


BENDER SHOE CO. 
BETTY SHOE CO. 
BOSTON RETAIL CLERKS’ ASSOCIATION 


CAPITAL SHOE MAKERS 
CLAPP & SONS, EDWIN 


Address 


E. Weymouth, Mass. 
Amesbury, Mass. 
Chicago, III. 
Auburn, Maine 
Avon, Maas. 

No. Abington, Mass. 
Seabrook, N. H. 
Lancaster, Pa. 
Philadelphia, Pa. 
Brockton, Mass. 
Brooklyn, N. Y. 
Webster, Mass. 
Brockton, Mass. 
Boston, Mass. 
Boston, Mass. 
Newburyport, Mass. 
Boston, Mass. 

St. Louis, Mo. 

St. Louis, Mo. 
Boston, Mass. 

New York City 
Rochester, N. Y. 
Rochester, N. Y. 
Portland, Maine 
Boston, Mass. 
Boston, Mass. 
Lynn, Mass. 

New York, N. Y. 
Boston, Mass. 

St. Louis, Mo. 

E. Weymouth, Mass. 


R. A. Convention Exhibitors 


Booth No. 
109 
121 
204 

126-127 
238 
89 
232 
23 
241 
61 
248 
59 
64 
80 
206 
77 
111-116 
263 
264 
78 
209 
1 
240 
237 
226 
27 
S44 
244 
25 
265 
66 
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Name 
COMMONWEALTH SHOE & LEATHER 
CONRAD SHOE CO. 
CRYSTAL FIXTURE CO. 
CHURCHILL ALDEN CO. 
CARLISLE SHOE CO. 
CHANDLER CO., N. K. 
CRADDOCK TERRY CO. 
CUSHMAN HOLLIS Co. 
CREIGHTON CO., A. M. 
CROSSETT LEWIS A. 
CEDAR CLIFF SILK CO. 
CROXTON-WOOD CO. 
DALLY CO., F. F. 

DALY BROTHERS SHOE CO. 
DAYTON LAST CO. 
DUNBAR PATTERN CO. 
DIAMOND SHOE CoO. 
DALRYMPLE DUDLEY CO. 


ENDICOTT JOHNSON CO. 
EVERLASTIC CO. 

EATON SHOE INDUSTRIES, CHAS. 
EVANS SHOE CO. 

EMERSON SHOE CO. 
FARNSWORTH HOYT CO. 
FLORSHEIM CO. 

FOEDERER CO., R. H. 

FIELD & FLINT CO. 

FERRIS SHOE CO. 

GELLER SHOE MFG. CO., ANDREW 
GLEASONITE PRODUCTS 
GARSIDE & SONS, A. 
GOLDSTEIN, WILLIAM 
GOODRICH CO., HAZEN B. 
GOLO SLIPPER CO. 

GOODYEAR TIRE & RUBBER CO. 
GREAT NORTHERN SHOE CO. 
GROUND GRIPPER SHOE CO. 
GRIESS PFLEGER CO. 

GREGORY & REED 

GROVER’S SONS CO., J. J. 

GILL PUBLICATIONS 

HALE RUBBER CO., ALBERT 
HAMILTON BROWN CO. 
HARVARD BUREAU 

HOLLAND SHOE CO. 

HOYT CO., F. M. 

HUCKINS & TEMPLE 





Address 


Whitman, Mass. 
Brockton, Mass. 
Chicago, Ill. 
Brockton, Mass. 
Carlisle, Pa. 
Boston, Mass. 
Lynchburg, Va. 
Boston, Mass. 
Lynn, Mass. 

No. Abington, Mass. 
New York City 
Philadelphia, Pa. 
New York, N. Y. 
No. Brookfield, Mass. 
Dayton, Ohio 
Brockton, Mass. 
New York, N. Y. 
Haverhill, Mass. 
Endicott, N. Y. 
Chelsea, Mass. 
Brockton, Mass. 
Wakefield, Mass. 
Rockland, Mass. 


Boston, Mass. 
Chicago, Ill. 
Philadelphia, Pa. 
Brockton, Mass. 
Philadelphia, Pa. 
Brooklyn, N. Y. 
Brockton, Mass. 
Brooklyn, N. Y. 
New York, N. Y. 
Haverhill, Mass. 
New York, N. Y. 
Akron, Ohio 
Boston, Mass. 
Boston, Mass. 
Boston, Mass. 
Lynn, Mass. 
Lynn, Mass. 
Boston, Mass. 
Atlantic, Mass. 
St. Louis, Mo. 
Cambridge, Mass. 
Holland, Mich. 
Manchester, N. H. 
Milford, Mass. 


























Revere Hall. 


Booth No. 
110 

105 

24 

106 

239 

530 

90 

216 

49 

4 

17 

125 

, 65 
231 

210 

95 

69 

3 
117-118-119-120 
220 

122 

128 

54 

79 

82 

207 

48 

242 


256 

5 

251 
254 

233 
221-222 
101 


219 


2 to 38, 130 to 134 


228 
46 
113 
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Name 
HUNT-RANKIN CO. 
HURLEY SHOE CO. 
INFORMATION 
I. T. S. CO. 
JOHNSTON & MURPHY 
JULIAN KOKENGE CoO. 
JOHANSEN BROS. 
JOHNSON STEVENS & SHINKLE CO. 
KEN-MAR HOSIERY CO. 
KEITH CO., GEO. E. 
KELLY CO., GEO. J. 
KEPNER LEATHER CO., C. D. 
KOZAK McLAUGHLIN CO. 
KING, MRS. A. R. 
KEYSTONE SOLES SHANK CO. 
LAX & ABOWITZ 
LEVOR & CO., G. 
LYONS CO., HUGH 
LAPIDUS, NORRIS 
LAIRD SCHOBER CO. 
LAWRENCE LEATHER CO., A. C. 
LEWIS, INC., HERMAN E. 
LEBOSQUET MOORE CO. 
LONDON SHOE 
LITTLE, A. E. 
LYNN LAST CO. 
MERRILL PORTER CO. 
MILFORD SHOE CO. 
MODERN SHOEMAKING . 
MELANSON, J. I. 
MILLER, & SONS, I. 
MAZER BROTHERS 
McNICHOL & TAYLOR 
NETTLETON CoO., A. E. 
OCEAN LEATHER CO. 
OLD COLONY SHOE 
PANCO RUBBER CO. 
PANTHER RUBBER MFG. CO. 
PINCUS TOBIAS CO. 
PECK SHOE CO. 
PEDIGO WEBBER CO. 
PLANT CO., THOS. G. 
PREBLE THOMPSON BOX TOE CO. 
QUABAUG RUBBER CO. 


RACINE SHOE CO. 

RICE & HUTCHINS CO. 
RICHARDS & BRENNAN 

RICKARD SHOE CO. 

REYNOLDS & CO. 

RUBBER GROWERS’ ASSOCIATION 


SCHOLL MFG. CO. 
SELBY SHOE CO. 

SHOE RETAILER CO. 

SLATER CO., C. B. 

SHAPIRO SAMUEL 

SHOE SPECIALTY MFG. CO. 
SHOE STYLE DIGEST 
SMITH SHOE, J. P. 

STACY ADAMS CO. 
STANDARD KID CO. 
STETSON SHOE CO. 

STONE TARLOW CO. 
SANITAX ARCH SUPPORT 
SEGAL & SONS 

THOMPSON BROS. 
THOMSON CROOKER CO. 
TOOMAY CO. 

UNITED STATES RUBBER CO. 
UNITED SHOE CO. 

UNITED SHOE MACHINERY 
U. S. VETERANS BUREAU 


VOGEL BROS. MFG. CO. 
VOLLMAN LAWRENCE CoO. 


WALL STREETER & DOYLE 
WEBER BROS. SHOE CO. 
WRIGHT & SONS, E. T. 
WICHERT INC. 
WHITTEMORE BROS. 
WIZARD APPLIANCE CO. 
WITHERELL & DOBBINS 
WILLIAMS SHOE CO., ARTHUR D. 
WESSELL & SONS, A. E. 
WISE & COOPER CO. 
WATSON SHOE CO. 


RECORDER 


Address 


Boston, Mass. 
Rockland, Mass. 


Elyria, Ohio 
Newark, N. J. 
Cincinnati, Ohio 
St. Louis, Mo. 
St. Louis, Mo. 
Philadelphia, Pa. 
Campello, Mass. 
Lynn, Mass. 
Boston, Mass. 
Brooklyn, N. Y. 
Philadelphia, Pa. 
Lynn, Mass. 
Brooklyn, N. Y. 
Gloversville, N. Y. 
Chicago, IIL. 

New York, N. Y. 
Philadelphia, Pa. 
Boston, Mass. 
Haverhill, Mass. 
Haverhill, Mass. 
New York, N. Y. 
Lynn, Mass. 

Lynn, Mass. 

Lynn, Mass. 
Milford, Mass. 
Boston, Mass. 

No. Adams, Mass. 
Brooklyn, N. Y. 


New York City, N. Y. 


Lynn, Mass. 
Syracuse, N. Y. 
Newark, N. J. 
Brockton, Mass. 
Chelsea, Mass. 
Stoughton, Mass. 
Brooklyn, N. Y. 
Worcester, Mass. 
St. Louis, Mo. 
Boston, Mass. 
Lynn, Mass. 

No. Brookfield 
Racine, Wis. 
Boston, Mass. 
Randolph, Mass. 
Haverhill, Mass. 
Providence, R. I. 
New York City 
Chicago, III. 
Portsmouth, Ohio 
Boston, Mass. 

So. Braintree, Mass. 
New York, N. Y. 
St. Louis, Mo. 
Boston, Mass. 
Chicago, IIl. 
Brockton, Mass. 
Boston, Mass. 

So. Weymouth, Mass. 
Brockton, Mass. 
Chicago, Il. 
Philadelphia, Pa. 
Brockton, Mass. 
Boston, Mass. 
Boston, Mass. 
New York, N. Y. 
Cincinnati, Ohio 
Boston, Mass. 
Boston, Mass. 
Louisville, Ky. 
Cincinnati, Ohio 
North Adams, Mass. 
No. Adams, Mass. 
Rockland, Mass. 
Brooklyn, N. Y. 
Cambridge, Mass. 
St. Louis, Mo. 
Haverhill, Mass. 
Holliston, Mass. 
Camden, N. J. 
Auburn, Me. 
Lynn, Mass. 
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Booth No. 
227 

57 

58 

545 


261 


211 
257 
253 


269 
11-12 
559 
103 


81 
10 


229 
2880 
208 
104 
230 


100 
268 


67 
99 
284 


102 
214 
45 
112 
85-86 
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M. P. McNAIR 
Assistant Director 





M. T. COPELAND 
Director, Harvard Bureau of 
Business Research 
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RICHARD LENNIHAN 
Assistant Director 


Harvard Bureau Will Help Solve Your 
Problems 


INETEEN TWEN- Take up your business problems with the 
| \ TY-THREE was the Harvard Bureau. A staff of 10 men will be 

first year in which jn attendance at the Convention for the pur- 
the average shoe retailer pose of assisting you. Come and bring your 
1924 figures. An opportunity to learn ad- 
vanced business methods and average ex- 
penses of representative firms. The service 
extended by the Bureau is based upon facts 
cent. of net sales, his total nd is free to all visiting retail merchants. 


showed a real recovery from 
the severe business depres- 
sion that began in the mid- 
dle of 1920. His gross mar- 
gin in 1923 was 29.1 per 


expense 27.4 per cent., his 
net profit 1.7 per cent. and 


By MALCOLM P. McNAIR 


and merchandising. These 
men will be under the direct 
supervision of Mr. M. P. 
MeNair, assistant director, 
and Mr. C. E. Fraser, office 
manager, and will be in at- 
tendance from 9 a. m. to 
5 p. m. throughout the four 
days of the convention. 

An important feature of 
the convention in which mer- 
chants will be especially in- 


his stock-turn 1.9 times a Assistant Director, Harvard Bureau of Business terested is the talk to be 


year. As compared with 
1920, sales in unit stores de- 
clined in 1921 and again in 1922; in the meantime, 
expense ratios increased because of the difficulty of 
adjusting salaries and wages and other expenses to 
lower price levels. Although the typical retail shoe 
store made a better showing as regards net profit in 
1923 than in 1922, this improvement was due almost 
entirely to the increase in the average ratio of gross 
margin. In the long run, however, retail shoe mer- 
chants should look to economies in operating expenses 
rather than to increases in gross margin if they are 
to continue their businesses on a profitable basis. For 
this reason, a larger number of shoe merchants than 
ever before are taking a vital interest in - 
the work of the Harvard Bureau of Busi- 
ness Research and the study of operat- 
ing expenses in retail shoe stores, which 
it has carried on for the past 13 years. 


Harvard Experts at Convention. 


For the fourth consecutive year the 
Harvard bureau, at the request of the 
National Shoe Retailers’ Association, 
will have a staff of ten men at the shoe 
convention for the purpose of explaining 
its work to retailers, interesting them 
in co-operating with the bureau and as- 
sisting them in problems of accounting 


Research 





Cc. E. FRASER 
Office Manager 


given by Dean Wallace B. 
Donham of the Harvard 
Graduate School of Business Administration, of which 
the bureau is a part. 


Do You Know Your Cost of Doing Business? 


Do you know how much your sales-force ought to 
cost you? Are you figuring your mark-up correctly? 
Is your rent higher in proportion to your sales than 
the rent of other shoe retailers? If your competitor 
knows and you do not, you are at a disadvantage. Such 
questions as these the bureau’s representatives are 
ready to answer. 

A subject of vital importance to the successful 
management of any retail business is 
that of the cost of doing business. A re- 
tailer may have all the fundamentals of 
success, good merchandise, good location, 
courteous employees, and so on, but, if 
he does not know accurately his own 
costs of doing business his chances of 
remaining a successful merchant are 
slim; and yet many merchants today do 
not know this essential factor. The fault 
of these retailers appears to be careless- 
ness in accounting and an improper 
understanding of what should be includ- 
ed in their cost of doing business. The 

* (Continued on page 149) 
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Filled Out 


The Harvard Experts Can Give You Lots 
of Useful Information and Suggestions 


SCHEDULE FOR RETAIL SHOE STORES 


December 27, 1924 








Bring This to the N.S. R. A. Convention— 









































PROFIT AND LOSS STATEMENT, for year ending 19 
MERCHANDISE STATEMENT 
PETS RSS 2 Bye oa ORS SE eT ey | 
Returns and Allowances to Customers ................... | 
tsa oh cd caed otenabadbbheabddandkenenenseed oe om 100% 
Net Inventory of Merchandise at Beginning of Year........ 
Purchases of Merchandise at Billed Cost................. 
Inward Freight, Express, and Truckage. ................. 
Gross Cost of Merchandise Handled .................... | 
DE Pepa - eae A 
Net Cost of Merchandise Handled....................... | 
Net Inventory of Merchandise at End of Year....:........ | 1 
Net Cost of Merchandise Sold.......................... ™ 
ET ca sabrsedienetstesantarecensssiennss = soe 
EXPENSE STATEMENT | | | 
Proprietor’s, Partners’, or Executives’ Salaries .......... | on = 
All Other Salaries and = —_— See H | —" 
Total Salaries and Wages. . <ocueeesll insetaiienilll 
ci Gcdavickn tases NrseNek vcneuann j onan (5) 
i I cnec Gd cicenusevescestectnsccetens | onan 20 
ttt itedethhiedndeseebsceckcnseawetanabnns ! —_— 
Office Supplies and Postage.............-..--..-e00055 = ene (8) 
DE <cctusththadetnatadciee inant kdeKh ine aenerer | 
Less Rent Received for Subleases of Store Building ... icaeene 
Nd 5 Sc cenwenssyeveuschicernonssen \ ¢nuens(10) 
CE RGd.6 Codd aPaGenvawensssviensscusevernseeeuenn — 
ete ME eeu cns bbcode nit eoke kins | = oe 
Repairs of Store Equipmentt...................66.0000. ; | nbn 
Depreciation of Store Equipmentt....................5.. | | — 
Interest on Borrowed Capital................--.-0ee000- 
Interest on Owned Capital Invested in the | | 
A tnclcuchcovsrriarueks | 
Less Interest and Dividends Received ie — 
at ee ee a 7 ow uen(18) 
os eee ck ecalvebis-Cedneusenees —) 
rr, 2. vk. scacansdeWad bash caved deen | ! —— 
i 
I, i cacrinsonn<naGagoiwesbanstes ine tenneeenien + ee (18) 
NET GAIN STATEMENT | | 
IE on) co Cape edbedvvesvbeauneuesaeeen | — 
Repairing (Net Profit or Loss)... ....... 26.66.0000 -00:: ] 
eee rrr f 
Interest and Rentals Earned | 
Interest on Owned Capital Invested in the Business... . | 
Enter gross amount charged above to expense 
Rent of Owned Store Building... .... 
Enter gross amount charged above to expense 
Less Expense on Owned Store Building 1 
(including taxes, insurance, repairs, 
depreciation, and interest on mortgages) . l 
De RGD 6 ih nik 5 <0 500 <hsike oo sda borneae <u $0) 
Provision for Federal and State Income Taxes ............. , { 
Dividends, Sharings, or Withdrawals ................... 
Surplus or Deficit for the Year... ...............000c0ee et 





























* If you own your store buildings, see page 4 of Explanation of Schedule when making your entry 
t Except on buildings. 
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salary of the proprietor in a retail 
store is properly chargeable to 
operating expenses, although not 
included by numerous merchants. 
If the store is owned, a fair rental 
figure should be charged; likewise, 
if a retail merchant is to judge the 
real profitability of his business, he 
should include among his operating 
expenses a charge for interest on 
owned capital as well as for interest 
paid on money borrowed for use in 


has collected in the course of its 18 
years’ study of the retail shoe trade. 
It will point out to shoe merchants 
where their expenses are high in 
comparison with the expenses of 
other retailers and will suggest 
methods that successful merchants 
have followed in reducing these 
expenses. This service is free to all 
visiting retailers. 

Another feature of the bureau’s 
exhibit will be a display of eight 
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W. T. MERRILL 





the business. Other items, such as deprecia- 
tion of fixtures, losses from bad debts, gifts 
and charity, and so on, often are not included. 
Last year the bureau received a statement 
from a retailer which showed a figure of 
18 per cent for the cost of doing business. 
After his statement had been adjusted by 
the bureau’s siatisticians and all expenses 
had been included, his total expense amounted 
to 28 per cent. This merchant thought he 
was making money. He was not; he was 
losing money. This type of ignorant com- 
putation is one of the worst evils that exist 
today in any retail trade. 


Let the Bureau’s Representatives Help You 
Solve Your Probiems 


Come to the convention with your oper- 
ating expense figures, financial figures and 
copies of the records and forms used in your 
business. Fill out the form on the opposite 
page with your 1924 figures and bring it to 
the convention. The bureau’s representatives 
will analyze your figures, ascertain your costs 
and suggest improved methods. You may con- 
sult them in a confidential and private man- 
ner regarding your business problems. As 
formerly, each of these men will have a 
private booth where you may seek the solu- 
tion of perplexing problems without fear of 
interruption. Every merchant’s problem will 
be considered as strictly confidential. “Confi- 
dential” is one of the bureau’s slogans; in its 
13 years of operation it never has violated 
the confidence of a merchant. 

The bureau, however, will not be at the 
convention for the purpose of dictating to re- 
tailers what they should do. It will give to 
all those who call at the Harvard booths re- 
liable, unbiased facts and figures which it 


Harvard Men 
Who Will 
Help You 
at Boston 








J. C. BUCK | 





F. W. HAWLEY 





THEO. SANDERS J. C. BANCROFT 


H. P. BISHOP 


charts, based on 1923 figures collected from 
all parts of the United States. A series 
of five charts will show the operating ex- 
penses, the net profit and the rate of stock- 
turn for retail shoe stores having different 
volumes of sales. One chart will give.a typical 
operating statement for firms with net sales 
of less than $30,000, another will give similar 
information for firms with net sales between 
$30,000 and 49,000, a third for firms with net 
sales between $50,000 and $99,000, a fourth 
for firms with net sales between $100,000 
and $249,000, and a fifth for firms with net 
sales of $250,000 and over. Thus, a shoe 
merchant operating a small store with a 
volume of sales of less than $30,000 a year 
can compare his figures with the common 
figures for stores doing a similar volume of 
business; at the same time, merchants with 
a volume of sales of $250,000 and over an- 
nually can compare their figures with the 
common figures for stores having a similar 
volume. 

A sixth chart will show the cost of doing 
business in retail shoe stores according to 
the rate of stock-turn. Tabulations made by 
the bureau show that in stores with a rapid 
rate of stock-turn total expense is consider- 
ably lower than in stores with a slow stock- 
turn. Another chart will give expenses, net 
profit and stock-turn for those stores show- 
ing a profit above the common figure for all 
firms reporting. Still another chart will show 
what happened to the customer’s dollar in 
retail shoe stores in 1923. 

During the four days of the convention 
last year the bureau’s representatives held 520 
interviews, secured 67 profit and loss state- 
ments for 123 and took orders for 107 bulle- 
tins and for a total of 5,467 record sheets. 





Vv. C. NORTON 


W. E. MILLER 
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Questions the Harvard Bureau Will Ask 


Bring This Information as Well as 
Your Profit and Loss Statement 


FINANCIAL STATEMENT 
















































































ASSETS LIABILITIES 
Fisedl Yous i004 Pyar io Piso Yoas fie "Year toa 
Date. Date. Date Date. 

CURRENT CURRENT 
Cash on Hand and in Bank..... ee ee Coe eee a 
Notes Receivable (Customers) | Accounts Payable. 
Accounts Reeeivable (Customers) Accrued Items. ... 
Net Inventory of Merchandise”. . 
United States Securities ........ 
OTHER ASSETS OTHER LIABILITIES 
Net Inventory of Equipment... . Real Estate Mort- 
Net Inventory of Supplies... ... gage Notes..... 
ee eee ee ee ee, ee a es a 7 
Real Estate (used in the operation = 

of the Business) ......0...00005 a 
SUITED . ccccccccsccccsess 

Saaatbal BALANCE......... q 

pr rere Total Liabilities. . 












































© These entries should be the same as those given for Net Inventory of Merchandise at Beginning of Year and Net Inventory of 
Merchandise at End of Year on the other side of this schedule. 


Please answer the following questions to aid in interpreting the figures on the other side of this schedule, so that reports 
from all businesses will be on the same basis for comparison. 









































1. Local rate of interest on reasonably secure, 8. Approximate gross receipts in 1924 in the following lines; 
long-time investments. ............. —— | Siti: te ce 

: Boys’ and youths’ shoes... $: 7 
2. Is your busines owned by an Women’s shoes ........... $ = 
takes cascctaivicsvecde: Senemiein Misses’ and children’s shoes $ % 
? Infante’ shoes ............ $. % 
rer errs reer te shstanennaniign mn — @ % 
CREE. « ccecccnsesgecceciccs cxmmcibean _ Rubbers............-+++. é % 
Number of active partners or officers... —___ ——: peeere : - 
Number of full-time employees... ..... ‘eameitiliiaes Other merchandise ......... $ ° 

Total gross receipts ..... iceman 

3.--If salary of proprietor or all active part- 100 % 
ners has not been included in expense, 9. Total mark-downs i 
what is a fair cltarge for their services?... $.._.. PREP onenaeeeg ees _———- 

‘10. Net sales and orders placed i months: 
4. Do you own your store building?....... —- ~~ vz pea! " 
Have you included a fair rental charge on —_——- Orden Feat 
the other side of this schedule?......... ssniianeainiell a,” -— —_e ~~ anda —____— 
If not, for what amount could yaur store Mareh. .... Eins. March... tin a 
building be rented?..........-.0+++++- a a... . 

5, How many stores do you operntet...--- ————— Sang 22? go gum RT 
How many stores does this profit and loss ae | Bite cca 
statement cover?........-..-.0-eeeeee ——— August... $_. __ | August..... ax 

@. Ie thischee bast hesputdta September... $..... September... $000. 
department store? ............-..000e- eT ies October.... $.. | October... .. | ES eee 

November.. $. ee en A SEs 

7. Weregll does sold at one price in 19247. _..._. December... $.............. | December... $ 

ne waducapannapeaansentel Daeenemneres a neat ag Ccotsntethies 
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ethods of Merchandising for1925 


Every operation in making and merchandising 
footwear is entitled to a profit commensurate 
with the service rendered, 


HE whole merchandising in- 

dustry feels that we are mov- 
ing into a new phase of distribu- 
tion in 1925. The Recorder has 
sensed it and has made it the 
basis of a comprehensive treat- 
ment of the subject of profitable 
merchandising. We have gathered 
in orderly fashion experience and 
practice in merchandising so that 
the light therefrom will be thrown 
into shoe stores in 1925. 

Some definite points to achieve 
in profitable merchandising have 
been set up with ideals and in- 
spirations on each topic so that 
the trade can feel that soe mer- 
chandising in 1925 can be made to 
pay a fair net profit, considering 
the time, thought, capital and 
ability devoted to it. 

We acknowledge at the very 


start that more intelligent distri- 
bution of shoes will be necessary 
in 1925 in the rank and file of the 
shoe stores of the country, for if 
a semi-professional service is to 
be linked up with the sale of shoes 
to the public it warrants a strong- 
er emphasis on knowledge of feet 
and knowledge of footwear. 


Selected for His Community 


The retail merchant performs a 
final function in distribution and 
gives fulfillment to all preceding 
effort by making merchandise 
available to customers at the time, 
place and in the size and style re- 
quired by them. The retail mer- 
chant will realize in 1925 that his 
true function is that of serving as 
a purchasing agent for his com- 
munity, and that the selections 


which he makes determine his vol- 
ume of business and the profit 
thereon. 

This service of selection of foot- 
wear is based on the class of pub- 
lic that he wants to serve and to 
that end he establishes a store in 
location, arrangements, methods 
and in policies that he thinks will 
best serve that clientele to his 
profit. 


High Points of Service 


It is with the feeling that 1925 
opens up the new era of profitable 
merchandising that we emphasize 
under departmental headings the 
high points of service for 1925. In 
the light of experience, we have 
taken for our authorities the 
opinions of representative retail 
shoe merchants, the selection of 
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which was in the nature of a sam- 
ple cross section of the merchan- 
dising field so that the opinions 
expressed would be as represent- 
ative as possible. 

We have also studied throughly 
the excellent work of the Harvard 
Bureau of Business Research, re- 
ports on marketing and distribu- 
tion issued by the government, the 
research of the National Chamber 
of Commerce; in fact the breadth 
of our information includes not 
only the shoe industry, but every 
allied line of thought pertinent to 
the better management and prof- 
itable merchandising in shoe 
stores, be they large or small. The 
essential point of how to make 
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merchandising profitable in 1925 
are presented herewith. 


Individual Competition Greater 


It will take quicker action, 
closer application, wider style 
knowledge and better merchandis- 
ing ability in every way in order 
to make a shoe store pay a profit 
in 1925. Competition is keen (and 
though merchants will combine in 
co-operative competition by fea- 
turing merchandise and advertis- 
ing on a similar theme, at a given 
time), the biggest part of the year 
will be devoted to keenly competi- 
tive competition by individual 
stores. It has been that way for 
some time and will surely continue 
as such. 


December 27, 192; 


A greater degree of efficiency in 
selling must be developed to make 
merchandising profitable. Quanti- 
ty distribution alone will not solve 
the problem. A “profit-per-pair,” 
together with quantity, will do the 
trick, and we best sum it up in 
our old, time-honored phrase, “get- 
ting more shoes sold right.” 

The year 1925 offers a merchant 
opportunity to place the shoe on a 
better basis of distribution by 
making the public conscious of 
the fact that it is an article of 
utility, comfort and fashion. All 
three ingredients are worthy of a 
price commensurate with the skill 
in its production and the timely 
selection of the right shoe, at the 
right price, by the merchant. 
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Showing the number of persons occupying the es : 
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Making a Budget 





Seaton Alexander says:— 

Contemplating a trip to Europe 
with your family, what would you 
do? 

Put a thousand dollars in your 
pocket and say, I reckon this will 
see me through, or make up a bud- 
get of probable costs and provide 
yourself with a letter of credit 
sufficient in amount to assure 
your making the trip and getting 
back to home sweet home. 

None but a witless man would 
adopt the former method, and yet 
in your business, on the success 
of which depends’ everything 
(financial) in your life, you take a 
chance on’ running it, lose and 
hope to get by. 
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OPERATING EXPENSES 


dium-priced shoes, has about the 
same operating expenses and uses 
about the same methods whether 
he is located in Pennsylvania or 
Oregon. It makes little difference 
whether he is located in a large 
or small city as far as the actual 
methods of laying out his capital 
investment, operating expenses 
and even the arrangement and 
character of his store. 

A budget is simply a pre-deter- 
mined plan for buying, 
and financing. It is based on past 
records, affected by present con- 
ditions and influenced by future 
expectations. The individually- 
owned shoe store, managed by the 
owner, in a community where his 
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Merchant’s distribution of the dollar the consumer pays 
for merchandise. This is the real measuring stick of 
your store budget 


Some do, but a great number of 
the failures in the shoe business 
demonstrates the fallacy of oper- 
ating by guess. 

A budget of finance, of buying, 
of selling, of overhead, etc., is so 
easily set up, so helpful and profit- 
able, that one wonders why the 
question of advisability ever 
arises. Signed, Seaton Alexander, 
Wheling, W. Va. 


+ * . 


Plan by Budget 


ETHODS of store budgeting 
do not vary materially in 
different sections of the country. 
The typical merchant doing a 
business of $30,000 a year in me- 
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customers are neighbors and 
friends, builds a budget based al- 
most entirely upon his own deeds 
and actions, his own capital and 
credit, his own likes and dislikes. 


Too Many “Yes” Men 


For years the characteristic 
habit of & merchant owning that 
type of store, having the authority 
to say “Yes” or “No” to any propo- 
sition that came along, ranging 
from buying to charity donations, 
the impulse has been with him to 
say “Yes” to every proposition. 

As a result, his business was 
run on hunch and rule of thumb. 
There is one sure thing that this 
merchant can only lift himself out 
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of the rut that he is in by sitting 
down with pencil and paper and 
laying out a budget as to what he 
has, and what he expects to do in 
the year 1925 and then stick to it. 
When it comes to buying more 
shoes of a grade that he already 
has enough pairs on hand, he can 
study his budget and give an em- 
phatic “No” to any proposition. 
The Merchandise Budget 

Here is how a man building a 
budget covering $7,500 in capital 
invested for merchandise spreads 
it over his community family de- 
mand: 





Percent- 
age of 
Capital Dollars 
Department Invested Invested 
oe er 8 $600 
Men’s oxfords ............ 15 1125 
Women’s fancy shoes 18 1350 
Women’s staple shoes 32 2400 
Boys’ shoes ...........0++. 3 225 
Children’s shoes ........ 8 600 
ene eTen 3 225 
Rubbers and tennis.. 8 600 
SII anrcenstsnssiesenses 2 150 
BEIT, sicisicsesosesesevesees 3 225 
100% $7500 


He has an automatic stop signal 
in each of these divisions, beyond 
which he does not go. Last year 
he did $30,000.000 worth of busi- 
ness on this investment and kept 
his store on a profit basis. The 
success of the average store is 
measured by the net profit it 
shows, and experience proves posi- 
tively that laying out a budget and 
sticking to it is an absolute neces- 
sity in 1925. 

This merchant had a cash re- 
serve of $2,500.00, out of which he 
financed his business. Reference 
to the Profit and Loss Statement 
elsewhere in this issue gives a 
basis for the financial budget, 
which interlocks with the mer- 
chandise budget. 


* * * 


Make 4 Survey for the. 
Whole Year | 


Your ADVANCE OUTLOOK 
should be studied for the entire 
year. You should be ready in ad- 
vance with good plans for every 
holiday, every season, every spe- 
cial trade event for the coming 
year. It does not pay to trust to 
the spur of the moment. Your 
strongest competitors don’t. You 
need, more than ever before, to 
KEEP POSTED. 
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Right Store Location 





Jesse M. Adler says :— 

Anyone can go into business, 
but everyone cannot make a suc- 
cess in business, and one of the 
important factors is “Location.” 
We all have enough egotism to be- 
lieve that people will make a beat- 
en path to our shop, even though 
it be in an out-of-the-way alley. 

We may feel that we beat the 
other fellow in style and quality; 
we may feel that our service is 
better, and that our business 
methods are, by far, superior to 
those of our competitors. Even 
though one’s methods are better, 
they do not compensate for loca- 
tion. It is best to locate in a busi- 
ness center, where people pass and 
where they go to buy; where you 
get the business of the neighbor- 
hood as well as that which your 
reputation brings. Don’t go in 
some out-of-the-way location, 
where your reputation is the only 
means of bringing trade to your 
shop. 

In picking a location, one must 
go where, is passing your door, 
the class of trade you wish as cus- 
tomers, where you are surrounded 
by many shops of varied lines, 
where the neighborhood - shops 
bear a good reputation and have 
the class of customers you wish to 
cater to. 

Be sure your merchandise is 
right and that your business meth- 
ods are correct. Select a location 
near a subway, trolley line or L 
station and where there are other 
stores. In short, locate only where 
people pass your door. Have an 
attractive front, good window dis- 
plays and try to give good service 
and better shoes than the other 
fellow. Thereby you will keep your 
own trade, and you will get a 
steady increase of business by get- 
ting the new customers that pass 
your store. 

This means steady growth and 
success. One must bear in mind to 
keep overhead down and not to 
over-pay in rent, as rent and large 
overhead eat quickly into profits. 
—Jesse M. Adler, Adler Shoe Co., 
New York City. 
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Retail Store Location 
N outstanding problem in 
starting a retail business is 
location. This matter must receive 
consideration before any type of 
retail store is established in a 
community. A good location is fre- 
quently a store’s best asset, while 
a poor location may be the cause 
of failure even when sound mer- 
chandising policies are practical. 
The merchant should compare 
the advantages of his present lo- 
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A good location is an asset, a poor 
location a liability. An exhaustive 
survey of the field should be made 
before even starting a store. Volume 
of foot traffic enhances location sites, 
if they are of the buying type. Nat- 
ural trading centers usually are logi- 
cal sites. Here is how a “location ez- 
pert” picks the best in a small town. 


cation with possible new ones, re- 
membering that the value of a re- 
tail store location is determined by 
the possibilities it offers of mak- 
ing a profit. 


The retailer, as purchasing 
agent of the community, has a 
duty to fulfill: That of providing 
commodities and services to his 
community economically and con- 
veniently. Therefore, before as- 
suming the responsibilities of a 
purchasing agent, the merchant 
should analyze the community, to 
see if there is really an opening 
for him. 


Can Another Store “Live” 


Before deciding to locate a re- 
tail store in any community, a 
study of the local market should 
be made with relation to the ques- 
tion of the economic need of an- 
other such store. The situation 
with respect to competition, should 
be examined. How many and how 
large are the present stores? 
What is their financial strength? 
Do they carry a sufficient stock of 
merchandise, and what service do 
they offer to their trade? 

The most essential element of a 
good store location is the oppor- 
tunity it offers to sell goods where 
people naturally come to trade, 
either because of convenience or 
because of habit. The location 
passed by the greatest number of 
people is the most valuable for re- 
tail store purposes. The actual vol- 
ume of traffic may be analyzed by 
the hours of the day. Large crowds 
of working people hurrying to and 
from factories at times of open- 
ing and closing are not good cus- 
tomers for some types of goods. 
The hours at which traffic is 
heaviest are important in indicat- 
ing the purpose on which it is 
bent. The number of people who 
come out to shop and buy is the 
real factor of importance in the 
total that pass a location. 





How to Buy 
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Charles E. Petot says: 

Buy from reason—not senti- 
ment. Buy what will sell quickly 
and in the sizes that are sure to 
sell—that’s the way to buy.— 
Charles E. Petot, Cleveland, Ohio. 

* — * 

HOE buyers may be classified 

as follows: Those who buy to 




















fill up the store, and those who 
buy to make money. There are still 
a number of men engaged in the 
selling of shoes at retail who 
are unfortunate in owning or 
leasing stores shaped along the 
lines of a bowling alley. Without 
recourse to records, the buying 


is done on the basis of filling up 





December 27, 1924 








De 


oe 


ao of @ 






sing 
8 a 
ding 
his 
con- 
as- 
fa 
lant 
r, to 
ning 





y]- 


1924 December 27, 1924 











the shelves. In town after town, 
such conditions prevail, but for- 
tunately the total number of these 
establishments is growing smaller. 

The man who is buying to make 
money is guided by past experi- 
ence, records and advance infor- 
mation. The questions of sizes, 








A well-rounded buying chart. Fif- 

ty-two per cent of total sales are 

$9.00 shoes, of which 20% are 

turns, 21% welts and 11% sports, 
and so on. 


amount to buy, what proportions, 
why and when, are all answered 
by charts and_ graphs, finely 
worked out. Guesswork is elimi- 
nated by the correct interpreta- 
tions of these guides. Buying to- 
day is nearer an exact science 
than ever before. 

Being a science, it requires a 
trained mind to properly inter- 
pret last year’s records into next 
year’s needs. Buying is based on 
expert knowledge of the market, 
prices and tendencies, consequent- 
ly, is not the result of random 
decisions or even hunches. It is 
the culmination of a logical con- 
clusion. 

The buyer is the mainspring of 
the business, be he proprietor or 
one of the sales force. His work 
comes first, and his judgment 
marks the difference between suc- 
cess and failure; but his work is 
perfect only through knowledge 
of past performances, records and 
merchandising possibilities. 

He should know merchandising 
first, then values, and then should 
have a fair idea of possible -de- 
mand. He is supplied by the rec- 
ords with a certain amount of 
working knowledge, then he knows 
the amount of working capital 
and he is in a position to esti- 
mate the stock to be ordered, and 
the profit it is to make. It is for 
him to see that the required profit 
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is made, and more if possible. He 
should have an executive authority 
if he is to give his best efforts to 
the business. He is accountable 
for the success or non-success of 
his store or department. 

Direct Responsibility Until Sold 

His responsibility does not end 
with the selection and purchase of 
the footwear. He must select a 
selling price that will be attrac- 
tive to the customer and reason- 
ably profitable to the store. 

He should indirectly supervise 
the advertising and the window 
displays so that they will stimu- 
late the sale of the shoes he pur- 
chases. He should have some say 
as to the efficiency of the sales 
force and their methods of selling 
the ever-changing styles. 

The buyer is a picked man if he 
is a successful man. He must be a 
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live wire, in touch with every de- 
partment of the store, with the 
current of events in other lines, 
and in touch with the influences 
of style upon merchandising. 


Combine Judgment and 
Imagination 

Buying demands constructive 
imagination of the deliberate, 
painstaking kind. It requires keen 
judgment, adaptability and readi- 
ness to adopt new styles and poli- 
cies. The buyer must have an 
adequate supervision of the mer- 
chandising, and should see that 
his directions are carried out. 

The trouble with the average 
buyer is that he concentrates upon 
one activity while forgetting the 
rest. The well-balanced buyer is 
acquainted with every activity in 
the shoe store. 
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How to Price Shoes 





Fred W. Small says:— 

The principle of pricing shoes 
with regard to what they are 
worth, instead of cost, will be ap- 
plied according to the degree of 
“merchant ability” the retailer 


Whatever other qualifications or 
knowledge of shoes the retailer 
may have, he must know how each 
style of shoe meets the consum- 
er’s idea of worth—how it appeals 
to their desires—and meets their 
needs. 

If it is a style shoe, what is its 
style worth? 

A corrective or a service shoe, 
how thoroughly does it answer the 
consumer’s requirements? 

Two or more shoes of similar 
construction cost, on arriving in 
stock, may represent quite differ- 
ent selling worth and should be 
priced accordingly. 

The advantages should be recog- 
nized and selling prices adjusted 
to realize the appreciation on the 
better styles, likewise any depre- 
ciation of selling worth on new 
purchases or lines in stock, re- 
gardless of cost, should be recog- 
nized just as readily, and selling 
prices adjusted to insure early dis- 
posal. 

















Sales efforts should be equally 
applied as on the more popular 
styles. The mistake is often made 
of holding the less popular ones, 
hoping they will sell at the same 
price as others of similar costs 
that are in greater demand. They 
never do! Stock pricing on worth 
instead of cost is fair and equit- 
able to both consumer and mer- 
chant, and, if properly applied, 
should result in a favorable mar- 
gin of profit without loss of good 
will. Try it! 

(Signed) Fred W. Small, Boston. 
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Worth—Not Cost 
se HAT will they bring?” is 
the real test of a buyer’s 
skill. Will they clean out to the 
last pair at a profit? If they are of 


ALL cost $6.00 


PERISHABLE « STANDARD - BAD BUY 
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How a merchant spreads out his 

purchases—after examination of 

the goods received a month after 

order was placed—the goods ke 

different in their worth to the 
public. 
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the high style, perishable variety, 
how to mark them so that they will 
be merchandised profitably. 

A visitor to one of the country’s 
best merchandisers, tells of his be- 
ing in the stock room of this man’s 
store, watching him arriving at 
satisfactory retail prices. 

The method used by Mr. A. was 
to lay out about four pairs taken 
at random from each lot. Then to 
carefully judge what each shoe 
would bring at retail. Eight mod- 
els were under consideration that 
cost from $5.50 to $6.75. The often- 
used rule of arriving at a satisfac- 
tory retail price, By adding 20% 
to the overhead, is not used here. 
Each shoe is judged solely on its 
own merits. 

Shoe number one under consid- 
eration was a fine turn, costing 
$6.50. After several moments study 
the decision was reached to mark 
this line $7.50 with a 50c P.M. 
“Why?” Brought this answer: “I 
am licked on that shoe at the start. 
Why fool around with it? Mark it 
as close as possible, and get it out 
right off the bat, is the policy I 
have found to be best, when I dis- 
cover that I have picked a lemon.” 

The next line was one costing 
$5.75. The shoes were coldly ex- 
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amined as to materials used, work- 
manship and salability. As the 
good points of this number were 
being pointed out, the enthusiasm 
ran high. “It is a darb, will strong- 
ly appeal to our better trade. 
Mark it $12.00. Now watch that 
close for the next ten days, so 
that we can shoot in a second or- 
der if necessary.” 

That is the method used in 
marking each and every line that 
comes into the house. The salabil- 
ity, or pocket-book test, tells the 
story of why this firm enjoys the 
reputation of having one of the 
cleanest stocks in the state. This 
test is also an important factor in 
the making of the store’s record 
as a money-making, live concern. 

On perishable varieties, the re- 
tail price is set high enough so 
that when 75% of the shoes are 
sold, they will cover the average 
33 1/3% net profit. The remainder 
may be marked down 50% for a 
quick clean-up if necessary. The 
transaction figures out like this: 
100 pairs costing $6.00 

equals .......... 


75 pairs sold at $12. 00 
25 pairs sold at $6.00 


$900.00 


$1,050.00 
or 42.8% net profit on the deal. 
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‘. — Sizes 


W. W. Willson says: 

The sizing subject is exceed- 
ingly important. However, it is one 
that cannot be handled by a hard 
and fast rule. Several things enter 
into the individual merchant’s 
problems in obtaining a good run 
on sizes. Handling sizes today is 
much more of a gamble than a few 
years ago. Then there was a 
chance of selling extremes during 
a future season if they didn’t sell 
during the season for which they 
were bought. Now, with styles 
changing so rapidly, unless a shoe 
is sold soon after it is stocked, its 
chances of leaving the shelf is 
small. 

Unless extreme carefulness is 
exercised in the selection of sizes, 
a man’s profit can easily be tied 
up on his shelves by the last few 
pair of end sizes. Some merchants 


overestimate the number of end 
sizes they can sell, and conse- 
quently get stuck, whereas if they 
chose middle sizes, would have ex- 
perienced little difficulty in mov- 
ing them. 

In the face of more prosperous 
times, which seem right ahead, it 
is very vital that retail merchants 
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and find, when there’s a reaction, 
they are tied up with stock that’s 
hard to move. 

In placing orders for shoes 
from a man who never before 
made shoes for you, it’s very im- 
portant that you know your man, 
the quality of his merchandise and 
the accuracy of his sizes. It’s often 
the case that shoes differ in sizes 
when made by different manufac- 
turers. 
p W. W. Willson, Boston. 


* * * 


Sizes Against Sales 
HERE is only one safe rule in 
buying sizes; that is, buy 

what you need. Buy against sales. 
The merchant who does not have 
before him by noon every Monday 
a complete size sheet of his entire 
stock is scarcely worthy to be 
called a merchant. 

Sizes and Widths Are Changing 

A safe and sane schedule of sizes 
from the buying standpoint can be 
determined only by the results of 
actual sales. Within the past few 
years considerable change has been 
made in the schedule of good sell- 
ing sizes. There has been a great 
and rapid tendency toward nar- 
rower widths and consequently 
toward longer sizes. Many large 
city stores are now selling more 
A’s and B’s than any other widths, 
while in stores of ordinary size, the 
biggest selling width in women’s 
shoes is C. Balancing a schedule on 
C widths, the largest selling size 
in women’s shoes is 5%, the next 
largest selling sizes are 5’s and 6’s. 

Based on Hundred Pairs 

Records compiled in_ several 
stores in different parts of the 
country show that 50 per cent of 
all the sales of women’s shoes are 
on these three sizes—5, 51% and 
6, in about the following propor- 
tions: 


buy carefully. There’s danger that 5 ; .......16 per cent 
accompanies prosperous times— 5% ..18 per cent 
merchants may stock too heavily 6 16 per cent 
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national average for women’s shoes. Sales on 5% being 18% and the 
columns of cartoons shown above complete 100% of stock. Make one 
out for your own store and adhere to it. 











-arew a yea meengen neta Tel 











SHOES SOLD RIGH 1. 














1924 


‘ion, 
lat’s 


10es 
fore 
im- 
lan, 
and 
‘ten 
izes 
fac- 








December 27, 1924 


C+? 





Here is the modern size sched- 
ule based on 100 pairs: 

Sipe Dee! Gide Boe 
16 1 2 4 6 11 16 18 
16 «il 6 4 2 2 % 

6 — TF — 8 — 9g 
It is not to be presumed that 
every dealer will buy his shoes 
in 100 pair lots, but records should 
be kept so that no matter what the 
size of the order is, the proportion 
would be maintained. Compare 
the above schedule with that 
which has been for years in vogue 
in making up regular case runs 
by manufacturers and wholesal- 

ers. Here it is: 
So 8 aw 4 me § oe 6 oe 8 
2 2 2.248 SS ee 
In order to reduce these sched- 
ules to the same basis, let us mul- 
tiply the old jobber’s schedule by 
8. Then we have as follows: 
e—s—4—-8§8 — 6 — 
8 8 8 8 8 1616 8 8 8 
A composite size sheet of the 
average store, where selling rec- 


BOOT AND SHOE RECORDER 


ords have not been kept, but where 
the buying has been done in the 
usual haphazard way, would un- 
doubtedly show the stock to be in 
a condition nearly resembling this 
latter size schedule. If, indeed, the 
proportion of 5, 5— and 6’s is not 
considerably smaller and the pro- 
portion of 2— and 3— is not con- 
siderably larger than on this 
schedule. 

The only way of preventing the 
accumulation of odds and ends is 
to buy exactly on the same sched- 
ule upon which shoes are sold. 
Therefore, if this selling schedule 
is used as a buying schedule, the 
accumulation of end sizes will be 
abolished. 

It is possible that in your store 
this selling schedule might not ab- 
solutely hold good, although it is 
almost a safe bet that it is more 
accurate as a buying schedule 
than the one now in vogue, unless 
you actually keep account day by 
day of sizes and widths sold. 
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Store Arrangement 


aa 





George A. Yager says :— 

Under the stress of shopping, 
especially at rush periods, it is 
just like an oasis in the desert to 
enter a cozy, beautifully appointed 
little shop which has a restful 
homelike atmosphere. 

Women shoppers of fine tastes, 
who are sensitive to harmony of 
surroundings, just naturally gravi- 
tate to such little shops. At least, 
that is the experience in our shop, 
where harmonious surroundings 
prevail. 

It is a psychological fact that 
harmonious surroundings and a 
restful, pleasing atmosphere, pro- 
duce definite, mental and physical 
reactions, resulting in that relaxa- 
tion which relieves nerve strain, 
creating a quiet, receptive state of 
mind. 

It has been repeatedly demon- 
strated that a tired shopper, after 
a few minutes’ rest in an environ- 
ment of harmonious coloring, soft, 
shaded lights and comfortable 
furnishings, is a much easier pros- 
pect than when she first enters. 
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Shoppers also are less likely to 
become impatient, if busy clerks 
cannot give immediate attention, 
for here, waiting becomes a pleas- 
ure. 

The finely appointed, attractive 
little shop certainly is a paying 
proposition. It adds comfort and 
distinction to shopping, is restful 
to tired nerves and makes for 
higher efficiency all around. — 
George A. Yager, Grand Rapids, 
Michigan. 





* . 
g ess SS = 
z st ed 
§ 6&0 8 +, 
z 
[= ] (a) on 
( | S. 
se ie 
Ss) ax 
2 
: ie, » - 2 3 
; ‘re cto] * 
SMELWING ll 











The compact store of 1925, show- 

ing the location of the front table, 

with its lamp and shoes, and the 

rear center table. Shoes, maga- 

zines. Screens cover the entrance 
to the stock room. 
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Stores Made More Practical 


HE new thought in store man- 

agement is the reintroduction 
of shelving in the fitting room, the 
doing away with the front show 
case, specialized departments, 
avoidance of waste space, and 
more harmonious fittings. Follow- 
ing the period of “Cinderella 
Shoppes,” wherein fluffiness in 
store fittings was overdone, when 
no cartons were to be seen, the 
swing now is to a combination of 
the best quauities of the good 
grade stores. 

Shelving is being used in the 
fitting room more, on account of 
the time lost in selling. 

The idea, that to be a regular 
shoe store, one must have a front 
case, is, too, in the discard. It is 
considered more inviting to the 
eye to see a soft-shaded lamp on 
a table, with a few pair of shoes 
or stockings carelessly, yet artisti- 
cally, arranged. 


Departmentalize the Work 


In stores large enough to have 
several salespeople, it has been 
found advisable to designate cer- 
tain ones to be in charge of par- 
ticular departments. Thus, one 
corner or space in the store is set 
aside and is known as an ortho- 
pedic department, another the eve- 
ning slipper section, and so on. 
Many dull rear ends of a store 
have been brightened up by a mod- 
ern children’s department. In fine, 
special lines are segregated into 
their own department. 

By utilizing every inch of store 
to some good advantage, waste 
space is eliminated. Stores that 
are too long have been improved 
one hundred per cent by putting in 
partitions. 

Harmonious fittings do not 
mean gaudy or expensive affairs. 
Often times quiet, restful, beauti- 
ful effects may be obtained at a 
most reasonable outlay of money, 
provided, of course, good taste is 
used. 


* * * 


An outline chart on responsibil- 
ity would be of great value in the 
machinery of a store’s business. 
In this chart all things radiate 
from the proprietor, or come to 
him. 





SHOES SOLD RIGHT Dx 

















158 


Ny 
ea 





BOOT AND SHOE RECORDER 


Drotitable Merchandisin 





Better Stock Arrangement 








Charles B. Syer says:— 

It is to the interest of the cus- 
tomer, as well as the organization, 
to sell him or her the highest 
grade shoe of the type required. 
Arrange stock accordingly. For 
instance, by the “Up and Down” 
method (and here may I say that 
the “across” method of carton ar- 
rangement is fast going out of 
practice). 

Mankind, and included in that 
category is womankind, is by na- 
ture lazy—the salesman obviously 
goes to the stock most accessible. 
If the highest grades are the most 
accessible, he will show and sell 
more high grades. 


Keep Stock Records on Cartons 


All cartons should be marked 
with the size and width and the 
stock number. Each carton having 
a different stock number should 
also have a very small (almost in- 
visible to the customer) ticket. On 
this ticket are listed: “Price, 
Number, Last, Surplus” (“Yes” or 
“No” can be used to denote 
whether or not there is a surplus). 
When a pair of shoes is sold from 
a carton and there is not time to 
replenish same until the next day, 
turn the box upside down. 

Again, under accessibility, have 
all stock within easy reach. Our 
shelves are eight feet high; some 
cartons are arranged three across 
the shelves, others five or six. 

Build your shoe stores large 
enough. Take larger stores as your 
business increases. For instance, 
when you go into a new store, fig- 
ure on how much business you are 
going to do, then build your store 
at least a quarter larger than that. 
The days of carrying stock on bal- 
conies, in the basement and piling 
it up high to the ceiling, amid 
more or less confusion, are being 
succeeded by the days of adequate 
stock room in the store, within 
easy reach, and elimination of 
noise and accidents due to dis- 
agreeable climbings. 

Again in regard to stock ar- 
rangement, tan should occupy a 
definite place and black and colors 
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somewhere else in orderly fashion, 
if you have the necessary room. 
—By Charles B. Syer, Manager, 
Stetson Shops, Inc., Boston. 

* * aa 


Know Your Stock 
N excellent method of stock 
arrangement is revealed in 
the use of a numbering system, as 
follows: 

In women’s lines, the first num- 
ber denotes leathers, the second 
denotes heels, the third number 
represents two groups; that from 
1-49 would denote a strap or pump 
or gore style. From 75-100 are in- 
cluded as operas and gores. For 
instance, 6365 would indicate that 
it was a brown suede with a 
Cuban heel, the 6 referring to 
brown suede, the 3 to a Cuban 
heel. The fact that the last two 
figures were beyond 50 would 
mean that it was a pump style or 
strap. The last number, 5, denotes 
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that it is a change of style. Per- 
haps it might be a front gore with 
beads, whereas before this it may 
have been a brown satin with a 
Cuban heel in strap effect, having 
a bow where the beaded gore is, 
or something of that kind. 

The figure 1 denotes a calf or 
kid leather; 2.denotes black ooze; 
3 denotes patent leather; 4 de- 
notes satin; 5 denotes tan calf or 
kid; 6 is brown ooze; 7 is brown 
satin; thus, 5, 6 and 7 come in the 
brown group; 8 indicates gray; 9 
indicates white, and 0, silver, gold 
or colors. This takes in all of the 
first numbers of the four number 
group. A salesman learns to think 
of the stock in this way. 

As a general rule, the second 
number refers to the heel, so the 
figure 1 means a flat heel from 
6/8 to 8/8 inclusive; the figure 2 
would be 10/8 to military; 3, from 
12/8 to Cuban; 4 is omitted in 
case there would be a return of 
the baby Louis heel. The figure 5 
indicates that it is a Spanish 
Junior; 6, that it is a Spanish 
Louis in the 16/8 height, 7 indi- 
cates that it is a spike heel of 17/8 
to 20/8. 


Stock your shoes the way you want them sold. Make it easy for the 





The Interlocking Direc- 
torate 

No one of these subjects stands 
alone. They are all related and 
intertwined. Stock keeping and 
buying must work tegether. Floor 
management and the training of 
the sales force are each part of 





salesman to move the lines most profitable for you to move. 





the other, and shoe fitting is an 
appertaining detail. Window dis- 
play is a part of advertising. And 
advertising must be closely in 
touch with every department, 


-every feature, every section of the 


store, and must reach every class 
of the store’s possible customers. 
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Windows That Sell 








The best proportion in windows for shoes is the “py shape on both 





sides of the entrance, with a depth of four feet. A deeper box is out 
of proportion with best principles of display. 


D. F. Chastain says :— 


To accomplish their purpose, 
windows must reflect the charac- 
ter of the store. _ 

Aggressive windows reflect ag- 
gressive merchandising policies. 
When the windows lose their 
punch and pep, they accomplish 
about as much for the store as a 
man does by winking at a girl in 
the dark. He knows what he is do- 
ing, but she doesn’t. 

About two-thirds of our adver- 
tising appropriation goes into our 
windows. That’s how much we 
think of them—D. F. Chastain, Im- 
perial Shoe Store, Beaumont, Tex. 


* * * 
More Flexibility in 
Display 

OST important of all the 

factors entering into win- 
dow trims is the changeable back- 
ground. It is almost impossible for 
a man to get the desired results 
in window trimming when a per- 
manent background is employed. 
One may use draperies and other 
elaborate effects as a measure to 
create a “new atmosphere,” but if 
the background is permanent, the 
results will not come anywhere 
near those obtained by using 
changeable backgrounds. 
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By changing backgrounds an 
entirely new window is created. 
The window has a new dress; it 
is like a man wearing a new suit 
of clothes at intervals. 
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The permanent background 
loses its effectiveness after a short 
time, because the public is used to 
the color and characteristics that 
strike their eye first. In contrast, 
the changeable background, offer- 
ing a new appearance at frequent 
changes, attracts and results in 
an examination of the shoe dis- 
play. 

Simple window fixtures are best 
as they will not detract attention 
from the shoes. Draperies em- 
ployed for setting off the window 
should also be in keeping with 
the same policy applied to the fix- 
tures, because it’s shoes that 
should get the spotlight. Another 
important feature pertains to type 
of shoes shown. The best, if put 
up front, should also be placed in 
the rear. The public is just as in- 
terested in shoes set in the back as 
those in front, and as the pairs in 
the back are usually nearer the 
entrance, isn’t it natural to be- 
lieve that good looking shoes 
placed there will do a lot toward 
influencing the people to enter? 

Too many shoes shouldn’t be 
placed in the window. The effect, 
desired is to get attention focused, 
Confusion resulting from crowd- 
ing the display should be avoided, 
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How to Figure Profit 





Frank Werner, says: 

There is only one profit, and 
that is “net profit.” And Net 
Profit is subject to two interpre- 
tations: before tax deduction and 
after tax deduction; even then, it 
is not profit until the cash is in 
the till. 

The public mind is confused on 
the question of Profit. It is not 
commonly known that it costs as 
much to sell merchandise as it 
does to produce it, and sometimes 
more. The cost price, to a retail 
shoe merchant, of a pair of shoes, 
is the manufacturer’s selling 
price, plus landing charges, buy- 
ing, housing, publicity, adminis- 
trative and selling costs. The 
“mark up” must cover these 
charges and also provide a meas- 
ure of reward for the individual 
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or firm who is thus contributing to 
the public need. 

The “mark up” must be figured 
on the selling price, because it is 
from the sales that money is pro- 
vided to pay for merchandise and 
expenses. “At what price can I 
sell this shoe” is the all-important 
question for the retail shoe man. 
If he wants to sell a shoe at $8.00 
and it costs him 25 per cent to do. 
business, he must buy that shoe at. 
less than $6.00 if he wishes to ob- 
tain a margin. 

Inventory shortages must also. 
be borne in mind when figuring: 
the “mark up,” or the merchant 
will experience a shock when in-. 
ventory is taken. 


(Signed) Frank Werner. 


San Francisco. 
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A Few Questions 
S your net profit what it 
should be on the volume of 
business you are doing? 

Do you know what the total 
cost of operating your business is 
for a month or for a year? 

Do you know what your fixed 
expenses are for a month or year, 
whether the store is busy or quiet? 

Do you know the productive 
hours of each clerk? 

Do you know the proportions of 
productive and  non-productive 
time in your different depart- 
ments? 

Do you make a sure first profit 
on stock by first discounting your 
bills? 

Do you have any difficulty in 
meeting your pay-roll? 

Do you pay yourself as much 
salary as you would have to pay 
another to take your place? 

Do you charge depreciation in- 
to the cost of your stock in order 
to replace your equipment when 
it is worn out or obsolete? 
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Do you pay yourself interest on 
your investment, just as you 
would pay some one else if you 
were running the business on bor- 
rowed money? 

Do you include interest on the 
money required to operate the 
business, as well as on the invest- 
ment in store? 

Do you make the proper charge 
to cover deductions and allow- 
ances to customers, as well as bad 
accounts or losses? 

Do you know how much you 
make each month on profitable 
lines of stock? 

Do you know how much you 
lose on unprofitable stock each 
month? 

Are you increasing the amount 
of business, and which way is the 
profit going? 

If your building burned tonight, 
have you a record in a safety de- 
posit vault which shows the 
amount you had invested in labor 
and stock, and an itemized list of 
your equipment and store furni- 
ture? 


A GUIDE TO THE PERCENTAGE OF GROSS PROFIT 
Profit Per Cent on Selling Price 


Cost 20% 25% 33 1/3% 40% 50% 
$1.00 $1.25 $1.33 $1.50 $1.67 $2.00 
2.00 2.50 2.66 3.00 3.34 4.00 
3.00 3.75 4.00 4.50 5.00 6.00 
4.00 5.00 5.33 6.00 6.67 8.00 
Profit Per Cent on Selling Price 
Cost 20% 25% 33 1/3% 40% 50% 
$5.00 $6.25 $6.67 $7.50 $8.33 $10.00 
5.50 6.88 7.33 8.25 9.17 11.00 
6.00 7.50 8.00 9.00 10.00 12.00 
6.50 8.13 8.67 9.75 10.83 13.00 
7.00 8.75 9.33 10.50 11.67 14.00 
7.50 9.38 10.00 11.25 12.50 15.00 
8.00 10.00 10.67 12.00 13.33 16.00 
8.50 10.63 11.33 12.75 14.17 17.00 
9.00 11.25 12.00 13.50 15.00 18.00 
10.00 12.50 13.33 15.00 16.67 20.00 
11.00 13.75 14.67 16.50 18.33 22.00 
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Quick Turnover 









Paul Kuehn, says: 

Turnover is the life’s blood of 
the shoe business. An increase in 
business does not indicate an in- 
crease of profit—an increased 
turnover does. Be more satisfied 
in that your stock is running un- 
der that of last year, than that 
your sales are ahead, for that is a 
sure indication of a greater turn- 
over, which in turn means more 
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profit, with fresher stock and less 
depreciation. 

This is the age of specialization 
and more rapid turnover, and can 
only be gotten through specializ- 
ing in your own field. Fewer prices 
and fewer lines will reduce stocks, 
and smaller stocks ever changing 
with the style trend will increase 
business. 

Let me say that if I could not 
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turn my stock three times, I would 
bank my money. It’s much easier, 
less worrisome, and more profit- 


able. 
Paul Kuehn. 


South Bend, Indiana. 


Danger of Too Great a 
Turnover 

Victor E. Vaile, says: 

Turnover seems to be drawing 
considerable attention from shoe 
retailers, trade papers and those 
manufacturers carrying stock 
styles. It is a good topic to be dis- 
cussed thoroughly, but in that dis- 
cussion the kind, size and trade 
of the store must be considered. 

A highly specialized store can 
get a larger turnover than any 
other kind, the general family 
shoe store the least turnover. The 
specialty store is usually estab- 
lished on one line of shoes or on one 
to three priced shoes, and is gen- 
erally located in the larger cites. 
They can keep in closer touch with 
their stock and have a larger buy- 
ing public who purchase their odd 
lot sizes. They are more highly or- 
ganized to do these things. 

For these reasons their turnover 
has been quoted as high as six 
and even eight times a year. Now 
the general store selling women’s, 
men’s, boys’, misses’, children’s 
dress shoes, work shoes and rub- 
ber footwear, covering a field of 
most personal trade, is not highly 
organized. Buying a great many 
shoes out of friendship, trying to 
satisfy differently priced custom- 
ers, finds itself with a gradually 
growing stock and a gradually de- 
creasing turnover. 

This class of shoe merchants 
finds it hard to get a two time 
turnover. The specialty store and 
some others may afford to miss 
sales, not buy end sizes, and do 
many things to produce turnover 
that would not be possible for the 
average general retailer to do. The 
craze for a large turnover is lead- 
ing to more missed sales, loss of 
public confidence, dissatisfied 
sales people, misfitted customers, 
disorganizing manufacture to ob- 
tain patterns and lasts that do not 
fit and are not made right be- 
cause made in a hurry. 

Let the highly specialized turn- 
over store watch his ultimate goal 
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and if right or wrong, pass it on 
to his less fortunate co-workers. 
To the average merchant—special- 
ize more, watch your stock, your 
buying, your selling, your sales- 
people and yourself. You will 
probably find out you are over- 
looking points in all these places 
that will create greater turnover 
without any of its bad effects. 

V. E. Vaile. 
Kokomo, Indiana. 


Out of nine big businesses the shoe 
business registers less in turn-over 
ability, according to figures from the 
Bureau of Business Administration of 
Harvard University. 
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Av. Av. 
Av. Net Turn- 
Cost Profit over 


Retail Grocery 17.3% 1.8% 10.1% 
WholesaleGrocery 10.6 0.7 5.9 
Departm’t Stores 26.3 1.9 2.4 
Retail Jewelry...... 36.4 1.9 4.09 
Wholesale Automo- 

bile Equipment 23.4 1.5 3.4 
Wholesale Dry- 


goods (South).. 16.6 1. 3.4 
Retail Shoes 27.4 1.7 1.9 
Wholesale Drug- 

gists 15.6 1.4 3.9 
Retail Tire and Ac- 

cessories . see il 4.5 
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Training Salespeople 





P. Frank Phelps, says: 

For fifty-five years our firm has 
been training retail salesmen. 
After engaging a man, unless he is 
already well informed, our first 


effort is to have him know the 
fundamental principles of the 
craft; the anatomy of the foot; 
the different methods and princi- 
ples of the construction of shoes, 
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and a thorough knowledge of the 
materials of which shoes are 
made. He is then shown our 
method of stock-keeping and must 
study each last and pattern and 
their relation to certain types of 
feet so that he can fit his customer 
properly and speedily. 

We then coach him in the art of 
tact and the necessity of neatness. 
From the moment he enters our 
employment, as long as he is con- 
nected with our firm, he is made 
to understand that we demand the 
practice of the golden rule with 
his trade, with his fellow clerks, 
and with his firm. Our men are 
kept on very friendly terms 
through monthly round _ table 
luncheons of which they have full 
control. Friendly competitive con- 
tests are held in the sale of cer- 
tain merchandise for prizes paid 
every two weeks. We have a bas- 
ketball team which enables them 
to play as well as work together. 
In fact, we keep our entire force 
feeling as though they were one 
large family co-operating together. 

Phelps, Phel 
(Signed), Phelps, Phelps Shoe Co., 
Ltd. 
Shreveport, La. 


Training Salesmen 


ETAIL shoe salesmanship is 

far more than ordinary sell- 
ing. It calls for special knowledge, 
not common to the usual run of 
over-the-counter retail service. 

Retail shoe salesmanship calls 
for all that is demanded in serv- 
ing customers in any line—and a 
great deal more. 

It calls for a knowledge of the 
human foot, in its normal, healthy 
state and in various forms of 
weaknesses and ill health. It 
calls for the highly special knowl- 
edge of the nature and uses of 
many materials, made into many 
variations and classifications. 

Retail salespeople are certainly 
called upon to render expert, pro- 
fessional service; expert because 
of the complexity of the product, 
professional because what they do 
affects the health of their cus- 
tomers. 

People do not become expert in 
anything without instruction, 
training and experience. People do 
not qualify to render professional 
service without preliminary and 
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advanced study of their subject 
and profession. 

The public comes into a shoe 
store for this expert, professional 
service. They have a right to ex- 
pect it. They will come into the 
store that provides it; they will 
eventually avoid the store that 
fails to provide it. 

The primary function of all 
salesmanship is advice. The spe- 
cial and most important function 
of retail shoe salesmanship is ad- 
vice. Who is qualified to give this 
advice? How do they become so 
qualified? 

If all that is here said is so, and 
we do not believe anyone will gain- 
say it, somebody is charged with 
the duty and responsibility of 
making expert, professional ad- 
visers in every retail store. 

Is the retail salesman himself 
expected, unaided, to become an 
expert in knowledge of the human 
foot and in fitting footwear to 
feet, and in the many items of very 
special technical information in- 
herent in his profession? 





We believe that each retail shoe 
store owner, or manager, is re- 
sponsible for preparing his sales- 
people adequately to advise his 
customers in these things. 

The vice-president of one of the 
greatest department stores in the 
country, recently said that the 
sales staff of their shoe depart- 
ment constantly presented the 
most difficult problem of any of 
the 275 departments in the entire 
store. 

This is, of course, true of any 
shoe department or store. It is a 
problem that will not and cannot 
solve itself. It is worthy of the 
serious consideration of store ex- 
ecutives, followed by definite ac- 
tion. 

Each shoe store should train its 
own salespeople; it should not al- 
low an untrained person to fit 
shoes. 

This is a problem quite apart 
from that of store organization as 
such. But it is interwoven into 
the essence of store organization. 











Alfred Ruby, says: 

Now, like never before in the 
history of good shoes, the better 
class of women are alert to the 
fact that there are only certain 
shops in each town where they 
pay strict attention to distinctive 
footwear. Our experience is that 
anything which is uncommon, be 
it pump, strap, oxford, or side 
gore, all of which we are selling 
because our shoes have that bit 
of distinctiveness, that makes 
them stick out like a sore thumb. 

The secret of merchandising 
high-class shoes today, like never 
before, is the shoe for a purpose, 
not a purpose for a shoe. 

Women are fast returning to the 
smart, plain, well-made, street 
shoes for street wear. They want 
new, snappy, clever, beautiful, 
light weight shoes for the after- 
noon; and for the evening, the 
sky is the limit. The plainer they 
are, the lighter they are, and the 
thinner they are, the more the 
fair sex talk about them. It is 
really very interesting to see the 
shoe business shed its coat of 
frivolity and settle back to the 
stage where the maid and the 
lady of the house do not wear 
the same style. 

Buckles, sure. We are selling 
more buckles today than we ever 
did. 

For spring, I really look for- 
ward to the best spring business 
that we have had in five years. 
Due, not only to our having the 


I just mention the fact that we are 
contemplating another shop in 
Chicago. 

Alfred J. Ruby. 
Chicago, IIl. 


F. A. Mueller, says: 

We set our turnover goal at 
five times a year and every other 
merchandising idea is subordinate 
to this aim, with the end in view 
at all times to make the turnover 
mark. With the broad range of im- 
pressive patterns for women con- 
stantly creeping into the market, 
a manager must be ever on the 
alert to sense the style trend and 
increase his merchandise accord- 
ingly by adding styleful numbers. 

There is no hard and fast rule 
that can be applied for buying and 
selecting styles and materials. A 
manager or buyer’s most valuable 
asset in selecting shoes that will 
help him reach his turnover goal 
is his experience and sound judg- 
ment in picking patterns that will 
meet with ready calls from his cli- 
entele. Because stores differ in the 
class of trade to which they ap- 
peal, they apply varied methods in 
buying. 

Patterns should be prominently 
displayed in windows and inte- 
riors. As soon as a new model is 
received, it should be displayed, 
because it is important that the 
disposition of the public toward 
that specific pattern be determined 
as soon as possible. It is one of 
the ways of finding out the 
strength of your styles and may 
be used as a guide for reordering. 















































right kind of merchandise, but to F. A. Mueller. 
better conditions all over the Manager, Shoe Dept., R. H. White 
country. To prove this absolutely, Co., Boston. 
#10,°° 
$7.00 $8.00 
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HOLDING TO FEWER GRADES AND PRICES 
stores atch eoahonets te cote ie nS anes 
store, which condenses its stock to the upper proporti 
fewer style losses, more sizes and widths. 
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Merchandising Men’s Shoes 





Ralph P. Levy, says: 

A great many of our older and 
loyal customers are leaning to- 
ward young men’s shapes—I mean 
those styles which we would have 
hesitated to offer them a few years 
back. The middle-aged man whom 
we have always had in mind for 
a straight last model, in fact any 
kid style as it might be termed, 
is almost insulted today when we 
ask him if he wants to be fitted 
in “something like he is wearing.” 

The “old man” is either getting 
younger in his mode of dress; or 
his footwear ideas are running 
along differently, possibly be- 
cause the shoe men cannot afford 
to spare his window shape for 
anything but the newest. 

Ralph P. Levy. 
Pokorny’s, New Orleans, La. 
* * _ 

EN are more conscious today 

concerning the shoes they 
are wearing and the most im- 
portant factor which has had a part 
in bringing about the condition 
has been the prevailing styles of 
light tan materials. Today a man 
going out at night, where the oc- 
casion has some flavor of formali- 
ty, must wear black shoes if he 
would feel at ease. He can’t wear 
a light tan shoe that he has worn 
all day now, because the colors 
are too light. It was only a short 
time ago when the dark browns 
were in vogue that men, after 
wearing this color in the day, 
could safely attend evening affairs 
due to the darkness of the tones. 
It was hard to distinguish between 
the dark brown and black. 


Two Sales to One Before 


The slogan “Shoes for the Oc- 
casion” fits in nicely with the 
problems of men’s merchants who 
are endeavoring to increase per 
capita sales. The shoe made of 
light tan has its place as well as 
the black oxford. 

There are many merchants who 
have concentrated on increasing 
sales, by instructing their sales- 
men to sell opposites to the types 
of shoes worn by men when they 
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enter a store to buy footwear. 
“Sell what they ask for—and then 
an opposite pair” is the way one 
large merchant puts it. He’s a 
clever merchandiser, and has had 
good success in increasing sales 
in this way. If a man wearing a 
heavy-soled shoe, in a mild season, 
comes into his store and asks for 


joyed a seasonal run. All this is 
gone now, and it offers issues for 
the men’s merchants to meet. The 
oxford sells all-year-round, and it 
is because of this that it is vital 
that individual stores do some- 
thing constructive to encourage 
frequent purchases of low shoes. 
Men are too reluctant to govern 
their shoe wardrobe on a seasonal 
basis. They wear their shoes until 
they need replacement. 

The light tan leather vogue and 
a national movement to sell light- 
weight shoes during the mild sea- 
sons are two factors that will do 
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FOOT POINTS OF A NATION IN 1925 
If you want to know what classes of trade buy most, study the foot- 
prints of a nation—here is what the proportions of shoe production 
consumed in the ages of man, woman and children. 


a similar pair, he usually gets it, 
and besides, a light pair. When 
Scotch grain leathers sold last 
summer in many large cities, this 
merchant usually advised the cus- 
tomer to buy shoes made of light- 
er leather, to accompany the 
heavier material. 


Lightweight Shoes for Spring 


With the vogue for the high 
shoe very weak, particularly as 
far as young men are concerned, 
the men’s shoe store has difficulty 
in defining its business on a sea- 
sonal plane. A few years ago, ox- 
fords had their season, and just 
as regularly, the high shoes en- 
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more than anything else to in- 
crease per capita sales for men. 
The lightweight shoe took hold 
well in some cities last summer, 
and if pushed every year, there is 
no reason why it cannot be used 
to good advantage by men’s stores 
all over the country. 


Dress Well and Succeed 


We in the shoe industry can 
tear a leaf from the book of the 
National Association of Retail 
Clothiers and Furnishers, which is 
putting a great deal of impetus 
behind a “Dress Well and Suc- 
ceed” campaign. 





Merchandising Children’s Shoes 








L. M. Churbuck, says: 

There is need for many more 
children’s shoe stores. Start them 
in the country. Start them in the 
city. Start and stock them with 
good goods—enough sizes and 
widths. Tell the world about it, 
and “the world will make a beaten 
path to your door.” The influences 




















of modern life upon the children’s 
shoe business have brought about 
the wearing of better shoes, in 
materials and in fitting. Parents 
are realizing that “any kind of a 
shoe” will not do for the growing 
foot, and they realize that cheap 
shoes last only for a very short 
time, so that it is greater econ- 
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omy to buy four pairs of shoes at 
$6.00 a pair than to buy twelve at 
$4.00. 

It is no longer a hardship for 
people to travel from 50 to 100 
miles to buy just the right kind 
of a shoe for their children. The 
automobile has helped in this di- 
rection. There are shoes for the 
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Combining in one children’s de- 

partment service, style, play fea- 
tures and nursery. 


dance and gymnasium that mer- 
chants may stock with profit, but 
the safest stock is the staple stock, 
the everyday shoes, in black and 
tan, that the little folks must wear 
to school and “to church on Sun- 
day.” And again I must stress— 
have enough sizes and widths. It 
is so easy to fit a little child two 
or three widths too short or too 
wide, but the child is the sufferer 
thereby. No modern mother wants 
to economize at the expense of her 
child’s health—and when once it 
is made plain to her that what- 
ever you give to her in children’s 
shoes is just the right size and 
width, you have that woman as 
your steady customer. 


Watch Price Changes 
Concentrate on a few reliable 
manufacturers. Think well about 
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price changes. For instance, in a 
time when money is plentiful, it is 
not good policy to boost your 
prices to “keep up with the other 
fellow” if you are making a fair 
profit. It is better to keep the good 
will of the public by not having 
them think that you are “trying 
to get all that the traffic will 
stand.” 

On the other hand, if you can see 
that higher prices will come in 
the future, after an era of low 
prices, it is good policy to prepare, 
perhaps a year ahead, for this ad- 
vance. For instance, last summer 
it occurred to me that leather must 
advance in price, and that there 
might be a public resistance to 
higher prices, so I gradually ad- 
vanced my retail price enough so 
that I can maintain that retail 
price now against the increased 
cost which I am obliged to pay 
on some of my lines. And it is not 
necessary to have sales—I have 
never had one. The main point is 
to teach the people that in chil- 
dren’s shoes, the best is none too 
good; that it is better to spend 
money on the right shoes for chil- 
dren’s feet than to pay doctor’s 
bills. 


Can Start with $3,000 


It is possible for a man to start 
a children’s shoe business, even 
today, with as small a capital as 
$3,000. More, of course, would be 
advisable. And in this age of “Spe- 
cialized Service to the Children,” 
when the automobile has “burned 
away the barriers between town 
and city,” there is a very definite 
and important place for the ex- 
clusive children’s shoe store. 


L. M. Churbuck, 


Proprietor for over 25 years of 
Children’s Shoe Store, Brockton, 
Mass. 





Merchandising Hosiery 








A very modest man says :— 

It has developed that the retail 
shoe stores, selling hosiery, are 
finding that their hosiery depart- 
ment is one of the most profitable 
in the store, when the department 
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has the background of a well- 
established and _ well-conducted 
business, and is well managed and 
well stocked. One store, not over 
one hundred miles from Boston, 
established over thirty-five years, 


oy |) 
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with a hosiery department for 
the last seventeen years, finds that 
the hosiery business is twenty per 
cent of the gross business, with 
the following comparative per- 
centages: 


Hosiery Shoes 


Selling Expenses 4% 8% 
Depreciation .... . 1% 1% 
(of stock bought) 

yd geen ie 5 times 2 


(Based on Monthly In- 

ventory), (Purchases and 

Sales at cost). 

Percentage Mark-up... 32 32 


Take it from us, our hosiery de- 
partment pays the rent and then 
some. 

* — 7. 

NY discussion of the mer- 

chandising of hosiery must, 
of necessity, be phrased in general 
terms. Principles can be enunci- 
ated, but when all is said and 
done, the application of these 
principles must be left to each 
merchant to decide for himself so 
that his practice will conform to 
the class of trade served. 
Location of Hosiery Department 

Probably seventy-five per cent 
of the retail shoe stores have 
found it best to place the hosiery 
department near the front en- 
trance of the store, at the side. 
This location gives it the best 
chance to be seen, and makes it 
easier for the salesman who has 
just sold shoes to escort his cus- 
tomer there on her way out. As 
much of the hosiery business done 
in shoe stores is on a “suggested” 
basis, it is not advisable to have 
the hosiery department difficult of 
access. 

Buying—Generally speaking, the 
fewer the number of lines carried 
the cleaner the stock, and the more 
frequent the turnover. Here, 
again, the application of this the- 
ory will differ—all the way from 
buying only from one house to 
buying from six or seven. Try to 
concentrate, as it makes for bet- 
ter service in deliveries, enables 
you to keep track of your stock 
with less effort, and entitles you 
to the privilege of buying fre- 
quently in small lots—distinct 
financial advantage. 

What to Buy—This, of course, 
differs widely in different locali- 
ties. Some stores have built up a 
success by carrying a few staples 
and mostly fancies, while others 
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MAKING IT EASY TO BUY HOSIERY 


Shoe stores are changing their entrances for greater es of 
hosiery. Here is a good arrangement for 1925 


do their volume on staples in com- 
petition with department stores, 
and buy sparingly of the more 
stylish numbers. What kind of 
shoes do you sell? That’s the 
starting point of your reasoning. 
In most cases, if in doubt your- 
self, the hosiery salesman is fully 
competent to give you expert ad- 
vice if, as is likely, he has “made” 
your town for some time and is 
familiar with conditions. 
Mark-Up — What might be 
termed a national average mark- 
up is difficult to determine. It va- 
ries, of course, with your cost of 
doing business and varies, also, 
with the class of merchandise. 
High style hosiery, here today and 
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gone tomorrow, should command a 
higher mark-up than more nearly 
staple merchandise. On staples, 30 
per cent on the selling price is 
about right in most parts of the 
country, and from there up, on 
high style hosiery. 

Fitting—The size of hosiery to 
sell for different size shoes is well 
known to our readers. A fact to 
be kept in mind, however, in fit- 
ting hosiery, is that a wide foot 
should be fitted to a half size 
longer hose than a foot of the 
same length but narrow. A size 
10 hose is generally sold, for in- 
stance, to go with a foot taking a 
size 6 shoe. Yet if the foot be D 
wide, let us say, it would be bet- 
ter to sell a 10% hose. 





Merchandising Rubbers 











J. L. Patton, says: 

Our experience is that rubbers 
pay a good profit, and are a very 
staple and dependable asset to the 
year’s business. We believe it wise 
to carefully size your entire stock 
about April Ist, buy, and have 
shipped in at once, enough rub- 
bers to cover the first of next win- 
ter’s storm; get December Ist 
dating, pay for the shipment May 
Ist, taking the prepayment dis- 
counts; and you will be greatly 
surprised at the summer sales on 
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rubbers, and will have to repeat 
at least half of your order about 
October Ist. 

From fall to spring, size contin- 
ually—say once or twice a week. 
Small lots on the road all the time. 
Pay for them on monthly settle- 
ment basis same as leather goods. 
By using this or a similar system, 
“the large, one shipment, big bill, 
terror of Dec. 1st’ will cease to 
be an annual nightmare, and you 
will not be afraid of an open win- 
ter; your goods will always be 
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clean; your credit be exceptional, 
and your troubles and worries on 
this item of footwear at a mini- 
mum. 

In case merchant does not care 
to prepay his rubbers May Ist, he 
can let bill mature, without loss of 
credit, but for no reason must one 
overbuy because of long deferred 
payment. 

If the manufacturers could ar- 
range their production and edu- 
cate the moneyed buyers to some- 
thing near this idea, it would ap- 
pear as resulting in an improved 
condition for the sale of rubber 
footwear. 

(Signed) J. L. Patton, 
Patton & Hall, Schenectady, N. Y. 


Selling Rubbers by 
Suggestion 
T this time of the year it is 
easy to add from one to four 
dollars to many of your shoe sales 
by the proper suggestion of rub- 
ber footwear. This can be done 
even when you have had nothing 
but dry weather. Did you ever 
hear the “Rubber Cry” as sung by 
many retailers? It goes something 
like this: “We have had an open 
fall and winter, no snow or rain. 
My rubber stock has not moved at 
all, in fact we have not had any 
rubber business in the last two 
years, etc.” What’s more, that 
merchant never will have any rub- 
ber business unless the dear pub- 
lic comes into his store for the 
express purpose of buying rub- 
bers and practically takes them 
away from him. 
Sales Made with Shoes 
The Recorder knows of a mer- 
chant who sells rubbers with his 
shoes and thereby does the cus- 
tomer a great service besides get- 
ting that extra sale, which on a 
bad day, might go to some other 
shoe store that would be most 
handy for the customer to reach. 
Of course this enterprising mer- 
chant lets up on his rubber sell- 
ing in July, but now, in Novem- 
ber, December and January no- 
body buys a pair of shoes in his 
store without having a chance to 
buy rubbers. After completing the 
shoe sale, the salesperson will say 
something like this: “While you 
are here, let us fit those shoes 
with rubbers, which you are liable 
to need most any morning now. 
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Bargain Basement 
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O. H. Harrington, says: 

The success which we have had 
in our basement shoe merchandis- 
ing, I feel is due mainly to five 
points, which I am listing, as fol- 
lows: 

Service to our customers. We 
make no distinction between our 
basement and upstairs depart- 
ment but give them the best serv- 
ice that can be had. 

Values that are exceptional. 

Prices. We center on few prices 
and try to keep them covered by 
styles wanted by the public. 

Large turnovers. 

System. Our department store 
system is such that the office can 
get information in regard to styles 
and various records at any time. 

O. H. Charrington, 
The Smith-Kasson Co., 
Cincinnati, Ohio. 
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Making it easy for the customers 
to find the size—by the color of 
the tag or shoe and on bulletin 
board. 


Bargain Basement 
Merchandising 


ARGAIN basements are the 
“Bobbed Heads” of the shoe 
business. Bobbing hair makes 
money for the barbers. “Bobbing” 
shoe prices, through bargain base- 
ments, makes money for the mer- 





chants. Bargain basements were 
originally started to cut off slow 
sellers and unsalable surplus 
stock—and to do this cutting at 
a satisfactory profit. Spectacular 
moves are in order in bargain 
basement merchandising. Service 
is a minor consideration and “lux- 
uries,” such as elevators, charges 
and other customer attentions are 
eliminated. The usual method is 
for the main store to sell their 
“clean-outs” to the basement at a 
price which will enable it to mer- 
chandise them and make money. 
These basement buys from “above” 
are usually “sweetened up” by 
additional buys of jobs and odd 
lots in the necessary sizes from 
factories. 

The stock is arranged, in all but 


the men’s department, booth fash- 
ion; with a cash register in the 
center, and with one or more sales. 
girls in attendance, as the crowd 
may require. The sizes in each run 
—women’s, misses’, girls’ and chil- 
dren’s—are “told” to each cus- 
tomer and to each salesgirl by 
narrow strips in various colors, 
pasted at the top of each booth. 
These colors are also used to tell 
the sizes on the little tickets at- 
tached to each pair of shoes. 
Therefore, when a salesgirl at the 
girls’ shoe booth notes a pink 
strip, pasted on the booth above, 
designating size 1144; or when 
she sees a brown strip, designat- 
ing size 12, she knows that these 
sizes will be the same on a pink 
and a brown ticket attached to the 
shoe. This aids in quick identifi- 
cation of stock on the booth’s 
counters, which is so often hauled 
out of the compartment devoted to 
a particular size, in the general 
“pawing and clawing.” It also 
aids the customer and the new 
salesgirl. 


disin 





Better Publicity 
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J. Langey, says:— 

The shoe business of today, with 
the rapid change of styles and 
conditions existing in meeting the 
demands of the consumer, would 
test the wits and wisdom of Solo- 
mon, were he alive today. We have 
a very complex situation to meet 
the commands, co-operation, one 
hundred per cent by everyone en- 
gaged in the industry. The great- 
est weapon we have to combat ex- 
isting conditions is co-operative 
publicity, and when this is rec- 
ognized by those in the industry, 
the public could be brought around 
to our point of view, consequently 
creating consumer interest and 
consumer demand in footwear. 

To clearly illustrate what I have 
said above, the retailers of the 
city of Saint Paul held a Utility 
Footwear Week, October 20th to 
25th, advertisements were inserted 
in the papers and nearly everyone 


engaged in the retailing of foot- 
wear called attention to the fact 
that every woman should have a 
pair of lace oxfords. Naturally, in 
picking up the newspapers and 
seeing so many ads calling their 
attention to lace oxfords created 
some interest, and as a result the 
merchants did a very healthy busi- 
ness during this week on lace ox- 
fords; whereas, today two or three 
lines of lace oxfords is almost a 
necessity in every retail store in 
this city. 

I am in accord with co-operative 
publicity in cities, communities or 
nationally. There is no one retailer 
big enough, nor has he enough 
prestige to put this over single 
handed. When this is recognized 
by all the retailers in the United 
States collectively, the retail shoe 
industry will stand upon the 
threshhold of success. J. Langley, 
Mannheimer Bros., Inc., St. Paul, 
Minn. 
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How Much for 1925 
Advertising? 

ESULTS determine the value 

of advertising. Therefore a 


step forward can be taken only by 
looking back. Total business of a 


al 


October 20 to 25 Inclusive 
“Utility Footwear Week” 


SPONSORED BY SAINT PAUL SHOE RETAILERS 
The lace oxford is the cor- 

rect shoe for utility wear 

Mannheimers’ Feature— 


Lace Oxfords 
$7.85 to $] 2.50 


Kid, catf and petent leathers 
tn black, mew tan ond brown. 


“WALK AND BE BE HEALTHY” 
—SHOE SHOP—MAIN FLOOR. 


set fapesrseer cme iss comes eeee se 


Co-operative . advertising will do 
wonders in 1925. 





year preceding may form the 
background for future spending, 
or estimated possible growth in 
the coming year, but whichever 
seems the proper way for computa- 
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tion to the individual merchant 
there is a minimum that must be 
clearly established in order not to 
make advertising the weak sister 
of the sales trio—Salaries, rent 
and advertising. 

Advertising not only sells mer- 
chandise but improves a sales- 
force. Further it establishes the 
public’s confidence in a store, and 
yet putting rent down as 3.5 per 
cent of selling expense, salaries 
and wages as 13.5 per cent, and 
advertising at 3 per cent, it will 
be seen that advertising is ex- 
pected to do a great deal. 

Location is fixed in the matter 
of the number of possible cus- 
tomers that are seen; the sales- 
force can only sell to those who 
come into the store. Advertising 
is mobile. It goes where the cus- 
tomers are. It does not wait for 
them to come to it. 

Considering this, and the aver- 
age spent in shoe stores as only 
1% per cent it is seen that gen- 
erally there is not enough spent 
in advertising. 

Three per cent of sales rather 
than 1% per cent is a better mini- 
mum for any store. 





Inventory 
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P. J. Stewart, says: 

Taking inventory is usually as- 
sociated with such things, as go- 
ing to the dentist, cleaning out 
the furnace, or washing the car. 
They are wished on us by Uncle 
Sam or the wife. Someone is al- 
ways taking the joy out of life. 
But doing certain preliminary 
work previous to taking a physi- 
cal inventory robs this task of 
many of it’s arduous and disagree- 
able features. 


‘How to Do It 


The first big job is to get the 
stock in Al shape. 

First: See that all shoes of a 
kind are together, being sure that 
there are no odd pairs tucked 
away in corners, left in the calls, 
or mixed in other lines. 

Second: Take out all the empty 
boxes and shake every box to be 


SETTING MOREA i 


sure that it contains a pair of 
shoes. 

Third: Condense the stock. 

Fourth: List all basement and 
surplus stock before inventory 
time. 

Fifth: Arrange all findings in 
one place, all the laces, arch 
supports, innersoles, etc., are 
grouped by retail prices so that 
they may be counted accurately 
and quickly. 

In fine, everything is taken out 
of its hiding place, viewed, 
counted and valued. Minutes spent 
in doing preparatory work save 
hours of time later on. One of the 
easiest things in the world is to 
take inventory of a systematically 
well-arranged stock. 

Assuming the stock is all ar- 
ranged, we are back from supper 
on inventory night, curtains pulled 
down, sleeves rolled up and we 
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are ready for the job. I have pre- 
viously ruled up eighty-seven slips 
of paper like this: 


Stock: No. 
No. Pairs 
Retail Value 
Total Value 
Section No. 1 


I use eighty-seven slips because 
we have eighty-seven sections in 
the store. Each section has a small 
brass numbered thumb tack that 
identifies the section. The advan- 
tage of numbering each section is, 
that in case of error, we instantly 
know just where to look for veri- 
fication. These numbered thumb 
tacks may be bought at any hard- 
ware store at a very small cost. 


Taken at Retail Prices 


The merchandise is entered at 
retail prices because we feel that 
it is the most satisfactory and 
fairest way to estimate the real 
worth of the stock. To arrive at a 
fair cost, we deduct an arbitrary 
33 1/3 per cent because this is our 
average mark-up. 

This method gives our stock the 
real pocket-book test, which in 
reality is the true way of deter- 
mining the actual today value. It 
is not the price we pay for mer- 
chandise that determines its val- 
ue, it is what it will bring in our 
community that tells the true 
story. This works equally well in 
good buys as in bad buys, or in 
the case of odd lots. 

Next, the merchandise is entered 
on these slips, which are left in 
the section. To check up, we go 
through the same procedure as we 
did in taking the stock, except 
where we come to a line that is 
vld, slow moving, or has the good 
sizes shot to pieces, which we feel 
should be taken at a reduction. 

Usually the question of depre- 
ciation is the basis of a lengthy 
discussion between my partner 
and myself. He, being in the whole- 
sale selling game, sees the shoe 
from a jobber’s point of view, 
while I see it from a retailer’s 
angle. For example, he picks up 
a shoe, saying “I can buy all 
these shoes you want for three 
dollars now, you should mark 
that line four fifty at the most.” 
We have paid four dollars for the 
shoe, and are retailing it at six 
dollars. I know we could not size 
up the line for less than three- 
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Many fine points of service. As an example, here is a 

clever spot-light device, combined with a mirror so 

that your customer can more readily study the shoe 
on her foot. 


fifty, while he is considering the 
case lot price only. 

We try to take the goods at a 
fair retail price, as of today. Last 
summer’s fancy sandals, for in- 
stance, are taken at the last re- 
duced price. We believe this 
method fair, as we take the losses 
and gains in the periods in which 
they occur. Paper profits are 
automatically eliminated, as slow 
moving lines, odds and ends are 
considered at their present valua- 
tion only. 

P. J. Stewart. 
Wollaston, Mass. 


Store Records 

Robert A. Sills, says: 

Store records are the traffic 
cops of business; the stop and go 
signals. A simplified record of the 
history of every style, from the 


Protitable Merchandisin 


time it is bought, till the last pair 
is sold, is vital information. Such 
records, simplified, can be made 
to work almost automatically, giv- 
ing you the record of every pair 
sold, to whom sold, and how sold. 

In our store, we can tell you to 
whom every pair of shoes has been 
sold, since the day we began busi- 
ness. The store is departmentized 
and we know at all times what 
each department is doing. In other 
words, the graphic picture of the 
situation, without the laborious 
work that is usually connected 
with keeping records. We could 
cite instance after instance where 
our records have been of wonder- 
ful benefit to us. If we were to 
open a peanut stand, we would 
keep records. 

Robt. A. Sills. 


Greensboro, N. C. 





Merchandising High Lights 


S. J. Ostiller, says: 

Situated in a suburb of Chicago, 
you must realize that our experi- 
ence in merchandising style foot- 
wear in competition with the big 
cities will be entirely different 
than that of dealers fifty miles or 
so away from the big city. We find 





that being so close to the Loop of 
Chicago, that we must have the 
new styles in our stores as soon 
as they are shown in the down- 
town stores. 

We, however, must build these 
styles in accordance with the pe- 
culiar demands of the clientele 


that we are serving, a condition 
which I believe is true in all out- 
lying neighborhood stores of a 
big city, or for a matter of fact 
in any store. But we must be up 
to the minute in lasts, patterns 
and materials. We must also cre- 
ate new styles now and then that 
may go well with us but prove a 
P.M. shoe in other sections. 

Our trade is all American trade 
and we find we must compete more 
with the down-town stores than 
most outlying districts, especially 
those that cater to the foreign ele- 
ment. Catering to the conservative 
trade, we pattern our syles more 
after those shown in the better 
shops, managing to keep our prices 
just a little under those being 
quoted for similar numbers. 


S. J. Ostiller. 
Packer & Ostiller. 
Evanston, III. 


coal Onoee 





How the stores of America line up 
in ownership and divisions of serv- 
ice in all lines of apparel. 


Salary Compensation 

George E. Peirce, says: 

We have returned to the salary 
basis after a trial of the commis- 
sion plan. 

We have increased our drawing 
accounts with the idea of obtain- 
ing increased efficiency and to com- 
pensate new salesmen for their ef- 
forts in promoting the welfare of 
the business, and basing their val- 
ue upon their endeavor, and not 
wholly upon the amount of their 
sales. 

Geo. E. Peirce. 
Providence, R. I. 


Lack af space forces us to hold out many worth-while portions of this Profitable Merchandising 
Watch for them in our January 3d issue 


Section. 


Ny 88S no apnempearmny 
Mer tL LIEN Gs JVI Oh Fe! 





le 




















SHORS SOLD Rig 1» 





December 27, 1924 


AY / 
cr, 
\ 


ey 











Dee 





7, 1924 


lition 
| out- 
of a 
- fact 
e up 
terns 
. cre- 
that 
ve a 


‘rade 
more 
than 
ially 
| ele. 
ative 
nore 
etter 
rices 
eing 


rr. 


ip 
v- 





December 27, 1924 


A AM 


| IN >4(0) 0) 


ney 7 Hiallaana faint 


Nik @3 LOVE|| 


i I thinnyeeeltinyy: Ut 11/1) 


GE 


Sore) 


SAAT 





A MARK THAT HAS 
THE PUBLIC CONFIDENCE 
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UYERS will find a stimulus to sales in the Arnold 
Glove-Grip shoes for Men and Women, exhibited 


At Booth 243 
N.S. R. A. Convention, Boston 
January 12-15 


The Glove-Grip feature provides a powerful push to 
sales, assures better fitting shoes, better wearing shoes 
and shoes of better workmanship. This original Glove- 
Grip feature is exclusive to our line. A widespread 
demand for Glove-Grip shoes keeps us busy. This 
demand shows public appreciation. With less work 
you can make more selling Arnold Glove-Grip shoes. 


M.N. Arnold Shoe Co. 


North Abington, Mass. 


Boston Office, 10 High St. 


























When writing to 


M. N. Arnotp Snox Comvany please mention Bcot and Shoe Recorder 











Out 


“THERE is no short cut to profits, as 
many have learned to their cost. Leav- 
ing the main road leads into the tall timber 
of losses, the brambles of unsold odds-and- 
ends that tear profits to shreds, the under- 
brush of confusion in buying and selling. 
Wandering in the wilderness still, are 
merchants looking for the highway! 





{The way out is a short, straight dash 
towards the main line, the road of con- 
centration. It is there for all merchants 
with vision to see, and desire to act—for 
all who are sick and tired of wasting their 
efforts where profits are nil! 


Trade Evils that You 
Can Readily Control 


§ If YOU have been led off the main line 
by seeming attractions and beautiful vistas, 
you have found they lead nowhere. Added 
makes, buying experiments, tempting prop- 
ositions, plausible plans of one sort or 
another have left their mark on your sales, 
your stocks and your profits. All these 
honest and well-intentioned departures have 
left their reminders on the shelves of your 
store, sticking like burrs in your stock of 
merchandise. 


No line of footwear, no class of stores, 
has been immune from temptation, and the 
resulting evils must be wiped out if mer- 
chants are to carry on profitably under the 
new order of things. There is a new day in 
merchandising for which to prepare; and 
on the threshold of 1925 is your opportunity. 


Consider the Possibilities 
for the Coming Year 
{If the Queen Quality line is open in your 


locality, you have the opportunity to con- 
centrate on America’s broadest, strongest 
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line, for women and young women, aij 
rearranged lower prices based on pr i 
nounced economies in production, « } 

N] 


if, 
M4 

» 
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established and increasing demand. Yo 
owe it to yourself to see the Queen Quali 
line, to talk to the Queen Quality salesma 
and to buy for the new year the line the 
carries with it the utmost in style, servi 
and value, and is supported throughout thg 
entire range of production by America’ h 
best-known brand. vs 


{Will you wait for the Queen Qualit ‘ 
salesman? And if you can’t wait, will yo 
write or wire—NOW—to the “house”? 


ib 
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There’s a New Ord 
Out of the woods of style confusion—de 


of the wilderness of many makes, and & p 
underbrush of odds-and-ends, mercha 
are finding the highroad to profit. This fsur. 


Thomas G. Plato 
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jion—fe broad way, the main line of business— 
_ and fe policy of concentration on the main 
nerchatine that leads to better turnover and 
_ This fsured profit. 


BOSTON, 30 
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Concentrate Your Buying 
Where You Get 
Most Volume 


Pick the broadest, strongest line to retail 
at $5.00 or $5.50 to $7.00 or $7.50 cover- 
ing the full range of production for 


WOMEN and YOUNG WOMEN 
Backed by the service of 
THREE IN-STOCK DEPARTMENTS 


and the trade-drawing power and sales 
co-operation of 


AMERICA’S BEST-KNOWN BRAND. 


This is the new way for the new day of 
merchandising! Do not commit yourself 
to anything before seeing the QUEEN 
QUALITY salesman. 
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BOoYs 





The Pal 
Style No. 756 
Boy's Goodyear Welt Ma‘ogany Veal Bal. Durable Oak Out-Sole, 
Grain Leather {nner-Sole, One-Half Rubber Heel. 


This boy's shoe is handsome in style and dependable in quality. 
Width in Stock, D 
Price—Boy's 244 to 5% $2.85 
Youth's No. 856, 12% to 2 . 2.60 





The Buddy 
Style No. 757 


Boys’ Goodyear Welt Mahogany Veal Blucher, Heavy Oak Out- 
Sole, Grain Leather Inner-Sole. ‘One-Half Rubber Heel. 
This strong shoe will stand the scuffing and kicking of the youth. 


It appeals to boys because it is good-looking and to parents because 
of its extra durable wearing qualities. 
Width in Stock, D 


Price—Boy’'s 244 to SM... 2. cece eens . $2.85 
Youth's No. 857, 12% to 2 : seat : .. 2.6 
Little Gent's No. 957, 9 to 12 : : ... 8.38 


DAVIES Boy’s shoes are the kind of shoes that good 
shoe merchants like to sell. 


They have the sturdy looks that appeals to the mothers 
and they have the “manny” style that appeals to the 
boy. 

DAVIES boy’s shoes are sturdy. They are made of 
the best materials on the right kind of lasts by men 
who know what good shoe making is. 


They are the kind of shoes that once sold—sell them- 
selves and that means PROFIT for the merchant. 


Send for samples or salesman. 


Davies SHOE 
RACINE 


IN STOCK NOW 





The Junior Soldier 
Style No. 2900 


Boy’s Goodyear Welt, Heavy Army Full Grain Tan Fox Blucher, 
———_ Tips, Soft Toe Fah Swe. © One-Half Rubber Heel, 


Strong Oak Out-Sole, Grain Lea 
Some of our customers call this shoe * “The o Never-Wear-Out.” 
Width in Stock, D 
IE 6 0s coc ngecles cess cededueeéeePaneen $2.85 
Youth's No. 3000, 12 14 to pdbeeledé+eedeuscceedncbuedse ae 
Little Gent’s No. 3100, otis; buéheeeweguserts 6esenbaseanees 2.35 
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When writing to Davizs SHor Manuracturine Co. please mention Boot and Shoe Recorder 
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Jor MEN 


DAVIES Men’s shoes have the snap and the style 
that makes them mighty fast sellers. 

They have the qualities too, that makes “repeat” 
sales. 

Merchants who have sold DAVIES shoes for years 
say that they are the easiest shoes to sell that they 
have in their stores. 

That’s because they have the appearance that makes 
them readily attractive and the sturdy quality that 
satisfies. 

You will find steady profit and quick turnover with 
DAVIES shoes for men. 


Samples will be sent on request. 


The Brute 


In Stock February Ist 
Style No. 5670 





A Full Grain Tan Calf Bal. Oxford Over Weight Outer-Sole Grain 
Leather Inner-Sole Bleached Calf Lining. A New Last that Sells. 


MANUFACTURING Co, fo !fetitirr terms 


WISCONSIN 


IN STOCK NOW 


Style No. 5568 


DAVIES GENUINE KANGAROO ARCH SUPPORT SHOES 


-. $4.15 





Style No. 568 Style No. 5568 
Men’s Genuine Imported Australian Kangaroo Blucher. Built with Men’s Genuine Imported Australian Kangaroo Blucher Oxford. 
the Arch Support Feature over a perfect fitting last. This oxford is especially constructed to give a perfect ankle fit. 
Widths In Stock Widths in Stock 
B,C, D, E c,D 
DU sak idan iets as kaos tens eee authentic $4.35 ksh cies sded<vadpeadoEnV eens dale sehen ete cadersteeks $4.25 

















When writing to Davies SHor ManuracturineG Co. please mention Boot and Shoe Recorder 
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SPECIAL EXTRA! 


BUSINESS FORECAST — FINE AND GETTING BETTER 


® NoveliyNews @ | 


VOL. 1, NO. 1 New York, N. Y., Dec. 27, 1924 Profitably Priced 


NOVELTY INTRODUCES 
NEW SLIPPER INNOVATION 


NEW YORK, N. Y., Dec. 27.— 
It is reported on very good authority 
that the Novelty Slipper Co., 121 
W. 19th Street, has developed a 
new idea in the manufacture of 
high grade slippers that is vastly 
different from anything ever before 
attempted. If adopted, as it most 
certainly will be, it is going to 
revolutionize the slipper industry. 
Definite information about this 






































idea could not be- obtained, but HERMAN WILHELM FRANK J. PARTRIDGE, Jr. 
from all reports it looks like a sure Editor-in-Chief Middle Western Editor 
winner. e Novelty people are 


planning to spring it as a surprise 
at the Boston Style Show from 
January 12 to 15. 

Coming at this time, just a few 
weeks before the big show, this 
information is particularly interest- 
ing. It is pretty safe to assume that 
every keen and wide-awake buyer 
resent will want to see what the 

ej outfit has under the cover, 
and, if possible, be the first to 





henefi MAURICE RABIN CHAS. A. PRICE 
netit. Southern Editor Pacific Coast Editor 








A CORDIAL INVITATION 
IS EXTENDED TO ALL BUYERS 


TO VISIT OUR EXHIBIT OF 1925 SLIPPER CREATIONS IN THE HOTEL 
COPLEY-PLAZA AND HOTEL ESSEX FROM JAN. 6 TO 15. 


NOVELTY SLIPPER CO., 121 W. 19th ST., New York City. 









When writing to Novety Stirrer Co. please mention Boot and Shoe Recorder 
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In This Section 


Geo. W. BAKER SHOE Co. 
Barn Bros. 

CorNELL SHOE Co. 

J. & T. Cousins Co. 
Decen-Lipp, Inc. 

Bert E. Drake & Co., INc. 
AnpDREW GELLER SHOE Mere. Co. 
Heim & Doremus, Ine. 
Joun J. Larremann Suoe Mere. Co. 
Lax & ABpow!Tz 
MANCHELL-GRASSO 

I. Mitter & Sons 

Morse & Burt Co. 

Dr. A. Posner Suoes, Inc. 
PreMIER SHOE Co., INc. 
Reccto & Stockman, Inc. 
Seymour Troy & Co., INc. 
Harry SMoLen & Co. 
STRASSBURGER-STILES, INc. 
Unity SHoE Co. 

Vanity Nove.ty Works 
Leon WEIL 

Wicuerrt, Inc. 
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ACK of every substantial fortune just as back 

of every solid business there is some one 
factor that is stable. The shoe merchant, assured 
of a clientele insisting upon one type of shoe that 
he alone controls, is in this class. He has a stable 
factor assuring him of business in these changing 
times that is safe from whims and fads. 
So we offer ““Modease,” the comfort shoe that 1s 
also smart. Its clientele is secure—its wearers 
come back season after season. 
Cousins shoes, of which the ““Modease”’ line is a 
part, through seventy years of customer satis- 
faction, have a reputation everywhere. This 
reputation, coupled with your own prestige in 
your own community, gives you a power that 
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makes for permanence. 
It is to secure this stability for tomorrow that we 
suggest your inquiry today. 


INT. COUSINS. Go. 
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in combination that results are 


is 
achieved. In the merging of interests of 


Louis Heim and Louis C. Doremus, in the 


It 


present business firm, there has come into 


y 


existence an organization calculated to 
serve the retail shoe industry. Especiall 


that branch interested not alone in value, 


but in high quality, exclusive design and 
having a clientele of fashionable women. 











This, our initial announcement to the 
trade, is an assurance of our maintaining 


the high standards of the old firm so 


favorably known to those who have mer- 
chandised the footwear of that organiza- 


tion during the past sev 





en years. 


HEIM & DOREMUS, INC. 





325 GOLD ST., BROOKLYN 











Boot AND SHOE RECORDER 


177 


December 27, 1924 


LOOK Ye — the Treasure Chest of Stike 


py, as the Completion of 
a Unique Juvenile Service 


+ 

















HE addition of the Boys’ Shoes to our In- 

Stock Department completes the most com- 
prehensive juvenile shoe service. These Boys’ 
Shoes are made on lines distinctively mannish, 
in leathers that go into high-grade men’s shoes | 
only. Making shoes for children for thirty- | 
seven years has taught us how to meet the 
OR. :... .- requirements of the growing foot, permitting 
ee us to harmonize most effectively scientific con- 
struction with beauty of line. 











a POSNER: 
Or eadee> 





FOR INFANTS, CHILDREN, YOUNG LADIES 
AND BOYS 








Misses’ end Gousing Gis’ pemge cassied in now offer a complete juvenile stock service. We 

have a plan whereby you can make your chil- 
dren’s department the most profitable in your 
store. Our In-Stock Department can equip an 
entire children’s department from cack to grow- 
ing girls’, little gents’, youths’ and boys’ shoes. 








Ask us how you can make this unusual Stock 
Service produce for you. 


“Catalog and Price List Sent on Request’ 





Boys’ Russia Calf Brogue Oxford carried in | 
stock, wing tip, brass eyelets. Sizes, 244-6. | 





D*A.POSNER.SHQES. Inc. 


140 WEST BROADWAY 
NEW YORK CITY 





**To Complete an exclusive Children’s Service feature the extensive Line of Dr. Posner’s Scientific Hosiery”’ 
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Style Pays Homage 
to the Scientific Shoe 


Vogue, a leading style publication, 
says under the headline ‘““The Impor- 
tance of Being Beautiful:” 


“It is no longer Divinity, but pos- 
ture and exercise that shape our ends, 
and the desire for beautiful feet 
prompts the admonition that only if 
the shoe fits should one put it on.” 


““And now, about exercise. A cer- 
tain amount of walking is absolutely 
essential. Feet that step only in and 
out of motors cannot expect a very 
long or very happy life.” 


“Several years ago, when there 
were only two sorts of shoes, the 
fragile fashionable one and the sen- 
sible shoe generally referred to as 
‘old lady comfort’, a woman had 
some excuse for denying her foot the 
ease it should have But times have 
changed 

“Today, sensible shoes are made 
on smart lasts. They give adequate 
support to the foot and do not scorn 
to be graceful at the same time.” 











Vogue, and many other magazines 
of national circulation, recognize the 
importance of foot health and foot 
comfort in the active life of the mod- 
ern woman. 

Any retailer who is not getting his 
share of this business should com- 
municate with us to see if our exist- 
ing agency relations would permit 
of his obtaining the local sale of the 
leading flexible arch-supporting com- 
fort shoe with style refinements. 


(antilever 
Shoe 


MORSE & BURT CO. 
410-424 Willoughby Ave. 
(Between Bedford & Nostrand Aves.) 
BROOKLYN 











“CANTILEVERS FOR COMFORT LOVERS” 
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A name that for 


AS years has al- 
| ways stood for the 
finest in shoemaking 












Forty-eight years of experience, coupled with 
a reflection of the latest thought in designing, 
means in the result not only shoes that are 
correct in fit, construction and workmanship, 
but shoes that are attractive, dainty, desirable, 
and always of the highest grade. 


Our sample line for the Spring best exemplifies 
this statement. It is on view at the factory, and 
our sales rooms in San Francisco and Chicago, 
and from January 5th on at Rooms 644 and 647, 
Hotel Imperial, New York. 


JOHN J. LATTEMANN SHOE MFG. CO. 
74 St. Edwards Place, Brooklyn 


CHICAGO OFFICE PACIFIC COAST OFFICE 
Room 1020, Republic Bidg. Room 239, Pacific Bldg. 
209 So. State St. SAN FRANCISCO 


GEO. H. HARRISON CHAS. E. PIPER 
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‘Baker 


of BROOKLYN. 











In a national gathering together 
of the shoe production of the 
United States, those examples pre 
sented by Baker of Brooklyn have 
always been noted for their qual- 
ities of good taste, correctness of 
patterns, and strict observance of 
the mode. At the National Shoe 
Retailers’ Convention to be held 
in Boston in January, we have 
every reason to feel this statement 


will be again proven. 


Our display in Booth 248 in 
Mechanics Hall, and at our sample 
rooms in the Copley-Plaza Hotel 
will give ample opportunity for 
demonstrating the correctness of 


the statement made above. 





New York Sample Room 
611 Marsripce BuILpING 


Geo. W. Baker Shoe Co. 


323-343 Classon Avenue, Brooklyn, N.Y. On Oe Or et we OO tw a wt ett wt tet 
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Brooklippy— the Treasure Chest of Slyle | 


SHOES BY GELLER 

















Andrew Geller Jh oe My. Co “s 


244 Broadway~Brooklyn,N XY | 


Where style is coupled with originality of design—and where 
attractiveness is wedded to practicability in footwear for 
discriminating women—there you will find “Shoes by Geller.” 





AT THE BOSTON STYLE SHOW 
Booth No. 256 


and 


Copley-Plaza Hotel 





in attendance 


Sol Mayer Leland Mayer Fred Kannensohn a 
Pde L.! 
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ENistory Tells Us — 


That shoemaking in the olden days was 
a pure handicraft; its followers, men 
proud of their skill and product. 


Nowadays, modern machinery covers 
every branch in the industry. On the 
factory system, every foot is dealt with as 
one. 


The hand shoe-maker should produce a 
shoe that for fit, flexibility and individual 
taste no machine can touch. 





We produce nothing but bench-made 
turns with all the character this means, in 
patterns that are distinctive and different, 
and with that indefinable quality that only 
hand-work can produce. 





Models displayed at our factory only. 


MANCHELL-GRASSO nc 


Ye House of Handicraft 


570-76 WEST BROADWAY 
NEW YORK 
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GA SINGLE TChHhOUGHE 


To make our SHOES superior 
to any SHOES—of similar price. 


That is the spirit that guides us 
in embodying Style, Quality and 
Workmanship in our product. 


ee 





PATTERNS-—-Our own original 

creations and among the newest 

offerings for Spring will be displayed 
at the 


IMPERIAL HOTEL, N. Y. 
January 5th to 20th, inclusive 
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Originators and MHr’s of Exclusive Footwear for Ladies 


24-28 BOERUM ST. 
BROOKLYN, N.Y. 
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American Styles for American Women 


As (reated in Brooklyn by the Leading Shoe 
Builders of the World 


No market trip complete without Brooklyn! 

No store complete without Brooklyn shoes! 

No customer completely satisfied without 
Brooklyn styles! 


ROOKLYN eaters to taste and discrimina- 
tion. It has a reputation for quality and 
dependability. It has made a market for 

pretty shoes in every city, town, village and ham- 
let-—a market that never existed before when 
shoes were only coverings for the feet. This con- 
sistency in building the best shoes in America has 
established its reputation throughout the country. 
Brooklyn’s shoemaking genius is founded on the 
ability to select the best in footwear, and to 
fashion it with a craftsmanship that makes it the 
finest footwear in the world. 

The acknowledged supremacy of Brooklyn in 
the realm of feminine fashion is due to its skill in 
creating footwear which is not surpassed any place 
in the world. It has become the shoe style center 
of American styles for American women. 

How greatly the fashions of Brooklyn influence 
the trade of the United States is known to every 
merchant of shoes and acknowledged by every 
shoemaker and designer in the country. The an- 
swer is no secret, for Brooklyn is but a few minutes 
from the greatest fashion street in the world— 
Fifth Avenue. Every garment deserves 
its complementary footwear in color and 
design, and the speed of the dressmaker 
is rivaled by the inventive genius of the 
shoemaker. 

It is getting to be more and more the 
custom for shoe buyers to start their new 
selling seasons by first inspecting shoes 
produced in Brooklyn. In your market 
trips you cannot afford to overlook the in- 
spiration that comes from a study of 
Brooklyn patterns, and this shoe style 
center invites you to see the best in foot- 
wear. 

American footwear can hold its own 
with the footwear of the world, but it is 
left to Brooklyn-made footwear to hold 
the center of the stage and the center of 
every good store window for spring, 
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1925. Brooklyn shoe men know their work and 
love it. American shoe merchants acknowledge 
their worth and sell the product to American 
women who are most appreciative of the style and 
service that can come only in Brooklyn shoes. 

Brooklyn invites you to come and see the best. 





Expect Generous Initial Orders 


Already there are definite signs on the surface 
to indicate that placement of spring orders for 
women’s shoes will be made on a larger scale than 
during the past few seasons. There’s more confi- 
dence prevailing concerning the retail merchants’ 
prospects for selling more shoes during the early 
1925 months and Brooklyn manufacturers, just as 
keen concerning economies as style developments, 
are expecting some good initial orders to come in 
January. They expect to do a fair volume of busi- 
ness at the N. S. R. A. show. 

Spring styles are coming along gradually in 
their development. In the main, patterns and 
styles appear to be fairly well settled for the 
spring season. Pumps of the step-in or modified 
opera types are being shown in all lines. Gored 
pumps also are being sampled extensively for 
spring and the straps are coming back a bit 
stronger. The broad one-strap on a semi-D’Orsay 
pattern is being used by many manu- 
facturers. 

There seems to be a trend toward the 
greater use of fancy stitching in several 
of the lines here and this feature is being 
watched for possible developments. 

The main interest of manufacturers 
now, however, is on materials, rather than 
on patterns. 

One strong indication is that kid is due 
for one of the strongest comebacks ever 
staged. The light tan shades of kid, as 
well as the darker tones, are being freely 
used in the new samples. Many of the 
manufacturers are using imported French 
colored kid in a rather large way. 

Two-toned combinations in kid are 
considered as a good possibility, as is kid 
with patent. 
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T is not enough to visit the 
~) centres of world fashion. It is 
“ necessary to make the proper 
> selection of style motifs upon 
which may be built practical 
models to meet practical needs. 





In my frequent trips abroad, I have 
been singularly successful in getting the 
correct inspiration to develop styles 
that have achieved success. In the 
Spring season's offerings, | feel we will 
duplicate and perhaps excel this 
achievement. 


SIRASSBURGER:STILES 
fou 


Ladies Fine oolwear 
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That women are quick toappreciate the beauty and 
quality of I. Miller style slippers is evidenced by 
the success and expansion of the I. Miller shops 
and agencies all over the country.....a success 
which has in its turn necessitated the ereétion of 
this new and splendidly equipped plant, one of the 
largest in the world making high grade turns and 
welts for women. 


A cordial invitation to visit the new factory is 
extended to every member of the Shoe Fraternity. 


I. MILLER & SONS 


Harris and Ely Avenues, Long Ties : 
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Stepping into 1925 with 
our “Amelia,” the 
smartest little shoe 
beauty—in satin, multi- 
colored thread and jewel 
beads. 


SSS 





(‘ome over and see 


™ Weichert Footwear Fashion Display 
at the 
Wichert style suite 
(opley-Plaxa Hotel 
Boston, fanuary 12-15 


Thirty-one New Spring (reations 


After exhaustive study of styles, leathers and Every model created for symmetrical propor- 
materials in Europe and America, we have tions, beautiful lines, proper fitting; each a 
achieved our finest line of beautiful shoes. correct interpretation of shoes for Springtime. 


Style VISUALIZATION ON LIVING «MODELS 
Style Displays—Booth 255 
N. §. R. A. Convention 
Northwestern Shoe Retailers’ Convention 
St. Paul, Fanuary 26, 27, 28. 


In NBW TORK WICHERT, Inc. 


Displayed in our 

office—Marbridge Turns and Welts for Smart Feminine Wear 

Building 34thand 
6th Ave. 





Atlantic and Schenectady Avenues 
Brooklyn, New York 
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The new firm of Heim & Doremus, which succeeded 
the old firm of Heim & Tull, has booked some encour- 
ing orders recently. With the entrance of L. C. Dore- 
mus into the firm, the spring line has taken on some 
1ugmented style points. 


RAR SB 


The demand for children’s shoes is picking up con- 
siderably with the public wanting well-built shoes and 
good styles as well, according to the Dr. A. Posner 
organization. This concern is working out plans for the 
establishment of Posner departments in several of the 
country’s leading department stores. 


RAR Ss 


Degen-Lipp, Inc., are just getting their spring sample 
line into shape, having started a bit late. The line is 
strong in opera pumps in plain and fancy colored stitch- 
ing, in gored pumps, both plain and open work and in 
one straps in which cut-outs are employed. Kid, ooze 
and satin are the principal materials employed for their 
spring line. 


RAAB 


Parisian ideas gathered by Emil Strassburger on his 
most recent trip to Europe are being put into the Strass- 
burger-Stiles spring line. The concern is now occupying 
more extensive quarters in a part of the J. Albert & Son 
factory on De Kalb avenue. 


RAAB 


The Cornell Shoe Company is showing a part of 
the spring line at the offices recently opened in the Mar- 
bridge Building, New York. The sales force has been 
increased recently and the salesmen will leave for their 
territories right after the style show in Boston, at which 
the company will be represented. 


RAAB 


Lax & Abowitz have prepared some extremely good- 
looking shoes for exhibit on the runway at the Boston 
style show. The company will have its representatives 
quartered in the Copley-Plaza. Jack Abowitz, William 
Monsees and William Fitzharris will be on hand in 
Boston during the show. 


RAR 


Steady business on Cantilever shoes is coming into 
the Morse & Burt factory, which recently moved into a 
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new building on Willoughby avenue, where increased 
production facilities have been established. 


3 OR & 


The Seymour Troy Company has developed one of 
the best spring lines in its history. Officials of the firm 
predict a good spring business. 


RAR 


These are busy days for the I. Miller & Sons organiza- 
tion, which is getting settled in its new building in the 
Long Island city district. The new plant is one of the 
best equipped in the shoe business and will add greatly to 
the efficiency of production and speed of delivery. 


Conservative good taste has been the guiding factor 
in the production of the spring line of Wichert, Inc., 
under the supervision of C. H. Wolfelt. The company 
already has put several of its best style numbers in 
stock. 


RAR Ss 


Several interesting novelties have been included in 
the spring line of samples developed by the Premier Shoe 
Company. The concern reports a fair business at present 
with prospects bright for a good spring season. 


RAR 


One of the most optimistic producers in the Brooklyn 
district is Harry Smolen, who believes that Brooklyn- 
made shoes will be in strong demand for the spring 
season. 


RAAB 


J. & T. Cousins report an encouraging outlook for 
spring. Demand, according to this organization, is swing- 
ing toward better grade shoes, a development that has 
been aided by the vogue for more simple patterns, in 
which good shoemaking shows up to best advantage. 


RAR 


Step-ins with buckles, neat one-straps and open shank 
shoes will comprise the bulk of the spring line of the 
Unity Shoe Company. This concern is working with 
colored kids, principally in the light brown and blond 
shades and has been doing a large business on genuine 
alligator, which is expected to continue in vogue. 
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eArtistry [n Shoemaking 





S the painter with painstaking care works out 

the finer details of light and line and so 
achieves a full effect—so in the careful attention 
to detail in design and craftsmanship, we achieve 
for women of exacting tastes, shoes that appeal. 
Our newest Spring models are now ready for your 
inspection. 


AT THE BOSTON CONVENTION, JAN. 12-15 
COPLEY-PLAZA HOTEL 
IN ATTENDANCE: 
Mr. Dave Levine 
Mr. Lou Preager 
Mr. Ed Mannheimer 
In NEW YORK From Jan. 16 On 
ROOM 651, MARBRIDGE BLDG. 





UNITY SHOE CO. 


“(Creators of Fine Footwear for W omen” 
2405 PACIFIC STREET, BROOKLYN, N. Y. 


‘‘In Unity there is Strength’’ 
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Boston Convention 


lf SMITH ST.,BROOK LYN, NY. Jan. 12-15 





Issue of December 27, 1924 . Boot AND SHOE RECORDER 


——— 


LLOORL MY — the Treasure Chesk of dle 






















¥ 
Reggio & tock 0. 
Legyio O? tockman,Ine < 
“BROOKLYN Be 
f | 
nS 
Xt 
4 rs 



















A PARISIAN TOUCH 
IN BROOKLYN FOOTWEAR 


“Victoria” 


4-5 weeks delivery 





“rr 


Buckle by 


Leon Weil of [Paris 


NEW YORK BRANCH and STOCK ROOM 


MARBRIDGE BUILDING—NEW YORK 
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Our Spring Line will be 
on Display in Boston dur- 
ing the Convention, and 
in our showroom in New 
York, & 3° -Marbrid ge 
Building : ss 








(Cornell Shoe (0. 
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J are naturally to be expected in any shoe 
in our grades, Cornell offers a“ distinc- 
tiveness of design that we feel is not duplicated. 
A careful adherence to the dictates ‘of good taste, 
and an exact timing of the model to the mode, 
have always been our aim and achievement. 


In the showing of our Spring samples in both 
Boston and New York, we have to an even greater 
extent than before produced women’s fine turn 
shoes that meet these requirements. 


Our suggestion that you see them is, we believe, 
based upon your interests as well as our own. 


‘“* The Shoe You Admire 
is Made by 
(ornell”’ 


61 Navy St. 
Brooklyn, N, Y. 
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No. 558—Patent leath- 
er with No. 246 or 
No. 245 shade kid 
trimming. 17-8 Span- 
ish Heel. Also obtain- 
able in any other de- 
sired combination. 


A superb example of the style leadership of Barlin creations. 
This pattern has been one of our most successful numbers 
during the past season, and is still being sold in large volume. 
It was originated by our Mr. A. Gorelick, whose reputation 
as a designer of Brooklyn grade footwear is of exceptionally 
high standing. For the 1925 Spring season he has patterned 
many new and styleful models which will be on display at the 
Hotel Imperial, N. Y., through January from the 5th on. 


BARLIN BROS. 


Manufacturers and Creators 


11 EMERSON PLACE, BROOKLYN, N. Y. 
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Made over Medium Toe Last (227) with 
11-8 Cuban Heel 


5, AA; 12, A; 13, B; 6, C 
This Step-in Gore has an irresistible appeal to those 
seeking a high-grade pattern of simple elegance. This 
number has been successfully sold by quite a few 
representative retailers. 


BERT E. DRAKE & CO., Inc. 
235-253 Park Avenue 
BROOKLYN, N. Y. L. 











Patent Leather..............$6.25 per pair OF ROSETTES, METAL AND 
eT.  icesiceserne a BEADED ORNAMENTS, HIGH 
@ P GRADE BEADING ON SHOES. 
In lots of 36 pairs 


consisting of | Manufacturers of some of the finest shoes in the 

| country come to VANITY for their ornaments. | 
If you want ornaments that help to sell your shoes, 
ask your manufacturer for VANITY creations. 


























: 1261 Atlantic Ave., 
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VANITY 


No. 2015 


Creators of Stylish Ornaments 


NEW, ORIGINAL DESIGNS _IN 
| COVERED BUCKLES, LEATHER 
AND RIBBON BOWS, ALL TYPES 














Brooklyn, N. Y. 
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O know the mode is always important—for 

shoes not in the mode are unsalable—but to 
apply the mode to specific patterns is to produce 
not alone artistic footwear, but ready selling 
merchandise. 


De Lipp shoes have always met these require- 
ments—never more than in the early Spring 
models, which will be perfected and ready for 
your inspection at the time this issue goes to press. 


MOTTON 
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DIS PLAY 
CREATES 
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THE STYLE LEADER OF A COMMUNITY FEARS NO PRICE COMPETIT]9 


Vol. I. No. 6 Published in the interests of successful shoe retailing at 75 Front Street, Brooklyn, N. Y. 
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,fEYMOUR TROY 
provides the style successes 

of the new season— 
sponsoring the mode Oriental 
with a diversion of patterns; 
exotic in splendor 

t and extraordinary 

mee ome in beauty 


SEE MORE TROY SHOES 
for Spring 


SHOWN AT THE BOSTON CONVENTION 
Copley-Plaza Hotel 


AND AT OUR FACTORY SHOWROOMS 
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The triumphs in Springtime footwear will be: 

SCHEHERAZADE 
TZIGANE AFGHANE 
DINARZADE STAMBOUL 
AL RASCHID CIRCASSE 
KHUTE ASIA 
HASSIM KISMET 

SARI 


SEYMOUR TROY & Co., INC. 
75 FRONT STREET BROOKLYN, N. Y. 
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““Pre’mi-er, 
1. pri’mi-ar; 2. pre’mi-er. 


———-= . a. First in position or order o 
ZEN RGAR 1. a. First in positi e f 
wes " occurrence or creation. 

-_\ - ease o> 


Funk & Wagnalls 
Standard Dictionary 


~~~ First in Position.” 


It is the aim of this company to main- 
tain leadership in all that makes for good 


. workmanship, material, design and mode, 

Ffotel Brunswick as they apply to the production of women’s 
Boston turn footwear of the best type. | 

Our models ready for your inspection at 

January I2to15 our factory, or as presented by our sales 


staff, offer the best evidence of our success 


In Attendance: bee “sete 
in the attainment of this objective. 


Mr. Al Roth We welcome inquiries, knowing they 
Mr. Al Reilly would be to your profit as well as our own. 
Mr. Mike Odes 


PREMIER SHOE CO. Inc. 


808 Driggs Ave. 
Brooklyn, N. Y. 


CLQOQEGGSISSGGGUSISSs 








Mi MUTE | MU Wu) INNA) iil | i\ | | IVAN H 
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OR the Spring Season of 1925, our 
designers have fashioned many new 
and dainty styles in feminine footwear, 
but there is one that stands out conspicuously 
for its originality of design and fine fitting 
qualities. It is the “Adeline”? pattern, here 
illustrated. A graceful step-in pump that can 
be offered the most carefully groomed woman 
with an assurance that it will appeal. 
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During the Boston Convention, Jan. 12-15, 
our Mr. M. Silver and Mr. B. Morrison will 


greet you at the 





































“Adeline” Hotel Copley-Plaza and Hotel Essex 
Shown in “ Naco” ‘ 
> Boia 9° “ MORRISON, COHEN & SILVER, Inc. 


Spanish Heel, ob- 


argues all lead- ‘Feminine Shoes of The Finer Grade’”’ 
ing combinations. 
349 West 37th St. - - New York, N. Y. 
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‘dhe & inderella 


Buckle 









{ 

\ 

{ 

{ 

( 

{ 

{ The Spring Season always brings an active demand for 

{ buckle types of shoes. This year the tendency appears 

{ even stronger, with the flapper styles predominating. We 
have designed several new ‘Cinderella’ buckles which 

{ will go well with patterns of this character. 

(| Our Mr. C.E. Peterson and Mr. S.E. Patrick, Jr. will be 
in Boston during the Convention to demonstrate these 

( new numbers to you. 

{ SPECIFY “CINDERELLA” BUCKLES WHEREVER 

( BUCKLES ARE REQUIRED 

{ 

{ 


EASTERN TOOL & MFG. CO. 
122-147 Bloomfield Ave. - - BLOOMFIELD, N. J. 
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\. 











When writing to the above advertisers please mention Boot and Shoe Recorder 
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SHOES 


PROGRESSIVE STYLES WITH MAXIMUM SERVICE 
FOR GROWING GIRLS :4 


Ko-Rec-Toe footwear is the scientific answer to your store problem of proper fit for the 
growing foot. Combingtion lasts carefully designed for foot countort and maennakaeet develop- 
ment. Selected materials assure satisfaccion and better service—the foundation for profits in 
your juvenile department. We will gladly send representative, or write Dept. C for information. 


® 


No. 8469— Misses’ Tan Calf Button Oxford, Ko-Rec-Toe 
Last, Rubber Heel. Sizes 12-2. Not in stock. Price. .. .$3.35 














No. 9157—Growing Girls’ Tan Calf Blucherette Tie, Plain No. 9156—Same as above in Growing Girls’, 8/8 Rubber 
Box Toe, Creased Vamp Ko-Rec-Toe 411 Last, 8/8 Rubber Feel, Ko-Rec-Toe 411 Last. Sizes 244-8, widths AA-D. 
Heel. Sizes 244-8, Widths AA-D, (Made also in select DOSE Ge GRE. TES. ccccdbeccssscecs eee 
Patent Colt at same price.) Price.............+.4. $4.25 


ma, 











No. 9150—Growing Girls’ Tan Calf Sailor Tie, Leather 
No. 8472—Misses’ Tan Calf Sailor Tie, Ribbon Bow, Plain Bow. Ko-Rec-Toe 411 Last, 8/8 Rubber Heel. Sizes 2%-8, 
Box Toe, Creased Vamp, Ko-Rec-Toe Last, Rubber_Feel. Widths AA-D, (Made also in select Patent Coltjat same 
Sizes 12-2. Not in stock. Price. ..........e-eeeee005 $3.25 patceps Pree. ccc cccccccccccccecsssemessscvccces $4.25 


"Tue |_.]).STICKLES SHOE (0. 


MANUFACTURERS 


RED WLNG, MINN. 
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LET THEM 


THE DEMAND 










me RICAN men are not trudgers — nor 
® mud runners—they don’t desire or need 


Wri 44 =p 7 aN ¢ heavy burdensome brogues except for 
ust Lp {i the occasional pair. 


—am SHO 












For business and for social occasions they want 
light flexible shoes — shoes that are comfortable 
for office wear, for wear in their motor cars — 
and shoes that put a debonair swing in their 
stride as they walk down the avenue. 





The need for light-weight men’s shoes is here — 
the market is ready and waiting. The feature 
fast-moving, high-grade styles for Spring will 
be light-weights, bantam-weights, and feather- 
weights. ; 


Feature them in your windows—your adverttise- 
ments! Let dealers all over the country make 
a whole-hearted co-ordinated effort to put over 
this shoe. 












Fifth Annual Arch Preserver Shoe Dealers’ Convention, Tuesday 
January 13, Hotel Lenox, 12:30 P. M. 
All are invited. 







FE. T. WRIGHT & CO, 
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1| BE LIGHT 














THE SUPPLY 





o% clean lined as a race horse—lithesome as a 
hurdler—yet, withal, strong, upstanding 
and sturdy. 


Making such shoes is a true art. Material must be 
chosen with discrimination. Workmanship of the 
highest type and special machinery are needed. And, 
above all, an entire factory organization that has 
been trained for years in the making of fine shoes. 


For months we have been supplying this type of 
shoe to the exclusive shops. Such shoes have made an 
instantaneous success. 


And why shouldn't they—the highest quality leathers 
moulded to the last—substantial soles rolled and 
pressed down to the wood—welts of zephyr weight 
but with the tensile strength of tempered steel.— 
Every stitch carefully drawn—every seam tight, firm, 
and smooth. 


What shoes they are! True triumphs of custom shoe- 
making ably aided by modern machinery. 


The first public showing at the N. S. R. A. Booth 62, at 
the Copley-Plazxa, and at our 
Boston Office, 10 High Street. 
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INC, ROCKLAND, MASS. 
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aramount 


THE SUPERLATIVE PATENT LEATHER 





oe HEN you choose PARAMOUNT for your 


Ma standard, you are selecting a leather that 


has set the pace in patent leather development 


for more than thirty years. 


THAYER-FOSS COMPANY 


Leath Merz 
BOSTON eathers of Meret 


When writing to Tuayver-Foss Company please mention Boot and Shoe Recorder 














Y, 1925 
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© @ 
® © 
© © 
7+ LOTUS SHOES &£ 
> @ 
® © 
® (Made in England) @ 
® © 
® ® 
® © 
© ® 
> © 
© © 
® © 
® ®@ 
® ® 
® lo 
- @ 
7 @ 
® © 
® @ 
© © 
© ® 
® i. 2 
® © 
© © 
© ®@ 
® © 
. ' @ 
* ; © 
° Shoes of Standing 4 
® © 
© What kind of clothes are there that can actually hurt? Not hurt the mind or © 
® the spirit or the pride or the humility, but hurt the body. A woman would @ 
© mention corsets. She has recollections on that subject. A frayed collar will 
© easily drive a man into a shop to buy a new one. But shoes can be the very $ 
© dickens! It is on what they have done for the sheer comfort of the foot that 
© the makers of Lotus shoes like sometimes to dwell. On the priceless blessing @ 
® of the perfectly fitting shoe which can be found for every normal foot on @ 
® earth. Man’s and woman’s too! @® 
> 
e 12 Styles Carried In Stock at Our Boston Headquarters : 
: Lotus Shoes will be exhibited at: @ 
© National Shoe Retailers’ Association Style Show, Boston, from 12th to 15th January 1925 Mechanics ® 
4 Building, Booth 51. 
® ; Mi Pig the ® 
Pennsylvania Shoe Retailers’ Association, Atlantic City, N. J., from 2nd to 4th February 1925 
Y Hotel Traymore, Room 169. @ 
© @ 
© @ 
° THE TOOMAY COMPANY ® 
© © 
© 145 SOUTH STREET, BOSTON ® 
® 7 
© Sole Selling Agents for Lotus, Ltd., in the United States 
PDOGDOGDOGDHOHOGHOHHOGHOOSGOGOHOHHHOHGHHOHOOGOHSHHOHOOH 




















When writing to Tut Toomay Company please mention Boot and Shoe Recorder 
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CMany of the best known 


names in the shoe world 
are listed here 


he VICI kid trade mark is being 
placed in shoes made by prominent 
manufacturers and offered at retail by 
leading stores throughout the country. 


The recognized influence of the VICI 
kid trade mark on consumer acceptance 


needs no further proof than this. 


The public asks for VICI kid, knows 
that there is only one VICI kid, and 
looks for the VICI kid trade mark. 





















Be sure this trade mark is inside the 
VICI kid shoes offered your trade. 











ROBERT H. FOERDERER, INC. 


PHILADELPHIA 
Selling agencies in all parts of the world 


7, \ 

o\ Fi 2 
Robert H. Foerderer, Inc., 
is the sole manufacturer of 
the one and only VICI kid. 


Reg. U. S. Pat. Off. 








When writing to Ropert H. Forrverer Inc., please mention Boot and Shoe Recorder 














Y, 1924 


Off. 
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Look for this trade mark 
in shoes of Vici kid 





The FOOT 
ARISTOCRATIC 








mar 


Mente of Gon Cossmans 
are plecies the Vici 

in shoes of Vici kid— 
presented at retail by lead- 


surance that the upper 
leather is the one and 
only Vici kid—the leather 
produced exclusively by 
Robert H. Foerderer, Inc, 


MADE ONLY BY 


ROBT H.FOERDERERINC. 


Tye Ye gem PHILADELPHIA 








WOMEN’S SHOES 





WOMEN's SHOES 


VIRGINIA 


(ALABAMA 
Drange Morech Molianery Gn. Ructmond ‘The Cohen Go. tne. 
ARIZONA be 
Prone M. Damond # Ben, WASHINGTON 
CALIFORNIA Sense Tze Shs 
Ee a ‘ ; = “acts 
sot These lead hoes b h 
° ~ 7 
Ee hsgein The Bradoey Depermen Bes os Be Clark sorg ROG. Bowery. 
34 45 Memon Medend teers, Oo 
pees Vici kid trade mark = = 
Sho Ree S Praccion HC Hadden @ On 
toto ‘Wesherby Kapeer Shor Co 
coment Lie he WISCONSIN 8 
BE Pokemon of Pen bey Cos Oe WOMEN’S SHOES WOMEN'S SHOES WOMEN'S SHOES | 
= ‘The Emporem ‘ooeoe Mayer 
>. Qu Out Medisoweile Dee's tae. NEBRASKA OKLAHOMA . Recess 
 s TG Racinent Reied! 7. Compa 9 bse Omshe ‘Napsers Bootes Mastogee a ” 
. The Wane t ‘Stoning a NEW HAMPSH bed . . 
fon bee cane m0 el , ae iim Oy See MEN'S SHOES 
Sp Sgn 5 ew Ore Moen NEW jensey =, Ranteneioers Bry Ox So ALABAMA 
couossso = * ae Adteneic Cuy  Scbubdentew Dry Goads Co nips Bennecse Cise Pennghon Odom Bowers ¥ Whee 
Conon Cu: Mardy Stuart Co Newark se ORECON CALIFORNIA 
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THERE 18 ONLY ONE VICI KID +--+ THERES NEVER HAS BEEN ANY OTHER 


This advertisement appears in 
The Saturday Evening Post 
of January 24, 1925;in Vogue, 
January 15; in Harper’s 
Bazar for January and in 
Vanity Fair for February. 








When writing to Ropert H. Forrperer Inc., please mention Boot and Shoe Recorder 
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-CEDARCLIFF - 


PURE DYE 


SHOE SATINS 


Has established its popularity among merchants 
and manufacturers by the infinite care taken in 
every minor detail of its manufacture. 














The quality of Cedar 
Cliff Satin gives to 
shoes that smart 
appearance that the 
buyer is constantly 
seeking and instantly 
recognizes. 














“Worth a , 
little. bit 
more to 


the woman 
whc knows” 








The CEDAR CLIFF SILK COMPANY 251-255 FOURTH AVENUE NEW YORK 














When writing to Tue Cepar Curr Sitx Company please mention Boo: and Shoe Recorder 
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FOR STYLE ~ QUALITY~ SATISFACTION 
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THE VOLLMAN, LAWRENCE CO.—CINCINNATI, O. 


There is a place in every shoe 
store in the United States 
for a Cincinnati-made line. 
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NEW Flexible McKays 
to retail around $5. 
Second to none— 
above the average! 
By all means see our 
widely varied Factory 
Line for Spring! 
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THREE OF THE INTENSELY INTERESTING NEW DESIGNS—SEE THEM ALL! 














Make arrangements through our 


Mr. S. J. EISMAN and Mr. JOSEPH ZIEGLER Mr. AUGUST LEVY and Mr. JOSEPH ZIEGLER 
at ST. LOUIS January 4, 5, 6, 7 at BOSTON January 5th to 16th 
JEFFERSON HOTEL ESSEX HOTEL 






i — — — — ——=/{ 
The CHARLES MEIS SHOE {PANY - | 
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When writing to Tux Cua=ces Mets Suoz Company please mention Boot and Shoe Recorder 
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“On your left is the Public Garden— 
on your right is Boston Common— 


2 


} fe t for the N.S. R. A. Convention, Janu- 
| Weegee) b ary 12 to 15. Most of us will probably 

2A) climb aboard the “trubberneck wagon’’ 
and tour the city. But while there's lots to see 
in the Hub, and the proverbial good time will 
undoubtedly be had by all, still there are many 
more substantial reasons why every shoeman 
should make it a point to attend the convention. 


At the convention you ll make new contracts 
and broaden your knowledge of the shoe industry. 
You'll meet men who are at the very top of the 





(Continued on page 214) 
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COLT AVAL IAAL 42 














ROTH'S B. W. 
BUSINESS WOMAN SHOE 


ie: Good Resolution 
No. 1 for the New Year 















| In STOCK 
‘ In line with our policy on To Stock The New 
all B. W.’s, we carry the B. W. 4-ST RAP 


stock, thus giving you the 
turn-over, with all the ad- 


CORRECTIVE SLIPPER 














Ye vantages that Tapid turn- Corrective in fact, as in name. “It fits the 
re over carries. This is the feet."’ Made in black kid, as shown, with all 
eF system we are using with the glove-like fitting qualities of the famous 





B. W. Oxford—-plus the pep and dash supposed 
to belong to light novelty slippers only. 
All in all, a bell-ringer—a real shoe to tie 


767 far-sighted American 
retailers on the oxford— 








the same system they will to for 1925. Write us today for sample or a run 
use on the new 4-Strap of sizes. 

Slipper. IN STOCK 

And this is the system we ready to ship—net 30 days 












Black Kid B. W. corrective strap 
AAA, 5-9 B, 3%-9 
AA, 5-9 C, 3%-9 
A, 49 D, 3%-9 
$5.20 


GROTH SHOEG@. 


- CINCIN 


recommend to YOU. 
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OUR 8 MONTHS’ STYLE REVIEW 


SEPTEMBER 


fy 


The Klassy 





JUNE 


~~ 


The Vassar 


JULY 
- 


The Southern Tie 





AUGUST 





The Latonia 


Correct, Rats All 
Suppose you had each of these styles on hand 
at this time. 


‘_-_— 


Would you be worried? 


We recommended these 100% Styles and sold 
in*the order shown in the illustrations. And 
the only regrets of our customers were their 
selling out too quickly and complete. 


PERPETUAL STYLES 


You are cordially invited to behold the Beauty 
and Splendor of the Novel Creations in Welts 
and McKays produced by our Master Or- 
ganization, 
AT 
MECHANICS HALL 


N.S. R. A. CONVENTION 
BOSTON, JAN. 12, 13, 14, 15 
BOOTH No. 84 


COPLEY-PLAZA HOTEL WESTMINSTER HOTEL 


Correct, Rats Al 


Walk and Be Healthy 





The Countess 





The Bouton 


NOVEMBER 





The Polka 


DECEMBER 





The Darcy 


Te; Vonnman;, Lawrence: Co, 


STATION & 


Cincin wart, Ore 
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HOLTERS RAPID 





Holters Rapid Trans-Kit—a miniature traveling sample- 
room expressed to you. Completely equipped with the pick 
of the most popular numbers in prevailing shoe styles. 
(Note:—The shoes shown above were snappy styles at the 
time the photograph was taken, but they may all be out 
of the Trans-Kit when you get it because of our policy of 
styling Holters shoes up to the minute, always, in both 
materials and patterns.) 





La 


THE QUALITY SHOE iS MARKET OF AMERICA 








4 
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“Welcome” Sign- 





That's what shoe retailers the 
country over are doing for the 
Holters Rapid Trans-Kit, the Shoe 
Express that runs straight from the 
factory to you. We felt certain that 
the Rapid Trans-Kit filled a real 
need, but the calls that have come in 
for this Shoe Express have -far ex- 
ceeded our expectations. 


The Holters Rapid Trans-Kit is a 
miniature traveling sample - room, 
containing up-to-the-minute models, 
made to retail at popular prices. 
Open the lid of this handy, compact 
kit (that travels with express charges 
both ways paid by us) and you're 
looking at new, fashionable, fast- 
selling shoes. And when you use the 
order blank containing full instruc- 
tions on how to order, the shoes will 


models in your own store—order 
what you want—and in about two 
weeks what you've ordered will be 
shipped to you. Meanwhile, of course, 
our regular salesman will continue to 
call. 


The Rapid Trans-Kit is ready to 
start for your town now—and it’s a 
Shoe Express that makes no stops 
along the line. Of course, we pay the 
express charges both ways, remem- 
ber. So mail the coupon today and 
this kit, with its quick sellers, will be 
sent to you immediately and at our 
expense. 








The Holters Company 








aliis, 


be shipped in from 15 to 18 days 
after receipt of order. 


(Branch of The United States Shoe Company) 


a oe Sycamore Streets, Cincinnati, 
io. 


. . : q Gentlemen: Please send me your Rapid 
Simplified buying plus speedy de Trans-Kit with its line of fuine y any 


livery—that’'s the combination that’s SS Oe pe et ee 
making the Rapid Trans-Kit an i ipsiint os tanp-choe tered atkaeinea 
overnight hit with shoe merchants 
everywhere. Look over our latest 























The Holters Company, Sixth and Sycamore Sts, Cincinnati, Ohio 
(Branch of The United States Shoe Company) 


TRANS-KIT 


---- the Shoe Express 





CHICAGO OFFICE 
210 Security Building 


MINNEAPOLIS OFFICE 
723 Boston Block 


NEW YORK OFFICE 
1404 Bush Terminal Building 





©1924 The Holters Company. 
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ladder; you ll hear speakers who will give you 
the benefit of years of experience. Nobody can 
attend the meetings at Mechanics Hall without 
getting valuable information and new 
points of view on the shoe trade. 






A feature of the convention will be 
the exhibit of the Harvard Bureau of 
Business Administration with thirty 
business experts in attendance to talk 
over your problems with you. You 
can bring along your monthly or an- 
nual business report and have it ana- 
lyzed. And if, as so often happens, 
you wonder why an apparently busy 
month or year shows smaller net 
profits than you expect or desire, 
probably the Harvard experts can 
show you what's wrong and how to 
put it right. 


Most of the speakers will be 100% shoemen, 
with an intimate knowledge of the same prob- 
lems that keep you up nights. Two distin- 
guished outsiders, however, are also on the pro- 
gram—Merle Thorpe, Editor of The Nation's 
Business, and Dean Donham of the Harvard 
School of Business Administration. Dean 
Donham is a notable figure in university com- 
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mercial education, and is in charge of raising 
$36,000,000 to put the School of Business 
Administration on a sound financial basis. He 
was formerly Vice-President of a large Eastern 
bank. The other sessions of the convention 
will be of the ‘‘open-forum’’ type that has grown 
even more popular with each successive year. 


To give everyone the best possible view of the 
shoes shown, the runway will be suspended from 
the balcony. This feature of the Style Review 
is new for Boston and will be an appreciated 
convenience. 


Remember the dates—January 12, 13, 14, 15 
—and the place, Mechanics Hall, Boston, Mass. 
(Just a couple of blocks from the Public Library 
in case you want to do some light reading.) 
The N.S.R.A. Convention is an affair which 
no shoe man should miss. So—see you in Bos- 
ton on the twelfth! 
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Wasarr it ‘ida 


Graceful as ‘““The Blue Danube....”’ 
Modern as ‘‘What’ll I Do?”’ 


Graceful as a Viennese waltz and modern 
as Irving Berlin's newest melody is the 
‘Danube Tie,”’ a Duttenhofer slipper in 
Patent Leather or: Tan Russia Calf. It 
a combines the charming and fashionable 
anuove ite ° . 
ale Oe aaa slipper = Southern Tie with the new short vamp 
Patent or Tan Russia Calf, with and French toe. A turn slipper—light, deli- 
short vamp and French toe. ; 
cate and airy—one that any woman will 
“love at first sight.” 


The Val Duttenhofer Sons’ Co. 
Branch of the United States Shoe Company 
Dittonkeafers Cincinnati, Ohio 
Pacific Coast Representative 


SAUL BERNER 
418 Pacific Building, San Francisco, Calif. 
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When writing to Tur Vat Durranoven Seu Co. please mention Boot and Shoe Recorder 











or 27, 1924 
















pecember 27, 1924 BOOT AND SHOE RECORDER 


217 























POTTERS 


GOOD SHOES «~~ FIFTH near VINE 











Order by Mail 


: 550 
wy Minn. Ave. 
_ a le «CK. C., Kas. 
r 
18 Main St., K. C~ Mo. 






























TES 


RAEMANNY & Barn @ 




















Most Progressive 





- 


*** these stores make money by 
linking their names with the 


Reiss 


Do you know the NEW Red Cross Shoe 
proposition ? 
Write. 


c \ 
» ed pore 
avs 1g ye] THE KROHN-FECHHEIMER COMPANY 
« Branch of the, United States Shoe Company 


st poe ne te r . 
re oes Cincinnati, Ohio 
Ceo gee gs Se Pacific Coast Representative: 
B catty yas dO Saul Berner, 418 Pacific Building 
> San Francisco, Califq 4 
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etinstandonl s 
Dependable 
Shyles 


eS? 














The ‘“‘Sue”’ Sandal 
Patent vamp and Russia 
calf quarter. 





A STEP or TWO AHEAD 


Krippendorf’s shoes are  recog- 
nized by the leading dealers of the 
country for their superior work- 
manship and fitting qualities, plus 
style and service. 





The Krippendorf Dittmann Co. 


Cincinnati, Ohio 













Quality 


The “‘Denver’’ gore 
Colonial 
Made of Russia calf, also 
beautiful with patent vamp 
and Russia quarter. 










The “‘Erie’’ gore strap 
Vamp and strap of Patent 
leather; quarter and heel of 
Apricot kid 
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Established Trade 


Is an Asset . 


You can go to a bank and borrow money on an 
established trade. A good thing to show a banker 
is a list of customers who buy from you year in and 
year out. 


How many stores can. do that in these days of 
shifting, fickle-minded buying habits? Can you 
depend upon any defiite amount of business next 
month? 








We can show you the way to better conditions, 
) more stability, greater permanence. We can help ' 
you to build and hold a bigger, better business. 

The Julian @ Kokenge line offers you more than 
“just another line of shoes."’ Besides superior 
fitting models, style, quality and satisfaction, we 
offer you a big ready-made demand amongst 
Co women who want Julian @ Kokenge Shoes. 


mi 





Will you let us show you the way. 


—a> 


vice 


Ghe Julian So Kokenge Co- 


Makers of the famous Si Grch Fitting Shoes for Women 
426 E 4th St. Cincinnati,Ohio. ] 


























ios -— ewer 


L>Ci< 



















Look for us at the 
Copley Plaza Hotel, 
The Hotel Avery 
and at our booth 
at the Convention 
—Mechanics Hall. 


Complete lines of 
J & K and Foot 
Saver Shoes will be 
on display in Bos- 
ton during the 
Style Show, Janu- 
ary 12-13-14-15. 










mt 





Compote J&Klinesdisplayed 
Jefferson Hotel, St. Louis 
January 5-6-7 
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BOSTON 


Line of Samples on Display 
Essex Hotel, Jan. 12, 13, 14 and 15 
MR. TIM MURPHY 





Line of Samples on Display During 
the St. Louis Style Show 5tSi—Ridgoway 
Jefferson Hotel Shown in Light Tan Calf with Creased Vamp 


MR. THOMAS D. CAHILL and Pinked Perforations. 


Also good in Elk Skin with Trimmings 
and MR. GEORGE GREGORY of Tan Calf. 


THE CAHILL SHOE CO. 


CINCINNATI 
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When writing to Tux Canitt Snore Co. please mention Boot and Shoe Recorder 











December 27, 1924 BOOT AND SHOE RECORDER 221 


Fe Se Se Oe oe. ee ee, ee Se 


27, 1924 














Exquisite beauty, simplicity of style, fine workmanship and inherent 
quality—all are combined with a “‘correct price” to make Stanley 
Duttenhofer shoes salable to the last pair. 


See our line on display at the Westminster Hotel, Boston 
January 12, 13, 14 and 15 


The STANLEY DUTTENHOFER SHOE CO. 
1401 PLUM ST. - - CINCINNATI, 0. 





allo, 





When writing to Tut Stantery Dutrennorer Suor Co. please mention Boot and Shoe Recorder 
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Iwo Ideal Leathers 
for Spring 


TAWNY VELOURS CALF 


Tawny Velours Calf is finished smooth in a medium 
light shade of tan. It is chrome tanned and possesses 


a fine, tight, and even grain. 


— Bl 











AMBER VELOURS CALF 


Amber Velours Calf is a lighter shade of tan, and is 


equally as popular as Tawny Velours Calf. It also 
is chrome tanned, and possesses the same fine, tight, 


and even grain. 


Made in Milwaukee 
These two leathers, with the many other 
famous P. & V. leathers, can be seen at 


(LEATHERS our Boston office, 85-89 South Street. 
| oh © 3 Convention Visitors welcome. 


Sold all over the World This is a Calf Year 


PFISTER & VOGEL | EATHER Go. 


MILWAUKEE, WIS. PHILADELPHIA, PA. ROCHESTER, N. 

BOSTON, MA ST. LOUIS, MO NORTHAMPTON, ‘ENG. 

NEW YORK, N. Y. CINCINNATI. 9 LEICESTER, EN 

CHICAGO, ILL. ST. PAUL, M FRANKFURT, GERMANY 
SAN FRANCISCO, CAL. 











When writing to Prisrer & Voor: Leatuer Co. please mention Boot and Shoe Recorder 
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THE BELWOOD" 


cAconservative wide toe model 
a triumph in style and comfort 
made possible by exceptional 
care in the making. 








EDWIN CLAPP & SON, INC. 
EAST WEYMOUTH, MASS. 





When writing to Evwin Criapp & Son, Inc., please mention Boot and Shoe Recorder 
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E have devoted our efforts during 

the past five years principally to 
expressing in ARMORTRED Soles and 
Heels our idea of what rubber heels and 
soles should be. 


Believing that merit will always pre- 
vail, we have adhered strictly to making 
ARMORTRED products excel in merit. 


More than that, we have constantly 
pioneered in rubber sole and heel develop- 
ment—presenting the trade with im- 
provement after improvement, each help- 
ing to keep ARMORTRED ahead in sole 
and heel progress. 


ARMORTRED Cord-wear Soles, 
ARMORTRED Crepe Soles, and AR- 
MORTRED Custom Heels have added 


mbm? 
| 
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‘Wilieies you to the naa’ 
ARMORTRED SALESRO OMS, 





particularly to the general growth of 
demand for ARMORTRED products. 


But every ARMORTRED specialty 
has played its full part as a friend-maker, 
for we have specialized in producing a 
special ARMORTRED Sole and Heel to 
fit every particular demand of the trade 
better than it has ever been done before. 


The need for a Boston market sales- 
room has become more and more pressing 
as the demand for ARMORTRED in- 
creases. We are told by those who have 
visited our new sales office that they have 
been enabled through our very compre- 
hensive display to obtain a far better 
conception of the scope of ARMOR- 
TRED products than they have ever had 


| 
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We sincerely hope that all buyers 


visiting the Boston 
ing the Style Show 
weeks in January will 
call and permit us to 
further acquaint them 


with every detail of the 


ds 


No 1 U.S.HOTEL 
Boston 





Open da 





market dur- never have a 





ALSO 
BOOTH 


103 
N. S. R. A. 


CONVENTION 
BOSTON 














during Syle Show! Week. 


ARMORTRED proposition. 





You will 
better opportunity to 
learn how ARMOR- 
TRED merit, and 
ARMORTRED progres- 
siveness can heip you to 


make more sales. 


UABAUG RUBBER COMPANY 


Makers of Armortred Soles and Heels 


North Brookfield, Mass. 
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We Are Sole Distributors 


for q. 
The UNITED STATES > 


THE OLD DEPENDABLE 
CAKE DRESSING 
FOR WHITE 

(=== SHOES = 
| 
| 
| 
| 


$ 





| 
AND WEB (Green) | 


Laing, Harrar & Chamberlin 


41 N. 3rd Street PHILADELPHIA 


ee mee ee ce | RS ae = ee 
When writing to Lainc, Harrar & CHAMBERLIN please mention Boot and Shoe Recorder 
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SAKS 
Solves the Style Question 


in presenting 


Two Beauties for Early Spring 
IN STOCK 


The “‘Sunburst”’ 


No. R1766— Patent leather high-grade turn with Apricot 
kid underlay and collar. Field mouse kid lining. Medium 
toe. 15-8 Spanish Heel. 

No. R1765—As No.R1766 with medium shade grey kid 
underlay and collar. Grey kid lining. 

No. R1767—As No. R1766 in tan “‘Naco” Calf with 
Alligator underlay and collar. Champagne kid lining. 


Price $5.00 


The above pattern also carried in one-straps. 12-8 
Block; 14-8 Baby Spanish and 16-8 Spike Heels, 
Broad Toe last’ Price $5.00 


**Peter Pan” 


No. R1755—“Naco” calf vamp. Imitation Alligator 
quarter. Tongue pump with led goring. Leather 
bow. Champagne kid underlay on vamp quarter, 
and champagne kid lined. High-grade turn. 15-8 
Spanish Heel. 

No. R1753—As No. R1755. Patent Vamp. Field mouse 
kid quarter and lining. Champagne kid underlay on 
vamp and quarter. 

No. R1754— As No. R1753 with grey kid quarter and 
lining. Grey kid underlay on vamp and quarter. 


$Price 4.75 





See Our Entire Line in Boston - - - January 12 to 15 





HOTEL WESTMINSTER 
IN ATTENDANCE: 


Mr. M. J. Saks 


Mr. Louis Greenwald 


M. J. SAKS SHOE CORP. 


157 Duane Street, New York 


“IF IT’S NEW, SAKS HAS IT” 





When writing to M. J. Saxs Snow Corp. please mention Boot and Shoe Recorder 
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The Real Value of TOLMAN LABEL SERVICE 


is known to these manufacturers and many more 


Have we While in BOSTON 


YOUR labels : call on us at 
In Stock? 183 ESSEX ST. 


STABLISHED 167: 


BROCKTON, MASS. 
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Winter is passing 





Spring brings its demand 
for women’s shoes of 





White Canvas 
White Cabretta 
Black Satin 
Patent Leather 
Russta Calf 


GD 


Standard Quality 
Maintained at 
Popular Prices. 
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A cordial welcome 
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awaits you at 


54 Lincoln Street 


In Attendance: 


CHARLES E. DALE 
GEORGE L. STANWOOD 
J. CHARLES STEDFAST 
B. WHITE WILLIAMS 


eID pre 7X3 | (Su. if Sei 


DINGLEY-FOSS SHOE COMPANY 


Fabric Shoe Manufacturers to the Wholesale Trade 


AUBURN, MAINE 


BOSTON SALESMEN’S OFFICES, 54 LINCOLN STREET 















































When writing to Dinctry-Foss Suoz Company please mention Boot and Shoe Recorder 
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GLANCE at the [fy] | My, 
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product will convince any =| AL Suren Sour 
progressive merchant YH (car bucen 
why ‘‘The Line o: 
Least Resistance’’ is 
our slogan. 
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ARMSTRONG CORK INNER LASTEO 
WITH TREATED T R 
WOOL FELT CUSHION FOCETHE 





BAKER ’LTH SHOES 


We'll Prove 
They’ll Sell! 


Call at Boston Store 
During Style Week 


Write me personally for samples and prices 
A. J. McNULTY, Sales Mgr. 
J.H. BAKER CO. 


117 Lincoln Street, Boston 
Factory at BEVERLY, MASS. 
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Conie In 
You Buyers of Good Shoes! 
and let Nat Weiss explain 
“Why” — 
during Show Week in Boston 
Westminster Hotel 


Ra 
edrt Craft 


Shoe Makers? 


Factory at 1 Box Piace 


LYNN. MASS. 


Wonderful Shoes—Ask Nat 


Shoe Store Supplies 


and 


Findings 
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BOOTH 531 


HEAD OF STAIRS TO BALCONY 


Complete Line in Heart of 
Shoe District 


at 


H. R. HOLDEN & Co. 


134 Summer St. 


BOSTON 
Liberty 9697 

















When writing to the above advertisers please mention Boot and Shoe Recorder 
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SHOE STORE SERVICE 


SECTION 


A Department of theBoot and ShoeRecorder 





Devoted to Findings, Fixtures and the Proper Display of Merchandise 





The Four ‘‘Ws”’ of Business 


By A. V. FINGULIN 


Assistant Secretary-Director, National Leather and Shoe Finders’ Association 


\ N 7 HY—Way—What—When? 
Those are the four W’s in 
the average shoe dealer’s 

business life. He asks “Why should 


I sell anything? How (the 


and Editor of ‘“‘Shoe Repair Service” 


are go-getters and the retailers are 
stay-homers.” 

Frankly, now, isn’t that a terri- 
ble arraignment of the retailer? 


And, honestly, 
than just a little bit of truth in the 
accusation? 

“What do you expect us to do,” 














Way) can I sell it? What is 
the best thing to sell? When 
is the best time to sell?” He 
may not always ask those 
question in that particular 
order, but the fact remains 
he is ever on the lookout for 
their answers. 

During the past few 
months I have been try- 
ing to call the Recorder 
readers’ attention to the 
“bets” they are missing by 
not paying more attention 
to the sale of shoe supplies. 
“All right,” some of those 
readers may be saying, “but 
how can we sell them?” 

I was about to start writ- 
ing this, when my attention 
was called to an article in 
Printers’ Ink, entitled “Why 
Door-Bell Pushers Sell Cir- 
cles Around the Retailer.” 
The title was interesting 
and the article was just as 
interesting as the title. It 
told about the work of a 
house-to-house canvasser. 
That canvasser was asked to 
express himself regarding 
the average retailer. Just 
listen to him: 

“Oh, I have no quarrel 
with the retailers,” he said, 
“I wish they would come out 
in my territory and give me 
battle. . . . But they don’t 
do it. They stand around, or 
sit around, and wait for the 
business to come to them. 
And it doesn’t come. We fel- 


Recorder Merchandising 
Calendar for January 


Jan. 1 to 10—Start the new year with a 


clean slate. Let your inventory be com- 
plete and let the value placed on each 
item be sound. Show prices as well as 
present values, which may later need 
revision. There may be items that fail 
to show a profit after reducing them to 
a sound value; but it’s better to let the 
past bury its dead than to burden the 
new year with the old year’s mistakes. 
Hold a conference with your salespeople. 
Hammer home to them the lessons that 
‘the inventory teaches—where they have 
been lax with regard to bringing for- 
ward certain styles at the right time. 


Jan. 12 to 17—Monday to Thursday, attend 


the N. S. R. A. Convention at Boston. 
Order your staples and some novelties 
for early spring. Use unit displays in 
your window trims—one-price groups, 
assembled from the numbers on which 
there is most need of immediate dis- 
posal. 


Jan. 19 to 24—Change the physical ap- 


pearance of your windows. Give promi- 
nence to some shoes that were not 
shown during the previous week. Dis- 
cuss progress of sale with your sales- 
force and get them to make a strong 
“play” for the sale of more than one 
pair of shoes to each customer. At the 
sale prices, people can economize twice 
as much on two pairs as they can on one. 


Jan. 26 to 31—How is your stock on 


galoshes and felts? Now is the time for 
action in this department. Get them 
together in price groups, run an ad, give 
them a window and put them out on 
tables. 











lows go out and get it. We 


isn’t there more 


you may ask, “lock our 
stores and sell from door-to- 
door, too?” 

No, not exactly that, but 
isn’t there a wonderful 
chance to learn something 
from the house-to-house can- 
vasser? Suppose we ask, 
“How does he do it?” 

First of all “he knows his 
stuff,” then he tells the peo- 
ple about it, and he shows it. 
Knows, tells and shows— 
There’s the whole thing in a 
nutshell. 

It is a fact that people are 
inclined to have much more 
confidence in the retailer 
with an established place of 
business. Yet, somehow or 
other, the house-to-house 
canvasser seems to be able 
to overcome this partiality, 
and sell his goods. Putting it 
in a slangy way, “he must 
have something.” 

What he has is a knowl- 
edge of his goods. He knows 
that he must know if he is 
to make every call 100 per 
cent effective—he can’t af- 
ford to miss. Speaking more 
specifically of selling shoe 
supplies, such things, for ex- 
ample, as shoe polish, shoe 
laces, insoles, shoe trees, etc., 
how does the average shoe 
retailer look at them? His 
attitude, when customers 
ask about them, seems to be 
expressed in his answer, 
“Oh, yes, we handle them.” 

Does he know just what is 
the best kind of polish or 








BOOT AND SHOE RECORDER December 27, 1924 


PUSHING 
SHOE TREES This one model 


fits all styles 
of shoes 


NEW — NOVEL—DEPENDABLE— SALABLE 


Put over trees that go over—big. This Tree is the Split Pack Flat, retails at a price 
that gets ‘em, and carries a worth-while profit into the cash drawer. Show them up, 


wrap them up. Take in the money—that’s all. 


(Two Sizes on Women's) (Two Sizes on Men's) 


No. 1, fitting Women’s sizes, all No. 3, fitting Men's sizes, all 
widths up to size 5. widths up to size 8. 


No. 2, fitting Women's sizes, all No. 4, fitting Men's sizes, all 
widths, 5 up. widths, 8 up. 


Shoe Tree Division 
O. A. Miller Treeing Machine Company 


Brockton - Massachusetts 


When writing to O. A. Mitten Treeinc Macuine Company please mention Boot and Shoe Recorder 











price 
1 up, 
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outing 
his discoveries “findings 


shoe buckles—presto!—a new pair of shoes. 


“middle-aged” feet; remedies and 
minor foot ailments. 


assortments are best. _ 




















cleaner to use on every shoe he 
sells; does he know how to use it, 
and why to use it that way? Does 
he know how to impart this infor- 
mation to the customer? Does he 
know that the oils in a good polish 
are just as beneficial to the life of 
a good shoe as is the shine to the 
appearance—and does he tell the 
customers so? 

Isn’t it true that because the av- 
erage shoe dealer has paid so little 
attention to selling shoe supplies he 
spreads out his knowledge of them 
“too thin”? True, every store may 
not find it worth while to employ a 
special clerk to look after this de- 
partment. Nevertheless, instead of 


FINDINGS 


..once the tools that made your shoes 
.-now the things that make them beautiful One of the lovely side buskive 
In days of old, the shoemaker not only cut and cobbled priced trom $3.00 t» 51000.” 


each boot by hand, he even invented his own tools. 
Naturally he looked upon these tools as miraculgus 
discoveries, and so he called them “findings”. 

Today's shoemaker does not worry about tools. In- 
stead, he spends his ingenuity inventing means of 


Are these discoveries really beauty-makers, beauty- 
savers? Stop in tomorrow at Potter's and see for your- 
Self. Bows and ties to make attractive pumps still more 
bewitching. Buckles and heel ornaments, dull-gleaming 
or bright-sparkling, in ‘myriad shapes, fashionable, of 
course, and such a saving. For each time you change 


Then pastes and polishes—a variety to “save the 
surface” of every material of every shade. Shoe trees 
to keep the “store shape” in your shoes. Laces of every 
description. Arch supports to bring youth back to 

appliances 


Christmas is just around the corner, and some of the 
buckles and other beautiful accessories will make ideal 
prezents. Many are exclusive imports, the stock of 
which, when once depleted, cannot be replenished 
fore Christmas, so we suggest buying now while the 


POTTERS | 


GOOD SHOES =~ FIFTH near VINE 


Help dedicate Nippert Stadium, Saturday, November 8. 
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One of the many veeutiful buok- 
Jee on display at Potter's. 
Materials out 









white. Interesting old-time 
wood buckles, too, and dainty 
Prices, 


















monogram 
$1.00 to $25.00. 





be- 


‘omen 
$1.75; Men'e—$1.50 to $2.00. 





The Potter Shoe Co. don’t overlook the importance of findings, if 
this ad is any indication. The ad ran 13% inches deep, over four 
columns. 


depending on every clerk to 
know a little about these supplies, 
wouldn’t it be advisable to have at 
least one of the regular shoe clerks 
more or less responsible for that 
department? He should make it his 
business to know <s much as possi- 
ble about those supplies. He should 
be the authority to whom the other 
clerks can refer. 

A moment or two ago I said some- 
thing about customers: asking for 
those supplies. The house-to-house 
canvasser doesn’t wait for his cus- 
tomers to ask. He “beats them to 
it.” He tells ’em—and sometimes 
he tells ’em by keeping his foot 
stuck in the door to keep it open. 


233 











The shoe dealer has all sorts of 
chances to “tell” his customers, but 
enough of those dealers don’t do so. 
There’s the newspaper, for exam- 
ple. Instead of being used to “keep 
the door open” like the canvasser’s 
foot, it is a welcome guest, invited 
and brought into the home. 

Every good product that can be 
sold the second time can be adver- 
tised and has an advertising story 
in it. Potter’s, down in Cincinnati, 
Ohio, proved that there is a story, 
a real, human-interest story in shoe 
findings. They placed sufficient im- 
portance on findings to devote a 
quarter of a newspaper page to tell- 
ing about them. Their add is repro- 
duced in connection with this, ar- 
ticle. 

True, our shoe dealer friends 
may not care to devote that much 
space to shoe supplies, but they can 
do what Potter’s also do—devote a 
small portion of every one of their 
regular shoe ads to a message along 
this line. Rather than a general 
statement—“We carry a full line of 
shoe supplies”—it might be well to 
single out one particular item, “hit 
it hard, and drive it home.” The 
keynote of the copy could be “To 
Help Keep a Good Shoe Good.” 

Try, if possible, to get your cus- 
tomers to understand that you are 
interested not only in selling them 
good shoes, but in helping them to 
(Continued on page 243) 





































Downtown Merchants of 
Racine Unite to Advertise 
“Opportunity Thursday” 

The first step toward getting 
people into the store is to get them 
onto the street. That is the idea 
back of the co-operative movement 
of the downtown merchants of 
Racine, Wisconsin, who co-operate 















RACINE 


do. == 8 


October loth, 1084 
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in exploiting a series of “Oppor- 
tunity Thursdays.” Their asso- 
ciation mails out a book contain- 
ing ads of all the stores—each of- 
fering specially attractive items 
for Thursday. Concerted action 
of this sort will accomplish for 
all what no one store could ac- 
complish alone. 
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TEDDY SHOE STORE, BOSTON, MASS. 
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For Comfort, Appearance 
and Conservation of Space— 
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AMERICAN 


Interlocking 
Shoe Store Chairs 


Seated in them, customers are at ease—and, because 
enjoying solid comfort, they are more apt to be in a 
receptive mood. 
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The appearance of the store is enhanced by their dis- 
tinctive design and finish. 
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American Interlocking Shoe Store Chairs seat seven c 
people in the space that would be required for six Booth‘!204 


with chairs of other types. N.S. R.A. 
Convention 


Write for Our New Enlarged Catalog tie 


AMERIOW SEATING Covetny 


General Offices: CHICAGO, 1016 Lytton Bldg. 


NEW YORK PHILADELPHIA 
Room 600,119 W. 40th St. Room 703, 1211 Chestnut St. 
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RED STAR SALE 















































Figure 1—Giving a sale a name, which is easily depicted by a 
symbol, such as “Red Star Sale,” makes it the more easily identi- 


fied with the store. 


Windows Must Attract Attention 


NE of the main functions of 
O a window display is to at- 
tract attention to the store, 
as well as to the merchandise sold 


in the store. The window should 
always, as far as possible, reflect 
the activities of the store. In fact, 
the window displays should co- 
operate in making the activities of 
the store more successful. 

If the shoe merchant has a sale 
in January the windows should re- 
flect and intensify the sale atmos- 
phere in the store. If he is push- 
ing evening slippers the windows 
should indicate that. If it is sport 
footwear, then the sport atmos- 
phere should predominate. 


Producing the “Sale Atmosphere’ 


The sale atmosphere in window 
displays is largely secured by sale 
announcements and price tickets. 
Valances and pennants are also 
used for this purpose. In Fig. 1 
a suggestion is given for making 
the sale window distinctive by 
adopting a name for the sale that 
can be worked into the decorations. 
This makes the sale distinctive and 
prevents it from being overlooked 
in the mass of sale advertising that 
is sure to be done during the sale 
period. 


or Fail in Duty 


By A. E. EDGAR 


If the name “Clearance” is de- 
sired to be coupled with the sale 
name it may be named the “Red 
Star Clearance Sale.” 

A distinction should be made 
in “Clearance” displays and in 
“Sales” of some other character. 
A clearance sale indicates a weed- 
ing out of odds and ends and off- 
season lines. 


Big 


You can get 
over the wall 
to Big Savings 
by using our 


Cut Price 
Ladder 


Figure 2—Little “stunt” set- 

tings that work out cartoon 

ideas have strong attention 
value. 


A “sale” display should be order- 
ly, but it should be more “stocky” 
than ordinary. Shoes may be 
grouped together under the one 
price ticket to show the variety at 
that price. Sales windows should 
be changed frequently and the mer- 
chandise rearranged, even if the 
same goods are shown in the dis- 
plays over and over again, although 
that is not necessary in these days 
of such a large variety of styles. 


A “Stunt” Setting 


The shoe merchant should strive 
to secure some effect that will fast- 
en the mind of the public on the 
fact that he is having a sale, and 
that the present moment is the 
time to secure the bargains of- 
fered. In Fig. 2 a stunt display 
idea is illustrated. 

A background is built to imitate 
a stone wall. This may easily be 
done by using imitation stone 
paper, or imitation brick paper, 
which can be bought from window 
decorative houses. A ladder is set 
up against this wall to show how it 
may be surmounted. Strips of 
cardboard are lettered with signs 
and these are tacked to the ladder. 
Along the sides, the wording “Cut 
Price Ladder” may be placed, while 
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New Way Assembly Plan 
of Interchangeable Units 


When assembled, they give the 
appearance of a solidly built 
fixture. Any combination of 
units can be made with the 
same cornice, base, pilaster, 
and end, 


Please give us information about items we | 
have checked. No further obligation whatever | 


(1 Sectional, Interchang 
O Sectional New Way Shelving for Women's Shoes. 
(C] Sectional New Way Shelving for Men's Shoes. 

[[] Show Cases. ["] Explain Your Designing Service. 
Oo Explain Your Store Planning Service. 

([] Send Your Shoe Store Equipment Catalog, 

O Send a Representative. 


Sere ee 


ble New Way Hosiery Units. 





December. 27, 1924 


| pon and increased patronage, the Hosiery 
department is rapidly becoming a permanent asset 
to progressive shoe stores. 


Shoe merchants who installed hosiery 
as a drawing card for their stores have come to 
realize that the hosiery department is self-sustain- 
ing and capable of producing quick returns on a 
comparatively small investment in merchandise 
and New Way Sectional, Interchangeable Hosiery 
Equipment. 


The fact that New Way Hosiery equip- 
ment is of standardized construction permits its 
addition to New Way Shoe Shelving at any time 
with uniform results in appearance and finish. 


New Way Hosiery Equipment capable of producing quick 
returns as well as increased effici is worthy of your 
investigation—in formation and prices furnished upon request. 


GRAND RAPIDS SHOW CASE CO. 


World’s Largest Designers and Manufacturers of Store Equipment 


FACTORIES: GRAND RAPIDS, MICH. - PORTLAND, OREGON 


OFFICES IN MOST PRINCIPAL CITIES CONSULT TELEPHONE DIRECTORY 
Planning Merchandising Counsel 








When writing to Granpv Rapips Snow Case Co. please mention Boot and Shoe Recorder 
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Figure 8—A neat and simple background setting such as this is 
suitable for use with a fashion trim or in a bargain window. 


each rung of the ladder indicates 
a bargain that will effect a saving, 
the larger savings at the top. The 
show card reads: “You can get 
over the wall to Big Savings by 
Using Our Cut Price Ladder.” 

If the sale displays are made 
distinctive they will produce better 
business than if they are as con- 
ventional as all the other displays 
in the same street. Make them dif- 
ferent and they will be more attrac- 
tive. 

The setting illustrated in Fig. 3 
may be used at any time. It is 
not too elaborate for use in showing 
sale shoes where the “clearance” 
idea is not to be made prominent. 
It may be used as well for the regu- 
lar displays of footwear. 

This is built of the Recorder 
Interchangeable Units which have 
been frequently illustrated in these 
pages. It may also be built in the 
following manner: 

The central panel is of wall 
board, either tinted a plain color 
or covered with plain paper or 
some other material, such as felt, 
satin, monk’s cloth, etc. The lat- 
tice panels may be omitted or they 
may be made of wall board. 

The floral unit may be made by 
the shoe merchant, or one similar 
to it may be purchased ready for 
use. The supporting panel is made 
of wall board, or of lumber. 


Depicting Spirit of the Dance 


A very neat decoration for the 
center of the background of a win- 
dow featuring dancing pumps and 
formal footwear is illustrated in 


Fig. 4. The panel is made of wall 
board, which is set in a frame of 
wood. 


Background for a Unit Setting 


In Fig. 5 another panel is il- 
lustrated that will prove useful in 
displaying units of any character. 
It is made in the same manner as 
that already described, but it has 
square corners instead of a curved 
effect, hence easier to construct 
in the shop. The plateau shown 
is easily made out of odd pieces 









































a a canal 


Figure 4—.The Spirit of the 
Dance symbolized for a trim of 
dancing pumps and formal 
footwear. With a change of 
design in the oval, the screen is 
equally adapted to other trims. 
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of lumber. It is merely a rect- 
angular box of the size and shape 
best suited for the window. This 
may be covered with a wide va- 
riety of materials, but a plush 
covering will prove rich and ef- 
fective in appearance. These 
plateaux are necessary in the win- 
dow if a part of the display is to 
be raised from the floor so as to 
avoid a flat appearance to the trim. 
It may be used with feet or not, 
as the occasion demands. It is 
shown mounted on croquet balls, 
which have been gilded. By hav- 
ing two ends of each ball flattened 
a little before gilding they will 
stay in place better and need not 
be fastened to the plateau, which 
will rest evenly and steadily upon 
them. 

Observing Lincoln’s Birthday 

As February approaches the 
shoe merchant will have several 
very important anniversaries _to 
help him in decorating his dis- 
plays. The first of these is Lin- 
coln’s birthday. 

A Lincoln display is essentially 
personal and patriotic. The best 
way to get the personal note in 
the display is by means of a pic- 
ture of Lincoln, or a bust. The 
patriotic element is secured by 
the use of patriotic symbols, such 
as flags, red, white and blue, stars, 
shields, etc. The setting illustrat- 
ed in Fig. 6 is a type that is de- 
sirable. It is easily installed and 
removed. The decoratives cost but 























Figure 5—This piece is some- 
what similar to Figure 4—and, 
because of the square corners, 
it ean more easily be made in 
the basement of the store. 
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Shoe ana Hoszery 
Display Fextures 


by 


No. 430 B 

Shows each shoe 
from every angle. 
Standard % inch 
tubing, 18 inches 
high. Brackets ad- 
justable on upright 
and extend out 5 
inches, 6-inch A base. 





No. 258 O 

Upright 4% x % x 12 
inches. Extends to 24 inches 
over all. Cross arm 3% x 15 
inches. Top for holding ho- 
siery form adjusts to any 
angle. Square tubing with 
6-inch H-N base. 





Metal, Wood and Glass Fixtures 
Stools, Mirrors and Chairs 
Papier Mache and Wood Limbs 


J. R. PALMENBERG’S SONS, Inc. 
Founded 1852 
63-65 West 36th Street, New York 


CHICAGO BALTIMORE 
204 W. Jackson Blvd. 122 W. Baltimore Street 


BOSTON SAN FRANCISCO 
26 Kingston Street 11 First Street 
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OUTSHINE 


windows show 

windows indeed by give 

ing them the properly distrib- 
uted brilliance which “Pittsburgh” 


Reflectors afford. 


There’s window competition on every lighted 
street. Meet it effectively with the snap—the even 
glow—the eye-compelling emphasis of light as 
reflected by “Pittsburgh” equipment. 
Tell us about your window lighting requirements. 
We will give you sound advice—based upon many 
years of specialization in show window lighting— 
and will also send our helpful booklet-—“Show 
Window Lighting.” 

A MARVELOUS 8-YEAR RECORD 


Not a single “Pittsburgh” Reflector made since 
August, 1916, when we began using our secret 
process of backing, has ever been reported to us 
as having the silvering tarnish or discolor, or the 
backing crack, check or peel. 

FIVE-YEAR ‘GUARANTEE—We absolutely and 
unconditionally guarantee that the backing on 
“Pittsburgh” Silver-Plated Glass Reflections will 
not crack, check or peel, and that the silver will 
not tarnish during a period of five years from pur- 

chase date. 


PITTSBURGH REFLECTOR COMPANY 


(Formerly Pittsburgh Reflector & Illuminating Co.} 
404 Bowman Building « Third and Ross Streets 
PITTSBURGH, PA. 

NEW YORK. . 145 West Forty-First Street 
(at Broadway) 

CHICAGO, 565 West Washington Street 
SAN FRANCISCO, 90 New Montgomery Street 
PHILADELPHIA, = —— Street 

LOUISVILLE, Keller Building 
Mas, 506 "st, Paul Place 
ES MOINES, 
Frankel Building 
TORONTO, ONT. 
83 York Street 











“Pytsburgh” 


SHOW WINDOW LIGHTING 





When writing to the above advertisers please mention Boot and Shoe Recorder 
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Perhaps This 
Diagram 
Will Suggest 
Some Equipment 
or Supplies That 
You May Want 


Information on 


Need Some . 
of These 





Before the next heavy selling season 
arrives you will likely want equipment of 
some sort—seating, show cases, display 
fixtures, window or interior lighting, 
decoratives, shelving, etc. You may have 
something definite in mind and not know 
where it can be bought, or you may want 
to know what some of the leading manu- 
facturers are offering. The easiest way to 
get the information is to use the coupon 
below, stating your wants as specifically 
as possible. 





For any infor- 
mation on 
equipment, 
° write the West- 
Are You Interested in orn Servi 


— 
Window and Interior LIGHTING? and Shoe 
Write for Interesting Booklets—FREE 


ee eTTFIIITeliiiieliiiiiiiieniiiiitieliiiiooiiie iii 








Recorder 














Mail This Coupon for Manufacturers’ Catalogs and Literature 


0 Window Lighting Decorations 


os F828 ee 


=< 








O Interior Lighting -~- 
O The Hosiery Survey 
O Booklets on Leather 
0 Show Cards 

0 StockRecord Forms 
0 Sales Record Forms 
Store Equipment 

© Store Front Construction 
Oo a Cases 

Oo ving 

o Ladders 


i 

O Fitti too. 

0 Shoe Mirrors 

0 Cash Registers 

© Cash Carriers : 

© AutographicSalesRegisters 

© Foot Measuring Devices 

Window Equipment 

O Permanent Backgrounds 

@ Shoe Display Fixtures, 
Wood 

© Shoe Display Fixtures, 

rystal 

0 Shoe Display Fixtures, 
Metal . 

© Hosiery Display Fixtures _ 

GQ Color 


O Floral Decorations 
O Special Backgrounds 
G Rugs 

G Pillows 

0 Valances 

O Decorating Plush 


Office Equipment 

O Bookkeeping Systems 
© Check Protector 

O Sales Check Books 


Miscellaneous 

O Repair Equipment 

O Play Room oa 
O Duplicators 

0 Stock Boxes 

0 Carton Labels 

O Leg Forms 


Merchandise 

0 Hosiery (kind) 

Sheth teneeety wot 

0 Arch Supports, non metal 
0 Shoe Trees 


0 For Men 


O For Children 


@ Advertising Novelties 0 For Women 


0 For Men 


Remarks 


























Address 





City and State 


12/27/24 


Department, Boot |: 
and Shoe Recorder, 189 W. Madison St., Chicago | 


Address Shoe Store Service 
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Day CHAIRS assist you in 
building a better business because 


they create an “atmosphere” in your store 
that attracts trade. 

Almost any effect can be accomplished with 
MILWAUKEE CHAIRS because they re- 
produce faithfully, in detail, the work of the 
greatest chairmakers. 

MILWAUKEE CHAIRS may be had in a 
wide range of prices yet all of them, at any 
price, have the same qualities of appearance 
and service. 

Write for our booklet “Chairs that Increase 


Shoe Sales.” 




















Geet 


ET ETRE TREREGRERERERERALRES 
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At the N.S. R. A. Con- 
vention, Boston, January 
12 to 15, is certain to be 
an attraction to all show 
visitors. 


Yes! we have something 
up our sleeve for that oc- 
casion and this announce- 
ment is to tip you off to 
the fact that we stand in 
with all New England to 
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pay you handsomely. 


Jot down the number— 
209—and meet us there. 





S 3071 F. L. Italian Gothic S 3072 F. Fitting Stool \ 
Height of back from seat Length over all 25 in. 
17% in. Width outside Height 144% in. Corru- 
measurements 18% in. gated Rubber Foot Rest 
Made in Birch—Mahog- Made in Birch—Mahog- 
any or Walnut Finish. any or Walnut Finish 
Quartered Oak Quartered Oak 
Solid Mahogany or Solid Mahogany or 
Walnut Walnut 


THE MILWAUKEE CHAIR CO. 
624 South Michigan Ave., CHICAGO, ILL. 
For Over Half A Century MAKERS OF FINE CHAIRS y 
Largest Manufacturers of Office Chairs in the World 
iy MILWAUKEE CHICAGO NEW YORK PORTLAND 
MINNEAPOLIS 


Vie ON: 





Whittemore Bros. 
Largest Manufacturers of Shoe Polish in the World 
BOSTON 
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little, and can be made in the shop 
by the merchant, if he so desires. 

At each side two narrow panels 
are set up. At the top of each a 
red, white and blue decoration 
with a scalloped top is shown. 
This can easily be made by using 
the three colors of cardboard and 
cutting them with a scalloped end, 
then assembling them together 
and attaching them to the panel 
at the top. The star may be cut 
out of cardboard and may be gilt 
or silver. This is attached in the 
center of this top decoration. 

Kes‘ing on the panels, or sup- 
ported across the window a cross- 
piece of wall board or wood is 
shown. To this a picture of Lin- 
coln is attached in the center, 
while at each side a shield is 

“placed. These shields may be 
made of cardboard, or a shield may 
be cut out of crepe paper and 
pasted to cardboard. Wall board 
shields painted in oils may be 
purchased for as little as $1.75 
each, 18x38 inches in size. These 
can be worked into patriotic dis- 
plays in many ways and make an 
effective showing. 

With the setting as illustrated 
in Fig. 6 as a basis, the shoe mer- 
chant should have no difficulty in 
making a distinctive display. He 
may use a few flags in addition if 
he has them. The drape at the 
back of the window may have a 
number of silver or gold stars at- 
tached at irregular intervals. 


Making Show Cards~ 


During the less busy hours of 
the duller months someone in 
every shoe store should learn to 
make show cards. It is not a dif- 
ficult art to learn if one has any 
taste for it at all. The trouble 
is usually that the student fails 
because he wants to get ahead too 
fast. While anyone can learn to 
write show cards, it requires 
patience and practice. It also re- 
quires the proper tools. 

For the beginner the writer 


DCA 
OKEEO\ 
23456789 


Figure 7 
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Figure 6—A few simple decorations such as this will be in order 








for “honest Abe’s” birthday. A good drape for the back would be 
desirable. 


would advise a single brush, a 
No. 12 show card brush. This 
brush is so made that it has a flat 
side, although the hairs are gath- 
ered in a round ferrule. Any pre- 
pared show card ink will serve for 
practice, although the writer al- 
ways recommends Letterine for 
this purpose, because it has a 
“pull” to it that helps the stu- 
dent to control his brush. For 
practice purposes old magazines 
and newspapers should be used. 
The newspaper columns of the 
classified sections of the larger 
papers are excellent for this prac- 
tice. The paper should be securely 
fastened to the desk with thumb 
tacks, the columns across the 
front, not up and down. The let- 
ters should be made the width of 
the columns, which is about two 
inches high. 

In Figs. 7, 8 and 9 the Egyptian 
alphabet, or Gothic, as it is also 
called is shown. The student the 
learns to make this alphabet will 


ABCDEFGHIJ 
dKLMNOPQ 
RSTUVWX 
YZ&EWR, 


Figure 8 














be able to make any of the fancier 
ones, hence it is wise to spend a 
great deal of time in practice of 
this alphabet. It is the basis of 
all alphabets. 

The best method of procedure 
is to practice the strokes compos- 
ing the letters until they can be 
made as nearly perfect as one 
could expect from a student. Then 
the letters should be practiced one 
at a time. The most time should be 
spent on the letters that are the 
hardest to make. In Fig. 7 all the 
strokes used in making letters are 
illustrated. The arrows indicate the 
direction in which the strokes are 
made. A good book on show card 
writing may be obtained for about 
two dollars and this will prove a 
great help to the beginner. 

The merchant who does not wish 
to take the time to learn show 
card writing should encourage 
someone in the store to take it up 
by providing the materials and the 
time for practice. 


abcdefgphi 
jklmnoparr 
SluvWxXYZU 


Figure 9 











Here is a good alphabet for the beginner at show card writing to practice on. Figure 8, capital letters; Figure 
9, lower case. Practice the moves shown in Figure 7. 
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OWear 
These 
Shoes 


and your 
feet will have 
something to 

Thankful 
fo 


























SELL SHOES 


FIGHT BEAUTIFUL HAND DE- 


SIGNED MATBOARD FRAMES PER MONTH 
WITH YOUR NAME OR TRADE 

MARK (LIKE SAMPLE). FOR 
SIXTEEN FRESH, NEW AND SEA- BETTER 
SONABLE, HAND DESIGNED WINDOWS 





CARDS EACH MONTH WITH A 
GENEROUS SUPPLY OF BLANK 
PRICE TICKETS TO MATCH. 














ARE YOUR WINDOWS LOAFING? 


Your windows are one of the best assets you have to produce business. 





They attract attention and influence the sale of more footwear than 
salesmanship. They are your only means of contact with the tran- 
sient buyer. A sure means of securing his or her attention. 


FOOTWEAR IS BOUGHT BY THE EYES. ATTRACTIVE 
APPEARANCE COUNTS 


Show cards with a selling punch are business “getters.” 


The RECORDER SHOW CARD SERVICE is particularly adapted 
to the needs of the average merchant. It is seasonable and attractive. 
It is designed by RECORDER men who know what is up-to-the- 
minute in footwear fashion. WRITE FOR DETAILS. 


BOOT AND SHOE RECORDER 


SHOW CARD SERVICE DEPT. 
189 W. MADISON ST. CHICAGO, ILL. 
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‘Now There’s a Kidland Bootery No. 2 


Chicago Sees Opening of New Store Selling Children’s 


AR out on West Twelfth 
KF Street (now Roosevelt road) 

in Chicago there is a shoe 
store selling no men’s shoes and 
no women’s—a store for children 
only. Kidland Booterie it is called. 
The chances for success of a store 
of this sort have occasioned much 
conjecture on the part of shoe 
men—some figuring that it would 
flounder and some that it would 
flourish. The views of the latter 
seem to be fairly well substan- 
tiated by the evidence here pre- 
sented. 

Now the store out on Roosevelt 
road is identified as Kidland 
Booterie No. 1, because there is a 
second Kidland over on the north 
side in the fashionable Rogers 
Park district. J. Silverman is 
president of the firm; J. M. Kogen, 
vice-president and secretary. It 
is their belief, Mr. Kogen says, 
that these two stores will form the 
nucleus of a chain of children’s 
shoe stores. 

The new Kidland Bootery is on 
Argyle street, close to the “L” sta- 
tion and to Sheridan road. Al- 
though it has just been opened, a 
substantial volume of sales is re- 
ported. The interior of this store 
is very pleasing to the eye. The 
woodwork is in beautifully grained 
walnut of a distinctive light shade. 
Display cases and mirrors are set 
into the shelving. 

For the windows some unique 
display fixtures have been fin- 
ished to match the woodwork. A 
feature worthy of note is the series 
of story-book illustrations along 


Shoes Exclusively 


the upper wall. These are imported 
paper panels. 

The Kidland salespeople are 
specially trained to wait on chil- 
dren. They like it and, the pro- 
prietors say, get along better with 
the little folk than do clerks who 
have been accustomed to handling 
adults mainly. 


Men Take to Golf Hose with 
Avidity 

Novelties in men’s hose are 
spoken of with ever-increasing en- 
thusiasm. Golf hose is a sort of 
informal wear to which more and 
more men are becoming accustomed 
every year. On the golf course, in 
the house, and in the car they wear 
them. Golf clubs are very much on 
the increase, particularly in the 
Middle West, Toledo and Dayton 
being cited as examples. Little color 
change is noted in men’s fancies. A 
new color shown is called English 
lavender.—Dry Goods Economist. 


The Four “‘W’s” of 


Business 
(Continued from page 233) 
keep them good—that you are in- 
terested in the service those shoes 
give after the customer leaves the 
store. 

Why not carry this same idea 
into an attractive but really inex- 
pensive little folder that can be put 
into each package of new shoes that 
leaves your store? Call the folder 
“Shoe Service Suggestions — to 
Help Keep Good Shoes Good.” Give 





the customer a few practical sug- 
gestions, and then mention some of 
the items you sell which will do the 
things you suggest should be done 
to shoes. 

Of course, sell the customer a 
package of the right kind of polish 
when he buys the shoes, and give 
him a copy of the folder, too, to 
“keep him thinking that way.” 

Devote a corner of your window 
to shoe supplies. Don’t let it be an 
“also-ran,” an afterthought. Let it 
be a window within a window. See 
that it is interesting, that it tells 
something. Give it as much thought 
as you do the big window of shoes. 
Tie up this “window in a window” 
to the shoes you are featuring 
whenever possible. 

When the customer “gets his foot 
in the door” (now the situation is 
reversed) keep right on talking to 
him. You can do it with a findings 
show case. It doesn’t have to be so 
very big—just a nice, medium-sized 
one. But make it a show case, not a 
catch-all. Instead of a window with- 
in a window, make it a window 
within your store. 

And, oh yes, instead of putting 
up a sign which says, “Shoe Sup- 
plies,” which makes people think, 
Oh, just shoe polish and shoe 
strings—that’s all,” and instead of 
saying, “Shoe Findings,” which to 
the average person doesn’t mean 
anything, why not call it the “Shoe 
Service Department?” That’s what 
you’re really selling—Service—the 
thing that the manufacturer builds 
into a good shoe and the things that 
help to keep it there. 
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MAKE OUR HEADQUARTERS YOURS YAS yY 


BOOTH No. 530 


N. S. R. A. CONVENTION, BOSTON, WEEK OF JANUARY 12 TO 15 


There we will display for your approval 


Chandler’s Perfection Silk Shoe Tie Ribbons 
Chandler’s Bows of Ribbon and Leather 


in Colors and Styles appropriate to “‘Shoes for the Occasion.” 


Buckles and Ornaments 
Rhinestone -- Cut Steel -- Silver -- Gold -- Bronze -- Jet 


Beautiful in design, great in variety, offer opportunity for 
selections which can be retailed at profitable prices. 


IF DOWNTOWN, DROP INTO THE OFFICE 
THE LATCH STRING IS OUT AT 
125 SUMMER STREET, BOSTON, MASS.—W. K. CHANDLER, Inc. 


W. K. CHANDLER, Ince. 


125 Summer Street BOSTON, MASS. 


PUMP HOLDS 


EXHIBITED AT BOOTH NO. 3 
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CH ANDLER, 
INC., 
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N. S. R. A. CONVENTION Samana 


BOSTON, JAN. 12-15 pozen Pak LEATHER AND RIBBON BOWS 


RHINESTONE ORNAMENTS 
ALSO TO BE SHOWN 

“‘Dalco”” Pump Holds are a new thing, 
originated by us and first offered the trade 
in a wide variety of patterns. Sales fol- 
lowing their introduction have been large 
and increasing. ‘‘Dalco’’ Pump Holds will 
be popular as long as pumps are worn. 
‘‘Dalco”’ leather and ribbon bows and 
rhinestone ornaments are preferred by 
the discriminating buyers. Don’t let business go by, make it 
come and buy. Show “‘Dalco’’ shoe trimming specialties. 


DALRYMPLE DUDLEY CO. HAVERHILL, MASS. 
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When writing to the above advertisers please mention Boot and Shoe Recorder 
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N.S. T. A. Banquet of January 10 a Big Event 


Allied Shoe Trades Making “‘Blanket”’ Reservations—New England Hospitality at Its 
Best—‘Jimmie”’ Scanlon Presents His ‘‘Platform” 


UCH interest centers in 
M the big get-together of the 
allied shoe trades at the 
National Shoe Travelers’ banquet 
of January 10. This is to be held 
in the ballroom of the Hotel Som- 
erset and reservations are coming 
in thick and fast. One New Eng- 
land shoe manufacturer has or- 
dered 40 seats for members of his 
firm and salesmen. The secretaries 
of the allied organizations in the 
trade—the National Shoe Retail- 
ers’ Association, the National 
Boot and Shoe Manufacturers’ 
Association, the National Shoe 
Wholesalers’ Association, the New 
England Shoe and Leather Asso- 
ciation, and the Massachusetts Re- 
tail Shoe Merchants’ Association— 
have sent out a letter to each one 
of their members, urging their at- 
tendance at the “allied shoe 
trade’s love fest” on January 10, 
1925. Around the festive board, 
shoe and leather men will gather 
as a happy family, with New Eng- 
land shoe and leather men, and the 
three Boston shoe travelers’ or- 
ganizations, in particular, as gra- 
cious hosts. 

Once more those coming from a 
distance are urged to ask for re- 
duced fare convention certificates 
when buying their tickets, so that 
they may take advantage of the 
special railroad rates. 

The local affiliated N. S. T. A. 
organizations have elected their 
delegates to the convention and 
all eyes are focused on Boston for 
the dates of January 8, 9, and 10. 


A Synopsis of Principles 


Already occupants for the of- 
fice of 1925 President have been 


discussed, with the candidacy of 
the present Vice-President, James 
L. Scanlon, receiving a strong sup- 
port from the Philadelphia boys, 
especially “Daddy” Earle, who 
spoke eloquently in his behalf be- 
fore a recent meeting of the Chi- 
cago Shoe Travelers’ Association. 
The Chicago boys, through Mr. 
Earle, have asked “Jimmie” to out- 
line what aims and policies would 
govern his administration, if 
elected. And so, in the belief that 
it is an excellent thought for a 
candidate for so responsible an 
office as President of the N. 8S. 
T. A. to outline his ideas for the 
carrying on of the good work of 





JAMES L. SCANLON 


of Philadelphia, Vice-President of 
the N. S. T. A. A Presidential 
N.S. T. A. candidate for 1925. 


the association, James L. Scanlon 
presents a “platform of action,” a 
synopsis of which we present 
herewith: 

1. The substitution of a Ways 
and Means Committee, composed 
of the National officers and chair- 
men of National Committees to 
meet in place of the Board of Gov- 
ernors. 


2. Reorganization of all national 
committees, to include a_ local 
representative on every committee. 
A monthly report of all local mem- 
bers of the committee to the chair- 
man, who in turn would report 
monthly to the National Secretary. 
A complete monthly report from 
the Secretary to the President of 
the activities of these committees, 
as well as his own activities. 


3. To increase the duties and re- 
sponsibilities of the National Sec- 
retary, as well as the privileges 
of his office—a quarterly report of 
his activities and that of the asso- 
ciation to be sent to every member 
and to allied trade associations, 
when warranted. 


4. Appointment of Trades’ Co- 
operative Committees. 

5. To assume responsibility for 
honest and fair dealing of mem- 
bers with employers, by expelling 
from membership anyone found 
guilty of unscrupulous dealings 
after a board of arbitration has 
sat upon the case. 

6. Increased interest in accom- 
plishments that pertain particu- 
larly and peculiarly to shoe sales- 
men, as distinguished from other 
sales, to the end that the existence 
of the N. S. T. A. be further justi- 
fied. 
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O When You Come 


Don't waste time but come direct 
to the house that laughs at com- 


OAMmDAMD 


At $2.1 


petition. 


Save 15% to 30%—and in some 


CaSe€s more. 


S. ROSENBE 


For Instance 


Men’s Elkskin Mocca- 
sin Blucher, Armortred 
Cord-Wear Soles, Rubber Heels. Sizes, 
6-9, 6-10, 6-11, 7-10, 7-11. 


Same in Boys’, 2144-6, $1.90. 
Same in Youths’, |—2, $1.75. 
Same in Little Gents’, 10-1314, $1.60. 


Men’s Goodyear Welt, 
At $2.20 Army Blucher, Rubber 
Heels, Western Made. Sizes, 6-9, 6-10, 


6-11, 7-10, 7-11. 

At $1 3 Men’s Elkskin Scout 
° Bals., Rubber Heels. 

Sizes, 6-9, 6-10, 6-11, 7-10, 7-11. 

Same in Boys’, 2144-6, $1.20. 


At $2 00 Men’s Goodyear Welt 

° Mahogany Oxfords, 
French Toe, Wing Perforation, dolled 
up to the minute. Sizes, 6-9, 6-10, 6-11. 


140-144 Essex Street 


Men’s Havana Brown 


At $1.3 Kid Stitchdown Romeo, 


Rubber Heels. Sizes, 6—11. 


Women’s Kid Boudoirs, 
At 75¢ Hand Turned, Rubber 
Heel, 3-7, 3-8, 4-8, 5-8. 


Men’s Ventilated and 
At $1.35 Plug Oxfords, Rubber 
Heels. Sizes, 6-9, 6-10, 6-11, 7-10, 7-11 


At $2 Women’s Tan Calf Gun 

° Metal and Patent Good- 
year Welt Creased Vamp Oxfords. 
Sizes, 3-7, 3-8. 


I 
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When writing to S. Rosenperc & Son please mention Boot and Shoe Recorder 
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e| to Boston 


We have been preparing for 
weeks to offer Buyers in the Boston 
Market values which none but a 
house of our volume purchasing 
power could have brought to- 
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Boston, Mass. 


Misses’ Tan Side Hi- 
At $1. 10 cut Lace, Good Soles, 
Rubber Heels. Sizes, 1114-2. 
Same in Children’s. Doon, 814-11, 95c. 


At 45 Women’s Corduroy Bed- 

C room Slippers in Laven- 
der, Old Rose, Copenhagen Blue, 
Purple. Sizes, 3-8, 4-8. 


At $2 40 Boys’ 10-inch Elkskin 
° Hi-cut, 2 Full Soles, 
Bellows Tongue, 2-Buckle Top. Sizes, 
24-6. 
Youths’ Sizes, 1-2, $2.20. 
Little Gents’, Sizes, 10-1314, $1.95. 
Men’s Black Vici Good- 


At $2.3 year Welt Blucher, Me- 


dium Round Toe. Sizes, 6-9, 6-10, 
7-10, 7-11. 


RG & SON 


Here Are More 
Boys’ Tan Goodyear 
At $1.90 Welt Bals, English and 
French Toe Last. Sizes, I-6. 


Same in Little Gents’. Foot Form Last. 
Sizes, 10-13%, 11-13%, $1.70. 
Women’s Cabretta 


At 80c Comfort 1-Strap. 


Turned or McKay. Sizes, 3-7, 4-8, 5-8. 
Little Gents’ Tan Blu- 
At $1. 00 chers, Rubber Heels. 


Sizes, 10-1314, 11-13%. 
Ladies’ Tan Calf Ox- 


At $1.5 ford. 9-8 Heel in Eng- 


lish and Broad Toe Lasts, Perforated 
and Wing Tip Perforations. Sizes, 2-6, 
3-7, 4-7, 4-8, 3-8. 
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HE personal integrity of the men behind this 

business is responsible for the reputation and 
character of the Goodyear welt and McKay-suwed 
shoes which Watson produces. 


We indicate another forward step in our policy of 
building personal responsibility into every pair of 
shoes which leaves our factory, in announcing 
Department 18. In this departmeit, which is 
under the direct management of Mr. Harry W. 
Crooker, well known as one of New England's 
prominent manufacturers, is produced all of our 
scientifically constructed shoes. 


BOOTH 70, N.S. R.A. 
Boston Offices, 183 Essex Street 
Rooms 705 and 501 
and at the 


Copley-Plaza Hotel, 
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GEORGE GREGORY 


Who, commencing with Dec. 

81, will represent the Interna- 

tional Shoe Co. with a specialty 
line for the large trade. 


George Gregory, who for some 
years past, has been style man and 
representative of the Cahill Shoe 
Co. in the large cities of the coun- 
try, has recently made arrange- 
ments to represent the Interna- 
tional Shoe Co. with a specialty line 
to the large trade. 

Mr. Gregory has resigned from 
the Cahill Shoe Co. and his affilia- 
tion with the International Shoe 
Co. will take effect December 31. 
He is leaving the Cahill folk8 with 
the most pleasant of relations. He 
feels that the five Cahill boys, ages 
from 25 to 38, are good style men 
and hustlers and are fully capable 
of assuming charge. The Cahill 
folks wish their old friend and 
counsellor, George Gregory, “God- 
speed” in his new connection. Mr. 
Gregory will show the samples of 
his new line at the St. Louis Style 
Show, as well as at the Boston 
Style Show. 


Iowa Travelers to Meet 
January 3 


The Iowa National Shoe Travel- 
ers’ Association met at a noonday 
Luncheon, Dec. 6, at Hotel Fort 
Des Moines. Plans were outlined 
to send a delegate to Boston for 
the National Shoe Travelers’ Con- 
vention. 

Another meeting will be held in 
Des Moines at the Hotel Fort Des 
Moines, Saturday, January 3, at 
a noonday luncheon, to instruct 
our delegates. 











A Salesman’s Creed for 
1925 


(From Weekly Shoe Sales 
Bulletin, written by one hun- 
dred sales managers com- 
piled by C. A. Dickens.) 
There is a creed that every 
salesman who succeeds lives 
up to. It is simple and brief— 
and it works. Here it is. Try 
it for 1925: 
Believe first in WHAT 
you sell. 
Believe your prospect 
will PROFIT by it. 
Believe in the FIRM 
back of you. 


Flaherty Sold the Shoes 

“You ask us first about our 
price,” he said, “but isn’t that 
the LAST thing to consider? 
We all know in these days 
that we get pretty much what 
we pay for.” 

“T’ll admit,” said the dealer, 
“that they’re better made 
than the shoes I have, but I 
haven’t got time to stop and 
talk quality to every cus- 
tomer who kicks about cost, 
and I don’t think the differ- 
ence is BIG enough to make 
up the difference in price.” 

“Oh, yes, it is,” said Flah- 
erty. “Increased production 
with decreased overhead has 
enabled us to build more real 
value into our shoes than we 
could afford to put into them 
with DOUBLE the difference 
in price on a small-scale pro- 
duction basis. You get a BIG- 
GER difference in value than 
our difference in price would 
ordinarily pay for. Besides all 
of that, there’s far more than 
a QUALITY value in these 
shoes—there’s SALES value 
—the value that our advertis- 
ing has given to that little 
blue label. 

There’s $1.20 difference 
on a dozen. For this $1.20 
you get more than $2 worth 
of extra quality, plus a 
label which tells your custom- 
ers they are getting the shoes 
with the ankle grip they’ve 
read about and want. It has 
become a mighty well-known 
label, and we show it in big 
size on these display cards. 
Why don’t you put them in 
your window now?” 

Flaherty got the order, 
which is, perhaps, the best 
part of the story. 
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HARRY C. NEWMAN 


Who covers Pennsylvania, 

Maryland, Washington, D. C., 

and the Virginias for The Old 
Colony Shoe Co. 


Harry C. Newman who travels 
for the Old Colony Shoe Co. 
through Pennsylvania, Maryland, 
Washington, D. C., and the Vir- 
ginias, has returned from a very 
satisfactory trip. He says that his 
line of “young men’s shoes at fav- 
orable prices” have been meeting 
with a splendid reception. He will 
show these to the visiting trade at 
the Copley-Plaza and at the N. S. 
R. A. convention style show, Booth 
97, Mechanics building. In the 
meantime, he will “keep open 
house” at his office, Room 707, 183 
Essex street, Boston. 


Cahill Salesmen on Trips 


The Cahill Shoe Co.’s salesmen 
line-up and territories covered 
are as follows: Thomas D. Cahill, 
large cities in Southwest; Rob- 
ert F. Cahill, Illinois, Kentucky, 
Tenn.; Harry S. Cahill, Chicago; 
J. G. Coleman, Alabama, Georgia; 
John A. Hach, Michigan; B. W. 
McKeown, Northern Ohio; V. C. 
Olsen, Wisconsin, Minnesota; R. 
J. Patrick, Virginia, North Caro- 
lina, South Carolina; Uric Ran- 
dolph, West Virginia; George 
Schuette, Indiana, Western Ohio; 
Findley Sheets, Texas; James 
Srail, Cleveland; H. F. Stevenson, 
Mississippi, Louisiana; Charles 
Auer, Pennsylvania; Tim E. Mur- 
phy, New York State and New 
England States. 
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Another Dainty Parisian Style 

Field Mouse Kid Quarter, Pat. ; 
Colt Vamp with underlaid kid ‘ 
cut-outs. 17/8 Spanish Louis ( 
Heel. Stock No. 1122. 
§ 

Also in Grey Kid Quarter, Pat. Stock No. 1122 
Colt Vamp with underlaid kid cut- : 


outs. 17/8 Spanish Louis Heel. 
Stock No. 1121. 


Widths $ 2 5 Stans 
A-B-C ° 3to7 
EA 


All Kid Lined—Solid Leather 


Counters 


A Wonderful Value | 
Plus 


A Wonderful Style 





Also in Apricot Kid Quarter, Pat. 
Colt Vamp. Underlaid with kid. 


me mem we ind 





Also in Tan Calf Quarter, Pat. 
Colt Vamp. Underlaid with calf. 


Wire Your Orders Now 
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143 DUANE STREET, NEW YORK 
Factory: Haverhill, Mass. 
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Indiana Boys Arranging 
Buyers’ Week 

The Indiana Shoe Travelers will 
have their third annual “Home 
Coming” for the Indiana Shoe Mer- 
chants on February 9, 10 and 11, 
at the Claypool Hotel. It will also 
be known as “Shoe Buyers’ Week.” 
The general committee on this big 
event is as follows: Chairmen; W. 
F. Crooke, rooms; W. J. Newburg, 
finance; F. E. Hart, publicity; Dal- 
las Crook, entertainment; C. I. 
Slipher, luncheons; W. E. Ratcliffe, 
decorations. 

The registration is free for all 
visiting shoe buyers, who will be 
entertained with luncheon each 
day. On Monday night, February 9, 
the Loyal Order of “Hoosier Goats 
and Kid Skinners” will entertain. 
On Tuesday afternoon, February 
10, a ladies’ luncheon and card 
party will be held. 


Election of Officers 


On December 13 at the club 
rooms, 370 Dennison Hotel, the fol- 


lowing officers for 1925 were 
elected as follows: President, 
Chas. E. Wilson; vice-president, 
Walter F. Crooke;  secretary- 


treasurer, C. I. Slipher; assistant 
secretary, Wm. E. Ratcliffe. 
Directors — Chas. T. Foreman, 
John Lucas, George Senshauser, 
Dallas Crooke, W. W. Risher. 
Advisory Board—H. C. Warren, 
W. J. Newburg, Harry Springgate, 
F. E. Hart, George Tovey. 
Chairmen of Committees for 
1925: Homer Beals, legislature; 
Wilbur J:\ Newburg, finances; Ed. 
Scroggy, hotel; F. E. Hart, pub- 
licity ; H./Gerrish, railroads; Dallas 
Crooke, entertainment. 
Sick Committee—W. W. Risher, 
C. T. Foreman and C. I. Slipher. 
Wilbur J. Newburg was elected 
representative to the National 
Shoe Travelers’ Association con- 
vention at Boston, January 9-10, 
1925. 


Quaker City Meets Jan. 6 

The next meeting of the or- 
ganization will be held on Janu- 
ary 6 at the city club. The meet- 
ing will consist of a dinner for 
the members at 6:30, speeches by 
men prominent in the shoe and 
leather industry, & program of en- 
tertainment, and the nomination 
and election of officers for 1925. 
Plans will be made, also, at this 
meeting for the participation of 
the Philadelphia organization in the 
national convention in Boston. It is 
likely that Philadelphia will be rep- 
resented by 10 or 12 delegates. 


BOooT 





JOHN H. BROWN 


Sales Manager, Duttenhofer- 
Stevens Co. 


John H. Brown, formerly sales 
manager for the Scheiffele Shoe 
Co. of Cincinnati, is now sales 
manager for the Duttenhofer-Stev- 
ens Co. of Cincinnati, Ohio, manu- 
facturers of women’s fine shoes. 








DR. LOUIS L. RABINOWITZ 


to cover Western 
Monroe 


Brooklyn, 
territory with Dr. 
shoe. 


Dr. Louis L. Rabinowitz, with 
headquarters at 73 Rivington 
street, Brooklyn, N. Y., is general 
manager and buyer of the Boston 
Shoe Stores of New York. He has 
devoted the past seven years to this 
work and has been very successful 
in his efforts. The Boston Shoe 
Stores have three different names, 
under one ownership—The Boston 
Shoe Stores of New York, Original 
Boston Shoe Market and the Mon- 
roe Shoe Co. 

Dr. Rabinowitz is about to take 
an extensive trip through all the 
states west of the Mississippi, 
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January 3, 1925, for the purpose of 
introducing the Dr. Monroe Shoe 
of the Monroe Shoe Co., makers of 
hand-sewed shoes, to the trade. 


William Goldstein Talks 
Styles 

William Goldstein of Wm. Gold- 
stein Co., New York City, manufac- 
turers of women’s high-grade, hand 
turned shoes, was a visitor in Bos- 
ton last week. Besides being a 
manufacturer, Mr. Goldstein is a 
good salesman,.and while in the 
Hub and vicinity visited his trade. 
He also made arrangements to be 
represented at the Boston Style 
Show of January 12-15. His runway 
model is to come all the way from 
Chicago. He is also going to show 
his shoes at the Copley-Plaza and 
has selected another model with a 
perfect 4B foot to show his sam- 
ples. 

Mr. Goldstein reports a very fine 
business and believes that the shoe 
industry is fast approaching the 
very best trade it has had since 
1919. “There is plenty of money in 
circulation,” said Mr. Goldstein. The 
election results had a good psycho- 
logical effect upon the people as a 
whole; there is a better spirit of 
confidence and folks in general 
want the best and intend to have it. 
The American public has become 
educated to wearing better shoes, 
and the present high styles, in 
women’s shoes, in their simple ele- 
gance, make a strong buying ap- 
peal. It is now not so much a ques- 
tion of fancy patterns, but a ques- 
tion of the right materials, colors, 
in subdued and soft contrasts and 
blendings. We are approaching a 
leather season and in the leathers, 
for late spring selling, white will 
play an important part. 


Lewis Is Recovering 
E. B. Lewis, New England sales- 
man for the Davis Shoe Co., of 
Lynn, was attacked by pneumonia 
shortly after he returned from his 
last trip, but was recently re- 
ported as recovering. 


Minster Back from Coast 


Sid Minster, who travels for the 
A. J. Bates Company, returned 
from the Pacific Coast last week. 
“Sid” has “turned in one of the 
best trips” from a business stand- 
point that the A. J. Bates Com- 
pany has ever received in any one 
season from the West. “A splendid 
record,” says Sales Manager Wal- 
ter Roose. 
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“ ” 
anything but Caboose 
After Four Winters— 
AD 
“CABOOSE”? [2 _,, Sti! seed 
second one, 
. your coat That’s the record of a mail carrier in Belmont, Mass. Read what he says: 
° ° ° 55 Concord Avenue 
Could you interest him in any Converse Rubber Shan Massechusets oad, 7 
"? September 
other rubber at twenty-five or Boston, Mas. 
fifty cents a pair less? And even i - ponent tte onto - J a” + Pall ‘ 
. s i $a’ vea wi ive wi 
if you could, what would be the eee eee aay a gee oe 7 
i daly Rano wetahag equate qysaliad by nn other make 
use? Why try to substitute when Mr ey yao 
you can always get the genuine re shades ; 
“Caboose” on twenty-four hour comes gree R, Hill ; 
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This is a sample of the kind of advertising we have been doing 
on “‘Caboose”’ this winter—to the letter carriers, railroad men 
and farmers. This advertising has created a consumer interest 
that Converse dealers—and only Converse dealers—are turning 
into profit. Converse “Big C’’ Line merchandise is distinctive. 
It carries unique construction features. It is unmistakably 
identified by the White Top Band and the Big C Sole. It is 
«aed profitable and satisfactory to dealer and consumer 
alike. 


The best New Year’s Resolution you can make is to tie up 
with the 


BIG ‘© Line 


(onverse Rubber Shoe ©. 


FACTORY AND GENERAL OFFICES, MALDEN, MASS, 


Boston Chicago New York Philadelphia 


175 Purchase St. 618 W. Jacks n Bivd. 142 Duane St. 25 No, Fourth St. 
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J. SHELDON BLOTZER 


Demonstrator for Johansen Feeture 
Arch Shoes. 


J. Sheldon Blotzer, who for some 
time has been successfully demon- 
strating the Johansen “Feeture- 
Arch” shoes for the “Feeture- 
Arch” merchants, is a merchandis- 
ing expert, as well as a foot spe- 
cialist, having spent practically his 
entire life in the shoe business. Mr. 
Blotzer is on the program as one of 
the principal speakers at the Jo- 
hansen annual salesmen’s conven- 
tion, which will be held in the 
Daniel Boone room of the Statler 
Hotel, St. Louis, January 3. - 


“Tom” Welch Says Russia 
Leads 


“Tom” Welch, of Mitchell, 
Welch Shoe Co., home from a trip 
among big cities, says that he sold 
for spring chiefly ribbon ties and 
colonial pumps. Some of the co- 
lonial will have gores under their 
buckles. 

Russia calf is the leading ma- 
terial in his line, and after that 
comes patent leather with colored 
kid quarters. 


“Billy” St. Louis at Hotel 
Essex 

“Billy” St. Louis, who sells the 
boudoir and house slippers and bal- 
let line for C. E. Chase & Co., will 
show his samples to the visiting 
buyers at the Shoe Style Show at 
Mechanics Building, Boston, and 
also at the Hotel Essex. 
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Murray Says Southern Con- 
ditions Improve 

M. H. Murray, who covers the 
Southland for the Wharton Shoe 
Co., of Omaha, writes from Kan- 
sas City, Mo., under date of De- 
cember 16, that he is completing 
a satisfactory trip through the en- 
tire South. Mr. Murray took occa- 
sion to learn from old-established 
merchants an unusual condition 
in cotton sections this year—a 
condition which the majority of 
them seem to think will in time 
insure a more consistent trend of 
steady buying throughout the 
spring season. 

“In years gone by,” writes Mr. 
Murray, “the negro, or crop share 
farmer, would come to town, mar- 
ket his cotton, and go on a buying 
spree until he was broke. But not 
so this year—he comes in, mar- 
kets his cotton, puts his money in 
the bank and hikes back home. 
And in place of a flash of two 
months’ business it comes in more 
drawn out, covering a longer 
period of the consumers’ buying 
power. This attitude necessitates 
less buying by the merchant, and 
eliminates the possibility of over- 
stocking to handle this two 
months’ business; it also puts him 
in shape to buy his requirements 
as the season progresses. 

“T have put in twelve years find- 
ing out what kind of footwear sells 
in the south, and spent the first 
week of December in the factory 
assisting the building of a line of 
women’s novelty shoes in flexible 
McKays and welts around this 
knowledge. We have worked with 
one idea in mind, not to build 
flashy freaks, but shoes with 
enough snap to keep them selling 
after the flash has worn off the 
salesmen’s eyes. 

“IT will see my trade in 1925 
with a line out of a ‘Young Fac- 
tory with Old Experience and 
Young Ideas.’ ” 


Menzies’ Men Say Business 
Good 

Three salesmen associated with 
The Menzies Shoe Co., of Fond Du 
Lac, Wis., report an excellent re- 
sponse to recent visits. The sales- 
men are: S. D. Spoerke, cover- 
ing the wholesale trade; L. A. Kin- 
ney, middle west; P. A. Axelson, 
west. 

S. D. Nichols, president, reports 
business is going along healthy 
channels with collections excel- 
lent and many orders being booked 
for late spring delivery. 





JOHN J. WHALEN 


President of Boston 
Travelers’ Ass’n. 


Shoe 


In addition to electing John J. 
Whalen as president, and Wm. N. 
Noll (for the 25th consecutive 
time) as secretary-treasurer, the 
Boston Shoe Travelers’ Associa- 
tion, at its meeting last Saturday, 
elected as vice-president, Frank W. 
Lord, and as directors for two 
years: H. P. McNulty and Syd L. 
Curry. A committee of three was 
appointed to bring in names for 
delegates to the N. 8. T. A. conven- 
tion. Another committee of three 
was appointed to draft resolutions. 
Much discussion was had on the 
new insurance feature, on which 
action is to be taken at the national 
convention. The meeting was one 
of the most enthusiastic and best 
attended in the history of the as- 
sociation. 


Detroit Salesmen to Hold 
Style Show 


The Lafayette Building Shoe 
Salesmen of Detroit are to hold a 
style show and entertainment in 
January. The Detroit boys are mak- 
ing elaborate preparations for a 
style show and entertainment to be 
held in the Roof Garden of the 
Hotel Tuller, January 19 and 20. 
Last year, a similar event was at- 
tended by over 500 and was consid- 
ered a remarkable success. The 
shoe salesmen of this building rep- 
resent 20 wholesale and manufac- 
turing firms and take this method 
of meeting prospective customers 
among the shoe merchants and of 
fostering good will among old cus- 
tomers. 
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1164 | 111<——~« Boot and Shoe Recorder Headquarters »—— 116 


WHILE YOU ARE IN BOSTON AT THE 


GREAT N. S. R. A. CoNVENTION, YOU 


ARE CORDIALLY INVITED TO 










VISIT BOOTHS 111-116 


where you will find us at your 
service, as always, in the 


cause of improving 






retail store 


conditions. 
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Crepe Rubber Soles Here to Stay 


Predicts 70 Per Cent of Sport Styles Will Have 


AJOR G. R. CROWTHER, 

propaganda secretary for 
: the Rubber Growers’ As- 
sociation, Inc., London, England, 
with New York address at 244 
Madison avenue, was a visitor in 
Boston recently. Major Crowther 
has been making an_ intensive 
study of crepe rubber soles for 
“Everybody’s Everyday Wear,” the 
keynote of the association’s trade 
campaign. Major Crowther, in an 
interview given to the Recorder, 
said: 

“It is the intention of the Rub- 
ber Growers’ Association, Inc., to 
have a booth at the N. S. R. A. 
Convention, January 12-15, and to 
show actual photographs of Amer- 
ican-made shoes with crepe rub- 
ber soles. Thus will individual 
manufacturers receive direct ad- 
vertising by the Rubber Growers’ 
Association. Cuts will be avail- 
able for firms who feature natural 
plantation finished crepe rubber 
soles. This will “tie up” announce- 
ments with the R. G. A. advertis- 
ing. The Rubber Growers’ Asso- 
ciation, Inc., does not 
sell rubber nor rubber 
soles, but is organized 
to create an apprecia- 
tion of the qualities of 
rubber. The R. G. A. 
cannot. sell _ shoes, 


























directly, but it is actual- 
ly doing this indirectly 
for the shoe _ trade; 
therefore, the trade 
should take advantage 
of this comprehensive 
campaign which is be- 
ing organized and 
should cater for the 
public demand which 
will ensue. 

“The campaign for 
1925 is divided into two 
sections — trade cam- 
paign and consumer 
campaign. The object 
of the trade campaign 
is to persuade the manu- 
facturers that crepe 
rubber soles have come 
to stay. Little progress 
can be made unless the 


This Type of Sole 


forward. The handbook tells about 
such subjects as “The Progress of 
the Crepe Rubber Sole’; “The 
Applications of Crepe Rubber”; 
“The Production of Crepe Sole 
Rubber”; “Properties of Natural 
Crepe Sole Rubber”; “Methods of 
Attaching Crepe Rubber Soles”; 
“Hints for Factory Procedure”; 
“Hints to Repairers”; “How Crepe 
Rubber Is Marketed”; “Imitations 
of Natural Plantation Finished 
Rubber”; “Publicity for Natural 
Crepe Rubber Soles” and “Report 
by the Incorporated Institute of 
Hygiene.” 
Co-operative Advertising 


“We feel that here is one of the 
best opportunities for co-operative 
advertising ever ‘put over’ for the 
trade. The market is waiting to 
be developed. The producer can 
only produce. The advertising 


should be specific and individual 
and should be tied up with the 
R. G. A. advertising. The trade 
campaign extends from November 
to May of next year and resumes 








trade advertises this 
new product. Already 
the trade has been cir- 
cularized and copies of 
handbook have gone 


A Christmas window display at the New York City office 
of the United States Rubber Company, 1790 Broadway. 
Several types of footwear are prominently displayed as 
typical gifts for the holiday season. 


in September and October — the 
keynote is ‘Crepe Rubber Soles, 
Everybody’s Everyday Wear.’” 

There is to be a consumer cam- 
paign to create: 

1—A wider interest. 

2.—An appreciation of proper- 
ties of crepe rubber. 

3.—Arouse a_ purchasing 
terest. 

The general public will know 
where they can get crepe rubber 
soles, as put out by the R. G. A. 
Details will be given by the Satur- 
day Evening Post and the whole 
country blanketed. The country 
will be divided into key centers, 
each of which will dominate the 
surrounding district—in each dis- 
trict’s fashions, customs, etc. The 
newspaper advertising will com- 
mence in February and will con- 
tinue without intermission until 
June; this will be resumed in 
September and October. This is 
a splendid opportunity for retail 
merchants in the different locali- 
ties to increase their own busi- 


ness. 


in- 


Natural crepe rubber 
was introduced as a 
soling medium late in 
1921. As an evidence 
of the demand which 
has been created for the 
crepe sole, the consump- 
tion of natural crepe 
rubber in Great Britain 
during 1923 mounted 
to over 2500 tons; it is 
estimated that the de- 
mand for natural crepe 
rubber in America dur- 
ing 1924 will be ap- 
proximately 4,000 tons. 
Experts predict that 70 
per cent of sports’ styles 
next season will feature 
crepe rubber soles. 
Crepe rubber soles have 
come to stay. Crepe 
rubber is now a staple 
line. Up to the pres- 
ent time its uses as 
soling material have 
been practically con- 
fined to sports’ shoes. 
Its wider applications 
present a huge poten- 
tial market. 
Children’s shoes with 
crepe soles offer a prom- 
ising field. 
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At the Show, Booth No. 208 


An Educational Exhibit and 
Demonstration of 








NATURAL CREPE RUBBER 
| ‘Plantation Finished | 


For Everybody’s Every Day Wear 


ERE you will see actual examples of Crepe Rubber Soles 
on every day shoes, for man—woman and child. 





These examples will convince you that Natural Crepe Rubber 
(Plantation Finished) soles will make an instant hit with the 
public because of their neat appearance and obvious comfort. 


Production men will be interested to see the neat workmanship 
that is accomplished by following the methods described in the 
Hand book which will be sent you if you mail the coupon. 


Mail the coupon‘and 
receive a copy FREE 





NATURAL CREPE KEEPS ITS SHAPE 





When writing to Rusper Growers’ Association please mention Boot and Shoe Recorder 
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Everything you see at this exhibit will 
be told to 35,000,000 people 


By means of the Rubber Growers’ Association national cam- 
paign in the Saturday Evening Post and leading newspapers and 
sport magazines of the country. 


Make yourself at home and stay as 
long as you like at our Booth 


Personal attention will be given you by an expert who is thor- 
oughly conversant with every aspect of Natural Crepe Rubber. 
Everything about Natural Crepe Rubber will be explained— 
our purposes, our plans of sale and advertising—and the details of 
proper handling to secure the beautiful results which the exhibits 
show. 


You will learn how we are going to take advantage of the popu- 
larity of Natural Crepe Rubber which was developed last season 
in sport shoes and how you can get your share of the demand 
which is sure to come this season for Natural Crepe Rubber 
soles for Everybody's Everyday Wear. 


Bring your questions to Booth 208. 


Every shoe man should have the 
FREE Handbook 


This handbook tells all about the Natural Crep2 Rubber (Plan- 
tation Finished). 


It gives detailed instructions how to apply it to every kind of 
shoe—causes of trouble and how to avoid them. In short, it is a 
production manual. 


AY 
UsE THIS COUPON TOP 
her, sation, 
G. R: Crerowers Associatt© Crepe Rubber 
‘ re 
13th ison Ave., N. ¥- City ¢ the new Handbook on 
244 _,, copies © 


Please send me.---""" 


NATURAL CREPE KEEPS ITS SHAPE 





When writing to Rusper Growers’ AssociaTIon please mention Boot and Shoe Recorder 
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IN STOCK 


Style 130—Patent Colt Two- 
Strap, Cut-Out Quarter, Cham- 
pagne Kid Lined, Turn Sole, 10/8, 
Covered Heel, AA-C, 214-8, $4.50 


Specialists in fitting the feet 
of young women—and in produc- 
ing styles which meet their fancy. 


Davis Shoes fill a definite demand. 


You who seek styles for Young 
Women—come in and get ac- 
quainted with the Davis Line. 


Boston Salesroom 
U.S. Hotel Bldg. 
139 Lincoln Street, Room 211 


Turns and Welés 
Tor Young Waren, Mussesand hilldren 
LYNN MASS. 





IN STOCK 


Style 115—Black Suede One - 
Strap, Cut-Out Quarter, Kid 
Lined, Turn Sole, nak Covered 
Heel. AA-C, 24-8... . $4.50 











DAVIS SHOE CO. 



















Charles T. Wilson Co., Inc. 


82 BEAVER ST., 
NEW YORK CITY 
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We carry stocks of all grades 
and thicknesses of 


CREPE®=* SOLEING 
IMMEDIATE aut DELIVERY 












































Your name on our mailing list 
will assure you of receiving our 


periodical market reports. 
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SAMPLES AND PRICES ON REQUEST 
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NATURAL CREPE RUBBER 
| ‘Plantation Finished | 








Dece 








We Specialize In All Grades of 


Natural Crepe Rubber 


(Plantation Finished) 
And Are Direct Importers of 


Harrisons and Crosfield’s 
Estates 


Write for Samples and Quotations 
a=) 
LITTLEJOHN & CO., Inc. 


137 Front Street 
New York City 


aaa ee 
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When writing to the above advertisers please mention Boot and Shoe Recorder 
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GOLD 
for 





Mees Whether it is a ship, a windmill, 
= a crest or just your name, emboss 
=== ==— it in shining gold on every pair of 
shoes you sell, and let the public get fam- 
iliar with it. 
Identifying your product with your trade 
mark will insure an ever increasing demand 
for your shoes. 
The embossed gold trade mark is the ac- 
cepted symbol of distinctive quality. 


RAUSKOLB 


EW.RAUSKOLB COMPANY 


Jt FRANKLIN ST. MEDFORD MASS, 


SEE 


him Sa Neeeeerer earns 
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When writing to F. W. Rausxots Company please mention Boot and Shoe Recorder 
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ALBERT N. BLAKE, President of the 
WATSON SHOE CO., Lynn, Mass. 


L. C. CLEM, Manager of the Boston Office 
of the DUNBAR PATTERN CO. 













Man-To-Man Confidence 


HE cheerful eagerness of foremost shoe manufac- 

turers to call our experts into private style conference 
is indicative of the esteem in which Dunbar Pattern serv- 
ice is held. Our system of factories and offices covers 
every shoe manufacturing section in the United States 
and Canada—permitting swift consultation and produc- 
tive co-operation. 


Your exclusive designs are safe when 
Locked in the Dunbar Treasure Chest. 


DUNBAR PATTERN CO. 











When writing to Dunsar Pattern Co. please mention Boot and Shoe Recorder 
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OQHANSEN 


Footwear Fashions 


The keen, business-headed shoe merchants have placed Johansen 
styles among the first few leaders of the country. 


Look for trade mark 


Above are two shoes to justify their judgment; below are the details 
of lasts and leathers. Between the two you have the closest thing to a 
sample that can be put on paper. Their popularity calls for quick 
action. 


IN STOCK FOR JANUARY 15th DELIVERY 














THE BABBY 


Black patent vamp, blonde kid quarter, 
16-8 Parisian Spike heel. 


All black patent leather 16-8 Parisian 
Spike heel. 


Black satin, black suede cut-out, 16-8 
Parisian Spike heel. 


In stock from AA to C, sizes to 8. 


THE ROSE MARIE 
Black patent vamp, Hazel tan kid 
quarter, 8-8 Box heel. 
All black patent leather, 8-8 Box heel. 
Color W, Tan Calf, 8-8 Box heel. 
Black satin, black suede, trim 8-8 
Box heel. 
In Stock from AA to C, sizes to 8. 


—and in the above descriptions, you will find the latest patterns, 
the latest heels, the latest leathers—just the kind of shoes that mean 
quick turnover, generous profits, happy customers! 


Better to Order Now Than Be Disappointed Later 


Johansen Bros. Shoe Co. 
St. Louis 
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When writing to JouanseNn Bros. Suor Co. please mention Boot and Shoe Recorder 








264 BOOT AND SHOE RECORDER December 27, 1924 





VISIT US IN OUR NEW HOME 


While attending the ST. LOUIS ANNUAL 
SHOE STYLE SHOW and see the largest 
and most modern shoe distributing house 
in the world. 








N SHOES 


50) 
a. 


f ENDICOTT SORE 


4 
3 ai € _ tee. 
oe —- = 
2 oe 





Call at Our Salesrooms, 1412 Washington Avenue 
and from there we will take you in our private service cars to our plant. 






BE SURE to see our complete NEW LINE at our Washington Avenue 
salesrooms or at our plant. 


You Will Find the ‘Season’s Latest Styles in 
Our Line of Better Shoes for Less Money 


See E. J’s. display at the National Shoe Retailers’ Association Convention 
when in Boston, January 12, 13, 14 and 15, 1925. 


ENDICOTT-JOHNSON CORP. 


Better Shoes for Less Money 
12th and Spruce Streets 










ST. LOUIS, MO. 





When writing to Envicort-Jounson Corp. please mention Boot and Shoe Recorder 
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Start the New Year Right 


THESE WONDERFUL NEW STYLES 


Shown by Tober-Saifer 


NOW IN STOCK READY TO SHIP 
Send Us Your Orders Today 








No. 2806—“Senorita” patent vamp, tan quarter, apri- 

cot kid underlay vamp and around quarter. One-eye 

French tie. Side cut-out exactly as illustrated. Brown 

stitched and French corded, brown moire ribbon. 

ronmnren Made over a wonderful new stage last, carrying a 
~_ \ 16/8 wood Spanish full-breasted covered heel. St. 
Louis process flexible sole. Entirely new. AA, A, B, C 
Re es "$4 4.85 


No. 2807—Exact hone as vhnacnad with a 13/8 et 
box heel ...... is $4.7 


No. 2808—Black Satin “Senorita” tie, moire quarter, 
black calf trim, stitched vamp, 16/8 wood covered 
Spanish full-breasted heel... anatase ...$4.75 


No. 2809—Exact style as No. 2808, <oumge ye 
box covered heel ........................ $4.5 


“Senorita” 
No. 2806 


No. 3524—“Nanette” patent vamp, Loraine tan calf 
quarter, buckle pump. Cut-out exactly as illustrated. 
Full French corded, brown kid quarter lined. Flexible 
sole. Made over Beard New Short Vamp Last; 16/8 
Spanish covered wood heel. Just out. shows B and C 
widths, sizes 3 to 8......... ceceeeeeeee 4,00 





No. 3525—Exact style as above, in black satin moire 
quarter, beaded buckle........ candcieataadl $4.00 


WHEN ATTENDING THE ST. LOUIS “Nanette” 
PAGEANT OF FOOTWEAR FASHIONS No. 3524 
JANUARY 5, 6, AND 7, YOU ARE 
CORDIALLY INVITED TO MAKE OUR 
NEWLY ENLARGED OFFICES AND 
SAMPLE ROOMS YOUR 
HEADQUARTERS. 


TOBER-SAIFER SHOE CO. 


Manufacturers and Distributors 
Novelty Footwear In Stock 


1312 Washington Avenue St. Louis, Mo. 








When writing to Toper Sairer Suoe Co. please mention Boot and Shoe Recorder 








BOOT AND SHOE RECORDER December 27, 1924 











ohlworth 7 
ellworth |¥ > 


SHIOES OF STYLE 





IN STOCK 


for 
AT-ONCE DELIVERY 





Our First Showing 
of 
NOVELTY FOOTWEAR 


For Spring, 1925 
Will Be Shown During 
The Shoe Style Show 
In St. Louis — January 5, 6, 7 








THE SHOE HOUSE YOU 
HEAR SO MUCH ABOUT 


WOHL SHOE COMPANY 


1224-26 WASHINGTON AVE. 
ST. LOUIS, MO. 




















When writing to Wout Suoe Company please mention Boot and Shoe Recorder 
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w\ LOTUS CALF 


ETAILERS who know the 
prominence which leather 
takes in, the eye of the con- 
sumer are urged to learn the 


LOTUS CALF line. 














MECCA LOTUS CALF is a light shade 
of brown in a glazed and boarded chrome 
tanned calf leather. It will shed water 
and at the same time take an exceptionally 
high polish. Bearing the P. & V. trade- 


mark guarantees it as a leather that 





will give the maximum in service and 
satisfaction. 


Made in Milwaukee MECCA LOTUS CALF quality can be 

Sold all over the World measured by the same standards that 
all Lotus full-grain boarded colored 
leathers must meet. 





PFISTER & VOGEL | EATHER Co. 


PHILADELPHIA, PA. 


MILWAUKEE, WIS. ST. LOUIS, MO. ROCHESTER, N. Y. 
BOSTON, MASS. CINCINNATI, O. NORTHAMPTON, ENG. 

NEW YORK, N. Y. ST. PAUL, MINN. LEICESTER, ENG. 
CHICAGO, ILL. SAN FRANCISCO, CAL. FRANKFURT, GERMANY 











When writing to Prister & Vocer Leatuer Co. please mention Boot and Shoe Recorder 
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‘lhe Shoe that breathes 


A good shoe—made better. That's the story of ‘‘Vento.” Made 
better for the merchant because it sells more readily and delights 
the customer. Bettered for the customer by an exclusive venti- 
lating patent which keeps the feet dry and healthy at all times. 

‘Vento’ shoes force out the dead air and replace it with fresh 
air at each step. Made in several fine leathers and stylish lasts 
to suit all trades. A big seller wherever introduced. 


You Can Be the 


Exclusive ‘‘ Vento’’ 
Agent 


In Your Community 





Vhe 
REFRESHING 
Stock No. 1250 
Colored Calf Oxford, Hague Last 


Stock No. 1300 
Kid Oxford, Sterling Last 





iT BREATHES 


VENTO SHOES IN STOCK 


THE PRESTON B. KEITH SHOE CoMPANy 


BROCKTON 38 Campello Station MASS. 











When writing to Tut Preston B. Kerrn Suox Co. please mention Boot and Shoe Recorder 
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Slippers, Hosiery and 
Buckles Sell Freely 


CINCINNATI—Buying of shoes 
during the week ending December 
20 was reported by the retail shoe 
merchants as very good for this 
time of the year. Christmas slip- 
pers formed the bulk of the trade. 


Big Buckle Sales 


Fancy buckles have also been a 
good seller for holiday gifts. 
Buckles have sold at prices as high 
as $17 per pair. 

Hosiery has been active, and the 
demand for this has been chiefly 








THOMAS D. CAHILL 


One of the Cincinnati shoemen 

who “builds styleful shoes” for 

women. He is associated with 

The Cahill Shoe Co., Cincin- 
nati, O. 


attributed to the holiday buying. 
Novelty hose of fancy checks are 
being worn for street wear, and 
the demand is growing strong for 
this type. 

The men’s business kept up well 
during the week, and there is no 
change in demand. Oxfords are still 
the favorite. 


Step-In Patterns Lead 


The bulk of the demand on wom- 
en’s shoes is still centered on step- 
in patterns, principally with con- 
cealed gores, and strap patterns 
going well. 

Patent leather continues as the 
leading material for shoes, with 


tan calf gaining considerable at- 
tention. The real demand is be- 
tween these two materials. 


Potter’s Employees’ Dance 


The Potter Shoe Co. held a dance 
Dec. 18, the proceeds going to a 
fund for poor people of the city. 
Potters have a bowling team, and 
it is leading a league in which it is 
competing. 


Silver Brocade Strong 


The stores report a very good de- 
mand for evening slippers, and a 
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big increase over last year. The 
chief call is for silver brocades, 
with a fair demand for gold. Strap 
patterns are preferred in evening 
slippers. Blonde satin is the popu- 
lar material for both afternoon and 
evening wear. 


New Shoe Company 


In January a new shoe factory 
will be opened here under the style, 
The Riesenberger, Wolf & Peck Co. 
It will manufacture popular-priced 
fancy McKays. The factory is lo- 
cated at 1052-1072 Guilbert avenue. 
It will be a modern, up-to-date fac- 
tory, each unit being motorized. 
Dave Wolf will be president; 
Charley Riesenberger, vice-presi- 
dent; Manie Peck, treasurer, and 
Edgar Peck, secretary. 





Chicago Shoe Merchants 
in Good Shape for 1925 


CHICAGO — Between holiday 
business and much talk of the com- 
ing N. S. R. A. convention, shoe 
merchants are busy. Christmas 
trade was brisk, but not heavy, al- 
though many buyers have taken the 
occasion for practical Christmas 
gifts and as a result there has been 
a pretty fair sales volume. Early in 
the week ending December 20 some 
sleet and a light snow brought out 
considerable of the overshoe and 
the delayed footwear buyers and 
from Wednesday on shoemen were 
busy. 

Little change can be expected 
now in the general style conditions 
since most merchants are not doing 
any buying except for fill-in pur- 
poses and not a great deal of that. 

Apparently the average Chicago 
shoe merchant will enter into 1925 
with a. fairly satisfactory inven- 
tory. Stocks are complete and still 
are not so top-heavy but that a few 
days of brisk selling will not clear 
them. This is particularly true in 
the general run of women’s styles, 
since there has been mighty little 
“wild” buying in any of the stores. 
The style demand developed a lit- 
tle late—late enough so that few 
merchants did any amount of ad- 
vance buying and then settled down 
pretty definitely to a few styles, and 
it was on these that the heaviest 
buying and selling was done— 
namely the tie oxfords—gore ox- 
fords and pumps. The color demand 
also developed definitely to tans of 
almost one shade and black with 


few novelty leathers or leather com- 
binations called for. 


Expect Big Year 


The firm of Sinsheimer Brothers 
and Company is preparing to enter 
its 30th year in the Chicago shoe 
market. The president, Ben S. Sins- 
heimer is looking forward and pre- 
paring for one of the greatest 
years in their history. The Sins- 
heimer Company, known through- 
out the middle west for their splen- 
did lines of children’s, girls’ and 
misses’ footwear, recently added 
10,000 feet of floor space to their 
already large accommodations so 
that they might better serve the 
many shoe merchants who carry 
the Sinbac line. Earlier in the fall 
the Sinsheimer Company purchased 
one of the finest plants in the city 
of Chicago and proceeded to manu- 
facture their own individual lines 
of footwear. 


Lakofka Brothers Elected 
Officers 


The new year will bring an im- 
portant change in the wholesale 
market in Chicago to one of the 
oldest jobbing houses, The Sidwell 
DeWindt Company of West Mon- 
roe street. At a recent directors’ 
meeting M. J. Lakofka, for many 
years the vice-president and gen- 
eral manager, was elected presi- 
dent, and his brother, A. M. La- 
kofka, was elected secretary and 
treasurer, M. J. Lakofka has had a 
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Your Trip to the Convention 
Wouldn’t Be Complete 
Unless You Visited Booth 104 


Year after year, dealers have found it well worth their time to 
visit the ‘‘Scholl”” Booth while attending the N. S. R. A. Con- 
vention. This year even greater interest than usual will be cen- 
tered upon this particular display. 


Since the last convention, The Scholl Mfg. Co. has brought out a 
number of new appliances and preparations which are receiving a 
very hearty reception from the trade. Naturally, you will want 
to hear about these new profit producing products. 
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When you have learned of our far reaching advertising and sales 
promotion plans for 1925—the greatest in the history of the com- 
pany—you certainly will return home filled with a new enthu- 
siasm and determination to make your foot comfort department 
a bigger, better and more profitable feature of your business. 
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Our slogan for 1925 is: ‘“‘More intensive co-operation with the 
dealer.’’ This policy is backed with carefully worked out plans, 
which are going to speed up the sales and show profits never 
before realized in this line of business. 


— 


wrvryTy 


Don’t fail to drop around and see us. A good hand-shake is 
always an excellent tonic. One of the cardinal virtues of these 
conventions is the opportunity it affords us to get together and 
renew old acquaintanceships. Let this convention be no excep- 
tion to the rule. 


Remember, the Booth Number is 104 
THE SCHOLL MFG. COMPANY 


Largest Manufacturers of Foot Comfort Appliances in the World 


213 W. Schiller Street 62 W. 14th Street 112 Adelaide Street E. 
CHICAGO NEW YORK TORONTO 
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remarkable record in the Chicago 
shoe field. Twenty-three years ago 
he entered the Sidwell DeWindt 
Shoe Company as an errand and 
stock boy, and in that time has held 
all of the positions of trust up to 
the presidency, which he now oc- 
cupies. 

Harry DeVries, who for years 
has handled the interests of the 
company on the north side of Chi- 
cago, and E. J. Getty, who has 
worked on the south side, were 
elected to vice-presidencies. 

The four new officers are now the 
stockholders and partners of the 
concern and will continue to operate 
under the name of the Sidwell 
De Windt Shoe Company. The same 
policies that have governed in the 





Special Trains for Bos- 
ton Show 

The interest in the coming 
convention in Boston of the 
National Shoe Retailers’ As- 
sociation has reached a high 
pitch in Chicago, and a large 
delegation is planning to leave 
Chicago on Saturday, Janu- 
ary 10 on the special shoe- 
men’s trains that will leave on 
the Pennsylvania and the 
Michigan Central Railroads. 

The Michigan Central Shoe 
Special will leave Chicago at 
10:30 A.M. Saturday, arriv- 
ing in Boston Sunday noon. 
The Pennsylvania train will 
leave at midnight Saturday 
and arrive in Boston Monday 
morning. The railroads have 
provided special facilities for 
comfort and entertainment of 
the shoe men, and these two 
trains have been set aside for 
their exclusive pleasure and 
enjoyment. 











past will continue to be followed, 
and the new concern plans to make 
no change in the policy of men’s 
and boys’ shoes carried in stock for 
immediate shipment. 

The success of the two brothers 
of the Lakofka family in this con- 
cern, and that of Frank Lakofka of 
the Harper Kirschten Shoe Com- 
pany, also of Chicago, are eloquent 
testimonials of what may be ac- 
complished by hard and:sincere ef- 
fort in the shoe industry. 


New Store Opens 


The Avenue Shoe Shoppe is one 
of the newest additions to Chicago’s 
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family of retail stores and will be to many in the men’s shoe field, 


opened at 4252 Cottage Grove ave- 
nue. A: M. Pike, the owner, known 


promises one of the classiest stores 


on the south side of Chicago. 





Healthy Complexion to the 
Milwaukee Retail Situation 


MILWAUKEE—Most of the shoe 
plants are operating at nearly 
capacity and there is a very opti- 
mistic feeling prevailing concern- 
ing the outlook for 1925. However, 
there is a disposition on the part 
of most merchants to place small- 
lot orders and subsequently to re- 
order. 


Good Hosiery Trade 


December has been a very good 
month in the hosiery business, 
and silk and wool numbers have 
been especially popular. These are 
moving in both plain colors and 
plaid designs, with tan shades of 
beige, fawn, airedale and similar 
colors predominating. Gun metal 





Plan for Convention 


A number of Milwaukee 
shoe merchants are consid- 
ering plans for attending the 
national convention in Bos- 
ton next month, and consid- 
erable interest is expressed 
in the announcements which 
have been received regarding 
the meeting. Delegates from 
this city were selected at the 
last meeting of the Milwau- 
kee Shoe Retailers’ Associa- 
tion, and final plans for the 
trip will again come up at 
the January meeting of that 
organization. Max Diamond, 
president of the Milwaukee 
association, and Joseph 
Schumacher, for many years 
treasurer, were selected as 
Milwaukee delegates, and A. 
B. Caspari, director of the 
organization, was elected 
delegate-at-large, with Otto 
Hensel and W. Graebel as al- 
ternates. Among the other lo- 
cal shoe merchants who are 
considering the trip are: 
Charles E. Collar, buyer for 
Gimbel Brothers’ shoe de- 
partment; C. A. Helmbacher, 
manager of the Walk-Over 
store; and Arthur Spring, 
buyer for the Espenhain Dry 
Goods Co. 











chiffons have also been very ac- 
tive, and an improvement was not- 
ed in heavy and medium weights 
due, in a large part, to the holiday 
demand. 


Holiday Trade Throughout 
State Satisfactory 


Elaborate Christmas plans were 
made this year by merchants in 
many cities throughout Wisconsin 
and reports of good holiday busi- 
ness have beeh coming in from 
many prominent trade centers of 
the state. The public has entered 
in the celebration of the season in 
many instances, and co-operation 
of merchant and public has result- 
ed in additional business in many 
stores. 

Shoe merchants of Menasha, 
Wis., as well as clothing and dry 
goods merchants reported brisk 
business during the early part of 
the season, and expect final rec- 
ords to surpass all former years. 
Fond du Lac merchants also re- 
ported that business started off 
very well and expected this to 
continue up to the holiday. The 
merchants of this city put up spe- 
cial street decorations in order to 
increase the holiday spirit, and 
for the last 10 days before Christ- 
mas stores were kept open to 
serve the last-minute shoppers. 


Factories Show Improve- 
ment 


The fact that retail shoe sales 
have been good is noted by R. E. 
Wright, of the commercial service 
department of the First Wiscon- 
sin National Bank, of Milwaukee. 
Mr. Wright also states that the 
outlook for the shoe and leather 
industries in Milwaukee is much 
brighter than it was during the 
earlier part of the year, and shoe 
companies, on an average, are do- 
ing a good business. Orders and 
sales in hosiery are on the up- 
grade, he states. 





A man who is always well satis- 
fied with himself is seldom so with 
others, and others as little pleased 
with him. 
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We’ve No Shoes to Sell! _ 
We’ve a Service to Share! | 


A GREAT service, for its greatness was proved to 
us before we decided to demonstrate it to you! 

It’s a service of selling—not to you, or through 
you but FOR you! 

And it is so unique that we have taken a booth 
at the convention simply because it permits us to 
explain in person—which is easier than telling you 
in print! 

Alert Dealers will be interested. And we’re not 
interested in the other kind! 

Hear a short and snappy tale of sale, at our 
Booth at the Convention! 


The LONDON SHOE COMPANY, 110-112 Duane Street, New York, N.Y. 





Visit London Character Booth 


{No. 114] 


N.S.R.A. CONVENTION —BOSTON, MASS. 
JANUARY 12th, 13th, 14th and 15th 

















When writing to Lonvon Suoz Company please mention Boot and Shoe Recorder 
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Retail Shoe Business in 
San Pedro Is Expanding 


LOS ANGELES—San Pedro, 
municipally a part of this city, be- 
cause of its location on the harbor, 
is today one of the most prosperous 
and thriving cities of the western 
coast. It has grown into a seaport 
with 60 ship lines plying to and 
from all parts of the world. It has 
a population of 45,000, depending 
largely upon the sea for their activ- 
ities in business. There are no 
slack seasons in San Pedro. Every- 
one is busy all the time. 

The port’s importance to the pro- 
duction of raw materials and the 
manufacturing interests of the 
southwestern portion of the United 
States cannot be overestimated, for 
it is from this port that route to 
the markets of the world must be 
found. 

The main channel is being wid- 
ened from 500 to 1000 feet. The 
channel connecting this harbor with 
that of Long Beach is completed. 
The Board of Army Engineers are 
making a survey preliminary to 
asking Congress to appropriate ad- 
ditional money for the extension of 
the present breakwater from San 
Pedro to Long Beach, making this 
harbor second only to New York 
Harbor. 


Shoe Merchants Confident 

The retail shoe merchants are all 
optimistic about the future of this 
thriving town. They alt experienced 
the same slowing up @f activities 
prior to the presidential election 
experienced by merchants of all 
lines of trade all over the country, 
but report a substantial increase in 
sales in Christmas merchandise this 
month. 

Ray Bros, have a fine store in 
San Pedro, as well as one in Long 
Beach. They look for a much bigger 
business in 1925 than they have had 
during the past year, and have had 
a decided increase this month over 
last month. So far, the best selling 
lines have been black patents and 
satins and recently they have 
started selling a number of new 
tan shades in Russian calf with 
Spanish and box Cuban heels. 


Chain of 19 Stores 


The Kafateria Shoe Store is one 
of a chain of stores which was 
started in Long Beach, and which 
has grown to 19 stores scattered 
over Southern California. The best 
sales have been on satin and pat- 


ents. M. Sach is manager of the 
San Pedro Store. 


Good Christmas 


Mr. Compton, owner of the Mi- 
way Shoe Store, is optimistic about 
the future of San Pedro. His 
Christmas window display attracted 
considerable attention with a fire- 
place and chimney. 


Give Good Values 


Al Murray, whose store is called 
“Al Murray’s Bootery,” says that 
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the retail merchants of San Pedro 
have a different thing to contend 
with than the Los Angeles stores 
have because the people like to go 
to Los Angeles and Long Beach on 
shopping tours. It is necessary, 
therefore, to give exceptional values 
to induce them to buy at home, and 
this is the policy he carries out in 
his store. He says that for this rea- 
son he is getting more trade all the 
time. 


Patent and Russia 


The Anderson-Garber store ex- 
pects a big increase in business 
during 1925. December business 
picked up considerably. The best 
selling lines were patent leathers 
and Russia calf. 





Free Circulation of Money 
a Feature in Colorado 


DENVER—Shoe merchants en- 
joyed a good holiday sale. There 
is more money in circulation this 
year than last and a record Christ- 
mas buying season is the result. 
Colorado has just harvested three 
big crops—a $40,000,000 sugar 
beet crop, a $15,000,000 wheat 
crop and a $35,000,000 fruit and 
vegetable crop. 

Colorado has also had a mining 
boom this year and its mines in 
1924 will have produced $6,000,000 
worth of gold, silver to the value 
of $3,000,000 and coal valued at 
$10,000,000. Colorado’s newly dis- 
covered oil wells continue to pro- 
duce oil, one refinery is being 
built and others planned. Every- 
thing points to a very promising 
year ahead. 


_ Brief Items 


J. J. Fontius, 64, of the Fontius 
Shoe Company, Denver, recently 
injured himself when he slipped 
on the ice and hurt the base of 
his spine. 

Joseph P. Hartnett, for twenty- 
three years associated with the 
J. P. Dunn Shoe and Leather Com- 
pany, has gone to | Hollywood, 


Calif., with the idea of entering 
the shoe business there. 

The shoe department of the 
Denver Dry Goods Company, of 
which Harry Teats is manager, 
has been featuring the D’Orsay 
pump. This pump in black patent, 
black satin, or tan calf, is being 
retailed at $10 a pair. 

Mentgen’s Store at Sterling, 
Colo., a new store that has a large 
shoe department, recently opened 
for business. The Mentgen broth- 
ers, F. A., W. P., and A. P., are 
well known in ‘northern Colorado. 


Big Slipper Trade 


Denver’s shoe stores report 
that slippers sold very freely dur- 
ing the present Christmas buying 
season. Shoe stores this year’had 
a wide variety of slippers. 


Lace Oxford in Patent 


The Broadhurst-Young Shoe 
Company, Denver, has been call- 
ing attention of late to the Gitano 
lace oxford. It is of patent leather 
with Spanish heel, or tan with Cu- 
ban heel, and is being retailed at 
$13. 





December a Brisk Month 
in Cleveland Shoe Stores 


CLEVELAND—Retail business 
has been brisk throughout Decem- 
ber. It was increased largely be- 
cause of Christmas shopping. Sales, 


however, have not been made in 
such great volume as was the case 
last year, although there are excep- 
tions in stores. 





: 





Mr. S. W. NAPIER of Napier’s Booteries 
Omaha. Nebraska and Minneapolis, Minn. 


Satin has been developed into such a satisfactory material 
for shoes that, in my opinion, it will remain in style as long 
as women want pretty footwear. 


I am convinced that my stores have made more money 
in the past five years, on shoes made of good quality of 
satin, than those of any other material, and I find, as a rule, 
that the odds and ends of satin will clean out quicker, and 
sell at a better price, than odds and ends of leather. 


We have practically no complaints on the wearing qualities 
of satin shoes when made of the best grade of satin. 
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A Material That 
Makes Money 


O better evidence of the salability of satin 

footwear or of its desirability as a shoe stock 
could be given than the statement made by Mr. 
Napier on the opposite page. 


But you note he stresses quality and fabric devel- 
oped for shoe purposes. DARBROOK SHOE 


SATINS are satins made for shoe purposes and 
with the requirements of footwear always in mind. 


In consequence: DARBROOK SHOE SATINS 
are strong—they stand the stresses and strains of 
the factory and the wear of service. They are 
beautiful in texture, in lustre, in depth of color, 
and in finish. They are uniform in grade, and are 
pure dye; no loading to harden the fibre and cause 
splitting. In a word, DARBROOK SHOE SAT.NS 
made up in your shoes will please you and your 
customer—and you will stay pleased. 


Schwarzenbach Huber & Co. 


470-478 Fourth Avenue 
New York City 


Represented by 


W. A. Gallup T. F. Leary Henley & McGaghey___— G.. Fitzgerald D. J. Finn 
Cincinnati Boston St. Louis New York Philadelphia 








SHOE SATINS 
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SAHARA SIDES 


The ideal light tan in a soft 
tannage for dress shoes. 
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No matter what leather you use you 
cannot find a better answer to the 
popular call for light tan. 


It is so generally satisfactory that we 
are concentrating on Color to only, in 
SAHARA SIDES. 


Also Made in 
DONKEY COLT 


in which it provides a surpassingly rich 
and beautiful effect. 


TOLMAN, Dow & Co., INC. 


176-180 LINCOLN ST., BOSTON, MASS. 


Rochester, N. Y. Greater New York 
Mr. A. E. Perry New Castle Leather Co. 
22 Andrews St. 4. 100 Gold St. 


St. Louis, Mo. Cincinnati, Ohio 
T. M. Fitzgerald & Co. ; F. George Mohr 
1602 Locust St. Seep ; 202 E. 7th St. 


General Representatives for Continental Europe, New Castle Leather Co. 
Headquarters: Paris, France 
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The weather was rather mild 
throughout the month and this did 
not help the shoe stores to dispose 
of their stocks. In the third week 
of the month, the week before 
Christmas day, zero weather set in 
and sales of shoes and gaiters im- 
mediately increased. 

Sales of men’s shoes immediately 
went up with the advent of cold 
weather and falling snow. This 
business had been lagging some. 

Economic conditions in the city 
continue to improve, and everyone 
is expecting 1925 sales records to 
far eclipse those for the year that 
is about to end. Factories are tak- 
ing on more employees, but rather 
slowly. The iron and steel industry, 
the first to benefit from improved 
economic conditions, is receiving 
new orders at a rate that indicates 
all industries will soon be operat- 
ing on a much larger scale. 

The banks report that credit con- 
ditions are good and that deposits 
have increased throughout the year. 
Financial statements published all 
show larger assets than a year ago 
at this time. 


Patent and Velvet Good 


Sales of shoes for women are al- 
most exclusively of the low models. 
Oxfords are popular, while cut-outs 
are being sold at a more rapid rate 
than a year ago this season. Patent 
leathers and black velvets are very 
popular materials in this city, while 
tan oxfords are selling about as 
well as the black shoes. 


C. C. Ferguson Retires 


Advancing age has brought to C. 
C. Ferguson, one of the best known 
shoe merchants in Northern Ohio, 
a desire to retire and to take it easy 
on the fruits of nearly 50 years of 
active and prosperous efforts. Ac- 
cordingly, he is conducting a “Quit- 
ting Business Sale” at his shoe 
store in The Arcade. 

Mr. Ferguson enjoys the distinc- 
tion of having conducted a success- 
ful shoe store in one location in The 
Arcade for 28 years. 


Forsythe Store Opens 

One of the important develop- 
ments in retail shoe circles in this 
city was the opening of the For- 
sythe shoe store at 820 Euclid ave- 
nue, on December 6th. In this store 
the single price of $5 prevails for 
all models, and the business has 
been at a rate to indicate that the 
field is good for the company. 

Tom Wilson, for eight and a half 
years manager of the Ames Com- 
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pany shoe department, is manager. 

The store is very attractively 
finished, with walnut the wood used. 
The floor is of tile, the ceilings of 
pilaster. Large white-globed lights 
illuminate the room, which has a 
depth of 141 feet and a frontage of 
20 feet on Euclid avenue. There are 
seating accommodations for 158 pa- 
trons, on both the ground floor and 
the balcony floor, which also is 
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utilized for retail sales. The extra 
stock is kept in the basement. 


Gaiters Sell Freely 


Sales of overshoes are bearing 
out predictions made some time ago 
that the clumsy but comfortable ar- 
ticles of footwear for winter will 
enjoy another season of popularity 
as great as was that of a year ago. 





Strapless Patterns Most 
Popular in Fort Worth 


FORT WORTH — Hosiery and 
slippers sold freely during the final 
weeks of the Christmas shopping 
period. The shoe stores in some in- 
stances suggested shoes as appro- 
priate holiday gifts in their adver- 
tising. 

Strapless Styles Gaining in Favor 

A great variety of strapless 
styles are seen in Fort Worth 
stores. Blonde and black satin are 
popular in these strapless effects 
as well as the strap modes. Black 
velvet pumps appear to be gaining 
in favor, as well as satin and vel- 
vet combinations. 

For street wear, brown calf and 
kid, in both pumps and straps, con- 
tinue good sellers. Women in this 
section of the country still cling to 
the lighter weight types of foot- 
wear, and there has been no great 
run on oxfords yet. Merchants pre- 
dict that colder weather or a few 
rainy days will bring forth calls 
for heavier shoes. 

The holiday season increased the 
demand for evening footwear. 


Among the attractive things for 
evening wear that are to be found 
in local shops are tinsel brocade, 
silver kid, gold kid, silver and gold 
brocade and various kinds of metal 
fabric pumps and straps. 


Hosiery Counters Busy 


Business is good at the hosiery 
departments. Chiffons, in a great 
variety of colors, continue good sel- 
lers. Shades of tan seem to predom- 
inate, although one sees the rose 
and gun metal shades on display, 
and hosiery saleswomen report 
many calls for these. 


Spirit of Optimism Prevails 

The satisfactory business that 
merchants report for December, 
and the prospect of increased vol- 
ume during the coming year have 
caused a generally optimistic spirit 
concerning business. conditions pre- 
vailing among Fort Worth mer- 
chants. 





December in St. Louis 
Ahead of 1923 Sales 


ST. LOUIS—The week ending 
December 20 in the retail shoe 
trade was only fair in volume of 
business done. The principal con- 
tributing factors which prevented 
a healthier tone to the trade was 
three days of rain which was con- 
tinuous. This outpouring of Jupi- 
ter Pluvius culminated Thursday 
night with a sleet storm which 
isolated the entire city from the 
outside world. The storm accord- 
ing to the oldest veteran was one 
of the worst experienced here in 
many years. All of this was not 
stimulating to the shoe business, 
but with the aid of a drop in 


temperature which settled around 
the zero mark, a rush for buckle- 
gaiter and rubber business re- 
vived to a briskness that was char- 
acterized as excellent on Friday and 
Saturday. Saturday found the 
family shoe stores handling as 
many customers as possible and 
business in this type of store was 
continuous throughout the day. 
December, up to the past week, 
has been in most stores ahead of 
last year but the past six days has 
detracted somewhat from what at 
the beginning of the month ap- 
peared to be a better period than 
that of a year ago. Christmas slip- 
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Sinbac salesmen will be on their territories January 5th with 
the complete line, including everything in the latest patterns. 
Tell us when you prefer your salesman to call. Be sure to 
send for your advance copy of the new spring catalog, soon 


to be published. 





FLEXIBLE FIRST STEPS 
Finest Hand-Turned Flexible First Steps, sizes 1 to 5, 
including half sizes. 


OE, 6... ici vadincnthdonvihneddduay $1.10 
R89—White Washable Cabretta ............... 1.05 
Be -—PPatems CRPGERO. «5.5 ce ccc ccccccccccces 1.00 
RH91—With Safety Heel, 2 to 5............... 1.10 





TAN CALF 


McKa 
All solid McKay, fancy quel pump in an unusually 
attractive pattern. 


R6535— Misses’ 1114 to 2,CD................. $2.85 
R6536— Young Ladies’ 24 to7, BCD.......... 3.35 
Same in Patent 
R6531— Misses’ 114 to 2,CD ................ 2.75 
R6532— Young ies’ 244 So _ ae pree 3.25 
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PATENT CHROME 
All solid construction in pleasing design. 


R6605—Childs, 8% to 11, CD................. $2.40 
R6606— Misses, 11 '4 to 2, cD 
R6607—Young Ladies, 2% to 7, BCD.. 


a 
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Whether for the baby’s first walk, for the young- 
ster’s first school days, or for the young lady’s first 
“Grown Up” party there is a Sinbac Helthy- 
Fut Shoe that gives all the style, service and 
comfort possible for the price you pay. 


11-13-15 W. 


sINBAc 


SINSHEIMER Bae. OA & 


c Hil CAGO 








TAN CALF 


Helthy-Fut Flexible Stitchdown 


Tan Calf Tie, flexible and durable, with chrome 
retanned soles. et 


R8516—Sizes 3 to 5, D... 1... eee eee eee $1.85 


R8517—Sizes 54% to 8, CD ..............0000. 2.10 
R8518—Sizes 8% to 11, CD.................6. 2.40 

With Rubber Heel Ce | 
RH8518—Sizes 8% to 11, D..............ceeee 4.45 
R8519—Sizes 11 4 to 2, peepee 2.85 
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ARE HERE 
TO STAY 


Style authorities agree 
that goring is the 
most practical of all 
shoe adjustment 
methods and_ that 
women in general are 
delighted with the 
easy access and snug, 
non-gaping fit of the 
gored shoe. 





ale Shoe by 
Braen C. Haseltine” Co. 
Newburyport, Mass. 
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Here Are Two Good Reasons Why 
GORED STYLES 





Shoe by 


Newburyport, Mass. 


All Insteps Look Alike to a Gored Shoe 






Ernest C. Haseltine Co. 
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; 
: In only one way can gored Insure your shoes against dis- 
; shoes fail to give yourcustom- appointing service by specify- 
; ers anything but permanent ing HUB GORE—the stand- 
; delight and pleasure, andthat ard since 1888. 
| is—if cheap goring is used. 
i HUB GORE MAKERS 
7 | BRANCH OF - 
‘ Everlastik Inc., Chelsea, Mass. 
; 1107 Broadway, New York. 
| 
‘| 
Be sure to see our dis- 7 : 
play of latest styles in pac eae geen 
gored shoes at Hub Gore and repre- 
BOOTH sents a two-year guar- 
220 antee backed by the 
largest makers of elas- 
N. S. R. A. Style Show tic fabrics in the world 
——[—[—————_—_ _ SSS 
BMRB AREBASKRARHSELARRBRABEARESKERARRHRABSEATHER: 
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per business added somewhat to the 
sales volume. 
Patent and Tan Combination Good 

The style trend has little change 
to report unless it is that combina- 
tion effects are becoming more 
popular and from the number of 
new patterns being displayed indi- 
cations are that retail shoe mer- 
chants anticipate good response 
from this new vogue. 

The principal type that is being 
shown is the patent vamp and tan 
calf quarter. This effect with little 
frills here and there is virtually the 
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one combination model that has 
been generally adopted. Tan calf 
patent leather and satin continue 
on the same basis as previously re- 
ported with good demand still being 
shown in tan calf. 


Shoe Mart Team Wins 


The bowling team of the Shoe 
Mart, which contested the prowess 
of the Swope Shoe Company in a 
match played, emerged from the 
fray victorious. A return match 
has been announced. 





Keonomic Conditions in the 
Northwest Pointing Upward 


MINNEAPOLIS AND ST. PAUL 
—The Twin Cities enjoyed the 
best holiday trade in several years 
—all things considered. To a 
marked degree the retail shoe 
merchants “have been in” on the 
run of good business and the year 
1924 comes to a close looking far 
better than had been anticipated. 
Snappy weather put life into trade 
this month and then, of course, 
came the Christmas shopping. 
Bankers report that 75 per cent of 
the great crop the Northwest har- 
vested this year has been sold. On 
the Minneapolis market, wheat and 
flax have been the highest they 
have reached in four years, the $2 
a bushel price for the real thing, 
not the future, having been passed 
early in the month. 

Patent leathers seem to have 
taken the lead completely away 
from the satins in women’s shoes. 
The patent is appearing in so 
many of the smart new things 
seen in Minneapolis and St. Paul 
stores that it is really notable. The 
blond satin pump is one of the 
most popular styles shown. The 
black satin oxford with round toe 
and high Spanish heel is attract- 
ing much attention. A smart-look- 
ing patent leather pump is seen at 
one or two fashionable shops, also 
the new combination tan kid and 
black with the quarter in tan kid 
and the vamp in black patent. 
Most of these are extremely plain; 
some are opera pumps; some have 
little tailored bows at the instep, 
sometimes of tan, sometimes of 
patent. A few stores have black 
and brown velvet pumps. 


Convention Plans Completed 


Fifteen thousand people are ex- 
pected to see the great fashion 


revue, to be held as a feature of 
the Northwestern Shoe Retailers’ 
Association Convention, in St. Paul 
Auditorium, January 26, 27, and 
28. Already committees are lining 
up 75 of the most beautiful girls 
in the Twin Cities to take part in 
what is really taking on the pro- 
portions of a great shoe pageant. 
The booths, which were dealt with 
in considerable detail in the last 
Twin Cities letter, are being rap- 
idly taken and everything is pro- 
gressing toward the plan of mak- 
ing the show and convention the 
finest thing of the sort seen in the 
West. One of the most interesting 
features will be a model shoe fac- 
tory, showing the process of mak- 
ing shoes from the time the leather 
is cut until the finished product is 
turned out. This exhibit will be 
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by the United Shoe Machinery 
Corporation. 

On the program will be John C. 
McKeon, of Philadelphia, presi- 
dent of the National Boot and Shoe 
Manufacturers’ Association, and 
head of Laird-Schober Company, 
who will talk on “Style as It Per- 
tains to Footwear”; Norman John- 
son, of Richmond, Va., secretary of 
the Southern Dry Goods Associa- 
tion; Frederic N. Withey, vice- 
president of the National Honesty 
Bureau, New York; Edward F. 
Flynn, assistant to the’ president 
and general counsel of the Great 
Northern railroad, and others. 

Committees for the convention 
have been named by Joseph Lang- 
ley, president of the association, as 
follows: Booths, Joseph Langley; 
program, H. S. McIntyre, W. N. 


- Comer; entertainment, Walter Pet- 


erson, Harry Donnelly, Geo. S. 
Roth; advertising, the board of di- 
rectors; auditing, Fred Hohlt, J. R. 
Charles, Otto Weiske; nomina- 
tions, Geo. S. Keith, D. D. Bryson, 
Chas. A. Kilbourne; Hotels, J. 
Horish, Frank Hess, A. Hagen; 
registration, Chas. A. Kilbourne, 
P. O. Franzen, Otto Schuler, A. 
Elmquist; resolutions, D. D. Bry- 
son, William Schaffer, E. B. 
Comer; membership, O. J. Benton, 
Jack Lees, John Mork, C. C. 
Gross, John F. Cook, E. A. Rice, 
Fred Boese; style revue, J. Lang- 
ley, general chairman, shoes; H. 
Curry, O. J. Benton, H. Alexander, 
Wm. Horne, F. Graw, Wm. Schaf- 
fer; wearing apparel, A. Russell, 
J. Adler, A. Peterson. 





San Francisco Styles Are 
Getting Away from Straps 


SAN FRANCISCO—Styles in 
women’s footwear on display at 
local stores are trending toward 
more simplicity. Tan calf shades 
are very popular and the pump 
models are selling best. Black 
patent offers a smart appearance in 
some of the tan calf styles when 
used as piping and in combinations. 


Strapless Models to Be 
Strong 

Frank More of the Frank More 
Shoe Stores throws some interest- 
ing light on the style situation in 
the following statement: 

“Footwear of the strapless type 
seems to be getting stronger as the 
months roll by. This condition only 


seems natural as it is always the 
general tendency for the well- 
gowned women to look for and wel- 
come something different than the 
mass are wearing. This has hap- 
pened, and it now looks as though 
the mass were following. It seems 
as though where straps are sold, 
there is as little strap as possible, 
giving them the appearance of , 
strapless models. 

“The buckle and ornament busi- 
ness is getting back to where it was 
some years ago. This, of course, is 
a very healthy business and should 
be encouraged as much as possible. 

“With the length of skirts getting 
shorter, higher heels promise to 


(Continued on page 297) 
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NO. 357. THE SMILE LAST 
PRICE $5.00 


CORRECT FOOTWEAR FOR MEN 
AT CORRECT PRICES 


To sell more shoes a store must give more in style and 
quality. 
Always in the front rank, as we are, on lasts, patterns, 
materials and workmanship, buyers have benefited by 
placing orders with us. 
The above model of Collis Calf, 85X Shade, a 
beautiful light tan calf, indicates the timeliness of our 
styles and the careful consideration given their manu- 
facture. 
We suggest that you sample our line on the above 
number. 
- OUR LINE WILL BE SHOWN 
AT BOOTH NO. 52 N.S.R.A. CON- 
VENTION BOSTON, JAN. 12-15 


W ALL-STREETER & DOYLE Co. 


NORTH ADAMS, MASS. 
BOSTON OFFICE, 207 ESSEX ST. 


nf) W-S-&-D-Co. 
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Boston Stores Enjoy Big 
Holiday Slipper Business 


BOSTON—The last full week 
before Christmas in shoe stores 
here brought a fairly good amount 
of business, although the fact that 
great throngs of shoppers visited 
the city in search of holiday mer- 
chandise reflected more in the 
sales of department and other 
types of stores. A big slipper busi- 
ness was enjoyed in most every 
shoe store. The shoe department 
in a big department store made 
careful plans to do a big trade on 
slippers, mules and the volume for 
this merchandise went a long ways 
in making up for lack of interest 
in shoes during the month. 

The men’s business continued 
to go along at a better pace than 
was the case a few weeks ago. 


To Fight Proposed Freight 
Rates 


An important special meeting of 
the Traffic Managers’ Council, of 
the New England Shoe and Leath- 
er Association, was held December 
18th, to consider the proposal of 
the carriers to make certain dras- 
tic increases in freight rates in 
New England Trunk Line and Cen- 
tral Freight Association territor- 
ies, and which if carried into ef- 
fect would be a severe handicap to 
the shoe and leather industries. 
Chairman Carlton R. Blades pre- 
sided. _ 

The matter was carefully dis- 
cussed from all angles, industrial, 
national and regional, following 
which it was unanimously voted to 
recommend to the directors that 
the association co-operate with 
the New England Traffic League, 
which is taking a leading part in 
opposing the increase and which 
represents all of the leading in- 
dustries of the New England sec- 
tion. The league has retained ex- 
pert counsel to carry on the fight 
for New England and expects to 
raise a fund of about $20,000, for 
the purpose. 


Thayer McNeil Co. Has 
Christmas Party 


The Thayer McNeil Company 
held a Christmas party Wednes- 
day, Dec. 17, at its Temple place 
store, about 170 members of the 
Thayer McNeil Associates attend- 
ing. The associates held their an- 
nual meeting before the enter- 


tainment and re-elected the 1924 
officers: 

President, C. B. Pollock, store su- 
perintendent; C. Laird, vice-presi- 
dent; Agnes Rawley, secretary; A. 
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Schaller, treasurer; chairman of 
entertainment committee, William 
Gibbons; chairman of educational 
committee, P. E. Thayer; chair- 
man of welfare committee, James 
Creed. 

Mr. Pollock was Santa Claus 
and distributed gifts. John Gar- 
side, and his son, of Brooklyn, 
N. Y., were guests. 


Wilbar’s Store Is Very Impressive 


— NN a 


One of the most attractive shoe 
stores in the country is that of 
Wilbar’s, 455 Washington street. 
This new store came into existence 
two and one-half months ago. It is 
the latest in the five of the Wilbar 
chain. Barney Bluestein is buyer; 
Hy Bluestein is manager, store 
decorator, and window trimmer. 
Moreover, he designed this smart 
shop. And this is the way he “did 
it.” He made a tour of the coun- 
try, as far West as the Pacific 
Coast—in all, he visited 25 cities. 
While on this trip he studied shoe 
store construction. He made notes 
of what most impressed him and 
conveyed these to the builders. 
The concrete idea from Mr. Blue- 
stein’s findings was that this new 
Wilbar store must have dignity 
and stateliness, with just enough 








est 


Wilbar’s Shoe Store, 455 Washington street, Boston, Mass. 


life and color to eliminate cold- 
ness, and to emphasize distinctive- 
ness and character. 

The architects, who have had 
wide experience in church con- 
struction, and know the value of 
the Gothic arch for beauty of line, 
employed this, and other features, 
to good advantage in carrying out 
Mr. Bluestein’s idea. The floor 
and backgrounds of the two big 
windows are of genuine marble, 
on the gray color of the Tennessee 
variety. There are graceful niches 
with bronze frames. The valances 
are of crimson and gold. For 
Christmas, one window was devot- 
ed to a “Slipper Land” trim and 
the other to regular merchandise. 
Both were given the Christmas at- 
mosphere. 

Inside the store eight effective 
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Makers of McKay Sewed Shoes 
of the Better Kind 


Mr. Maxwell Will Welcome You At 
126 Summer St., Boston, 
To Inspect Our Line 


Lynn ,Massachusetts 


126 Summer Street, Boston 
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wall cases and fixtures, miniature 
window effect, with scenic back- 
grounds, and red and gold drap- 
eries, display in each one pair of 
shoes—one shoe raised at some 
height and the other at the foot 
of the other shoe. 

The store is about 90 feet deep 
and has a seating capacity of 60. 
In addition to women’s shoes, 
hosiery is carried in a well-ar- 
ranged department at the front of 
the store. 


Optimism Is Common 
The First National Bank in its 
Dec. 20 business bulletin for New 
England reported: “The hide and 
leather industry, after passing 


through a most drastic period of . 


readjustment, is now definitely on 
the way to recovery. From all sides 
come reports of increasing activity 
and growing optimism. Footwear 
production has increased steadily 
since July, and October output of 
over 30,500,000 pairs is the highest 
in a year. Sales are in fair vol- 
ume, despite the seasonal lull co- 
incident with stocktaking. 


35th Ladies’ Night 

The Boston Boot and Shoe Club 
held its 35th annual “Ladies’ 
Night” and 225th dinner at the 
Hotel Vendome, Wednesday eve- 
ning, December 17. John A. Gard- 
ner, president, made an admirable 
toastmaster. He was followed in 
similar vein by Past Presidents 
Charles C. Hoyt, who read an 
original poem on “The Ladies,” 
and by Alfred W. Donovan, who 
also added a serious tone in his 
advice to the New England shoe 
trade to “put its houses in order, 
so that we may withstand any de- 
mand, meet any competition, and 
keep in the front ranks of business. 
That means knowing how to sell 
our goods, because New England 
does know how to make them.” 

Past Presidents and surviving 
charter members served on an 
Honorary Reception Committee, as 
follows Charles C. Hoyt, chairman 
and sponsor, John A. Gardner, O. 
H. Casavant, F. S. Cobb, F. M. 
Fisher, E. W. Cobb, E. B. Holmes, 
W. L. Terhune, Buford H. Jones, 
Sig Rothschild, E. P. Tuttle, P. H. 
Fraher, T. F. Anderson. 

The next dinner of the club will 
be held on January 14, at the Ven- 
dome. Among the speakers will be 
T. R. Elcock, president of the 
American Sole & Belting Leather 
Tanners, and N. S. R. A. officials. 


BOOT AND SHOE RECORDER 


Alligator in Combinations 
Sells Well in New York 


NEW YORK—Last week showed 
some upturn in the footwear busi- 
ness in New York, but it is likely 
that the business for December as 
a whole will fall below that of a 
year ago in most stores. Special 
sales, which are being run in a 
number of stores at present, to- 
gether with the augmented sales 
of hosiery, slippers, buckles and 
other shoe accessories, have 
helped run up sizable totals in 
the last two weeks. At the same 
time, however, the buying of reg- 
ular footwear has been on a re- 
duced scale. Toward the close of 
the week colder weather gave the 
trade some stimulation which 
aided considerably, but in most 
stores outside of those running 
sales, business was reported as 
rather draggy. 

With the advent of more season- 
able weather, the demand for tan 
calf and satin shoes has fallen off 
considerably. Some stores are sell- 
ing more suedes than for some 
weeks past and this demand has 
given rise to speculation concern- 
ing suede as a good possibility for 
spring selling. It is believed by 
most merchants, however, that 
suede will-not play much of a part 
in the coming spring season. 


Alligator Is Much Stronger 


Alligator continues as the big 
note in high-styled footwear. Com- 
binations in which alligator 
leather has been used have been 





Shoes for South Mostly 
Made of White 


Some Palm Beach show- 
ings have featured white 
footwear. In the main, the 
patterns displayed have been 
of the rather conservative or- 
der and white kid has been 
the chief material employed. 
There has been a sprinkling 
of white with colored trim- 
ming of light sand or tan 
shades of kid, or of black 
patent leather but these have 
been handled rather gingerly, 
and the bulk of the showings 
are confined to plain white. 

From information gath- 
ered by the shoemen, it seems 
that a big all-white season is 
expected at Palm Beach. 











selling well, but in the highest 
grade stores, there is a decided 
swing toward the all-alligator 
shoe. One of the leading mer- 
chants here, who is a keen style 
student, predicts that all-alliga- 
tor in welt shoes will be a big sell- 
er to the high-class trade in the 
next two or three months. 


Special Train for Boston 
Show 


Plans are progressing for the 
chartering of a special train of 
cars for the New York delegation 
attending the Boston style show 
next month. From present indica- 
tions, more than 100 New York re- 
tail shoe merchants will be in the 
delegation. 


Wildfeuer Employees’ Ball 
on February 1 


The Wildfeuer Bros. Employees’ 
Association will hold its grand an- 
nual ball, Sunday evening, Feb- 
ruary 1., in the grand ball room 
of the Waldorf-Astoria Hotel. This 
year’s affair promises to surpass 
those of previous years. There will 
also be a double orchestra so that 
there may be continuous dancing. 





Slipper Business Better 
Than Year Ago 


The Christmas slipper business 
apparently moves in cycles. Last 
year was not a particularly good 
one for slippers, but this year has 
been much better. Some shoemen 
believe that the explanation lies in 
the fact that the average pair of 
slippers lasts about two years. At 
any rate, the buying of slippers 
in the Christmas shopping period 
is reported to have been large in 
most stores. The regular shoe 
stores, however, did not seem to 
corral as much of this business, 
in proportion, as did the depart- 
ment stores and specialty shops. 
Many of the specialty stores and 
haberdashery stores that do not 
handle shoes as a regular proposi- 
tion have put in slippers for the 
holiday selling season with good 
results. The department stores by 
having tables with men’s and wom- 
en’s slippers scattered about the 
aisles have done a big business on 
them which probably would not 
have been done had customers 
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Quality 


and 


Quantity 


Cur Retailer of Boots and Shoes however well posted 
on CALF LEATHER welcomes further facts and opinions. 


Many already have in mind that the AMERICAN HIDE 
& LEATHER CO.’S output for Fine Shoes includes: 


WILLOW CALF, Boarded and Mellow, in new 
popular Colors and Black 


TAN ROYAL CALF, Smooth Grain, in the 
latest colors and a similar finish called BLACK 
ROYAL. 


OOZE CALF: (Trademark) unsurpassed suede 
finish in Black and Colors. 


These pioneer tannages are adapted, according to selection, to 
the finest footwear, and good, more moderate priced grades. 


It is also worth recording here for the benefit of the Retail Shoe 
Trade that besides the Highest Quality, the AMERICAN HIDE 
& LEATHER CO. has Quantity Production from its six large 
tanneries. In addition it makes Patent and Colored Side Leather 
for fine and lower priced footwear. 


AMERICAN HIDE & LEATHER CO. 


OFFICES AND STORES 
NEW YORK BOSTON CHICAGO ST. LOUIS CINCINNATI 


AMERICAN HIDE & LEATHER CO., LTD. acne beneland 
eicester 


CALF AND SIDE UPPER LEATHER TANNERIES 


Lowell Peabody Woburn Chicago 
Sheboygan Ballston Spa Curwensville 


$666660660000006606060060000 6600006000000000000000000600 0600000 
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been compelled to seek out the reg- 
ular shoe departments. 

In men’s slippers the trend this 
year has been toward lighter col- 


BOOT AND SHOE RECORDER 


ors, particularly reds, blues and 
greens in kid and felt. The alliga- 
tor and lizard calf slippers for 
men also had a good run this year. 





Rochester Factories Note 


Increases 


ROCHESTER—Factories report 
a marked increase in orders during 
the past two weeks and indications 
point to a buying rush early in 
January. Orders now being re- 
ceived are reported as being much 
larger than those placed during the 
past few seasons, and local manu- 
facturers feel that the hand-to- 
mouth buying schedules of the past 
few seasons are being discarded. 
Orders from salesmen are coming 
in in good volume and indicate that 
retail merchants are ordering early. 

Buyers from all parts of the 
country have been in the Rochester 
market duririz the past two weeks, 
placing orders early to insure 
prompt delivery. Tan calf, patent 
leather, velvets and satins in 
tongue, gores, step-in pumps and 
strap effects hold the center of the 
buying demand. Combinations in 
kid and patent and Russia calf and 
patent are also selling well. . 


Christmas Business Fair 


Retail shoe buying during the 
week ending December 20 was de- 
cidedly spotty, warm days putting 
a crimp in_the buying. When the 
weather turned cold everyone re- 
ported a good demand for season- 
able footwear. 

A co-operative advertising cam- 
paign featuring shoes, hosiery and 
slippers for Christmas gifts did 
much to stimulate the buying of 
gifts in shoe stores, and local mer- 
chants are satisfied with the re- 
sults. With a fund of $600 raised 
through individual subscriptions of 
local shoe merchants, a newspaper 
advertising campaign of six adver- 
tisements, featuring shoes and 
accessories for Christmas, were 
printed in the leading morning and 
evening papers. 

As a result of this co-operative 
campaign, plans are being laid for 
continuing this educational adver- 
tising for the benefit of all local 
merchants and co-operative adver- 
tising featuring “Footwear for 
Easter,” “White Shoes for the 
Fourth,” “New Fall Shoes for 
Labor Day,” will be run, to stimu- 
late the buying of footwear. O. K. 
Johnson, advertising manager of 


in Shoe Orders 


the Eastwood stores, who prepared 
the Christmas campaign, is already 
working on plans for this future 
advertising. 


May Get Convention 


The executive committee of the 
New York State Retail Shoe Deal- 
ers’ Association is considering 
Rochester as the place for holding 
the 1925 convention. While no defi- 
nite announcement has been made, 
it is probable that the convention 


will be held in Rochester at the 
Powers Hotel, in March, and that 
the 1926 convention will be held in 
New York City. 


To Open Shoe Department 


The Mally Company, selling 
women’s ready-to-wear garments, 
announce plans for opening a shoe 
department in its new store which 
is nearing completion on East ave- 
nue, corner Gibbs street. This 
house will feature high-grade lines 
of footwear. 


Merchants Going to Boston 


Plans for a Rochester delegation 
at the Boston Shoe Style Show are 
being formulated and indications 
point to a large attendance from 
this city. Rochester shoe factories 
are not planning a group exhibit 
at Mechanics Hall, but the various 
Rochester lines will be shown. 





Brooklyn Firms Look for 
a Good Spring Business 


BROOKLYN—Current business 
in the Brooklyn shoe-producing 
field is far from brisk, but the 
manufacturers here are looking 
forward to a good spring business. 
They feel that some good initial 
orders will be placed next month. 
Many of them anticipate booking 
a fair volume of business at the 
Boston style show and practically 
all of the important houses will 
have exhibits of some kind or 
other in Boston during the N. S. 
R. A. convention. 


Broad One-Straps Popular 


Spring sample lines are being 
developed slowly. There are hints 
of some new styles to be sprung 
in the next few weeks, but they 
are little more than hints. In the 
main, patterns and styles appear 
to be fairly well settled for the 
spring season. Pumps of the step- 
in or modified opera types are be- 
ing shown in all lines. Gored 
pumps also are being sampled ex- 
tensively for spring and the straps 
are coming back a bit stronger. 
The broad one strap on a semi- 
D’Orsay pattern is being used by 
many manufacturers. 

There seems to be a trend to- 
ward the greater use of fancy 
stitching in several of the lines 


here and this feature is being 
watched for possible developments. 


Expect Big Kid Season 


The main interest of manufac- 
turers now, however, is settled on 
materials, rather than on patterns. 
The prevailing opinion is that kid 
is due for one of the strongest 
comebacks ever staged. The light 
tan shades of kid, as well as the 
darker tones, are being freely used 
in the new samples. Many of the 
manufacturers are using im- 
ported French colored kid in a 
rather large way. Two-toned com- 
binations in kid are considered as 
a good possibility, and kid with 
patent also is thought to be due 
for a long run. 

Patent leather is by no means 
neglected and satin is being put 
into a large number of samples, 
too. The bulk of business, however, 
is expected to run on kid and tan 
calf for the early part of the 
spring season, although the manu- 
facturers are not forgetting that 
in most of the past seasons black 
has emerged as the eventual 
leader. It seems certain, however, 
that the lighter colors will have a 
better run for the spring of 1925, 
than they have had in some years. 





A man with a lame tale frequent- 
ly halts in the telling. 
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MERIT MAKES MARKETS 


TIE UP TO “DECIDEDLY BROCKTON SHOES” 
AND THEY WILL TIE CUSTOMERS UP TO YOU. 


GREATEST VALUES ON THE MARKET TO-DAY 








Made from finest quality calf. 
All colors, 9 iron oak back sole, 
new balloon toe last. Price $4.50 


Our sales for 1924 increased 40 per 


cent over year 1923. 


Answer:Good values—Latest styles 
Honest prices-~Prompt deliveries. 


SEE OUR COMPLETE LINE AT ESSEX HOTEL AND BOSTON OFFICE 
DURING CONVENTION WEEK 


BROCKTON SHOE MFG. CO. 


Brockton, Mass. 


NEW YORK, 127 DUANE ST.; BOSTON OFFICE AND SALES DEPT., 117 LINCOLN ST. 
STOCK DEPT., 15 N. 4TH STREET, PHILADELPHIA 
AKRON, OHIO, 335 WALSH BLDG.; ATLANTA, GA., 238 PEACH TREE ARCADE; SAN ANTONIO, 
TEXAS, 801 RUSSELL BUILDING; CHICAGO, 711 BALTIMORE BUILDING 





When writing to Brockton Suoz Manuracturine Co. please mention Boot and Shoe Recorder 


BOOT AND SHOE RECORDER December 27, 1924 











De 


oeortrdaepwpres aso 


co 


— pce ct ct 


ee et LOO 


~~ hme we 25 Oe ee et et OD 





1924 


lf. 


le, 














December 27, 1924 


BOOT AND SHOE RECORDER 


Manufacturers Note Slow 
Tendencies in Spring Orders 


BROCKTON —A manufacturer 
who recently returned from a trip 
and called on merchants in several 
cities of the eastern and middle 
states has this to say regarding 
the tendency to delay in placing 
spring orders: 

“It is a regrettable fact that 
many of the merchants on whom 
I called had not placed their 
spring orders, were not ready to 
do so, and said that buying in 
January would give them ample 
time for spring deliveries. The 
facts are all contrary to such 
statements. It is all very well for 
a merchant to say that if our fac- 
tory, for instance, cannot deliver 
shoes at the time he wants them, 
some other house can and will. I 
take exceptions to this statement, 
inasmuch as practically all shoe 
manufacturing concerns will be in 
the same predicament early in the 
year as regards getting leather and 
other supplies from which to make 
shoes. This is saying nothing in 
reference to the time required to 
get orders through the factories 
and the congestion which will pre- 
vail with merchants all placing 
their orders at the same time and 
all wanting goods delivered in 
three or four weeks. 


Situation from Standpoint of 
_Leather 

“Another important factor in 
this late buying of shoes,” con- 
tinued the manufacturer, “is* the 
upper leather situation. Some of 
the merchants on whom I called 
seemed to think that plenty of 
leather will be available for every- 
one just as soon as it is wanted. 
This is entirely at variance with 
the real situation in the upper 
leather market. Tanners have not 
large stocks on hand. They have 
not been willing, in view of the 
lack of demand, to purchase raw 
materials and to tan their leath- 
ers. Merchants must realize that 
it requires time to make leather, 
additional time to season it, and 
that under present trade condi- 
tions it is not at all unlikely that 
shoe manufacturers going into the 
leather market in January may 
have trouble in obtaining colors 
and grades which they require. 
This is particularly true of the 
better class of shoes, for which 
Brockton is famous. The shoe 
manufacturer has not been buying 


leather except according to his re- 
quirements. These having been 
small, through the lack of spring 
orders, his leather bins are prac- 
tically empty. Another point in re- 
gard to the leather situation is 
the price of both upper and sole 
leather, both of which have shown 
substantial advances of late. Shoe 
manufacturers going into the mar- 
ket now are forced to pay higher 
prices which naturally will be re- 
flected in shoes. 

“Altogether, we are facing a se- 
rious situationas regardsthespring 
orders, which have not yet been 
placed. Although this is winter, 
yet Easter is not far away. Shoes 
intended for that profit-bringing 
period should now be in the works 
and soon ready for shipment. Mer- 
chants must decide quickly if 
they want shoes which meet their 
requirements. Many are already 
due for disappointments regarding 
good shoes for Easter trade.” 


Brockton Houses at Whole- 
sale Show 


In Symphony Hall, Boston, Jan- 
uary 6, 7, and 8, there will be con- 
ducted an exhibit and shoe-style 
show. Among the local concerns 
exhibiting will be Wall, Doyle & 
Daly, Inc., E. E. Taylor Co., Joseph 
Corcoran Shoe Co., Barbour Welt- 
ing Co. Local girls will act as 
models. These include: Miss Mil- 
dred Farrar, of Brockton, who was 
a model at the shoe style show 
at the Brockton Fair this year; 
Miss Winifred Wilton, also of 
Brockton; and Miss Louise Con- 
don of Abington. 


Shoe Store More Than Half 
Century 


Shelton R. Houx, advertising 
manager of Edwin Clapp & Son, 
Inc., East Weymouth, is passing the 


Christmas holidays at his old home 
in Marshall, Mo. In that town S. D. 
and J. F. Houx, respectively fath- 
er and uncle of Shelton Houx, 
conduct a retail shoe store of the 
old family type. This business was 
established by Shelton’s grand- 
father, Oliver Houx, about 54 
years ago, and since that has been 
conducted by his descendants, and, 
it may be added, is still going 
strong. Several lines of eastern- 
made shoes are carried at the 
store, including those produced by 
Edwin Clapp & Son, Inc., and 
George E. Keith Company. Shelton 
Houx learned the retail shoe busi- 
ness in this family store as a boy, 
and coming East about four years 
ago, he was offered a position with 
the Edwin Clapp concern, which 
he has since continued to fill with 


‘ honor to the family name. 


Taylor Resigns from Doug- 
las Company 


George J. Taylor, for many years 
upper leather buyer for W. L. 
Douglas Shoe Co., has tendered his 
resignation to take effect Janu- 
ary 1, 1925. Mr. Taylor was elect- 
ed a director of the Douglas Com- 
pany a month or more ago at the 
time of the reorganization follow- 
ing the death of Hon. William L. 
Douglas. Mr. Taylor has pur- 
chased a farm in New Hampshire 
where he intends to make his home 
in the future. He will be succeed- 
ed by Leon F. Kittridge, formerly 
buyer of upper leather for 
Churchill & Alden Co. 


Keith to Visit South 
America 

Vice-President Myron L. Keith, 
of George E. Keith Company, ac- 
companied by Mrs. Keith, will 
leave Brockton early in February 
for a three months’ trip to South 
America. Mr. Keith will combine 
business with pleasure. He plans 
to visit Buenos Aires, Argentine 
Republic, where the E. Keith Com- 
pany maintains a Walk-Over Shoe 
Store. 





Pump Patterns 
- Haverhill 


HAVERHILL—Indications point 
to continued popularity of the 
pump pattern in women’s turns 
and McKays as manufactured in 
Haverhill. Improvements’ which 
have been made in the fitting 


Favored in 
Shoe Factories 


qualities of pumps, have greatly 
increased sales through added sat- 
isfaction obtained by women wear- 
eis. The “step-ins,” so called, are 
regarded as leaders at present. 
Even the strap pattern must have 
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Williams Clark 6 Cos 
New-Way Process 


See them during Style Show 
Week at our Boston Office 
183 Essex St., Room 701 


Attractive showing of New Flexible Light 
Weight Novelties in addition to full line 
of Rest Cure Models 


Williams, Clark & Company 


Factory at LYNN, MASS. 
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pump lines. Goring is a feature 
which has come to stay in the 
manufacture of women’s pumps. 
In former days this material was 
not dependable as regards wear, 
and for that reason proved un- 
satisfactory in connection with 
the production and sale of shoes. 
Now, however, the gore wears as 
long as the shoe and is, therefore, 
a desirable addition to the modern 
pump. Its use assures flexibility, 
and whether concealed, as it often 
is, beneath the strap, tongue, or 
ornament, or used at the sides, it 
is an added assurance of good fit- 
ting qualities in the pump pattern. 


Cut-Outs and Fancy Stitching 

Plain pump patterns, which have 
been so much in evidence during 
the past few months, are to some 
extent giving way, particularly in 
the popular-priced lines of pumps, 
to cut-outs on vamp and quarters 
and a considerable amount of 
stitching for decorative purposes. 
Many of these cut-outs are quite 
elaborate, some being stitched 
separately and others in blocks, 
the latter naturally lessening the 
expense of the stitching, which as 
a whole increases the cost owing 
to the extra work required. In 
short, the most modern types of 
women’s pumps are all “dolled up” 
to please the eye and capture the 
feminine fancy. Furthermore, the 
modern pump pattern fits well and 
looks well. Judging from samples 
shown by Haverhill manufacturers 
it is destined for high favor the 
coming season. Sandal patterns, 
with new decorative effects, are be- 
ing shown. Ornaments in great 
variety, including rhinestones and 
ribbons, are utilized in new sam- 
ples. There seems to be no limit 
to combinations obtained through 
the use of colored leathers, under- 
lays, etc. Local designers are ex- 
ercising much ingenuity in this di- 
rection, with results which are 
certain to please the eye and hit 
the taste of shoe buyers. 


Young Women Proprietors 


The Kimel Shoe Co., of which 
the Misses Etta and Fanny Kimel 
are proprietors and managers, be- 
gan business last week at a fac- 
tory location on Wingate street. 
This is the first instance in Ha- 
verhill’s shoe manufacturing his- 
tory that women have established 
a shoe manufacturing concern. 
The entire second floor of No. 84 
Wingate street is occupied. The 
capacity of the plant will be about 
20 cases daily, and the product, 
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high grade McKay novelties. These 
will be sold to the wholesale trade. 
Etta and Fanny Kimel are sis- 
ters, natives of this city, and have 
for several years been employed 
in Haverhill shoe factories. Miss 
Fanny will superintend production 
while Miss Etta will have charge 
of the selling and office manage- 
ment. Samples of the line, which 
are now being shown, have 
brought favorable comment as 
well as orders. © 


Haverhill a Thrifty City 


Official figures supplied by the 
American Bankers’ Association 
show that Haverhill is one of the 
thriftiest cities in the United 
States. Deposits in the Haverhill 
savings bank average $535.39 per 
capita. Total deposits in local sav- 
ings banks in 1924 were nearly 
$2,000,000 larger than those of 
1923. Deposits in savings institu- 
tions for 1924 are $28,911,145.24 
compared with total deposited in 
the same institutions for 1923 of 
$27,719,954.35. These figures do not 
include savings in co-operative 
banks which are in the class with 
savings institutions. According to 
local bank officials, these savings 


banks deposits of nearly $29,000,- 
000 show a disposition by Haver- 
hill workers to save a part of their 
earnings. Despite the business de- 
pression that has been felt in Ha- 
verhill in common with other parts 
of the country, Haverhill’s per 
capita average in savings bank de- 
posits is nearly $100 above the 
average of $443 per capita for the 
whole of New England. 


Established Wood-Working 
Plant 

In the neighboring town of 
Plaistow, N. H., three leading bus- 
iness men of Haverhill are estab- 
lishing a woodworking plant which 
will be capitalized at about $50,- 
000. The members of the new con- 
cern are M. A. Montfills of the 
Montfills Machine Co., Carl C. 
Warner of C. H. Hayes Corp., and 
George H. Webster, formerly of 
George H. Webster Leather Co. 
The factory site is near the rail- 
road tracks, offering excellent re- 
ceiving and shipping facilities. 
The plant will produce such 
products as wood heels, boxes, and 
other products connected with 
shoe manufacturing and other in- 
dustries. 





Lynn Ready for 1925 with 
Broad Range of Samples 


LYNN, MASS.—It is a long, 
long line of samples that Lynn 
manufacturers offer for 1925 at 
their Boston offices for the Janu- 
ary market and through the medi- 
um of salesmen on the road. 

In patterns there are among 
Lynn samples, ties and oxfords, 
ranging from one to seven eyelets, 
ribbon trimmed shoes, button ox- 
fords, and pumps, the pumps be- 
ing of the seamless and opera 
styles, also, of the one-, two- and 
three-strap styles, and buckle 
styles, too. Boots may be men- 
tioned as staple merchandise, and 
seasonable, too, for they are sell- 
ing as such. Besides, there are 
new types of sandal-like shoes for 
flappers to wear in the spring; and 
some slipper men hope that house 
slippers, which have sold with un- 
expected briskness this Christmas 
season, will continue to sell dur- 
ing the winter. Health shoes must 
also be included in this Lynn line 
of shoes, for there is new interest 
in them. 

Materials, as seen in Lynn sam- 
ple lines, include Russia calf, 


patent leather, velvet, satin and 
suede, colored kid used for whole 
shoes and in combinations with 
patent vamps, alligator as used 
for trimming tan calf shoes, dull 
black shoes of suede, or grain fin- 
ish calf, black kid, Scotch grain 
and like boarded leathers for win- 
ter shoes, and also, the luxury ma- 
terials, like gold and silver kid 
and brocade, and rich fabrics. 
Sales of these luxury shoes went 
to a new high peak this year. 
Lasts show many types, each 
being adapted to some particular 
sort of shoes. Heels range from 
6/8 to 18/8, for two extremes, and 
toes correspond. Vamps are three 
inches long, or thereabouts. 


Cost of Making Shoes Goes 
Up 

Prices make up a major prob- 
lem. Not much new is to be report- 
ed concerning them, excepting to 
say that tanners are maintaining 
their mark-ups, and costs of mak- 
ing shoes in Lynn have increased 
from five to 25 cents a pair, ac- 
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‘(COLCOTR 


means “Shark Leather’ 


Get in the Swim ,/ 


Made up into shoes, “OLCOTROP” shark leather presents the unusual— 
the attractive and the useful. 


To see is to know. At the N. S. R. A. Convention in Boston, we will 
present models of “OLCOTROP” Shark Leather shoes in every style for 


men and boys, women and children. 


You will see models taken from the lines of representative shoe manu- 
facturers in their various classes. Then you will know what may be done 
with this unusual leather. 


We cordially invite your attendance at Booth 261. 


We will be glad to demonstrate to you some of its unique features, and the 
merits of “OLCOTROP” leather. We believe you will then be interested 


in obtaining the names of manufacturers from whom you may secure 


shoes made of 
‘*OLCOTROP’’ 


OP" 


9 








SS _dA —— 
SS eae 22. 
—™ a 
—Ee SS Ye 
——— a os ZZ 
‘ - . ———=— 
es a = 
— — a 
= _— 


OCEAN LEATHER CO., Inc. 


25 NEW YORK AVE. 


NEWARK, N. J. 





When writing to Ockan Leatuer Co., Inc. please mention Boot and Shoe Recorder 


December 27, 1924 





be ~_ “S <j” — - 








frreo ao & 


oT oh! a a ee ol 


7" a 


a a ee ee ee ee ee 


asa ah GS ooo Ge 2 ae oe 








, 1924 


rE A 4/7 7 





December 27, 1924 


cording to grade. It remains to be 
seen if buyers shall choose to pay 
the advances, or shall ask for 
cheaper shoes. 


Douglas Armstrong Im- 
proved 


Douglas Armstrong, sales man- 
ager for A. M. Creighton, shoe 
manufacturer, was attacked by ap- 
pendicitis upon his return from a 
western trip recently, and was im- 
mediately operated upon at the 
Lynn hospital. He is on the way 
to recovery. 


Summer Shoes for Winter 
Wear 


It would amaze old timers to see 
white shoes being made in Lynn 
shops for immediate delivery. 
Times have changed since grand- 
father was a boy. These white 
shoes are for folks who are going 
to the sunny south for winter va- 
cations. 
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Combinations Lead 


“Jack” Gorman of Murphy, 
Gorman & Waterhouse, says 
that the best selling shoes in 
his novelty line is a pump, 
having a patent vamp, and 
a gray kid quarter. The orna- 
ment of this pump is on 
its side. Two narrow bands 
of gray kid are carried over 
the vamp, high on the instep, 
and some may consider this 
an ornament. There is no 
punching, perforation, slash- 
ing or like fancy effects on 
this shoe. Murphy, Gorman 
& Waterhouse have taken ad- 
ditional space. 











New Firm Starts 
The Artcraft Shoemakers have 
begun to make shoes, at No. 1 Box 
place. Nat Weiss, salesmanager of 
this firm, says that it is undertak- 
ing to make fine McKays of the 
best-fitting qualities. 





Shoe Buying in Southeast 
Promises Well for New Year 


ATLANTA—Retail shoe trade in 
Atlanta and other larger cities of 
the Southeast has been very good 
the past two or three weeks, follow- 
ing a rather slack period during 
the first week in December. As a 
whole, present sales appear to be 
considerably better than they were 
during the corresponding period 
last season, with an excellent de- 
mand for novelty footwear. Tans 
are unusually good at this time with 
tan or similar shades of brown 
hosiery to match. Black slippers 
also are selling well, with satin 
slippers leading patent leathers, but 
both very good, principally in the 
pretty and novelty effects with 
straps. 

Retail merchants in Atlanta re- 
port the holiday business this sea- 
son proved the best it has been in 
some time, and that, due to the ex- 
cellent agricultural condition of the 
South they are looking for an in- 
definite period of good business 
that will carry well into the coming 
year. — 


Many New Firms 
Recent new firms in the retail 
shoe field in the Southeast, organ- 
ized since the first of December, in- 
clude the following: 


The Silver Slipper Corporation, 
of Miami, Fla., Officers are Harry 
L. Katz, of Miami, president; J. L. 
Rand, vice president; and G. M. 
Horgan, secretary and treasurer. 
The store will be exclusively for 
ladies’ footwear. 

The Pompano Dry Goods Co., 
Pompano, Fla. The company will 
handle dry goods and shoes, and 
apparel lines. W. H. Marshall, of 
Pompano, is president. 

The Bishopville Distributing Co., 
$2,000 capital, Bishopville, S. C., 
handling shoes. 

Adam Katz & Co., Tampa, Fia., 
$75,000 capital, organized by Harry 
Wilderman, and others, of that city. 

The East Mississippi Stores, $10,- 
000 capital, West Point, Miss., gen- 
eral merchandise. 


The Miller & Taylor Shoe Co., 
Columbus, Ga., capital stock of $45,- 
000, incorporators include W. L. 
Miller, T. E. Taylor and H. H. Flan- 
agan. 

The Braun-Kidd Shoe Co., Inc., 
Baton Rouge, La., incorporated and 
is reported contemplating the early 
opening of a new retail shoe store 
in that city. Capital stock, $18,000; 
Joseph K. Roumain, of Baton 
Rouge, president; J. M. Kidd, 
Baton Rouge, manager. 

Weise’s, Nashville, Tenn., a de- 
partment store; boots and shoes 
among other lines. Joseph, Sol B., 
and Nathan Weise, brothers, or- 
ganized the company. The store will 
be located at 320 Union street, 
Nashville; opening Feb. 1. 


Nashville Shoemen Meet 

An interesting discussion of the 
“Return of Merchandise Evil,” was 
heard by the members of the Nash- 
ville Retail Shoe Dealers Associa- 
tion. The discussion was led by R. 
C. Barr of the Endicott-Johnson 
Shoe Store, in Nashville, with many 
of the merchants taking part. Plans 
were also discussed for the coming 
year. Most of the retail shoe mer- 
chants are members. Its primary 
purpose is to exchange ideas that 
have made ood 





The attendance of southern 
retail shoe merchants at the 
National convention to be held 
in January in Boston bids fair 
to be the largest it has ever 
been. The Southeastern Shoe 
Retailers’ Association reports 
a great many merchants have 
signified their intention of at- 
tending. 

The Southeastern Associa- 
tion is trying to get as many 
of the southern dealers to at- 
tend as possible, and has asked 
them to advise headquarters 
if they intend to go, so it will 
be known just what plans to 
make for the South’s part in 
the convention. 














Sales Trend Is in Right 
Direction Philadelphia Reports 


PHILADELPHIA — A general 
trend in the direction of better 
sales in the shoe business is re- 
ported by the survey of local con- 
ditions made by R. C. Dunn & Co., 


although the business during the 
past few months is described as 
having been irregular. The survey 
states that during the past thirty 
days there has been an increase in 
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Rough Faced Gleasonite Soles 


with their original suction buttons 


BLACK and TAN 





The same regular suction buttons 
which have been a WEAR BARO- 
METER on millions of pairs of 
GLEASONITE Soles. 


This suction button prevents slipping 
on wet and greasy sidewalks, and has 
this added feature of a_ beautiful 
roughened surface on the sole. 


GLEASONITE 


(Our Regular Black) 





Millions of pairs have given four to 
fourteen month’s satisfactory wear. 


GLEASONITE TAN 


(Something New) 


Especially prepared fibres are laid in 
one direction to prevent cracking and 
to increase wear and firmness! 











Samples to the trade upon request. 





GLEASONITE PRODUCTS CO. 


SALES OFFICE: 
Room 201, United States Hotel 


BOSTON, MASS. - - - U.S. A. 














When writing to Gieasonite Propucts Co. please mention Boot and Shoe Recorder 
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Howard g SHOES 
BROCKTON, MASS. 


Address all communications to the factory. 
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production and manufacturers are 
said to be optimistic regarding the 
outlook for the next six months. 
Movement of leather is fair and 
prices are firm. 


Retail Improvement Noted 


According to a recent survey 
made of business conditions here 
retail trade in Philadelphia im- 
proved over and above the volume 
of Christmas gift buying. While 
the volume of trade is said to be 
improving, however, profits are re- 
ported as narrow. Among indus- 
trial plants the situation shows a 
continuation of the slight better- 
ment of recent weeks. 


Reports Tan Calf Leading 


The John F. McIlvaine Co. re- 
ports that tan calf is the most ac- 
tive material on the market. Pat- 
ents rank next in sales and com- 
binations of various kinds come 
third. This firm also reports a good 
demand in this vicinity for black 
velvet. There is considerable talk 
about plainer patterns, but this 
firm believes that the footwear of 
the coming spring and summer 
will be as elaborate and intricate 
as ever. There will be some plain 
effects in the very high-grade foot- 
wear, but the general run of shoes 
in the medium and lower-priced 
classes will be extremely fancy, in 
the opinion of this firm. Prices are 
higher, especially on men’s tan 
calf shoes. Strap patterns still 
dominate the situation. 


Glazed Kid Trade Quiet 


There is not much of a thrill to 
the volume of glazed kid business 
being done now, though manufac- 
turers are looking forward to the 
new year with confidence. One 
firm expects the softer shades of 
brown to find favor with merchants 
for spring and summer. This firm 
is looking for apricot to go well 
not only in combinations but also 
in solid shoes. Prices are very firm 
and on the best and the cheaper 
grades advances up to five cents a 
foot have been asked and secured. 


Scotch Grain Active 

The Remy Landsberg Company 
finds Scotch Grain, both genuine 
and imitation, a very prominent 
factor in the market. There is fair 
call for high shoes, although the 
demand for oxfords is still domi- 
nant. The best sellers have only a 
minimum of perforations and 
stitching. Prices have advanced 5c 











SNAPPY SHOES 
FOR YOUNG MEN 
Up > the minute Sue, Selling 
Savestionte. 
CRAIG-REED & | ~~ Inc. 
Brock M 













BRIDGEWATER 
WORKERS’ 
CO-OPERATIVE 
ASSOCIATION 


Factory, Bridgewater, Mass. 























HENRY LILLY Co. 
88-90 Reade St. New York 
AUCTION TRADE SALES 
of 


SHOES AND RUBBERS 
Every Wednesday and Friday 








Stock Dept. 5 

Is At Your Service 3x} 

THE STETSON SHOE CO. (inc.) 
Seuth Weymouth, Mass. 








Style Quality 


A. FREEDMAN & SONS, Inc. 
BROCKTON, 
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DR. CAMPBELL'’S HEALTH SHOES 


Women’s Boots In Stock 
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Mtg. Wholesalers of Dr. Campbell's Health Shoes 
122-124 Duane St., New York, N.Y. 
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and 10c a pair. There is some call 
for plain toes, but the regular 
box toes are the most active. 


Velvets Active 


The United Shoe Company re- 
ports black velvets very active. 
For January this firm has also 
bought some satins and some 
combinations of satin and patent. 
Combinations of apricot and pat- 
ent are good. There is good call 
for bows but not much for buckles. 
Prices remain unchanged. 


Orders for Tan Calf 


One prominent manufacturer 
says that trade is not very active, 
although he is getting some orders 
for tan calf and patent and there 
are signs of an awakening of in- 
terest in satins. Combinations are 
beginning to show a little life. 
There is some call for whites for 
wear in the southern resorts. 
There is considerable cali for a 
variety of tongue effects though 
the demand for straps is the domi- 
nant one. 


Little Call for Children’s 
High Shoes 


One manufacturer of children’s 
shoes reports that while in other 
years at this season high shoes were 
in very active demand, this year 
the only call seems to be for pat- 
ent leather strap pumps and Rus- 
sia calf oxfords. He offers as an 
explanation of this situation the 
theory that children are wearing 
low shoes and woolen stockings 
instead of high shoes. The only 
buying of any account now is said 
to be by the specialty shops, the 
department stores apparently hold- 
ing off until after the first of the 
year. Prices have advanced 10c and 
15c a pair. 


He Walked a Mile Before 
He Bought 


A chain store organization re- 
ports a new one concerning cus- 
tomers’ guarantee demands. A man 
being fitted got what he thought 
was the right size, but before pay- 
ing his money asked if he might 
walk out of the store and walk a 
mile on the sidewalk as a means 
of proving the shoes fitted him. 
He was advised that the shoes 
would be unsalable after street 
wear, so he compromised and 
paced off 50 feet inside the store. 
He “did” his mile on the carpet 
walking the 50 feet distance many 
times. He bought the shoes. 
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SHOES & STOCKINGS 
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“ELAM” 
Flexible Turn Shoes 


For the Jobbing Trade Rxshustvely 
F. 8S. ELAM SHOE Co. 


ROCHESTER, N.Y. 
Besten Office 16 Columbia Strect 
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BEST-EVER SLIPPER CO., inc., BROOKLYN, N.Y. 


foot), . 
The Quality 
Pullman Slipper 


RED BLACK TAN 











SWAN SHOE CO. Baltimore, Md. 








Felt and Leather 
-Sole SLIPPERS 
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PARISTYLE FOOTWEAR MFG. CO., Nc. 
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HIGH GRADE MULES AND D’ORSAYS 
Made of Satin, Quilted Satin, 
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SLIPPERS” 
. Ours Stand the Strain 
6 to 8 11% to2 2% to 8 
$1. $1.30 $1.40 


THE KAY JAY SHOE CO. 
Manufacturers 
309-315 Findlay Street 
Cincinnati, Ohio 








SLIPPERS for MEN, WOMEN 
and CHILDREN 





Bedreem and hease 
SLIPPERS in a wide 
variety of styles and 


SATIN a 
acted fer quality 


FRANK H. PPEIPFER €O., a 
24 Washingten Square Worcester, 


INFORMATION 
for Shoe Merchants 


“WHERE TO BUY” constitutes a 
source of -~-y4 so that he who 
runs through these 


— and learn. 


Do You Know? 


That you can buy or sell it through 
the “Where to Buy” columns. This 
feature in its quick service is e time 
saver in meeting immediate needs. 
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San Francisco 
(Continued from page 281) 
have a stronger place in our stocks 
than for some time. Patent leather 
and tan Russia calf are selling 
about even. Footwear of the com- 
bination types is also a strong fac- 
tor today and has taken its place 
in the percentage selling column. 
Different shades of brown kid are 
also making their entree into the 
style footwear family. Brown satin, 
both light and dark shades, is show- 
ing plenty of activity. Both black 
and brown velvets have been taken 
very kindly to in both our shops, 

especially our French Shop. 

“Black satin, while it has slowed 
up considerably, looks to be getting 
stronger as the cool months come 
in. Black, brown or any colored 
ooze leathers are not wanted in 
either of our stores at the present 
writing. Tan Russia calf and soft 
shades of tan kid look as though 
they might go through the season 
for spring. Light shades of gray 
kid have a possible chance of 
springing a note of great surprise 
when spring rolls around.” 


High-Priced Evening Foot- 
wear 


A window of women’s evening 
shoes and boudoir mules in the 
Frank Werner store on Geary 
street is drawing women in crowds. 
Displayed on a revolving table, with 
a string of pearls and holiday trim- 
mings, is a pair of evening shoes 
made entirely of rhinestones, set 
on cloth. Their price is $175. They 
were made for the company by I. 
Miller, Brooklyn, N. Y. 


Sommer & Kaufmann An- 
nual Meeting 


More than 130 attended the an- 
nual meeting of the Employees’ As- 
sociation of Sommer & Kaufmann, 
held early this month. The treas- 
urer’s report showed a balance of 
over three thousand dollars on 
hand, which is an increase of $600 
over the report rendered a year 
ago. Various committees were 
called on for reports, and several 
new amendments to the constitu- 
tion and by-laws were adopted. One 
amendment in particular provides 
for the payment of $200 to the legal 
heirs of any employee upon his or 
her death. 

The following directors were 
elected: J. H. Webster, W. P. Carr, 
George Bock, Edgar Caple, Benja- 
min Rose; the other directors who 
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Alse cate aah Gale tite te ain canta. 
METROPOLITAN SLIPPER CO. 


(84 W. Bway, near Duane St. New York 





BALLET SLIPPERS — IN STOCK 
(Made by Ballet Specialists) 
Sr bie 8102 oa Glazed 
1 iy 2 -8 
Viste tas 
SCHWARTZ 8 HERDER 
















326 W MONROE ST 
CHICAGO 


W2 SUMNER SMITH 




















uve 








Demand Dunbar Designs 


From Your Manufacturer 
AND BE ASSURED OF STYLE 
AND FITTING QUALITIES 
IN YOUR SHOES, 
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COATED GEM DUCK 
ADHESIVE BACKING CLOTH 
y Rubber and Leathe 

Dry Foot Welting 
Sheet Rubber Soling 
8. F. CHAMBERLIN 
BOSTON - 


_- 





RY largest) Manufacturers 


in the World 
be Blach Glazed iad 
Kid] Suppass LEATHER @ 








Goring“: 


Russell ManufacturingCo. 
Middletown, Conn. 





The One 
Waterproo! 
seather That 
Takes and Re- 
tains a Polish. 





CREBSE & COOK Co. 
Tanneries at Danverspert 95 Seath St., Bosten, Masa. 





Here’s a Way to In- 
crease Attendance at 
Meetings 

Sommer & Kaufmann have 
discovered how to make mem- 
bers of its force eagerly at- 
tend meetings of its Em- 
ployees’ Association. For five 
years, the firm struggled with 
the problem. Employees went 
to the annual picnic, etc., but 
in spite of sick benefits and 
many cther advantages, the 
meetings were not unani- 
mously attended. 

W. V. Howe, secretary of 
the association, said that for 
the annual meeting, held on 
December 4th, a new policy 
was inaugurated. 

An effort was made to ob- 
tain musical talent from 
among the members, and 
there was excellent success. 
Two of the employees, T. Ter- 
rambrase, a singer, and E. E. 
Williams, reciter, entertained, 
and much interest was mani- 
fested by the association be- 
fore the meeting when they 
learned that they were going 
to be entertained by fellow 
members. Future programs 
will be developed with the 
same principles involved. 
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J. R. BEATON COMPANY, Ine. 
331 FOURTH AVE., NEW YORK 
cocico [RSER] vu 
































Beggs & Cobb, Inc., Boston, Mass. 








T. W. GODSOE, Pres. F. E. JONES, Treas. 
W.G. DONALD, Vice-Pres. 


F. E. JONES CoO. 
FANCY COLORS 


MAT KID 


95 SOUTH STREET BOSTON, MASS. 

















EMIL RUBLACK 
Maker of Artistic 
PRICE TICKETS 
| Shoe trade my specialty 
Samples mailed free on request 
Established 1963 











No. 400 $3 yoo ©64140- 142 WEST BROADWAY 
Actuai Sisei 14" x9” __NEW YORK, N. ¥. 








were in office before the meeting 
include: J. I. Southwick, W. J. Beck 
and W. V. Howe. 

O. E. Garren of the Grant Ave- 
nue Store, representing the special 
insurance committee, spoke briefly 
in regard to the group insurance 
plan and informed the members 
that through the kindness of the 
firm of Sommer & Kaufmann, we 
were enabled to take out group in- 
surance, and that all members who 
had filled out applications were now 
covered. 


Alterations Being Made 


The Feltman & Curme Shoe Co. 
recently started alterations on the 
store which it is to occupy at 4th 
and Market streets. R. Davis, dis- 
trict manager, said that they hope 
to be in about the first of the year. 
The Los Angeles store was opened 
Dec. 8, and the Oakland store will 
probably open Jan. 1. 





Of all earthly music, that which 
reaches the farthest into heaven is 
the beating of a loving heart. 


/ ‘ mo sf ff 
TOLMAN PRINT, Inc ro 


i enIVERS TH 
Garey 








ATLANTIC PRINTING CO, 


Producers of Distinctive 
Shoe Catalogues and 
Shoe Booklets 


201 Seuth Street Boston, Mass. 
Telephone, LiBerty 8673 














INCORPORATED 
SHOE_ gs 
- atta Krom 
“161. 7540 
F Summer St. BOSTON: NSA 
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APPROVED BY 
MEDICAL MEN 


As a sturdy support for the ankles of 
growing children and as a fully 
ventilated shoe, the Burkley Venti- 














Make your 
ond children’s shoes com- 
VENTILAT! plete by sending your 
order 


PATENTED 1 
Phone Brockton 2133 
for immediate action. 


BURKLEY 
SHOE CO. 


1156 No. Main Street 
Brockton, Mass. 

















Fine Calf Leathers 


Manufaeturers of 


Velvetta Calf— 
Tuscan Calf— 
Russia Calf— 











Strictly Fine Full-grain Calf Leather 


HUNT-RANKIN LEATHER CO. 
106 Beach St., Boston, Mass., U.S. A. 











a 
a Right Now Bt 
™ is a good time to start selling 
Greeley Boudoirs. Delay 
means business lost. They 
sell steadily at good 
rices. Made up in 
st manner and car- 
ried in stock. Black 
and colors. Leather and 
rubber heels. 
At Once Deliveries 
If your jobber cannot supply you, write us. 


A. W. GREELEY 
SR 12 Duncan St. - - - Haverhill, Mass. $5 














NOW READY! 


1925 Directory of 


Shoe Manufacturers 


22nd ANNUAL EDITION 
Flexible Leather Binding, Fits Vest Pocket—(2% x 514) 


MORE CHANGES THAN EVER 
BEST BY COMPARISON 
$2.00 Peis 


ORDER NOW! 


SHOE TRADES PUBLISHING CO. 
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683 ATLANTIC AVE. Tel. Liberty 0190 BOSTON, MASS. 
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“Smooth Inside as a Miller’s Wing” 











E are specialists in the manufacture 

of the new-type flexible stitchdowns. 

In MILLER’S the eyelets and rubber 

heel nails represent the only metal in 

the shoe. And moreover, we make “‘noth- 

ing else but” these flexible shoes for 
juveniles. 

Here are three representative IN- 


STOCK Numbers. 





BLUCHER OXFORD 


BLUCHER MOCCASIN 
For Little Gents and Boys OXFORD 


For Growing Girls, Misses 


No. 775—Little Gents, 9-1 5%: 00 and Children 
No. 776— Boys’, 1-6... .... $2.40 No. 701—Spring Heel, 5-8. $1.45 


Tan and Chocolate Elk. With No. 702—Spring Heel, os-il. 


Tan Hale Heel and Halesole. $1. 
No. 703—Rubber Heel, 1144-2, 

$1.95 

No. 704—Rubber Heel, 244-9, 


$2. 
Tan and Chocolate Elk—Hale 
Heel and Halesole. 


BLUCHER MOCCASIN 
BOOT 


For Growing Girls 
No. 724—Chocolate Elk-Hale 
Heel and Halesole, 244-8 . .$2.85 


We always welcome the opportunity to 
show our line to any merchant. If you 
come to Boston, you will find our sales- 
room convenient. Samples and illustrated 
price list will be gladly sent to any repu- 
table dealer who desires them. 


MILLER SHOE CO. 


J. E. DAY, Mér. 
SALEM, MASS. 


Boston Salesroom—110 Summer St., Room 22 
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Charles Brandman Edward Friedman Herbert T. Drake 


A SHOE ORGANIZATION IS 100% EFFICIENT ONLY WHEN THE 
EXECUTIVES HAVE RECOGNIZED AND PROVEN ABILITY 
IN MANUFACTURING, STYLE CREATION AND MER- 
CHANDISING. THESE ARE THE DOMINANT 
FACTORS IN THE THREE MEN WHO 
HEAD THE NEW EMERSON 
SHOE MANUFACTUR- 
ING COMPANY 
MAKERS 
OF 











YOU ARE CORDIALLY INVITED TO VISIT OUR 
BOOTH -No. 54 AND EXAMINE OUR PRODUCT 


When writing to Tue Emerson Suor Manuracturine Company please mention Boot and Shoe Recorder 











INC 


TI 


BC 
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HONEST ALL 
THROUGH 


MANY | 
YEARS OF | 
MERCHANDIS- 
ING EXPERIENCE 
HAVE PROVEN TO THE 
NEW EXECUTIVES OF THE 
EMERSON SHOE MANUFAC- 
TURING COMPANY THAT CONCEN- 
TRATION OF EFFORT MAKES PER- 
FECTION. THEREFORE, THE MANUFAC- 
TURING OF ONE GRADE WILL BE THE POLICY 
FOR THE FUTURE. THIS GRADE IS INTENDED TO 
MEET THE PRESENT DAY DEMAND OF 75% OF THE 
SHOE BUYING PUBLIC. SUCCESSFUL MERCHANDISING IS 
MADE POSSIBLE—FIRST: BY HAVING YOUR PRODUCT AP- 
PEAL TO THE EYE. SECOND: YOUR PRODUCT MUST APPEAL TO 
THE PURSE. THIRD: YOUR PRODUCT MUST GIVE SERVICE AND 
SATISFACTION. IN EMERSON SHOES THESE THREE FACTORS WILL 
CONSTANTLY BE APPARENT. THE WATCHWORD OF THE COMPANY WILL 
BE CONTINUOUS CREATION OF NEW STYLES, CONTINUOUS STUDY AND MODEL- 
ING OF LASTS AND PATTERNS, CONTINUOUS STRIVING TOWARD PERFECTION 
IN SHOEMAKING. 


THE EMERSON SHOE MANUFACTURING COMPANY 
ROCKLAND, MASS. 





Ga===== 


UR} YOU ARE CORDIALLY INVITED TO VISIT OUR 
CTIBOOTH No. 54 AND EXAMINE OUR PRODUCT 








When writing to Tux Emurson SHor Manuracturine Company please mention Boot and Shoe Recorder 
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TJ. Suits VAN gulliv an Shop ¢ 








FACTORY TEL. a” J ¥ 
6438 @ 


eeiinechineeed 


HEN you have looked over these snappy 

novelties—and realize the prices at which 
such unusual shoes can be obtained—there’ll be no 
need to shop further. 


That T. J. Sullivan Shoe Co. serves well, is 
indicated by the fact that they are one of the con- 
sistently busy firms of Lynn. If you would be 
among those fortunate buyers whom it is our 
privilege to serve, we suggest early and prompt 
action. 


Westminster Hotel During Show Week 


Also on display during Wholesalers’ Exhibit— 
Symphony Hall. 





W.A.SULLIVAN 
VICE PRES. 








HOME OFFICE: 589 ESSEX STREET, LYNN,MASS. 
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Bess 





Preskin 


By Herman Roser & Son, Inc. 


Footwear 





We can offer you no more con- 
vincing argument for the outstanding 
superiority of Roser’s Pigskin than 
the names of the famous shoe manu- 
facturers who use it in their choicest 


models. 


By French, Shriner & Urner. 


HERMAN ROSER & 


SOS SSS 9S SS98SS SS S333 SS SSSSSESSSSSSSOOOSS 





SON, Inc, 





GLASTONBURY, CONN. 





Herbert L. Hill Co. 
99; South St. 
Boston 


$99 699898S S99 99S 9985898 S 8S SSS8SSOSSSOOSSo 








SPVSVSVSSSSSSsossoVesssee 
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LD - 
C.H.ALDEN CQ 


Us. 


|= ALDEN PLAN is a success because, | 
by permitting better value at no sacrifice | 
of profit, it is distinctly in the interest of 


ALDEN customers. 





Our plan also includes quick 
delivery service on certain lines 
altho’ this is not an in-stock 
proposition. 





C. H. ALDEN CO. 


FACTORY BOSTON OFFICE 
ABINGTON, MASS. 10 HIGH ST. 





















Made with genuine 
Barbour Storm Welt 


























When writing to C. H. Atpren Co. please mention Boot and Shoe Recorder 
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NATURE’S <qagfft— COMFORT 


Order from “SS ll Discount 
SHOES 


In Stock 5%-30 days 
Best Fitting and Most Up-to-Date 
Comfort and Semi-dress 
Turn Shoes Manufactured 














COMPLETE LINE ON DISPLAY AT WESTMINSTER HOTEL 
DURING THE WEEK OF THE BOSTON SHOW 


., MEET MR. E. W MORPHY 
Jan ] y) ] 5 ) 2 4 Made to retail oS GEO. WV LEVY 
. ? $2.50to $6.00 | i JAMES Y FORREST 


MORPHY, LEVY, CROSSMAN CO., “Niine 

















THE ARROW 
TIE—ONE OF 
OUR BEST 
SELLERS 


Made in Bench Made Turns 
Only, 15/8 —— Heel, Me- 
dium Toe, last widths AAA 

to D. 4 to 5 weeks delivery. 


NOT IN 
STOCK 













“Points of Merit” 


Hard Toe 





PRICES 





HARD TOE Patent...........°.. $4.25 Black Satin... ......$4.15 
Black Kid Gun Metal.......... 4.35 Russia Calf......... 4.50 
Black Suede........ 4.50 


Women’s Misses’ Child's 
$3.00 $2.90 $2.85) 
Pink Satin 50c extra 


SOFT TOE QUALITY SHOES TO RETAIL AT 
eck Kid POPULAR PRICES 
Women's Misses’ Child's 
$1.45 $1.35 $1.30 During Boston Show week, January 12, 13, 
14 and 15, our line also will be shown at 
Rooms 112 and 114, United States Hotel, 


IN sTO CK Boston. 


**A word to the wise is sufficient.’’ 


5% Dis. 10 days 








Write for Catalog and Price List 
BROOKS SHOE MFG. CO. HOPKINS & ELLIS, Inc. 


6th and Montgomery Ave. MANUFACTURERS 
PHILADELPHIA, PA. HAVERHILL - MASS. 























When writing to the above advertisers please mention Boot and Shoe Recorder 
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WELCOME! VISITORS TO BOSTON! 


You are extended a cordial invitation to make our office your business head- 
quarters while at the Boston convention. Desk room and other facilities will 
be at your disposal. The Capitol Slipper salesman, from your territory, will be 
on hand to show you the latest styles and unusual values in our complete 
line of famous felt slippers. Jot down the address: 


207 ESSEX STREET 


SALESMEN IN ATTENDANCE 








Be SI BR I ons cncteccckcaccsabeniccescgedieeies from Chicago 
Mr. Frank J. Maguire..... ee CRE ¢ <8 from New York 
Bir. Gooree TR. BirOUp...............0ccsccsecesesseceoenss from St. Louis 
Mr. John R. Raymond ...............................+- ..from Detroit 






Mr. Timothy F. Kelleher...............................Boston Manager 
Mr. Stuart H. Armstrong........... i 
Mr. Franklin A. Bickford .... 


THE WILEY-BICKFORD-SWEET CO. 
Worcester, Mass. Hartford, Conn. 

























Selling Offices 








Boston .... suse 207 Essex Street 

New York , suse 828 Broadway 

CHICATO ooo ccccceecccceeeeeeee LY So. Wells Street 

St. Louis cccesseseesseeseeeeee 05 Leather Trades Building 






Portland, Ore. "461 E. 41st Street No. 











The 
Geneva 





A good worth-your-while stop over 
enroute to Boston for ye conven- 
tioners. 

If you’re coming east to look ’em 
over—be sure to stop off at our 
factory and see our wonderful 
spring and summer line-up. 


















The market’s best to retail at $5.00 Lady Low 
—- and $6 00. 
STYLE SNAP SERVICE PRICE 











A Combination Unbeatable 
A complete showing will be awaiting you at Hotel Essex, Boston, during the Wholesalers’ Show and 
the Retailers’ Convention, January 6th to 15th, inclusive. 
Messrs. Hyman and Solomon will be on the firing line to greet you with plenty of “hot stuff.” 
Get their dope for Spring and Summer, 1925. 


LE-HY SHOE MFG. CORPORATION 
Jones, Commercial and Frank Streets, ROCHESTER, N. Y. 
Makers of Fashionable Women’s Shoes at Popular Prices 
NOTE: Merchants not planning to attend the Convention can have our salesman cali promptly by mailing a card. 
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HAT our line of Women’s Welts 

may have a new smartness the 
coming season we have added to our 
organization Mr. Horace W. Murray, 
whose long experience will give to our line 
that element of style that present con- 
ditions demand. 


To those merchants visiting the Boston 
market in January we extend a cordial 
welcome to our Boston office, 166 Essex 
Street, that they may see at first hand 
our complete line for 1925. 

























Also on display at 
BOOTH 262 - N. S. R. A. 


WISE & COOPER CO. 
166 Essex St., Boston 
‘*Makers of good shoes since 1883” 






Auburn, Me. 








| Strictly New Patterns--READY! 


No. 4851 
: $2.75 


Cut No. 4851, It is a 3-W’S Lenox tie. 


GOOD 
ALL 
THE 

WAY 

THROUGH $2.60 


Cut No. 4835, It is a 3-W’S Lenox 





4851—Women’s all patent colt, 3 eyelet, 8-8 heel, e Anklet. 
C&D, 2%-8. - we 
—Women’s 
4850—Women’s all tan calf, 3 eyelet, 8-8 heel, ce D, 216.8. eae as a 
C&D, 2%8. 
4830—Women’s patent colt, 8-8 heel, 
C & D, 2-8. 


Weimer, Wright and Watkin Co. @¢p%gzz* ot 


39 S. Second Street, Philadelphia a Oe 


When writing to the above advertisers please mention Boot and Shoe Recorder 
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A Better and Happier New Year 
with Fords 


N WISHING the shoe buyers “Happy New Year” we do so in all 

sincerity, believing that it really is going to be a prosperous year 
with those who keep their heads level and realize the value of buying 
a line and sticking to it. 


Every indication points to the success of those who appreciate the 
fact that a thrifty business must be built on something more than 
price alone—that something is SERVICE plus GOOD SHOE- 


MAKING. 
You’ll always find ‘‘that something”’ in Fords. 


e.. P. FORD & CO., Inc. 
ROCHESTER, N. Y. 
New York City: Marbridge Building 


Mr. William Gallagher and Mr. Ray McCarthy, Hotel Maryland, St. Louis, Jan. 5-7 
Mr. Jack Galway and Mr. Henry Burcher, Hotel Essex, Boston, Jan. 12-15 





oe 





A Beautiful Shoe 
At a Wonderful Price 


IN STOCK NOW 


<i AT THE 
SHOW 
” ESSEX 
BOOTH NO. 


HOTEL 
225 





490—Black Velvet, Satin Straps, Full Spike 15/8 covered heel $3.65 
—— L eather, Patent Straps, Full Spike 15/8 covered 
3.65 





We are now shipping these styles---Send your orders al once to insure prompt delivery. 


A. E. WESSEL & SONS 


* 
FACTORY Communicate with Sales Office 
222-24-26 Liberty Street and Stock Departm 
N. J. se Better Grade McKay s No. 5 No. 4th Street Philadelphia, Pa. 


Camden, 


SSESSSES SSS S SS SPSS SS SS SS SS SS ESSE SS SS 


When writing to the above advertisers please mention Boot and Shoe Recorder 
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For TEN + Little Women 


Or i 


JUVENILE SHOES --- IN STOCK 


and 


MADE TO ORDER 


MADE WITH— 

“LUXOR” CALF—“WILO” ELK 
—BARBOUR WELTIN G 
GOODYEAR WINGFOOT 
HEELS. 
































We extend a very cordial welcome to all visiting buyers during 
the N.S. R. A. Convention, Boston, to our exhibit at the 
Hotel Essex. 


In Attendance: 
ARTHUR SACHS—M. E. DUCKOFF—A. H. SACHS 


SANFORD MFG. CO. Sanford, Maine 








Kee 
kK 





L. R. KLINE announces his latest 


creations 1n women’s footwear 
as made by 


FELSTINER SHOE CO. 


HAVERHILL, MASS. 


Popular models will display them ie 12-15 
Hotel Essex, Suites 718, 720, 722 


Our line now carried in stock by 





NEW YORK CITY ST. LOUIS 
L. B. Schindler Shoe Co., D. Wohl Shoe Co., 
148 Duane St., 1224 Washington Ave. 
Sternberg-Stolper, F. L. Doerr Shoe Co 
150 Duane St., 1315 Washington Ave., 
PHILADELPHIA 
Bett Shoe Co. Samuels Shoe Co., 
56 No. Third St., 1214 Washington Ave., 
CHICAGO 
Novelty Shoe Co., EL PASO, TEX. 
30 So. Wells St., Givens Bros. 





When writing to the above advertisers please mention Boot and Shoe Recorder 
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: NEW STYLES : 
IN WOMEN’S NOVELTY TURNS | 


& 


| DISPLAYED AT OUR 


BOSTON OFFICE 


183 ESSEX ST., ROOM 306 
CONVENTION WEEK, BY 


. A. G. CoLiins 
E. H. MosHer 


GENE RICKER 


COLLINS & STAPLES 


TURNS WITH TOUCHES THAT TELL 
HAVERHILL, MASS. 











“The DOT” 



























The 
Wyn 





TRADE-WINNING MEN’S 
WELTS for VOLUME BUYERS 


See us at the Wholesalers’ Show, 

Symphony Hall, Booth No. 18, 

January 7 to9; also at N.S.R.A. 

Show, January 12 to 15 
Booth No. 82 


WALL-DOYLE & DALY, Inc. 


Makers of Distinctive Shoes for Men 


It’s New 
It’s ‘““‘The Wow”’ 














TES ARACEAE ROAR OOREEE, jn 








IT’S A WOW! 
= BROCKTON, MASS. 
® Boston Salesroom, 207 Essex St., Room 420 
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A Welcome Awaits You at Merchants’ 
See These Up-To-The-Minute In-Stock Sellers 


Styles which are selling NOW—and which are good for some time to come. Like all shoes from this 
organization, they have that consistent style and quality which can be depended upon to build a big 
business for each store that shows them. 


We buy our shoes from reputable manufacturers only—among whom are the following: 


December 27, 1924 


E. E. Taylor Co. 
Brophy Bros. Shoe Co. 
Atlantic Shoe Company 


Walden & Perry 
Harrington Shoe Co. 
Thurston, Schlafman & Langland. 





Hennessey, Maxwell & Hennessey 











Order Now— By Mail or Wire 
Send no less than!12 pair orders. 


Ritzi 









Carolina Tie 


No. 6040—Patent Vamp and Quarter, Rust Kid 


Underlay. One 78 Fal rench Last; Kid Lini a Fine No. 7752—Patent Vamp, Apricot Kid Quarter, One 
ra pd Sole; ox ull = Heel. B, 344-7, C, Eyelet Tie. French Last; Kid Lining; Fine Turn Sole; 
27. $4.25 16/8 Full Spike Heel. A, 4-8;B, 314-714; C,24-7....$4.60 
No. 6041—Same Style and Sizes as , ahowes Light Tan No. 7753—Same Style and Sizes as above; Patent Vamp, 
Calf Vamp and Quarter, Patent Underlay. M425 Apricot Kid Quarter. 13 ‘8 Cuban Covered Heel, $4. 60 
All 
Shoes 
Carried 







[IN STOCK 






Peter Pan 


No. 7764—Patent Vamp and Pearl Grey Kid Quarter, 


Colonial Buckle Gore Pump, with Kid aw Fine N uP 

Turn Sole; 14/8 Full Spike Heel. A, 4-8; B, 3367; Fringe pean oft’ Winetonc } Heel Bos BiG 
No. 7762—-Same Siyle and Sizes as above; ‘All Russia PETES p oieis as eadaerinssssvcnsnsedio-oensonrgl 

Calf... $4.60 No. 8201—Same Style and Sizes as above; Light Tan 
No. 7761—Same Style and Sizes as above; All Black Russia Calf Vamp, Fawn Nubuck Quarter...... $3.85 
Ooze $4.60 

No. 7760—Same ® Style « and Sizes as above; All — No. 8202—Same Style and Sizes as above; Light Tan 
Ooze Calf. Russia Calf Vamp, Patent Quarter ........................ $3.60 


MERCHANTS SHOE GO,, cto. «noses, we. 


The House of Constant Style and Quality 


57-59 LINCOLN ST., Corner of Essex BOSTON, MASS. 
No More Conven‘ent Location— Come and-.See Us 



































BUSINESS REVERSES 


Middletown, Conn.—Charles Weinman, Out- 
let Store, shoes, etc., reported offering to 
compromise at 25 per cent. 

New London, Conn.—William Kaplan, shoes, 
reported petitioned or petitioner in bank- 
ruptcy. 

Theupecaviile, Conn.—Alex Greenblatt, shoes, 
ete., reported petitioned or petitioner in 
bankruptcy. 

Washington, D. C.—Crescent Shoe Store, Inc. 
(1426 New York avenue, N. W.), shoes, re- 
ported petitioned or petitioner in bankuptcy. 

Jacksonville, Fla.—Louis A. Weiss, Weiss 
Shoe Store, shoes, reported offering to com- 
tioner in bankruptcy. 

Palatka, Fla.—Samuel Pincus, Model Shoe 
Store, shoes, ete., reported offering to com- 
promise at 20 per cent. 

Tampa, — —David Cohen, Cohen’s Boot Shop, 
s' ported receiver appointed. 

Chicago, "Ti. —Jacob Baranov (520 So. Hal- 
sted street), shoes and furnishings, report- 
ed offering to compromise at 40 per cent. 

Bicknell, Ind.—Leo Friedman, shoes, etc., re- 
— petitioned or petitioner in bank- 
rup 

wari, Ia.—H. T. K. Shoe Store, shoes, 
reported receiver appointed. 

Barlow, Ky.—C. A. Goodwin, shoes, etc., re- 

ported assigned. 

Louisville, Ky.—Louis Pozizter (220-222 So. 
Preston street), shoes, repo petitioned 
or petitioner in —a 

Lewiston, Me.—Anthony . Chuzas, shoes, 
ete., reported petitioned or petitioner in 
bankruptcy. 

Waterville, Me.—Otto N. Larsen & Co., shoes, 
ete., reported assigned. 

Oakland Clothing Co., Henry Talberth, 
proprietor, shoes, etc., reported petitioned 
or petitioner in bankruptcy. 

Boston, Mass.—Allen Goller Shoe Co., shoe 
manufacturers, receiver ee 

Lynn, Mass.—Lynn Cut S cut soles and 
shoe manufacturers, reported petitioned or 
peitioner in bankruptcy. 

Worcester, Mass.—G. A. Feinberg, La France 
Shop, shoes, etc., reported offering to com- 
promise at 25 per cent. 

Joseph Richmond, shoes, etc., reported 
petitioned or petitioner in bankruptcy. 

Salem, Mass.—David Phillips, shoes, etc., re- 
ported assigned. 

Detroit, Mich.—Samuel Robinson (5431 Rus- 
sell street), shoes, etc., reported petitioned 
or petitioner in bankruptcy. 

Grand Rapids, Mich.—Joseph Polinski, shoes, 
ete., reported petitioned or petitioner in 
bankruptcy. 

Minneapolis, Minn.—Lincoln Clothing Co., 
shoes, etc. (300 Nicollet avenue), reported 
petitioned or petitioner in bankruptcy. 

Sedalia, Mo.—R. W. Berry, Berry’s Shoe Shop, 
shoes, reported assigned. 

Beatrice, Neb.—Walter C. Walker, shoes, re- 
ported petitioned or petitioner in bankruptcy 
and receiver appointed. 

Vineland, N. J.—Greenberg & Toor, G. & T. 
Shoe Shop, shoes, gs petitioned or peti- 
tioner in bankru ae pee 

New Rochelle, N —Abraham Parmet, shoes, 
etc., reported. petitioned or — in 
bankruptcy and receiver appo' 

New York, N. Y. ross & Saree (714 East 
Tremont avenue), shoes, reported meeting 
of creditors called. 

Brooklyn, N. Y.—B. & H. Botlansky, leather 
and findings, reported petitioned or peti- 
tioner > bankruptcy. 

Gastonia, N. C.—Broadway Sample Shoe Store, 
Inc., shoes, reported petitioned or petitioner 


C.—Vance Walker Shoe 
Co., shoes, Re petitioned or petitioner 
in bankrup 

Cleveland, O.—Jacob M. Rose, shoes, reported 
offering to compromise at 25 per cent. 
| Par eg ag Economy 7 oo. ~- og 

offering Cee per cen’ 

Cheyenne, Okla.—Miller & Gross, shoes, etc., 


— offering to compromise at 50 per 


Collinsville Okla,—Oklahoma Dry Goods Co., 
shoes, ete., reported petitioned or petitioner 


Tulsa, Okla.—Oklahoma Dry Goods Co., shoes, 


itey. 
Erie, Penn.—J. S. Dick Shoe Co., shoes, re- 
ported petitioned or petitioner in bank- 


Tower Cty, Penn.—Morris M. Eber, shoes, 
reported offering to compromise at 40 per 
cent. 

Morongahela, Penn.—Namie & John, shoes 
ete., reported offering to compromise at 25 

per cent. 

Pittsburgh, Penn.—Hyde Shoe Co. (947 Penn 
avenue), wholesale shoes, reported peti- 
tioned or petitioner in bankruptcy. 

Shamokin, Penr—R. D. christ, harness, 
leather and shoe findings, reported peti- 
tioned or petitioner in bankruptcy. 

Greenwood, S. C.—Oregon Clothing Co., shoes, 
ete., reported petitioned or petitioner in 
bankruptey. 

Loris, S. C.—Gore Bros., shoes, reported peti- 
tioned or petitioner in benkrup 

Memphis, Tenn.—Max Hanover 233. North 
Main street), shoes, etc., reported petitioned 
or petitioner in bankruptcy. 

Harry Weinberg, shoes, etc., reported peti- 
tioned or petitioner in bankruptcy. 

Corsicana, Texas—Arthur Beavers, Beavers’ 
Bootery, shoes, etc., — petitioned or 
petitioner in bankru a ed 

Norfolk, Va.—E. bbins (Church street), 
shoes, etc., TF. petitioned or petitioner 
in bankruptcy. 

Boyceville, is—The Square Deal Store, 
shoes, etc., reported petitioned or petitioner 
in bankruptcy. 

Milwaukee, is.—South Side Shoe Co., Inc., 
561 Mitchell street), shoes, reported asking 
or general extension. 


BUSINESS CHANGES 


Tucson, Ariz.—J. B. Ryland, shoes 
_—s. See by Sachs-Parker Clothing 


Co. 

Earlville” ‘Ill.—Joseph Cohn, shoes, etc., re- 
ported succeeded by S. Koopersmith. 

Haverhill, Mass.—Kimel Shoe Co., shoe manu- 
facturers, recently commenced business. 

Waterville, Me.—Shapiro & Lewis, shoes, etc., 
Fred L. wis died. 

Hagerstown, Md.—Maryland Shoe Mfg. Co., 
Inc., shoe manufacturers, increased capital 
from $15,000 to $60,000. 

Bytes, Mass.—Appleton Manufacturing Co., 

.. shoe ee goods, moved to 
bas Atlantic avenu 

Malcolm Bullivant Leather Co., reported 
liquidating. 

Epstein Shoe Co., shoes, moved to 213 
Essex street. 

Cox, Hall & Cox Leather Co., tanners, 
reported liquidating. 

Luverne, Minn.—Cooper-Merrill Shoe Co., 
shoes, etc., reported succeeded by Charles 
Merrill. 

E.Rutherford, N. J.—Margan_ Stavenbagen, 
shoes, reported selling or sold out. 

West New York, . J.—Iona Shoe Stores, 
shoes, incorporated $125,000. 

Brooklyn, N. Y.—Palace Bootery, incorpor- 
ated $10,000 

Long Island City, N. Y¥.—Egry & Pandak, 
shoes, reported sold or closed out business. 

New York, N. Y.—Cohn & Franks (120 W. 
125th street), shoes, reported partnership 
dissolved and succeeded by Otto Cohn. 

Louis Isaacs (707 8th avenue), 425 Lenox 
avenue), shoes, died. 

Max Lefkowitz (965 Columbus avenue), 
shoes, reported sold or closed out business. 

Syracuse, N. Y.—Maxon’s, shoes, etc., report- 
ed selling or sold out. 

Cincinnati, O.—The Plant Butler Co. (Elm 
and McFarland streets), manufacturers of 
shoes, and Plant Nathan & Son, wholesale 
shoes, reported moved to Fourth and Pike 
streets. 

Roanoke, Va.—S. Honeyman & Bros., Inc., 
shoes, reported succeeded by M. Honeyman. 


May Shoes for Winter Occa- 
sions 


Speaking of “Shoes for the Oc- 
easion” the variety of shoes for 
winter occasions was never great- 
er, as they are displayed in the 
stores of big cities. They range 
from bathing shoes for Palm 
Beach to heavy moccasins for 
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tramping in the White Mountains, 
and from golf and tennis shoes 
for Pinehurst to skating boots for 
Poland Springs. Besides, there are 
dress shoes and dancing slippers 
for all of the formal occasions 
that are attendant upon winter 
pastimes, whether they be in the 
sunny south or in the cold and 
bracing north. 


New Shoe Stores 


Mentgen’s Store, Sterling, Colo- 
rado. 

Forsythe Shoe Store, 820 Euclid 
avenue, Cleveland. 

The Avenue Shoe Shoppe, 4252 
Cottage Grove avenue, Cleveland. 

John E. Russell, Russell’s Cash 
Shoe Store, Monticello, Indiana. 

The National Army Store, Falls 
City, Neb. 








MISCELLANEOUS 


THE 
FITCHBURG 
MUTUAL FIRE 
INSURANCE 
COMPANY 


Invites shoe retailers to 
visit their booth at the 
Boston Convention and 
learn how our special policy 
reduces insurance costs, 
provides utmost protection 
and is the best policy to 
have. We have always 
specialized on shoe dealers’ 
insurance and will be at 
the show to greet our 
friends and policy-holders, 








HOME OFFICE 


FITCHBURG, MASS. 











Che ——— authority on Silk Plush 
‘or_ Window Dressing 


The National tional Plush Co, 


7 “= 8rd Street. New Y 
Plushes and Tia 
"Phone SPRing 3671 
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CLASSIFIED AND OPPORTUNITIES DEPARTMENT J 


Recorder rates for space less than one-eighth page per OSITIONS WANTED—Four cents per word for each insertion. 


oy 


: Minimum , seventy-five cents. For other “Want” 
issue: advertisements, 2 ay per word for each . Mini 
Space 1 time 7times 1I3times 26 times 52 times 4 an tee a bs ty}: oe bee will be, received 
Ss a ine . .$5.00 $4.00 $3.50 $3.00 $2.50 desire answers to come in care of this office, twelve words must be 
| rer 8.00 7.00 6.00 5.00 allowed in each advertisement for address. When advertisers desire 
3im........-. 15.00 12.00 10.50 9.00 7.50 pn bene Ap ed ~ Ey FA ancesdiingty. Answers 
DP iivseutcevet 20.00 16.00 14.00 12.00 10.00 to ads must be sent under letter postage. 








Payment in advance is required, except when regular advertisers, as amounts are too small to open accounts 

















SALESMEN WANTED 


SALESMEN WANTED 


SALESMEN WANTED 





SA for Michigan, North and South 

Dakota to carry popular line of Children’s 
Stitchdowns and Felt Shoes. Established trade. 
Write at once, giving all details. Wobst Shoe 
Company, Milwaukee, Wisconsin. 


Fok Michigan, exclusive of Detroit; also 
Northern Ohio. Men’s and boys’ stock dress 
and service shoes, also men’s and women’s 
leather slippers; commission basis. Brandau 
Shoe Co., 250 W. Jefferson Ave., Detroit, 
Michigan. 


We offer opportunities for real live shoe 
salesmen to sell our line of growing girls’, 
Misses’, children’s and infants’ turns and 
stapled stitchdowns in the a, of Utah, 
I . Wyoming, Nevada, Mon I 
Michigan, Kentucky and linola. All estab- 
lished territory with good accounts. Large 
stock for immediate shipment. Only men with 
ability need apply with references in first let- 
ter. A. E. Brown Shoe Co., Orwigsburg, Pa. 

















SHOE SALESMEN WANTED 


If you contemplate a change on January 1, or care to add an- 
other line to those you are now carrying, get in touch with us 
at once, as we have some desirable territory open. We make 
Men’s Unlined Working Shoes, Goodyear Welt and Nailed, 
medium price, but high in quality. When you write give us full 
particulars as to experience and qualifications. 


NORTH LEBANON SHOE FACTORY, 
Lebanon, Pa. 














ANTED—Rubber footwear salesmen to 

cover territories in Southwestern New 
York, Central and Southwestern Pennsylvania. 
Must be high-grade men who know the trade 
on these territories, and able to furnish best 
of references. Apply to Converse Rubber Shoe 
Company, 175 Purchase St., Boston, Mass., J. 
E. Folan, Mgr. 


WANTED— Efficient salesmen to sell up-to- 
date men’s medium-grade Brockton-made 
shoes on commission, who reside in the prin- 
cipal cities of the following territories: Buf- 
falo, for New York State; St. Louis, for Mis- 
souri; Lynchburg, for the Virginias; St. Paul, 
or Minneapolis, for Minnesota. Can be taken 
as a side line if given proper attention. Ad- 
dress B 217, care Boot and Shoe Recorder, 207 
South Street, Boston, Mass. 





WaANTED—Salesmen to cover a western ter- 
ritory and one mid-West territory where 
we have an established business. Would prefer 
unmarried salesmen experienced in selling a 
high-grade line of men’s dress shoes. ill 
consider young men with successful retail ex- 
perience if have good character and business 
references. Strong in-stock department; 6% 
commission; will advance traveling expenses 
to apply on earned commissions. Give age and 
reference in first letter. Strictly confidential. 
Address B-216, care Boot and Shoe Recorder, 
207 South Street, Boston, Mass. 

ALESMAN acquainted with manufacturers 

of evening tinsel cloth and boudoir slippers, 
to sell shoe cloth as side line on a commission 
basis. Address K-738 care Boot and Shoe Re- 
corder, 127 Duane St., New York. 








Experienced shoe sa’ 
en Ne 
ow 1925 Spring line now ready, 


active workers. Live-wire is assured 


Resident Shoe Salesmen Wanted 


en wanted immediately for the following states:—Alabama, Ari- 
zona, Central ‘lines. Central Michigan, Central Mabe gg a Colorado, Iowa, Kansas, 
North Dakota, North Carolina, South 
Wyoming. Boston’s snappiest and lowest priced IN STOCK ladies’ McKay novelty line. 
defies competition as to Quality, Style, Service and 

ice, the four vital factors of novelty footwear trade. If you are a h 
— ~ of big results we urge you to join our sales organization, comprising over Ey 

handsome earnings on stric 
= oy egy Non-conflicting side line optional. Please state full particulars | 
ter. Address Halpern-Navison Shoe Co., 52 Lincoln St., Boston, Mass. 


akota, South Carolina, Utah, 


ustier and pro- 


tly commiss 








care and Shoe 





REAL PRODUCERS WANTED! 


To carry a quality line of Wisconsin-made work and sport 


M ; Iowa; Illinois; Ohio; Pennsylvania; Kentucky; Tennessee; Virginia and West 
; orth and South Carolina; Georgia and Florida. 

le —— against 1% commissions vate an = shipments. Address B-219, 
pn ~ 189 W. Madison St 


; 
i 
Le 
i 
i 
. 
. 
Mh 
i 
z 
i 
i 








New England New York 


Pennsylvania 


And the South 


FELT SLIPPER SALESMAN 


Nationally known manufacturer with twe 
has bee 





whose output of Men’s, Women’s and 
rs and successful chain of shoc 


FOOTWEAR SALESMEN—Men with proven 
records in selling high-grade rubber or 
leather footwear for five local and = trav- 
eling positions with manufacturer = jobber. 
Replies held confidential; expenses plus $3,000- 
,000 to start. Polytechnic & Gommpapeiad 
Bureau, Inc., Agency, 88 Park Row, N. Y. 
City, N. Y. 
PROGRESSIVE manufacturer of stitchdown 
sandals and oxfords; also complete line of 
felt slippers, has desirable territories open for 
salesmen with a following among jobbers and 
volume Give references and full 
ticulars. Address K-736, care Boot and 
Recorder, 127 Duane St., New York. 


GALESMAN for greater New York retail 








sion. Address B-168, care 
corder, 207 South Street, Boston, 





EXPERIENCED SALESMAN wanted to carry 

on commission line of Infants’, Children’s 

and Misses’, Kesco Turns and Stitchdowns, in 

Montana, N. Dakota, South Dakota, Minne- 

sota, Wisconsin and Michigan. Address with 

a The Kepner-Scott Shoe Co., Orwigs- 
re, Pa. 





RESIDENT SALESMEN 
WAN TED 


to sell on commission in the 
principal cites, “Rey-Sam- 
Wide” shoes, a made-to-wear 
proposition. All fourteen num- 
bers in stock. See our advertise- 
ment elsewhere in this issue. 
Luke W. Reynolds Co., Brock- 
ton, Mass. 











Experienced Salesman with 
trade established for the states 
of Texas and Oklahoma. Stone- 
field- Evans Shoe Company, 
Rockford, Ill. 
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SALESMEN WANTED 


SALESMEN WANTED 


SALESMEN WANTED 








Shoe Salesmen Attention— Look to the Future 


The fastest growing company in the 
United States, manufacturing a snappy 
line of Ladies’ Process Welt Shoes, a self- 
selling line of Children’s oxfords, boots 
and play sandals and the premier line of 
soft-sole leather house slippers, is reor- 
ganizing its sales force. 


Several of the best territories in the 
United States open January Ist. The ut- 


most given in office co-operation; cata- 


loging, circularizing and follow-up. 


We want to hear from some real plug- 
gers; men with a retail following estab- 
lished among the better class dealers, 
living in their territories and preferably 
traveling by auto. 


Must be willing to rake their states with 
a fine-tooth comb and make the most of 
our valuable territory and customers’ 
list which we will turn over to them. 


No drawing account hunters need apply. 
Advances will be made only against 
orders, until salesmen have proven them- 
selves worthy of drawing accounts. We 
are offering real opportunities to real 
a. Give references with first 
etter. 


Address Sales Manager 


Box (B-201) 


Boot and Shoe Recorder, Boston, Mass. 


ee OO OS OVP OP OEP USP OS Oa 

















GALESMEN WANTED to sell popular-priced 
line infants’ 1/6 flexible turn and 2/8 stitch- 
down shoes of merit, in connection with line 
now handling; over fifty styles in stock ; 1% 
commission. Give references and full particu- 


BALTIMORE MANUFACTURER of a high 
and medium grade line of Infants’ and 
children’s Turn Shoes with sales office in New 
York City, desires connection with reliable 
salesmen for New York and vicinity. Very 

lete line in stock. Commissions paid 





lars. Maize Shoe Co., 420 St. Paul St., Roch 
ter, N. Y. 


GALESMEN WANTED—To represent manu- 
facturer of Men’s Shoes with In-Stock De- 
partment. Write, giving full details and terri- 
tory. Address B-171, care Boot and Shoe Re- 
corder, 207 South Street, Boston, Mass. 


ATTENTION, SHOE CLERKS—If you are 
energetic, and have the ambition and 
perseverance to becomé a highly paid sales- 
man, we have an opening for you. Address 
B-185, care Boot and a Recorder, 189 W. 
WeAi St., Chi 














ALESMEN with a following to carry a 

snappy line of stitchdowns in Arkansas; 
West Texas, New Mexice and Arizona; Mis- 
sissippi, Alabama and Georgia. No objection 
to side-line man who can produce. Liberal 
commission. Non-Slip Shoe Company, 1627 
Locust Street, St. Louis, Mo. 


Experienced Shoe 
Salesman Wanted 


New York’s largest wholesaler of 
medium-priced ladies’ shoes offers 
splendid opportunity to a resident 


salesman in Chicago and Indianap- 
olis. Both of these territories are 
especially adapted for our lines of 
medium- and low-priced novelty 
shoes. Address K-737, care Boot 
and Shoe Recorder, 127 Duane St., 
New York. 





weekly. Address B-203, care Boot and Shoe 
Recorder, 207 South Street, Boston, Mass. 





ALESMEN for a real snappy condensed spe- 

cialty line, branded ladies’ and men’s silk 
hosiery. Sold with a guarantee to the Dry 
Goods, Shoes and Specialty shops throughout 
the country ; easily carried ; state territory cov- 
ering and line now handling. Address B-172, 
care Boot and Shoe Recorder, 207 South Street, 
Boston, Mass. 





VW ANTED—Experienced salesmen, on strict- 
ly 7% commission basis to show our line 


00. Some novelty shoes. Stock P 
References required. Westcott Whitmore Co., 
217% W. Water St., Syracuse, N. Y. 


Wide awake shoe salesman to sell corking 
good line of misses’, Fay, es growing 
rls’ and boys’ shoes for Chicago in-stock 
on straight eye of 7%, no 

sold as a side 
or in part with non- 
the following ter- 


FLORIDA, 


drawing account. May be 
line in entirety 

conflicti: 
ritories 


line. We have 


. 189 W. Madison 8t., 





RESIDENT SALESMAN WANTED — In 
cities. In stock Ballet line. Wm. 
Sumner Smith, 326 W. Monroe St., Chicago. 





A middle west manufacturer of men’s 
and ’ medium grade welts has 
following territories open: 

No. 1. Virginia and West Virginia. 

No. 2. — Carolina and South Caro- 


Ne. 3. Michizen and Northwest Ohie. 
No. 4. West ponasnae North Daketa 


th Dakota. 
No. 5. Iowa, Saakn, West Kansas. 
No. 6. Washington and Oregen. 
Neo. 7. New Mexico, Arizona, Southern 


Cole El Paso. 

No. 8. Colorado, Utah, Wyoming, Mon- 
tana, Nevada. 

Only gates shee > with 

good sales om —_ apply. 


B-160, care Boot and Shoe Tn a 
189 W. “Madison St., Chicago, Il. | 














Salesman Wanted 


We want a live wire shoe sales- 
man for Mississippi and Louisi- 
ana, one who is acquainted with 
the trade in these states and 
who can produce business. No 
other territory open. 


THOMSON-CROOKER SHOE 
Cco., 


18 Station Street, 
Boston 20, Mass. 
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Experienced Shoe Salesman now 
traveling in Arkansas and Okla- 
homa. Line ready January Ist. 
Apply, with full particulars, in 
strict confidence, to: 


R. F. CAHILL 
THE CAHILL SHOE CoO., 
Cincinnati, Ohio 








E. J. Ramsey 
Company 


have an opening for five capable men 
te take out their new line on January 
5th. Big opportunity for men who have 
established trade, and work their ter- 
ritory close. Especially attractive ter- 
ritories open in the following states: 
Georgia; Florida; New York State; 
Illinois; Minnesota; Texas; Michigan. 
Have established accounts in the above 
territories. First letter territory — 
in detail; t of 

ent connection, ete. E. J. Ramsey <* 
347 Rider Ave., Bronx, N. Y 














ARE YOU THE MAN WE 
WANT? HE MUST BE AN 
EXCEPTIONAL SALESMAN, 
ONE THAT HAS EXPERIENCE 
IN STYLING AND SELLING 
YOUNG MEN’S SHOES. 3 
Southern, 2 Mid-Eastern, and 
2 Mid-Western territories open. 
We are this season showing sev- 
eral new lasts and many new 
patterns. Give detailed informa- 
tion in first letter. YOUNG 
MEN’S STYLE SHOES TO RE- 
TAIL FROM $6.00 to $7.00. 

OGDEN SHOE COMPANY, 
Milwaukee, Wis. 














For a Chosen Few 


One of the livest, smartest lines, of 
Women’s Popular Priced New England- 
Made Novelties (You know the name 
and so does every dealer in the coun- 
try), is open in the following states: 
Alabama, Florida, Georgia, Louisiana, 
New York State and Tennessee. These 
territories will go to the men who can 
supply the best of references and who 
are not dependent on the House for 
financial support. Preferably men car- 
rying a high-grade side line, who 
know good business and how to get 
it. Straight 5% commission basis. In- 
Stock Styles; the kind every live mer- 
chant wants to sell for $4.00 to $5.00. 
A short Line of Leaders; heavily ad- 
vertised, Intense co-operation. Sell 
yourself in first letter. Address B-204, 
care Boot and Shoe Recorder, 207 
South Street, Boston, Mass. 






















Boston, Mass. 


SALESMEN WANTED 








Ten (10) Salesmen wanted who know 
they can produce results selling a 
strong line of Men’s Calf Skin Welts, 
snappy patterns, to retail at $5.00. 
Straight 6% commission. Coble Shoe 
Company, Humboldt, Tenn. 





Here’s a very high-grade man who knows fine merchandising and 
can manage an exclusive store or department to anyone’s taste 
and demands. He’s gone as far as he can in his present job and 
is ripe to make more money for some other store—and himself. 
There must be a number of good stores who would welcome the 
strength which this man will bring to their organization. No ques- 
tion whatever about character or ability. He can prove both 
quickly to anyone interested in an interview. Arrange this by 
addressing B-200, care Boot and Shoe Recorder, 207 South St., 


DE EEN XO OC ROR OOOO HOON ORO OK, 





D2 you need a manager and buyer for your 
shoe department who can produce results? 
Am now employed but want to make change 
by January first. Have had twenty-two years 
experience and am willing to work on per 
cent basis. Desire position in East or near 
East. References from present firm. Can ar- 
range for conference. Address B-207, care 
Boot and Shoe Recorder, 207 South Street, 
Boston, Mass. 





LINE WANTED 





Have territories open for live- 
wire salesmen to carry in-stock 
line of women’s popular-priced 
novelties. Strictly commission 
basis of 6% monthly settlement. 
Big opportunity for right kind 
of men. All applications held 
strictly confidential. Address 
B-218, care Boot and Shoe Re- 
corder, 207 South Street, Bos- 
ton, Mass. 











Well known firm will have vacancies 
on sales force after January first. 
Large line of work, dress and sporting 
hoots and shoes. Openings will be in 
well established territories. Can afford 
splendid opportunities te reliable, ex- 


perienced shoe salesmen. Address 
B-189,. care Boot and Shoe Recorder, 
189 W. Madison St., Chicago, Ill. 








BUSINESS OPPORTUNITY 


ATTENTION, RETAIL CLERKS. If you hone 
a small amount of capital and desire 
enter a dignified and profitable business which 
has no competition, write us. We make cus- 
tom lasts and furnish a device for taking 
casts of the feet. Our advertising on will 

te with om, to to started. This is a 
straight forward, business yee 
sition, made i> wake a povelinble concern. If you 
are the man our salesmanager will arrange 
to see you. Individual Last Mfg. Co., M. & M. 
Bank, Milwaukee, Wis. 








LINE WANTED 


GALESMAN with good following in Gitenwe 


medium-grade women’s novelties. Aare 
B-220, care Boot and Shoe P 
Madison St., Chicago, Ill, 





ANTED—First class line of shoes. Have 

traveled Texas, Ark., Okla., and La., past 
twelve years. Good following, large acquaint- 
ance. Reference from past and present em- 
ployers. Contract expires Jan. Ist. Address 
B-209, care Boot and Shoe Recorder, 207 
South Street, Boston, Mass. 





FOR RENT 





For RENT—Store, 20 x 100, modern, steam- 
heated, good location for popular-price 
shoes. H. J. Friedman, Kalamazoo, Mich. 





FOR SALE 





FOr SALE—Shoe store, including stock, fix- 
tures and lease, at bargain price. Stock will 
inventory around $5,000. Address 1218 Wood- 
lawn Street, Scranton, Pa. 





OR SALE—Shoe store in good central Ohio 

City of 30,000 population. Store in good 
location and can be leased on reasonable 
terms. Address B-212, care Boot and “7 Re- 
corder, 207 South Street, Boston, 





Retail shoe business conducted profit- 
ably over 50 years. Located in center 
business district in live and growing 
community near Syracuse, New York. 
Owner retiring account of ill health. 
This is an exceptional opportunity. Ad- 
dress K-708, care Boot and Shoe Re- 
corder, 127 Duane St., New York City. 














MISCELLANEOUS 


Step Ladders, Fit 

tis- 
i. a lifetime. 
Write for Catalogue 


Success Furniture 
Corp., St. Louis, 

















Kirkwood, Mo. 
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MISCELLANEOUS 


MISCELLANEOUS 








fcr thirty-five years. 
= exclusive b 


of Chi 
BICYCLE Step 


ona rst-class 


2416 No. 10th St. 








MILBRADT 
Rolling Ladders 
and 


BICYCLE 
Rolling Ladders 


the originators and have manufac- 


We 
tured 3 MILBRADT Rolling Step Ladders 
noe Ladders is 


rchased the Bicycle step Ladder Co. 
are now manufacturing 
Ladders as well as eight- 
een different styles of MILBRA 
ing Step Ladders. All goods 
manner, guaranteed in every 
t to give satisfaction, and we can 
phe ply your wants in the rolling ladder 
line, whatever they may be. 


Write for complete catalog 


Milbradt Manufacturing Co. 


e have lately 


DT Roll- 
are made in 





St. Louis, Mo. 











WANTED TO PURCHASE 








THE NEW YORK EXPORT 


PURCHASING CORPORATION 
596 BROADWAY, NEW YORK, N. Y. 
Phone—Canal 6874 
WILL FOR 


BUY (| ENTIRE STOCKS CASH 
Bargains in shoes always on hand for 
special sales and bargain basements 








CASH PAID 


for shoe stores or surplus stocks of shoes 
or for other merchandise. Leases taken over. 
We will send a representative to investigate 
and make offer upon request. 


Kalter Cerf. Mercantile Co., Inc. 


591 Broadway, New York City 
Phone Spring 5160-5161-5162 








HIGHEST PRICE PAID 


SHOE STORES 
OR SURPLUS STOCK 
Also Purchase Gent's Furnishings, Clothing, etc 
YOUNG & CO. 


315-317 Church St.—New York, N. Y. 
Telephone Canal 0356 








HIGHEST CASH PRICES PAID 
for entire shoe stocks. We also buy your 
surplus or slow sellers. Quantities no object. 
Retail or whoiesale. Short term leases taken 
off your hands. Wire or phone us. Correspond- 
ence confidential. Established 1890. 


MAX GLAUBERG 





313 Church Street, New York City 
We also purchase clothing, hats, furnishing 
goods, etc. Phone Canal 6940 





FAVORED FOR 
Footwear “ Parlors al 


Wiis) “ie 


“= 





aN 


FFALO, 2 

ILL. 
NSAS erty, MO. 
5 ‘CAL. 
NEW Y' N. XS 
POR ss 
ST LOUIS, MO. 


Y Heywood -Yf “ihefield 


U.S. PAT 
ee ee ee 




















yi td) ES 




















CASH PAID 


for entire shoe stocks or surplus stocks of 
shoes or other merchandise. Any quantity. 
Prompt attention diven. 


KIRSCH-BLACHER CO., Inc. 
622-624 Broadway, New York, N. Y. 
Phone Spring 1443 








We buy quick and pay highest cash price 
for retail and wholesale stocks of shoes or any 
other merchandise. Quantity no object. 

For 30 years our specialty. 

Bank and mercantile reference. 


BROOKLYN PURCHASING SYNDICATE 
FRANK Va, Proprietor 


610 Broadway, ~ n 
Phone Stagg 17 








Metal Shoe Fitting Stools 


and Floor 
Mirrors 






No. 141 


fetes, THE CHICAGO 
Preve WIRE CHAIR CO. 


621 N. La Salle’ Street, Chicago, I. 
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by the 
BOOT AND SHOE RECORDER 
PUBLISHING COMPANY 


(Incorporated under Massachusetts Laws) 
CAPITAL $150,000 





ADVERTISING RATES—Card of Advertising 
Rates furnished on application. For rates for 
Wants, For Sales, etc., see Want Page. 

Every precaution is taken by the BOOT AND 
SHOE RECORDER to avoid printing any 
statement likely to mislead its readers. The 
publishers reserve the right to reject any 
advertising or reading matter which is not in 
line with this policy. 





OFFICES IN 


BOSTON oor: 207 South Street. 

a m ton so - yo] St. Geo. 

CHICAGO OFFICE fi és West Medicon St. Tele- 
pee Maine 1089. B. C. Bowen, M 

ST. LOUIS OFFICE. Leather Trades Bldg. H. 
M. Bowen (B. C. Bowen, Manager). Tele- 


ote Cen 3739. 
N YORK OFFICE: Room 101, Graham Bidg. 
127 Deane St. H. — Scott, "Manager, Tel.- 


PHILADELPHIA 0] OFFICE: Room 524 Perry 
Bldg, 1530 Chestnut St. A, ®. Walter Scott, 


ene. T me Locus 
—— ILL 0 FICE: ‘Cheamer ‘of Commerce 
Soom Lo National Bank Bldg. Geo. 


CINCINNATI OFFICE: Second National Bank 
Bldg. H. M. Bowen oe C. Bowen, Manager). 


sooo 
ROC TER OFFICE: 626 on y mm, Be 
4 _ (>. ard, Western New York Repre- 
pene Stone —_ 
LYNN O 


A. Ganno 
MILWAUKEE OFFICE: | 'E. Meyer B 
C. Bowen, Manager), 405 Broadway. Tele 


Broadway 1827. 

WASHINGTON OFFICE: Vien be Daley. 
Invi Bidg, 15th and K Sts., 

PARIS ‘OFFICE: 2 Rue des Italiens. z Habberd, 


Man 
LONDON OFFICE: P. z: Te Manager, 
arket, Londo: land. 
AUSTRALIAN ‘Orrick: 33 tit, ollins St., 
Melbourne. G. Jervis Manton, Manager. 
CONTINENTAL OFFICE: William Salzman, 


lergasse 12, Vienna, Austria. 
ARGE ENTINA: —. Aires, Rivadavia, 2721. 
BRAZI L: a ake John S. Fitch, 33 Rue General 
Camara, 88 Sob. 
CHILE: Santiago, Las Rosas 1123-1127. Otto- 
Fuhrimann, Gerente. 
= Mr. H. Gomez, Corrales 2A, Havana 
uba. 
JAPANESE OFFICE: Yokohama. J. F. Wager, 


Manager. 
SPAIN: Gerente, Leoncio A Sigel, Librere 
Editor, 20 Fuencarral, Madrid 





MISCELLANEOUS 


(CLICKER 
DIES 


% inch at 12 cents per 
running inch. 
14% inch at 17 cents per 
running inch. 

Minimum 15 inches 
PROMPT QUALITY 
DELIVER Y GUARANTEED 
FOLEY & HALLQUIST 


1313 North 7th St. 
\__ ST. LOUIS MO. 






















Information for Shee Merchants 


“Where to Buy” constitutes a source of 
knowledge so that he who runs douak thes- 
pages may read—and learn. 
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A Perfect W aterproofer —W ithout Surface Grease 
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A Wonderful Flexer —Adds Ease to Shoes 











RRR BRR 


kk ORITED Shoes have a definite value mar- 
gin over those that are not KORITED. 


And that added value, which costs only a 
trifle per pair to add, is very easily seen and 
appreciated by customers. 
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First ‘KORITED Shoes are WATER- 
PROOF without any annoying 
and staining grease on their 
surface. 


Second KORITED Shoes flex more 
- readily—are softer to the feet— 
do not pinch or irritate. 


Third KORITED Shoes will stay 
in condition longer because 
KORITE restores the natural 
oils of the leather, which the 
tanning process removes. 


AWWW OW OW OW 











Forward looking manufacturers are 
KORITING their shoes. 


Forward looking retailers are having 
their shoes KORITED. 


KORITE PRODUCTS, Inc. 
292 Main Street —— Cambridge, Mass. 
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ONLY THE GENUINE 
HAVE THE DIAMOND 
=> 
TRADE MARK 
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The genuine “Diamond Brand } $s 

(‘Visible ) Gast Color Eyelets ' Ff 

y can be identified by the two tiny t: 
raised diamonds on their cellu- % 

loid surface. They have genu- 2: 

ine celluloid tops that never lose ti 

their color and that actually out- & 

wear the shoe Fe 

¥ 








isible eyelets) 


— are conspicuous on the | 
established styles un the better | | 
grades of footwear for 1925 | | 





UNITED FAST COLOR EYELET COMPANY 
BOSTON, MASSACHUSETTS i 

eManufacurers of 

DIAMOND BRAND (VISIBLE) FAST COLOR EYELETS ) 








asa | ee ee ne Oe ee 7a Va 
When writing to Unrrep Fast Coton Evetet Company please mention Boot and Shoe Recorder ter 
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We'll meet you at the 
Bee e S. R. A. 
a CONVENTION 


oo with the 





Wi, complete line of 
4 GROVER SHOES 


—for Sixty Years the 





XAT e ene 
| Ome eS 






Se RE 


personification of 


FIT, COMFORT 


and 


SERVICE 


Siete yy: 
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J. J. GROVER’S SONS CO., Lynn, Mass. 
‘‘Soft Shoes for Tender Feet”’ 


Established 1865 CHICAGO OFFICE 
BOSTON OFFICE Kesner Building 
Little Building NEW YORK OFFICE 5 North Wabash Avenue 
80 Boylston Street Marbridge Bldg. 47 W. 34th St. Corner Madison 





Val. 86, No. 16. Published every week by the Boot and 








Shoe Recorder Publishing Company, 2 - ; 
ter April 15, 1922, at the Post Office at Boston, Mass., under the act of Congress of March 23, Bg = dF we hy yA pag free One 
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FIVE BELLS — 


FIVE BELLS! Mid-afternoon on the liner 
cruising through Southern Waters en 
route to the ““‘Winter Summerlands.’’ All 


WHITE LEVOR is well and all is WHITE, as the fastidious 


GRAGRE KID patrons of Fashion assemble for the after- 


aati noon promenade. Thus is the Big White 
Season inaugurated! Prepare now with 
LEVOR GRAIN KID. 
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When writing te G. Levon & Co., Inc., please mention Boot and Shoe Recorder 
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‘| and all is white: 
BOOTH 216 
N. S. R. A. 
or . Convention 
on 
‘ VGaue 
38 QAyo’e ° 
Tr 
a TANNERS 
th Gloversville, New York ) 
New York Boston Milwaukee St. Louis 
Cincinnati San Francisco 
| 
= | 
When writing to G. Levon & Co., Inc., please mention Boot and Shoe Recorder 
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ee in beauty—first in variety—first in 
authenticity. 


That is what it means to call for these 
F. B. & C. Colors in your spring orders. 


You know that F. B. & C. Colors always 
forecast the season’s successes. 


Booth 241, N.S.R. A. Style Show 
AMALGAMATED LEATHER COMPANIES 


(INCORPORATED) 


22 N. Fifth St. Tanneries 
PHILADELPHIA, PA. WILMINGTON, DEL. 
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STETSON 
@ SNAPPY TIES 


















Theyre made 
in Black and 


Reo ano Tan | 


Tied with a ribbon, too! 


‘Theyve got 
to be Stetson 


to be Snappy 


On display during the N.S.R.A. Convention 
BOOTH No. 94, MECHANICS BUILDING, BOSTON 
STETSON WHOLESALE OFFICE 
136 Boylston Street, Fourth Floor, Boston 
Also at 
STETSON SNAPPY TIE STYLE SHOW AND REVUE 
State Suite, Copley-Plaza Hotel, Boston 
January 14, 1925 














When writing to Tux Stetson Suoz Company, Inc., please mention Boot and Shoe Recorder 
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The 
Style Leather 


of America~ 


‘Kaffor ‘Kid 


Sold by the {eading Manufacturers 
to the ‘Best Merchants 





























Assuring the 
Customer’s Approval 


AFFOR KID plays an important part in the manufac- 
ture of fine footwear for women and men. 


Present day styling demands the utmost of leather in fitting 
quality, appearance and service. 


KAFFOR KID is calf leather of a distinct tannage. It has 
all of the fine soft qualities of kid with all of its flexible 
working value combined with the wearing, non-scuffing 
quality of calf. 


Many far-seeing shoe merchants specify KAFFOR KID in 
their fine grades of men’s, women’s and children’s footwear, 
for they then assure their customers a perfect wearing 
service. 


An ample color range is found in KAFFOR KID in Black, 
Arab Tan and Morro Brown. 





Shoe Stores of Style Leadership 





The shoe illustrated is one of the new patterns in KAFFOR Kaftor Kid “Plossl” with beaded sore front strap. 
KID from the line of Thomson-Crooker Shoe Co., of Bos- ny EB ~ ~pethmneadimineton ee eaademed $4.16 
ton, Mass Made and Stocked by 

’ . Thomson-Crooker Shoe Co. 


18 Station St., Boston, Mass. 


Write us for any Write for booklet 
information desired “The Story of Leather” 
about leather. Sent Gratis. Canal Street 


The Style Shopping Center of 
New Orleans, Louisiana 
“The Home of the Mardi Gras” 


Ohio feather ene psig 


Girard ~Ohio 











"This is a Calf Year” 





When writing to Onto Leatuer Co. please mention Boot and Shoe Recorder 














» 1925 
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Announcing the Adoption of the 
Most Perfect Last Ever Developed 


OUR NEW “MODEL” LAST IS SO STYLED AND 
DESIGNED THAT IT WILL PLEASE THE 
FASHION WHIMS AND FIT PERFECTLY THE 
FEET OF 90% OF YOUR CUSTOMERS. 








_ 
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*‘For Better Style” 


Our complete line of sam- 
ples will be displayed at 
THE ESSEX HOTEL 
by Mr. A. P. Richard, dur- 
ing the week of JANUARY 
12TH. 


“For Better Fitting” 


IN 
STOCK 
Style B0672G Price $5.00 
Net 30 Days 
Women’s Black Kid Oxford, Welt sole, Model last, special 
HEEL HUGGER patterns, 154 inch Military heel with 
rubber top lift. 
AAAS to9 B4 to10 
AA4%t09 C3%to1l0 
A4%t10 D3%to9 
Order a sample pair of the Black Kid Oxford and make a comparison. 
See if it doesn’t have more outstanding features and more character 


than any last in your store. 


Judge it not only as to its fitting qualities, but as to its beauty, as well. 


UIZ # DUNN CO. 
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= ROCHESTER; NEW YORK 

= DENVER OFFICE NEW YORK OFFICE LOS ANGELES OFFICE 
= 218 Charles Building Bush Terminal Sales policing 709 Forrester Building 
S| TIGER 6 Mc NUTT 130-132 West 42nd St, Room 15 6.0. McATEE 

= Representatives 5.A. McOMBER, Representative Representative 
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When writing to Utz & Dunn Co. please mention Boot and Shoe Recorder 
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Shoes by Courtesy 
fof 
MackeygShoe Co. 
[808 Driggs Ave. 
Brooklyn, N. Y. 
Made of Vode Kid 
Color 112 APRICOT 
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USE 

Vode Kid for har- 
monizing linin 
in BROWNS, 
GRAYS, CHAM- 
PAGNE or 
WHITE. All these 
shades being ani- 
line dyed with no 
surface finish, less- 
en crocking of 
hosiery. 
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to Colored Kid 


N ever mounting wave of favor is re- 

turning Colored Kid to its merited 
— of style leadership in women’s 
ootwear. 


Especially our 


APRICOT 
RUST and JAVA 


In these beautiful shades Vode Kid has again 
struck the high note of fashion. 


No colors so perfectly meet the demand for 
a warm medium shade of tan. 


They are exclusively Vode Kid colors with 
that characteristic Vode Kid life and virility 
that helps directly to create desire and make 
the sale. 


We recommend the following 
“Vode Kid ‘Colors 
Color 


Color Color 

170 PRISCILLA GRAY B JAVA BROWN se WHITE 
70 ENGLISH GRAY 112 APRICOT 88 BRONZE 
yt CHAMPAGNE mz RUST BLACK 


THE STANDARD KID CO. 


209 South Street, Boston, Mass. 


Branch Offices Agencies 
100 Gold Street Chicago Cincinnati 
New York, N. Y. Montreal St. Louis 
70 North 4th Street i Rochester 
Philadelphia, Pa. and all leather centers 
of the world 


We are making Color 11 — RUST 
in suitable weight for men's shoes; 
on which we are making prompt 
deliveries. 

















The Fashion Tide Turns 





{ LS 
Wo 
Wy 
W 
RUST and 
APRICOT 


for tops, with 
patent vamps or 


" ype makes 
t 


¢ smartest chil- 
dren's shoes im- 
aginable. This 
nee is 
v ar in 
yf wie grades 
of children's 
shoes. 
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Insure full flexibility, perfectly smooth edge and 
permanent adhesion 


DU-FLEX LA-TEX GUM SOLES are attached so 
as to retain full resiliency without danger of sep- 
aration at the toe. The method of attaching is as 
follows: 


After the shoe is welted the oak fibre base sole, 
which has been coated with pure La-Tex Crepe 
and semi-vulcanized to same, is stitched to the 
welt. The outer sole, which has also been coated 
with the same pure La-Tex Crepe, is cemented to 
the base sole, making a permanent and insepara- 
ble contact. From this process result neat, trim 
edges, a perfect flexibility and an elevation of the 
Du-Flex La-Tex Gum Sole to the “Semi-Dress” 
Class. Made for both men’s and women’s wear. 
Heels with either straight or bevel breast. 


Any popular design or color of Du-Flex Soles can 
be made in the La-Tex Gum. Ask your manufac- 
turer to show you this popular DU-FLEX line. 


Process Patent Pending 


AVON, MASSACHUSETTS 


January $3, 1925 


LA-TEX GUM SOLES 


On display at Booth 238, N. S. R. A. Convention 


<— WELT 


COMBINATION BASE SOLE 
(Fibre and Pure Rubber) 


OUTER SOLE LA-TEX COATED 
(Approximately 90% Pure 
Rubber) 


AVON SOLE COMPANY 








When writing to Avon Sore Company please mention Boot and Shoe Recorder 
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Reed’s aga 
Styles 








Step RIGHT into the NEW YEAR— 
and make it a year of BETTER 
PROFITS with REED’S 
FOOTWEAR 


WEEK OF JANUARY TWELFTH, 1925 


E. P. REED & CO. 


Rochester, N. Y. 


New York Office: 299 Broadway, W. D. F. Gibson 





NEWEST SAMPLES WILL BE SHOWN AT HOTEL VENDOME, BOSTON, 


=e 


























When writing to E. P. Reap & Co. please mention Boot and Shoe Recorder 

















BOOT AND SHOE RECORDER January 3, 1925 





i 





















\! "N | 


Cooperation 











Advertising sole leather has 
influenced public opinion. The 
trade is demanding a better 
shoe, an all-leather shoe, with 
sturdy soles and heels. The 
demand for leather heels is 
increasing. 





Shoe manufacturers have been 
quick to sense this public ap- 
preciation of good shoes and 
good leather, and we will con- 
tinue to co-operate with them 
in supplying the best sole 
leather to meet all demands. 





Se 





The United States Leather Company 


New York Chicago Cincinnati St. Louis Richmond 
The United States Leather Co. of Mass. 
Boston 
SELLING AGENTS 
McADOO & ALLEN A. J. & J. R. COOK 


Philadelphia San Francisco 








When writing to Tux Unirep States Leatuzr Company please mention Boot and Shoe Recorder 
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PROCTOR. 


Make a note of our 
new telephone number 


Murray Hill 3077 


i (g) Dan iel Green 


/Comfy/ 


(G Slippers ) 
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Za’ We Have Moved 


‘To New Yorks 


“New Center” 


E have changed our New York address. The tide of 

business has been steadily moving uptown, so that 
our old office at 116 East 13th Street, has been growing less 
accessible and convenient to our many friends who call 
onus. 


On December 10, we moved into our new offices at 10 East 
43d Street. 


Right in the heart of the new center of New York’s com- 
mercial and professional life, it is convenient to the princi- 
pal railroad terminals, quickly accessible from all the lead- 
ing hotels, and within instant reach of all of New York’s 
busy web of varied activities. 


Just a few steps from Fifth Avenue on one side, or the 
Grand Central Terminal on the other, our new location 
will be easy for our friends to reach us. We shall be glad to 
have you call on us at our new address whenever you are in 
New York. 


It will be an ideal environment in which to examine the new 
Daniel Green line, which we will soon announce as ready 
for your inspection. 


Daniel Green Felt Shoe Company 


General Offices: DOLGEVILLE, NEW YORK 


SALES OFFICES: 


10 High Street 
Boston, Mass. 


10 East 43d Street 
New York City 


Daniel Green 
Comfy Slippers 


Chicago, IIl. 





189 West Madison Street 




















When writing to Danie. Green Fett Suor Co. please mention the Boot and Shoe Recorder 
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| Anaibers the comfort appeal 
of the tired foot © 


HE SHOE with the Crawford Arch Sup- 

porting Shank not only relieves the tired 
foot but holds the foot in a position not 
readily susceptible to fatigue. 


The Crawford Shank is a resilient brace 
holding the shank of the shoe close to 
the foot when relaxed and support- 
ingitwhen under weight of body. 


Put Crawford Arch Support- 


ing Shank Shoes on your 
customers’ feet. It will “GK SHANK 


prove a profitable 
experiment. 


SPLIT RIVET 
OCKING SHANK 
TO INSOLE 


Y 




































Ne Shoe 2ith the Contleed 
Arch Supporting Shank 


United Shoe Machinery Corporation 


BOSTON, MASSACHUSETTS 


Whee writing te Unrrep Suoz Macunrzay Coaronarion please mention Beet and Shee Recorder 


@ATENTED 
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HEN the call sounded for men’s shoes in a 

somewhat lighter tone of brown, we were ready . 
for those critical shoemen to whom our HAVANA b : 
BROWN had so long been the criterion in men’s fine 
brown kid shoes. 


Our answer was 


HARV EST BROWN 


ana 


ROYAL BROWN a 


and it is not too much to say that these NEWCASTLE *# tet oe ml reac — 
colors have achieved the same general acceptance and vEsT or ROYAL BROWN. 
favor as our HAVANA BROWN enjoyed. 


ne 


ALDEN, WALKER & WILDE, INC. 
E. Weymouth, Mass. 


HARVEST BROWN and ROYAL BROWN, like all EDWIN CLAPP & SON, INC. 


FR. Weymoath, Mass. 


NEW CASTLE colors, are developed from the choicest W. L. DOUGLAS SHOE CO. 


hton, Mass. 


raw stock that grows, resulting in that color depth and EMERSON SHOE MFG, CO 
sparkle peculiar to NEW CASTLE. FRENCH, SHRINER & URNER 
HOWARD & FOSTER CO. 
Brockton, Mass. 
C. S. MARSHALL CO. 
Brockton, Mass. 


They represent uncompromising quality standards, 
and are made for those who are content with nothing W, acces en 


Broctton, Mass. 
RALSTON SHOE MAKERS 
Campelle, Mass. 
REGAL SHOE CO. 
Whitman, Mass. 


NEW CASTLE LEATHER CO. en ton Mae 


‘ STACY ADAMS CO. 
Brockton, Mass. 


100 Gold Street STETSON S108 OO. INC. 


WHITMAN & KEITH CO., 
Brockton, Mass 

New York E. T- WRIGHT & CO., INC. 
Brockton, Mass. 


short of the finest. 











a 
» When writing to New Casriz Learuna Co., Inc., please mention Boot ond Shee Recorder 
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The Famous 


The complete line of 
WEBER union mave SHOES 
Will be on display at 


ss 
BOOTH 93 * 
N. S. R. A. STYLE SHOW : 
M4 

Me 


Shoe = MEI 


UNION MADE 


BOSTON, MASS. 


WEBER BROS. SHOE Co. 
North Adams, Mass. 


Style 434 New York Office: 1328 Broapway, Marsrivce Bio. 
Gun Metal Calf 
“~— Bil. a H. Harris, Rep. 
Marvel Last 
Rolled Edge to Heel 
Price $4.55 








Russell Moccasin Footwear 
will help your business — 


In the Russell line every desire of the sportsman and outer 
is anticipated—it contains boots for hunting, fishing and 
hiking—shoes for camping, canoeing, scouting, skiing and 
golfing—comfortable slippers for house wear. Every pair is 
built from quality materials for wonderful comfort and 


service. 


ussells 


‘Tke Walton’ 


A double vamp boot, made of the finest waterproofed 
French veal leather. Sturdy, yet flexible; light in weight 
without sacrifice of durability. 

“Never Rip” seams on vamp and around the7toe piece. 
Soles of flexible, wear-beating Maple Pac leather. Four 
layers of leather between foot and ground. Heights 6 to 18 
inches, all sizes, modified army last. 


Write for catalog and dealers’ prices 
THE W. C. RUSSELL MOCCASIN CO. 


b | 


927 Capron Street 33 $3) Berlin, Wis. 











When writing to the above advertisers please mention Boot and Shoe Recorder 
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CAN YOU: | yee. 
Sell half your stock at good prices 
in 10° to 15 days, cleating your 
stock of winter merohandise? 


CAN YOU: ; 
Advertise, arrange and display 
your stock so you can sell exactly 
the goods you want to move? 


CAN YOU: 


Write advertising that will 
new customers and open the 
to a permanent increase in 
business? Gerke 


235 


Because— 
If you can’ t— 
Kelly Servicé.can. 














the he FIRST DAY na 
“CHARLES L- ANSLEYS 
SECOND KELLY SALE 


AMERICUS, GEORGIA. 
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The Zip 


- 


One of the Many 


NEW SPRING STYLES 


Shown by the 
ROBINSON-BYNON SHOE CO. 








TTT 









A nifty buckle or button sandal made in Calf, Elk or 
Patent with Leather or Crepe Soles. 





“Robyn” Shoes will be on display at Rooms 1038- 
40-42 Hotel Essex, Boston. January 5-17; St. Louis, 
our Office, 1329 Washington Street, and Hotel Jef- 
ferson; Lees Building, 19 South Wells Street, Chicago. 


ROBINSON - BYNON SHOE CO. 


Factories at Auburn and Owego, New York 


Auburn, New York 














CO SSE nn ni 





When writing to Rosinson-Bynon Snot Co. please mention Boot and Shoe Recorder 
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~The REALIZED VISION 





(NE morning, in 1901, the city of Lynch- 

burg, Va., awoke to find its chief industry 
cut from under it forever. Lynchburg was 
the world’s greatest wholesale tobacco mar- 
ket—and the tobacco interests scattered 
this market elsewhere over night. 





He sa There were three young shoe merchants in Lynchburg 
Craddot Tory Co. | that day: John W. Craddock, A. P. Craddock and T. M. 
Terry. Starting in a virgin shoe field in 1888, the 
Craddock-Terry Company had already built up the largest wholesale 
shoe distributing business inthe South. Their operations extended from 
the Potomac River south to the Gulf, and the Craddock-Terry name 
stood for fair dealing wherever Southern merchants bought shoes. 











So these three men were pioneers—with the vision, courage and experience of 
pioneers. In Lynchburg’s dilemma they saw Opportunity for the city, the South— 
even the nation. . 


“We will build and operate a shoe factory in Lynchburg,” said the three young 
men, ‘the first in the South.” 


“First we erected what was then the model shoe factory of America,"” said Mr. 
John W. Craddock, in reminiscence. ‘There was none to equal it. And after it was 
built, we managed to induce some expert superintendents and foremen to come to 
Lynchburg and teach us how to make good shoes. 


CRADDOCK: 


+LYNCHBURG 


Teme -SLOAN SHOE ¢ CO. GEO.DWITT SHOE CO. 
ST. LOUIS, MO. LYNCHBURG , VA. 


When writing to Cravpock-Trrry Co. please mention Boot and Shoe Recorder 
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VIRGINIA & 
CRADDOCK-TERRY CO. HARSH & CHAPLINE SHOE CO. 
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THREE YOUNG MEN 


“Our own people, too, were not slow to learn. While it was true we were a 
farming community, our young men and women were quick witted and nimble 
handed. No, our chief trouble was to develop a factory-minded body of employees 
who could face the daily job year in and year out. 


“A farmer with a son would put his boy in the factory to learn to be a shoe- 
maker. Usually he came after the harvest was in and all through the Fall and 
Winter he worked with enthusiasm. But early in the Spring—ah, the Spring in 
Virginia! The boy would begin to think of his old father breaking out the tobacco 
fields behind the plough—he'd smell the good red earth of Virginia—he'd hear the 
mocking birds calling from the old corn-crib behind the barn. Then he would 
wake up before a lasting machine, turn on his heel—and quit. 


“It took us ten good years not only to teach our folks how to make shoes to our 
ideas, but also to like to make them. When this was done, we began in truth to 


grow.” 


Within this honest, healthy, homey community spirit the vision of the young men 
grew to first-rate stature and reality through the years. This vision exists today, 
as then—it pervades a community where the employees like to make footwear for 
men, women and children. They are proud of good work with good materials. 


The vision has out-grown and out-stripped the widest imagination of the 
founders. The Craddock-Terry Company's business is done today in 10 great 
specialized plants in Lynchburg, St. Louis and Milwaukee. It owns and operates 
its own tannery. Increase in production is shown from an annual value of shipments 
in 1889 of $310,172.02 to a value of $20,323,397.15 in 1923. 


The Craddock-Terry Company has risen to a place of leadership by putting 
honesty, good-will, good quality, sane, salable style and service as the corner stone 


of the enterprise. 


TERRY CO. 











BALTIMORE, MD. MILWAUKEE , WIS. 


When writing to Crappocx-Trrry Co. please mention Boot and Shoe Recorder 
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BIG NEWS 


Converse announces--- 


h 
™ “Siffy” Galosh 


a new gaiter having a perfected automatic fastener of 
the quick action, slide type with all the characteristics 
contributing to the popularity of this style, and in many 
respects superior to anything on the market. 


Not only does the fastener itself introduce new features 
that will prove instantly popular, but it is a carefully 
designed gaiter with points of utility and style appeal 
that must be seen to be appreciated. 


You will be wise to defer the placing of any rubber 
order until you have seen the Converse man and the 


Converse “‘Jiffy’’ Galosh. 


BIG ‘CO LIne 











When writing to Converse Russer Suox Co. please mention Boot and Shoe Recorder 
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sIFOR 1925 


No radical changes will be made for 1925 in the Con- 
verse ‘“‘Big C Line’ because none are necessary. It will 
remain, as in the past, the best and most thoroughly 
satisfactory line of rubber footwear that a retail dealer 
can handle, first, because of such numbers as the 
‘‘Caboose’’ work rubber, ‘‘Ruff Shod’’ boots, 
‘“‘Nebraska,”’ ‘“‘Chief’’ and “‘Watershed”’ gaiters, and 
‘Leather Heel Seat’’ rubbers that are business-getters 
and business-holders; second, because of effective con- 
sumer publicity; third, because of a policy of direct 
sale to legitimate shoe retailers only; and fourth, be- 
cause of unequalled service that makes it possible for 
the dealer to increase his turnover and reduce the 
“‘leftovers.”’ 





If you are interested in making your rubber depart- 
ment more profitable in 1925 than ever before,--- 


WAIT FOR THE CONVERSE MAN. 


Onverse 


Rubber Shoe (0. 


Factory at Malden, Mass. 





Branches 


BOSTON CHICAGO SYRACUSE NEW YORK PHILADELPHIA 
175 Purchase St. 618 W. Jackson Blvd. 217 W. Water St. 142 Duane St. 25 No. Fourth St. 








When writing to Converse Rupper Snore Co. please mention Boot and Shoe Recorder 
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~ ‘Dhe A. H. BERRY CO. 


Line of Women’s Shoes 








Reg. U. S. Pat. Off. Reg U.S. Pat. Off. 
(GOODYEAR WELT) (TURNS) 


EVANGELINE CRUMBS. COMFORT 

















AMERICAN BEAUTY 


(FLEXIBLE McKAY) 














IMPROVED CUSHION SOLE 
SHOES, DR. A. REED, PAT- DAVIS 
ENTEE, 1900, 1901. THIS IS NEW PROCESS 
NOT THE ORIGINAL DR. A. A FLEXIBLE 
REED CUSHION SHOE PRE- CUSHION SOLE 
VIOUSLY PATENTED BUT McKAY 
HIS LATEST INVENTION. 




















Booth 237 


N. S. R. A. Convention 


We cordially invite visiting buyers to see 
this complete line of staple and novelty 
shoes at our booth or at our Boston office. 


A. H. BERRY SHOE CO. 


186 LINCOLN STREET, BOSTON PORTLAND, MAINE 


When writing to A. H. Berry Sno Co. please mention Boot and Shoe Recorder 











, 1925 
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FINISHING 


PLANTS: BRANCH 


LOWELL, MASS. OFFICES: 


ST. LOUIS, MO. NEW YORK 
GRIFFIN, GA. PHILADELPHIA 
CINCINNATI 
WAREHOUSE CHICAGO 
AND FACTORIES: ST. LOUIS 
1000 WASHINGTON BROCKTON, 
STREET MASS. 


tS 
it 
' 

! 

! 

i 

' 

! 

' 

j 

i 

! 
BOSTON, MASS. 
* 





SHOE GOODS 


THE LONGEST AND BEST LINE IN THE COUNTRY 


INCLUDING THE FAMOUS 


€ - . 8 
RedtMinerw SHOE LINING. MAKES SHOES WEAR LONGER. 


REG. U.S. PAT. OFF. 


DOU BIET WILL cue aristocrat oF sHOE LININGS. 
Wear A OOP LONG-WEARING—DISTINCTIVE PATTERN. 


SHOE LINING 


FUL Ww" FOR HARD-SERVICE AND WATER 
Wea Pi00f pat . 


SHOE LINING 


See These Linings at the Boston Show— Space 79 


NATIONAL FABRIC AND FINISHING COMPANY 


LINCOLN AND ESSEX STREETS 





BOSTON -t- “3° MASS. 
SUCCEEDING 
FARNSWORTH-HOYT CO. KALLMAN-NEWCOMB CO. W. H. HOLBROOK CO. 
W. A. LIPPINCOTT CO. THE SELSER & BALLANTYNE CO. 


























When writing to Nationat Fasric AND Finisninc Company please mention Boot and Shoe Recorder 




















“TWO FULL SOLES” 
No. 556—MUNCH LAST. Genuine 
Australian Kangaroo. Kangaroo lined 
throughout. Leather Heel Pads. Made with 
two full soles. Natural bottom. Width 
C, D, E. Sizes 6 to 11. Price $4.65 less 
4% 20 days. 





CAPITAL CITY LAST 
(Straight Last) 

No. 543—CAPITAL CITY LAST. Genu- 
ine Australian . Khaki Lining. 
Top Band and Side Facings Glazed Gray. 
Leather Heel Pads. Single Cord Tip. 
Widths C, D, E. Sizes 6 to 11. Price $4.25 
Less 4% 20 days. 





CALIFORNIA LAST 
(Freak Last) 


Leather Heel Pads. Widths C, D, 
Sizes 6 to 11. Price $4.25 less 4% 20 days. 
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‘The 


Little Chap 


that makes 


possible 
these 

wonderful 
shoes 


Genuine KANGAROO 
Imported from cAustraliay 


Kangaroo leather possesses 
the dressy qualities of fine 
kid, and is tougheg'than any 
other leather.@ ft i 
stronger than gtd, 
stronger than gaif:” 


















MADE every parr SOLID LEATHER 


Write for Copy of ‘‘Help”’ 
Showing Various News- 
paper Advertising Sugges- 
tions, a sample of which is 
Shown Above. 





J 


January 3, 1925 
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Twenty 
Numbers 
in 
Stock 


Now 


An added proof of 
the value of the 
CARTER “spec- 
ialize—then—con- 
centrate”’ idea. 





“CARTER’S STEEL ARCH SHANK” 
No. 536.—MUNCH LAST. Genuine 


Australian Kangaroo. . Top 
Band and Side Facings Glazed Gray. 
Leather Heel Pad. le with “Carter's 


Steel Arch Shank.” Width B, C, D, E. 
Sizes 6 to 11. Price $4.35 less 4% 20 days. 








_ 


When writing to J. W. Canter Co. please mention Boot and Shoe Recorder 
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A Distinet Achievement 
in Shoe Merchandizing 











WENTY NUMBERS of Real Imported Kangaroo carried In Stock,—isn’t that 
some achievement in shoe merchandising? And there’s something more, too: we 
have not found it necessary to price these numbers away up where you usually find 


Real Kangaroo. 


to be. It is simply a case of taking our own advice: 
We have specialized in our particular field, and when the opportunity presented itself 
for us, we concentrated on Real Kangaroo imported from Australia. 


This is your chance to handle a lot of Kangaroo business, and handle it right. But get 


BOOT AND SHOE RECORDER 





We are proud of this wonderful offering, and the retailers tell us that we have a right 
| 


the “jump” on an order now. 





ADMIRAL LAST 


No. 542—ADMIRAL LAST. Genuine 
Australian Kangaroo. Khaki Lining. Top 
Band and Side Facings Glazed Gray. 
Leather Heel Pads. Widths C, D, E. 
Sizes 6 to 11. Price $4.25, less 4% 20 days. 


“Specialize, then concentrate.” 








Table of 
Comparative Tensile Strength 
of Shoe-Leathers 


Per 

cent 

SN. 5. Wile > » «dion eets 117 
1 ee eee ra 100 
Glazed Horse............. 98 
a 87 
CM wean ss soccer 86 
Glazed Sheep............. 85 
i. os. os: ye tees 75 
ey Pate ee 6s 72 
SS . . . . c0:b wie oe 69 
ES 2... « » acudien same 32 


*Partially tanned in India and 
retanned in this country. From 
Ziegel, Eisman Booklet. 

















“YOUNG MEN’S” 
No. 548—SPEED wong ber eyye {Genuine 
Australian Kangaroo. Khaki Lining. Top 


Band and Side Facings Glazed Gray. 
Leather Heel Pads. Widths B, C, D. Sizes 
6 to 11. Price $4.25, less 4% 20 days. 


J.W. CARTER CO. 


Specialty Manufacturers of 


cMen's 


NASHVILLE .,. TENNESSEE 


“Goodyear Welt Dress Shoes Popularly Priced a) 








When writing to J. W. Carter Co, please mention Boot and Shoe Recorder 





BOOT AND SHOE RECORDER January 3, 1925 


“and now for 1995- 


t ready for 6 
A.SHOEWISE BU SINESS bes 


om Here’s how/” 


Add FISHER FULL FOOT COMFORTS to your women’s line and get 
a good slice of this extra business that should be yours. Don’t let the other 
fellow beat you to it. 





They’re the solid comfort models that women with plump 
ankles fall back upon with real delight. In straps, ox- 
fords, boots. 

Year ‘round sellers that never 


grow stale. 


This Trim 
Oxford— 


is offered in black or brown 
kid—flexible McKay model 
—triple E wide—reinforced 
spring steel shank—and 
Fisher inside comfort con- 


struction. 


Stock 
No. 094 


$2. I 0 5%—30 Days 


FISH 





LYNN,.MASSACHUSETTS 
Boston Office: 216 Lincoln St. Chicago Office: 189 W. Madison St. 


When writing to A. Fisuzr & Sons, Inc., please mention Boot and Shee Recorder 
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Boy’s oxford of Rueping’s 
Winnebago Calf,'. Color No. 
24, Ginger Tan. Zip tip. 
Stock No. 60. Made by 
Teeple Shoe Company, Wau- 
pun, Wisconsin. 











RvepINcs Winnebago Calf 














f 2 O please the boy of today it is necessary to put 


“class” into his shoes. He wants lasts and patterns 
that express the newest ideas in style. He wants in 
upper leathers the finish, the feel and the color that 
are called for by big brother and dad. 

There’s a ready sale for boys’ snappy oxfords of Ruep- 
ing’s Winnebago Calf, just as there is for men’s and 
women’s footwear of this popular and practical leather. 


Winnebago Calf has enough elasticity so that you can 
fit shoes snugly without fear of binding or cracking. 
Countless dealers know from experience that shoes of 
this leather hold their shape better. Winnebago Calf 
is mellow, close grained and takes a high polish. 


You don’t add to the cost but insure the 
value of shoes by specifying Rueping’s Winne- 
hago Calf. 


Fred Rueping Leather Co. 


FOND DU LAC, WISCONSIN 


BRANCHES: 
Boston Cincinnati Milwaukee St. Louis New York 
Chicago San Francisco Montreal Northampton, England 
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FDUCATOR 
HOE® 


For MEN, WOMEN and CHILDREN 


0 SE SS RR SA 
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Here’s A Bread and Butter 
Style for Every Retailer— 


HE shoe illustrated represents a standard ‘“‘bread 

and butter’ type of a Fall, Winter and early 
Spring shoe which you can sell day in and day out. 
It represents only one of the vast number of styles 
and patterns of the famous Educator Family for 
men, women, boys, girls, children and infants— 
Turns and Welts. 


More and more are dealers realizing the big 
increase in sales and quick turn-overs which are 
obtained by using a well known, advertised 
line of merchandise. 


Educators are and have been nationally ad- 
vertised for twenty years and are known from 
coast to coast and the world over to the buying 
public. We are advertising the Educator shoe 
in national magazines. 








P MISSES’ 
You are, undoubtedly, coming to Boston to attend the 

National Shoe Retailers’ Association Convention and Russia Calf Bal Boot 

Style Show. Look this famous line over in its entirety at ’ "Rs. J 

our booth, Number 10—the same location we have had for ye 3" 35 

the past two years at the Boston Show. 

















ea : 
dren’s, 8-11. infants’, 5-8. 


RICE & HUTCHINS 


INCORPORATED 
13 HIGH ST. BOSTON, U.S.A. 


DIST RIBUTING BRANCHES 


Rice & Hutchins Chicago Co. Rice & Hutchins New York Co. 
Rice & Hutchins Cleveland Co. Rice & Hutchins St. Loui 

Rice & Hutching Atlanta Co, Atlas Shoe Co. ~ Mass. 
Rice & Hutchins Baltimore Co. Jos. I. Meany & Co., Inc. 
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When writing to Rice & Hutcuins, Incorporaten, please mention Boot and Shoe Recorder 
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Meeting Mail Order Competition— 
and Defeating It 


The Solution of the Problem Is Easier Now That the Auto Has 
Succeeded the Horse-Drawn Vehicle 


By TURNER JONES 
Of Valdosta, Georgia 


VERY community has a trading point, or center. 
HK So I am going to use my home town as a basis 
for my few remarks. Valdosta, Georgia, (the 
only Valdosta in the world,) has a trading radius of 
approximately forty-five miles. Lowndes County, of 
which Valdosta is the county seat, has eight border 
countries, with a population of one hundred and fifty 
thousand, including Lowndes County. Valdosta’s pop- 
ulation is thirteen thousand. 

In June, 1921, Valdosta had just one 
bus line, a very crude and unreliable 
affair with no certainty as to time of 
arrival or departure. Now we have 
about ten of these bus lines, covering 
this territory, serving the public for 
a radius of forty-five to seventy-five 
miles, running on schedule time, mak- 
ing connections with all through 
trains, taking express to and from our 
merchants, hauling hundreds of pas- 
sengers to Valdosta daily, to do their 
shopping. Why? 


The Attraction of Bigger Stocks 


Because they find larger stocks and 
better assortments to select from, and 
it’s perfectly natural for people to 
want to go to the larger places to do 
their shopping. Twenty-five years ago 
this same territory did their trading in 
Valdosta. There were no automobiles 
then, of course. They would travel by 
wagon, oxcarts and buggies drawn by 





“We have got;to fight the 
mail order houses with the 
same weapon they use,” says 
Mr. Jones, himself a success- 
ful retail shoe merchant. 


mules; even horses were a rare animal in those 
days. They would leave their homes (those who lived 
farthest) prepared to camp over night. Some would 
spend as much as a week on their shopping trip. 


Capitalizing the Automobile 


Now it’s different with the automobile. These 
same people can have early lunch, drive to Valdosta 
—or take one of these buses—do their shopping, and 
get back home by early bed time. 
So, you can see that the automobile 
has a big part in improving our busi- 
ness, providing we, as merchants, 
reach out in the proper way to let 
these people know that we are pre- 
pared to serve them. 

Now how can we do this, how is the 
best way to get this trade, reached by 
the bus lines? How are we to get the 
business and meet the competition of 
the mail order houses and the small 
town or village merchant? Certainly 
we don’t want to put the village mer- 
chant out of business. As for the mail 
order house, we have got to fight him 
with the same weapons he uses. Go 
out after the trade that rightfully 
belongs to you. 


Getting After Mail Order Competition 


In this trading radius there are 
about fifteen towns and villages, vary- 
ing in population from five hundred 
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to five thousand. All of these towns have stores, and 
some of them carry big stocks, but the quality and 
variety are not so good or varied as the merchants 
in Valdosta carry. They seldom buy the better grades 
of shoes. 

If they do they can’t afford to carry the sizes 
and widths required to meet the requirements of 
the exacting public, so here is where the automo- 
bile plays such an important part. They come to the 
larger trading point, where they can get service. So 
it’s up to the merchant to go after his business, and 
if he will do it in the proper way, he need never 
worry about the mail order houses. For with the 
preper service, and the 
individual contact, and 
the use of proper tact, 
the automobile will prove 
one of, if not the biggest 
helps to business of 
anything that has been 
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go out with a determination to get this business, 
that righfully belongs to our community, and by 
going after it in the proper way, it won’t be long before 
you will note a decided falling off in the number of 
mail order catalogues being sent out by the big mail 
order houses, in the territory whose trade rightfully 
belongs to your town. 





International Trade in Boots and Shoes 


“International trade in footwear affords a notable 
example of the effects of the development of domestic 
manufacture in countries formerly dependent on 

imports to supply their 
needs,” says the National 
Bank of Commerce in 
New York in the January 
issue of Commerce Month- 
ly. Continuing, the book 
says: 


invented in recent years. 


How Valdosta Merchants 
Work Together 


In conclusion I will tell 
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“A strong spirit of na- 
tionalism and determina- 
tion to be self-supporting 
in all possible industries 
has stimulated manufac- 
turing in most of the less 


you how the merchants 
of Valdosta have been 
reaching out after this 
rural business this fall. 

Several of our leading 
merchants perfected a 
little organization and 
did some co-operative — 
advertising. Beginning in 
September we would get 
out an eight-page paper. 
On the first page we 
would advertise some of 
the many educational advantages, by using the pic- 
ture of one of our colleges, etc. This page would be 
given for such use as the college might deem proper, 
the next week to some other similar organization, 
and so on in each issue. The front page would be 
donated for such purposes. Then we would get an 
estimate as to the cost of the printing of this paper. 
This figured up and each merchant was sold adver- 
tising space, taking as much or as little as he 
deemed profitable. The cost for advertising in this 
circular is about forty-five dollars per page. The 
circular being the same size of our daily paper. This 
price includes all costs of mailing, wrapping, etc. 

Our Chamber of Commerce mails these out in this 
trade territory, to eleven thousand box holders. We 
estimate that at least thirty-five thousand people read 
these circulars. So you see how easily you can reach 
the trade and at how small cost, by co-operation; 
whereas, if one merchant were to undertake it alone 
the cost would make it unprofitable. By co-operation 
of this kind you can reach thirty-five thousand people 
in a full page ad at a cost of less than one and one- 
half cents per person. 

There are many other ways to tie up this automo- 
bile trade with your store. Let’s all co-operate and 


proving our business, 
in the proper way to 


_——— 


“The automobile can be made to play a big part in im- 


t people know that we are prepared 
to serve them.”’ 


developed countries. 
Home production of shoes 
has particularly been 
stimulated, because high- 
ly efficient American ma- 
chinery and technical as- 
sistance have been avail- 
able under a leasing 
system, so that successful 
local industries could 
readily be established 
with a minimum of capital 
investment. The United States leads the world as 
a producer of boots and shoes, with Great Britain 
second and Germany third. The bulk of American 
shoes are sold in the domestic market, exports 
normally amounting to only two or three per cent 
of production. German exports are reported to be 
five to six per cent of output. Great Britain, 
under normal conditions before the war, exported 
25 per cent of its production. Before the war 
American exports were gaining steadily and while 
not large as compared with domestic sales had in- 
creased two-thirds in volume from June, 1909, to 
June, 1914. War conditions and requirements caused 
a sharp dislocation in this trade and it is scarcely 
probable that the pre-war trend will ever be resumed. 
Since 1919, foreign purchases of American shoes 
have been cut sharply, declining steadily until in 
1922 they reached the extremely low level of 5,533,000 
pairs of 39 per cent below the pre-war average. 
During 1923, exports increased somewhat, totaling 
7,581,000 pairs, a figure one-sixth under the 1910-14 
average, 9,043,000 pairs. 

“Cuba has consistently remained our best cus- 
tomer for boots and shoes for the past twenty 
years.” 


we, as merchants, reach out 
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A Section Devoted to the Intensely 
Practical Aspects of Selling Footwear 


look for great improvement in the shoe 
\ \ business in 1925. Now that we are actually 
into the New Year we can look at the task 
of putting the shoe industry in condition for profit- 
able merchandising as being the day-by-day obliga- 
tion of everybody in the trade. We leave with the 
old year the fact that some 2,000 stores which 
handled shoes went out of business, or discontinued 
handling shoes. Most of them were not real shoe 
stores. They were shops which carried shoes as a 
minor item of trade, and nibbled into the legitimate 
shoe “merchant’s profits. 

Real shoe merchants and those general and depart- 
ment stores which are conducted by real merchants 
have no immortality in their ranks. Though they 
may not have profited materially in a difficult year, 
they did improve and are in a strong position at the 
start of 1925. 


Better Pay for the Merchant 


The coming year is going to see live shoe men 
securing better pay for the service they render to 
the public, a better net return for the time, money 
and labor invested. Profits in selling shoes at retail 
have been too low, and the distinction of serving 
without pay will not, we hope, be continued in 1925. 
It is the feeling on the part of the staff of the Boot 
and Shoe Recorder, that a remarkable contribution 
to the profitable merchandising of merchandise in 
1925 was achieved in the well-balanced issue of last 
week. In that number we completely surrounded a 
number of major topics by and with the assistance 
of our many merchant editors. We feel that that issue 
is a signal contribution to the problem of profitable 
merchandising in 1925. 


Profitable Merchandising in 1925 


In that issue there was inter-linked the opinions of 
leaders in industry and a broad invitation is extended 
to all merchants in attendance at the convention to use 
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the material in that book as a text book for the further 
amplification of the ideas in open forum. 

The retail shoe industry can be stimulated to 
higher appreciation of what footwear means to cos- 
tuming in 1925. If the stores were selling shoes for 
utility alone, we would revert back to standard 
stocks, extremely low margins of profit, and store 
keeping, but 1925 holds up the mirror of fashion 
and footwear must be sold as a style item to be 
thrown away when the style movement is past, in- 
stead of being worn to the final shreds of leather. 


Better Business Ethics Apparent 


The item of the management which is to bring 
about this profitable merchandising, therefore, be- 
comes a far more important subject, and the public’s 
interest is best served by increasing the consumption 
of shoes, always remembering that the merchant is 
entitled to a fair and reasonable return for the work 
done, the risk and the liability of style. 

Business is being done on better principles, and 
with better results, but to meet new conditions in the 
trade, higher costs and higher expenses must be met 
by a revision of percentages of profit. When shoes 
are sold in volume at small profits and with every- 
body doing it, many a merchant is going to get his 
fingers burned by the left-over sizes and styles. On 
a rising market therefore better service warrants 
better profits, and the closest application to the 
policy of getting more shoes sold right. 

So successful have been the development of these 
articles under the title of profitable merchandising, 
that we will in the first issue of every month in 1925, 
continue the compilation of the best practices of 
buying and selling, with the co-operation of our mer- 
chant editors. We feel that this feature will make the 
Recorder in 1925 a powerful aid to the betterment 
of the shoe business, so that each branch thereof can 
make a profit commensurate with the service 
rendered. 
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Store Organization 





E. C. “Ted” Orr, says: 

Harmony and good will are best 
promoted by first getting the em- 
ployees acquainted with each 
other. The business day then pre- 
sents a social appeal, as well as 
a mercenary side. Store dances 
and store meetings accomplish 
this. 

Our store meetings have not 
only produced the get-together 
spirit, but have made it possible 
to get across the idea that the em- 
ployees share in the credit for the 
success of the business. This idea 
has been important. 

We have gone further, however. 
At the employees’ suggestion, a 
“Good Will Association” was or- 
ganized, to take care of all em- 
ployees’ activities. Through a 
fund maintained by a monthly con- 
tribution from each member, flow- 
ers or fruit are sent to those who 
are sick, and presents are given 
to the executives and old-timers at 
Christmas. Thus, we have the op- 
portunity to take an interest in 
each other’s welfare. 

The biggest work, however, was 
started last year. The “Good Will 
Association” took over a charity 
which takes care of the pensioned 
mothers and children a party and 
county who come under the juris- 
diction of the Juvenile Court. 

At Christmas time, with the 
money we raised by a dance at the 
store, and a play, we gave these 
mothers and children a party, and 
show and supplied the mothers 
with some new clothes, and each 
child with clothing, candy and 
toys. This year we are doing the 
same thing. 

The real value of this procedure 
comes through the facts that we 
are doing something for somebody 
else, that we all have a common 
thing to think and talk about, and 
mainly that we are accomplishing 
something as a single family. We 
are doing something unselfish and 
are doing it together. 


(Signed) E. C. “Ted” Orr: 
Potter Shoe Co. 
Cincinnati, O. 


: MOGETIING MORE] 


ED” ORR, who wrote the 

above for this page, is a son 
of James P. Orr, president of the 
Potter Shoe Company, and a past 
president of the National Shoe Re- 
tailers’ Association. 

Consider these things: This 
young man is a graduate of Yale 
and the Harvard Graduate School 
of Business Administration—he 
has had a superb higher educa- 
tion; he came into the Potter Shoe 
Company a couple of years ago; 
it is his life’s work. 

With such a background placed 
in a large business, long success- 
ful, he today bears witness to the 
necessity, the desirability and the 
wisdom of team work, of mutual 
interest, of “getting together”— in 
short, of store organization. 

While at college “Ted” Orr, of 
course, studied and learned many 


In 1925 the BOOT AND SHOE 
RECORDER pledges itself to con- 
structive co-operation with all the 
reas nee retail shoe merchants 


in he ~ eA them to have properly 

traine yy professional sales 

staffs. We have set ourselves to the 

development of Ladder Clubs in every 

progressive shoe store in America, as 

a training school in Better Shoe 
Selling. 


things, but nothing more signifi- 
cant than the value and reward of 
team work. He saw Tad Jones, 
coach of the Yale football team, 
working with the players, in foot- 
ball togs just like the boys, one of 
them, doing the things they did, 
and sharing with them the joys 
of victory and the pangs of de- 
feat. He saw men in football and 
in other ways, working together, 
making a team. 
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Store Organization Made Effective 
When he came with the Potter 
store he found the same principles 
operating, and with much the same 
results. Visit the Potter Shoe Com- 
pany—you will find there a genu- 
ine store organization of execu- 
tives and employees, that pro- 
motes, fosters and develops good 
will, efficiency, harmony, friend- 
ship and happiness. A splendid 
thing, and it works. If such a 
thing is needed at Potter’s, it is 
needed everywhere. If it works 
there, it will work everywhere, if 
entered into whole-heartedly. 

One third of your natural life is 
spent in the store. You don’t spend 
this great part of your life alone. 
What you say, what you do, how 
you feel, how you act, affects and 
is affected by all others in the 
store. The relationship, willy-nilly, 
is co-operative. There is so much 
of mutual interest, so much touch- 
ing the lines of everyone, in this 
daily companionship. 

The Incentive to Work 

There come times, alas, too 
often, when the day drags, when 
interest lags, when effort wavers, 
unless there is something moving 
the inner spirit. There come times, 
much too frequently, when the 
usual incentives, the well-known 
if trite truisms, become mere 
preachings—unless the spirit of a 
man is moved by a something be- 
yond the mere store routine. 

Blessed be the store—there are 
some such—that has seen beyond 
the deadly routine and entered the 
hearts of its people and seen there 
the longing for friendship and the 
desire for expression. These stores 
have organized their forces, have 
united a half dozen or a dozen or 
a hundred separate entities into a 
whole. 

These stores have taken so 
many units and quadrupled their 
power and energy and capacity, 
by uniting them with bonds of 
mutual concerted interest. 


Harmony and Good Will 

Store organizations do produce 
harmony and good will. Store or- 
ganizations provide outlets for 
smouldering flames, for the soar- 
ing of ambition, for the cementing 
of friendships, for the creation of 
contentment and happiness, for 
the solution of every problem as 
it arises. Store organizations are 
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your own colleges—instruments of 
the never-ending education in the 
needed facts of the business. 

They touch and vivify and in 
some measure glorify the other- 
wise prosaic work of the day; be- 
vause they bring into play the hid- 
den spirit of a man and ally it 
with the latest spirit of his fel- 
lows. 

Many things there are to do if 
1925 is to be a Progress Year; 
but none will be wiser, or better, 
or of happier significance, or of 
surer reward, than the creation of 
a real store organization in your 
business. 


BOOT AND SHOE RECORDER 


The BOOT AND SHOE RE- 
CORDER, through the Ladder 
Club and otherwise, pledges itself 
to assist in the formation and op- 
eration of such organizations, be- 
cause we believe them to be the 
solution of many of the problems 
of shoe store management. 

Train your salespeople in these 
special things: the human foot 
fitting, foot troubles, their cor- 
rections and helps, materials in 
shoes, shoemaking essentials. 
These are the special fields of 
knowledge, mastery of which 
makes the retail shoe salesman an 
expert and his work a profession. 


rotitable Merchandisin 





Selling Accessories 





HERE are dozens of small 

articles sold in a modern shoe 
store which thousands of people 
never heard of. This may seem ex- 
treme, but it is true. One duty of 
an efficient findings department 
should be educating everybody up 
to the uses and needs of ALL the 
articles that are included in this 


department. 
The growing importance of find- 
ings and small specialties as 


profit-making additions to the bus- 
iness of a retail store is becoming 
more and more evident. Their sale 
makes perceptible difference be- 
tween maximum profits and the 
hand-to-mouth existence of the us- 
ual one-article store. 


Help Fatten Up Profits 


The accessories should play an 
important part in the profit plan of 
the efficient retailer—the profits 
might be said to pay the overhead 
bills of light, interest, petty ex- 
penditures, etc.—and many stores 
find the profit on findings goes 
even further. The finding sales 
may be safely called offsets on ex- 
tras, for the footwear carries 
enough of the expenses that re- 
duce the net profit to a minimum. 
The compact findings department 
may consist of only one large case 
of accessories, but the rapid turn- 
over at a large profit per article 
makes the smallest case a valua- 
ble asset to the store. With a find- 
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ings department the waste through 
gifts of laces and small findings 
is minimized, for the customer on 
the floor does not feel like asking 
for extras where it is self-evident 
that they are being sold by a dif- 
ferent clerk. 

For efficiency in sales try a 
“findings record” and _ stipulate 





Accessories are sold by proper dis- 
play and oa. interest in small 
sales. 


that each clerk should strive to 
sell at least $1 worth of findings 
per day. This small total should 
be an easy matter, for one pair of 
shoe trees, four combination dress- 
ings, or four silk laces, will main- 
tain the average desired. Taking 
300 working days as the basis and 
maintaining this daily average 
will mean an addition of $300 per 
year to each clerk’s sales totals. 




















By this system maximum profits 
are possible through a co-opera- 
tion of the clerks on the floor and 
the clerk in charge of the findings 
department. 


To Educate Customers 


The practical suggestion by 
means of an application of the 
article plays an important part in 
findings sales. A suggestion to a 
customer that “This ventilated 
shoe tree will keep your shoes in 
perfect condition,” or “Let me 
show you a dressing that is good 
for this leather,” or “Could you 
use a slipper buckle like this, it is 
quite the thing this season,” and 
so on—each necessity has a differ- 
ent presentation. 

With each clerk striving for a 
set total on findings—possibly 
stimulated by a P.M., it is easy 
to see that the findings depart- 
ment will be worked hard every 
sales day of the year. 


Keeping Overhead Down 


L. Lyons, says: 

What I have been doing in keep- 
ing my overhead lower than most 
of my competitors compared to the 
Harvard Bureau of Research, and 
a number that I know in person 
is the result of close study of the 
store’s figures and sticking right 
on the job all the time. 

First: I attribute largely the 
fact that I have given my business 
for the past twelve years about 
ninety-nine per cent of personal 
supervision, and by this, I have 
been able to keep my fingers on the 
pulse of all working interest and 
all departments. I have also 
found by this that it has shown 
many times a saving in each de- 
partment. I will say, too, that 
whatever merchant is trying to 
keep his overhead down should 
watch closely the small things 
that fail to stand out with promi- 
nence because in a year’s time 
these small items that the average 
merchant considers so trifling are 
worth while considering. 

Second: I have figured from sea- 
son to season, that the best plan 
of selling merchandise, both rela- 
tive to the silent salesman as well 
as the man on the floor, there is 
quite a saving to be made if this 
is watched very closely. Our sales- 
men worked on a salary and com- 
mission for the past five years, 
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but up to that time we were pay- 
ing straight salaries. 

We found that this was not giv- 
ing us the returns that we were 
entitled to, it was also running the 
expense account up and we feel 
that we have benefited our busi- 
ness by making this change. We 
figure our selling on a percentage 
basis, it being understood with our 
salesmen that they are to sell mer- 
chandise that will keep their sales 
within this said percentage, and 


this in itself is a large item in re- 
ducing overhead. 

This is due in large measure to 
the fact that I am on the floor a 
great deal of the time. I believe 
every merchant that can continue 
to build his business each year 
and still not feel that he is too 
big for his business, that his serv- 
ices are needed amongst his em- 
ployees, is sure to see his over- 
head decrease. L. Lyons. 
Tulsa, Okla. 
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> Profitable Clearance 





Moses M. Smith, says: 

We do not try sales so often and 
so loud that it loses its meaning 
in connection with our store. We 
hold two genuine clearances a 
year, putting them off as long as 
possible. These clearances are 
from three days to a week’s dura- 
tion. Prices are cut in half on all 
undesirable merchandise. By this 
method we unload 95 per cent of 
all our undesirable stock during 
these few days of fast and furious 
selling. 

Moses M. Smith 
Globe Shoe Co. 
Savannah, Ga. 


Daniel S. Josephson, says: 

I have discovered, like most re- 
tailers, that we had too many lines 
and too many selling prices. 

This season I have adopted just 
four selling prices, $7.00, $8.50, 
$10.00 and $12.00, instead of 
twelve selling prices which we 
have had heretofore. This new 
policy of pricing gives us definite 
grades on which to plan purchases, 
by tabulating our sales on differ- 
ent grades. 

We have accomplished three 
very important purposes. We have 
been able to give better values 
than before, and at the same time 
increase our mark-up by averaging 
our prices, and the ultimate and 
primary object of reducing our 
lines has been accomplished by 
knowing exactly where the bulk of 
our business is done and who can 
supply our needs most adequately. 

This coming season we are go- 
ing to further reduce the number 


of people supplying us shoes, and 
by the end of the coming season, 
I hope to be able to count all fac- 
tories that we do business with on 
my fingers. I am looking forward 
to such a condition in our business 
as I feel it is the only salvation 
for the proper merchandising of 
shoes. 
Daniel S. Josephson. 

Trenton, N. J. 


More Sizes—Less Lines 


5000 pairs of shoes bought for 
a coming season spread over a 
range of four prices from $7.00 to 
$12.00 would be proportioned in 
the majority of good grade stores 
as follows: 
$7.00 or 20% or 1000 pairs 

8.50 25 1250 
10.00 40 2000 
12.00 15 750 

On a store having 50c jumps, 
the proportions generally look like 
this: 
$7.00 or 

7. 
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Four grades cover one store’s 
range, while it takes eleven to 
cover the average. How much bet- 
ter it is to show a customer three 
different models all at one price, 
than to show her three different 
models at three different prices. 
Selling is slowed up, as it creates 
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more problems in the customer’s 
mind. 


A Relic of the Past 


R. H. Webster, says: 

In our opinion the “Sales Pe- 
riod” is rapidly becoming a relic 
of the past. 

With the continual growth of 
chain stores, featuring style mer- 
chandise at low prices, the “Sales 
Period” becomes a continual per- 
formance. The lame ducks in the 
shoe game are also prolific con- 
tributors to this condition through 
their frequent recourse to this 
means of stimulation. The best 
means of insuring a profitable 
sales period is to urge the sales 
of poor buys during the busy sea- 
son; then a “Sales Period” is un- 
necessary. 

R. H. Webster. 
Gould, Lee & Webster. 
Rochester, N. Y. 





Cash vs. Credit 


Herman Buerger, says: 

The benefits of a cash business 
as we find them are: It gives us 
more working capital, also very 
often when you give your custom- 
ers credit and they are in need of 
more shoes they will get them 
some other place, paying cash be- 
cause they cannot pay you, and 
also buy the new shoes with cash. 

On a cash basis you make and 
keep more friends. Bookkeeping 
problems are simplified. A mer- 
chant on a cash basis is more apt 
to keep his own bills paid prompt- 
ly. Frozen credits have a tendency 
to make frozen business friends. 


Herman Buerger. 


Secor-Buerger, Inc. 
Fond du Lac, Wisconsin. 





Who Makes Styles? 


Harold F. Volk, says: 

Based on our experience, we do 
not believe that the average shoe 
merchant does much actual de- 
signing of patterns. It is impracti- 
cal for any person to design pat- 
terns except where he is in close 
enough touch with the factory to 
see his ideas worked out on models 
and to make whatever corrections 
suggest themselves. 

As in our case, even when our 












mer’s 


| Pe- 
relic 


h of 
mer- 
sales 
per- 
. the 
con- 
ugh 
this 
best 
able 
ales 
sea- 

un- 


iter. 


ess 
us 
ery 
»m- 
of 
em 
be- 
ind 
sh. 
ind 
ing 
er- 
apt 
pt- 
icy 
ds. 


ac. 


do 
le- 
ti- 
t- 
to 
Is 


ir 





January 3, 1925 


buyers are at the factory, any de- 
signing we do is generally con- 
fined to suggested changes in pat- 
terns that are already in the manu- 
facturers’ lines. It is seldom nec- 
essary and very rarely practical 
to work out entirely different con- 
ceptions from those shown by the 
houses from which we buy the ma- 
jority of our shoes. 
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With the aid of photographic 
records of styles had by us during 
the past few years, we are fre- 
quently able to use ideas that are 
attractive and that have proven 
successful before, in conjunction 
with the more recently developed 
patterns. 
Harold F. Volk. 

Dallas, Texas. 


Protitable Merchandisin 





Advertising Appropriation 


a 





In the first place, to overcome 
the necessity of rushing advertis- 
ing through at the last minute 
enough money should be set aside 
to take care of the preparation of 
advertising right, 20 per cent for 
planning, writing and illustrating 
the advertising is essential to ef- 
fective advertising; then 10 per 
cent set aside for changes in plans 
or opportunities that are constant- 
ly arising. 

Newspapers, conceded by most 


merchants regardless of business 


to be the most valuable medium, 
are allowed 40 per cent of the ap- 
propriation. Windows are given 
15 per cent for material used in 
display; direct advertising shows 
up on the chart as needing 10 per 
cent and street cars 5 per cent. 

This provides a thought for mer- 
chants—a working plan, but one 
that must of necessity be depend- 
ent upon local conditions. As said 
before, expenditure must be based 
on circulation. If a store’s loca- 
tion is ideal, the windows will war- 
rant more than 15 per cent because 
of the fact that enough people 
see them ordinarily to give a 
store its livelihood. The news- 
papers in such a case would yield 
some of their allotment to the win- 
dows. Should a store be located 
in a center with a big buying popu- 
lation around it the newspapers 
will reach this, etc. 

Then there is the type of news- 
paper; the people it reaches, etc., 
that must be considered. Decide 
where the people with whom busi- 
ness can be done, and then find 
the best way of reaching those 
people. Spend 3 per cent to do it. 
It may be the lowest amount in 
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terms of percentages at the end of 
the coming year, because it prom- 
ises the most ability in starting 
the job. 


Circulation the Pivot 


During the period of high prices 
selling costs mounted and were 
taken care of in the rising selling 
prices. Then selling prices and vol- 
ume of sales came down gradually 
but the cost of selling did not 
lower proportionately and conse- 
quently advertising must increase 
the value of salaries which amount 
to 13 per cent and more and the 
rent expenditure in order to keep 
a profitable ratio between these 
and selling prices. More people 
must'bfe brought into the store, 
by advertising. 

The newspaper, the street cars, 
the mails must bring in those who 
otherwise would never know the 
store. Advertising must go into 
new fields where there is a possi- 
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Distribution of Retail Advertising 

Appropriation. No. 1—For Emer- 

gencies. No. 2—Preparation of 

qidy. No. 8—Newspapers. No. 4— 

Windows. No. 5—Direct Adv. No. 
6—Street cars. 
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bility of profit. Advertising must 
increase the business over last 
year. 


Apportioning the Appropriation 


On this page you will find 
charted a division of the 3 per 
cent, the ideal advertising amount 
to spend. 

It must be remembered in in- 
creasing the appropriation, if that 
is decided upon, that the increase 
may be just what is necessary to 
boost the volume to a point where 
this estimated percentage is very 
likely to come as much as 1 per 
cent lower when the books are 
closed for 1925 and results tabu- 
lated. As in everything else the 
law of diminishing returns applies 
equally to advertising, but there 
is still-in almost every shoe busi- 
ness plenty of opportunity for 
growth that will doubtlessly swal- 
low the cost of advertising nicely. 





Turn On the Spot-Lights 





Turn on the spot-lights. Window 
spot-lights have been used and will 
be rn | Famers * sasees } oll, still 
in great favor. 1p 0 
New Orleans, throws the light = 
the customers’ feet, when in front 
of the fitting mirror. Then the 
feature of placing a pair of shoes 
on the floor, as shown above, is 
an idea originated by Harry Gib- 
son, of San Francisco. Merchants 
generally are using lights to better 
pa mator e than ever before. Often 
times the t is trained on the 
front table, bringing out the store’s 
newest novelty. Those stores hav- 
ing a dome effect in their entrance 
are using concealed lights. The 
Book store in Harrisburg, Pa., is 
a good example of this newer 
method. Let us have more light 
in 1925 
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The Challenge to Progress 


HE month of January flings a challenge to 

the national associations (all of which, within 
the trade, meet during the month) to develop, im- 
prove and extend the highway of progress. 

The fact that thousands of men meet and feel 
a common bond of fraternity is resultful in good. 
Though they may be lax in attendance at meet- 
ings and somewhat indifferent to resolutions, and 
even to speakers, does not mean that results are 
not accomplished. The intangible and inaudible 
signs are that men go back to their stores the 
better spirited to serve for a year. Selling is never 
quite as mediocre after listening to how some 
other merchant used his wits to sell more pairs 
more profitably. 

We look for much good to come out of the study 
of style, in the conference committee work and 
in the style shows in several parts of the country. 
No one house or group of men make a style, but a 
good national and geographical representation in 
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the buying of a style leads to a substantial dis- 
tribution in all stores after the first testing. 
When you put hundreds of men into a convention 
the summary of style, when sifted out of the med- 
ley of opinions, soon settles upon one or more 
good numbers—which in trade experience usually 
enjoy a profitable and popular run. 

The greatest progress of 1925 will come in 
greater specialization. We lead up to the conven- 
tion with issues emphasizing “profitable mer- 
chandising” and feel that we are on the right 
track, for now comes the announcement of the 
National Dry Goods Association that its conven- 
tion will be keynoted with “better selling.” “Back 
to the practical” is the cry of all association mem- 
bers in all industries. 

The trade association as a facility for the pro- 
motion and self-regulation of industry and com- 
merce has become, by reason of its scope and ac- 
tivity, an important American business institu- 
tion. There are several hundred organizations in 
the United States which clearly come within the 
strict definition of the term and more than a 
thousand others which undertake to perform 
some of the services rendered by the avowed 
trade associations. 

Membership in a trade association is voluntary. 
It is based on the willingness of competitors to 
associate themselves in order to seek solution of 
the problems involved in the general advancement 
of their industry or branch of business. Trade as- 
sociations are the result of the realization that 
intelligent co-operative action is necessary to 
overcome the helplessness of individuals acting 
alone in an increasingly complex civilization. 

Broader knowledge, fuller understanding and 
common appreciation among business men of each 
other’s problems and viewpoints in all phases of 
human activity are sure to dull the sharp edges of 
traditional prejudices, and stimulate friendly 
trade relations through which peace and prosper- 
ity are firmly established. 





Good Faith on the Increase 


N old, old problem in the shoe trade will come 

to the front just as soon as there is a de- 
cided start downward in shoe prices. It is a prob- 
lem that in times past has affected all branches of 
the trade. It involves simply the question of good 
faith and the keeping of business promises. There 
was a time some years ago when it appeared that 
agreements of any kind were only scraps of very 
useless paper. Solemn promises regarding style 
restriction were violated as fast as they were 
made. It seemed to be the general idea that all 
binding principles of business ethics and commer- 
cial honor were null and void among shoe manu- 
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facturers. Despite treaties of peace, they fought 
each other on the style question, to their mutual 
damage and to no good purpose whatever. That 
has been greatly modified within a few years and 
“gentlemen’s agreements” are kept as gentlemen 
ought to keep them. 

This looseness of bond affected the retail trade 
in some localities. Retail merchants would agree 
to reasonable and fair schedules of price, or time 
of closing, or some other detail of local trade, and 
about the time arrangements were working prop- 
erly someone would break faith and cut loose like 
an Ishmaelite, with “His hand raised against 
every man,” and the whole arrangement would 
be broken up. 

In this branch of the trade, also, there has been 
a vast amount of improvement in the last few 
years. This has come about largely through the 
good effect of the personal meeting of the retail 
shoe merchants in the local associations. It is 
hard to meet a man face to face over the social 
sacrament of bread and salt and then turn around 
and violate an agreement with him. 

There is coming a time when the date of spe- 
cial clearance sales in each locality, and the depth 
of the cut to be made in such sales, will be mat- 
ters of local concern to every store in town. It is 
more needful than ever before that good faith be 
observed by all concerned, in any reasonable 
agreements that are made in these details. 

High prices have improved the public habit of 
shoe buying. People have come to see the advan- 
tage of paying a fair price for shoes that are well 
made and well fitted. Don’t spoil all this improve- 
ment by loading up the public with junk, at a 
price, nor even with high value shoes poorly se- 
lected and poorly fitted to the individual. 

All shoe men will agree to these principles, and 
will agree among themselves that they ought to 
be enforced. Let such agreements be kept in all 
honor and good faith. 





Be Careful of Blind Sizes 


LIND sizes may be at once your protection 

and your ruin. If you desire to play smart, 
the advantage of the immediate present is with 
you. A customer who has been trying many shoes 
becomes tired and possibly confused. Something 
that seems to be right shape is really too wide. 
She tells you she thinks it will be all right if you 
have a narrower pair in the same size. She can’t 
tell whether the marks mean wider or narrower, 
and you can bring forth exactly the same thing 
in another pair, put them on her feet and send her 
away “fitted.” Her foot may be swollen and fill the 
shoe all right this evening, but tomorrow the shoe 
will be too large and will continue to be that way. 
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You have made a sale and the customer may be 
utterly unaware that you have played sharp, yet 
the result will be dissatisfaction and she will cer- 
tainly go to some other store the next time in 
the hope of finding a line of shoes that will fit 
her better. You made the present sale, certainly, 
but you don’t get another, as might have been 
possible with a little more salesmanship and a 
little more endeavor in the original effort. 





Flexibility in Window Display 

HE retail shoe merchant today has got to do 

a lot of “straight thinking” if he intends to 
make a profit. A very vivid example bearing out 
this statement developed in one of the largest 
cities of the country. It provided accurate testi- 
mony indicating that the shoe merchant must 
have a grasp of all the important details con- 
cerned in operating his store. 

The proprietor of this store, one selling only 
women’s shoes at one price, $6, paid out a gener- 
ous sum for the installation of marble floors and 
backgrounds for his store. The interior was also 
very attractively fitted out; in fact the windows 
and interior harmonized beautifully. Yet after a 
few weeks, the proprietor, sensing something 
wasn’t functioning just as he anticipated, ana- 
lyzed the situation. He decided people weren’t 
showing enough interest in his window trims. 

He arrived at the following conclusion: the 
permanent background of marble made a very 
strong impression; in fact, too strong, at the ex- 
pense of the shoes. The result: he installed 
changeable backgrounds and changed them fre- 
quently. It took a good deal of analyzing to reach 
the decision, and the fact that much money had 
been expended did not stand in the way of this 
merchant’s determination to correct what he 
thought needed correcting. Every merchant must 
be ready to act decisively at the right time. 





Insurance Against Rain 

MERCHANT outside of Providence found 

from his records that it had either rained 
or snowed each day before Christmas for the 
past six years. The gambling instinct in him 
caused him to take out a. “storm” insurance. It 
cost him $63.00 for a $500.00 policy that gave 
him this coverage that it would not rain, snow 
or hail over 4 of an inch between the hours of 
9 A.M. and 8 P.M. on the day the policy was in 
force. 

As it did rain that day, this merchant was 
promptly paid the $500.00. This money he is to 
set aside to pay his future premium for the next 
eight years. 
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PEP AND PROSPERITY! 


By 


James Epwarp HunGcerrorpD 





Future is rosy, an’ prospects are bright; 

Country is forging at “full-speed” ahead; 
‘Nation is prospering —ev'rything’s “RiGHT ;” 
No more lamenting that “business is dead !” 
People are “peppy” an’ chockful o “perk ;” 
‘Business is booming, an’ wheels are awhiz; 

No time for “glooming,” and no time to shirk — 
Ev'ryone’s THINKING, an’ talking, “Bic Biz!” 
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k... Merchants are breathing deep sighs of relief; 
_ Farmers are smiling, an’ ooxing good cheer; 
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‘Bankers no longer are wailing in grief; 


Factory smokestacks are belching forth smoke; 
Railroads are running their schedules “on high” 
‘Bankrolls are bulging, an’ few folks are “broke” — 
Hopes are high-soaring! — the limit’s the Sxx! 





Merchants are buying their goods by the bale; 
Salesmen are skipping about o'er the map; 

Shipments are speeding by steamship an’ rail; 

Whole world is spilling its wealth in our lap! 
Ev’ryone’s talking about “better times’ — 

Money is plentiful — country’s athrive; 

Workxsrs are reaping the dollars an’ dimes — 
“Pxp"-full an’ ProspErous —glad they're ALIvE ! 


(Att Ricuts Ressrvep) 
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Business Subjects Will Dominate Program of 


Texas Convention at Fort Worth 


Merchants and Travelers of Southwest Get Together at Annual Event 
in February 


“ HEN I hear a man say that 
\ \ he never gets any good out 
of attending a convention 
of men in his business. I know what 
part of the attraction has been get- 
ting his time and attention,” said 
L. E. Langston in discussing con- 
ventions. “It’s a hundred to one shot 
that he never attends the business 
sessions and in nine out of ten cases 
there has been too much ‘booze’ and 
boy play and not enough business. 
Frankly, I regard it as a reflection 
on a man’s intelligence to make 
such a statement,” continued Mr. 
Langston. 

Mr. Langston is second vice-presi- 
dent of the N.S. R. A. and has been 
general chairman for the Texas- 
Oklahoma Shoe Retailers’ and 
Southwestern Shoe Travelers’ Joint 
Convention. He is preparing to 
stage the biggest and best conven- 
tion in Shoedom in Fort Worth, Feb- 
ruary 23, 24 and 25, has formulated some very inter- 
esting ideas concerning conventions not only from 
national and state shoe conventions but also from 
conventions of all characters in which he has par- 
ticipated. 

From Mr. Langston’s observations, he has come to 
believe that too much stress is laid upon the enter- 
tainment features of conventions at the expense of 
the business and educational parts of the meetings. 
Many convention chairmen and members of commit- 
tees believe that men must be lured by the carnival 
and jazz features. An- 





L. E. LANGSTON 
Directing Plans for Texas Con- 
vention. 


above all opportunity to ask ques- 
tions and discuss their problems. 
Real and worth-while conventions 
must provide these educational 
advantages. 


Sensible Program Arranged 


“The meat of the convention 
must be a sound, sane and sensible 
program,” said Mr. Langston. “Why 
should men go miles and spend 
their time and money merely to 
find novel entertainment when they 
can find this at home educational 
features that will give them new 
ideas, inspiration, and help them to 
become more successful retail shoe 
merchants is what men really want. 
It is the business of those in charge 
to secure the recognition of these.” 

As an illustration of how anxious 
men are for ideas that will help 
them in the conduct of their busi- 
nesses, Mr. Langston recalled an 
incident at the Texas-Oklahoma convention. A rep- 
resentative of the Harvard Bureau of Business Re- 
search made an address, using charts and showing 
the factors of success and failure among retail shoe 
merchants. An hour and a half after the speech 
there were men still around the speaker asking 
questions and looking at the charts in anticipation 
of applying the new theories to their own retail 
stores. 

At almost every convention some effort has been 
made to provide interesting business sessions. Often 
the attendance is small. 





nouncements publish the 
facts that “hot” parties, 
beautiful models and enter- 
tainments to suit every 
taste will be featured. In a 
less conspicuous place some 
mention is made of the 
speakers, the business ses- 
sions, the open forums that 
will also be a part of the 
convention. 

Mr. Langston has de- 
ducted from his experience 
in the conduct of conven- 
tions that men want to 
learn something that will 
help them in their busi- 
nesses and that they desire 





Seaton Alexander Will Be at 
. St. Louis Shows 


St. Louis, Dec. 31—One of the latest 
features of the St. Louis Shoe Manu- 
facturers and Wholesalers Pageant of Foot- 
wear Fashions to be announced is that 
Seaton Alexander, of Wheeling, W. Va., 
president of the National Shoe Retailers’ 
Association, will attend. He will address the 
meetings of the Missouri Retail Shoe 
Dealers’ Association and the Tri-State Shoe 
Retailers’ Association, which are to be in 
session at Hotel Statler, where the fashion 
pageant is to be presented. Registration 
figures indicate 2000 retail shoe merchants 
will attend, says a late report. 


Mr. Langston believes 
that the business sessions 
should take precedence over 
all other convention fea- 
tures. In the case of shoe 
conventions Mr. Langston 
said that the manufacturers 
can and will co-operate to 
make the business of the 
convention of first import- 
ance. Sample rooms should 
be closed during the busi- 
ness sessions, although 
buying and looking at sam- 
ples must have its proper 
place in the convention pro- 
gram. 

(Continued on page 43) 
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Hoskin’s new store in Toledo, O. 


He Asked His Men 


Customers to Plan. 


Their Own Shoe 


Department 


Toledo justifies the pre-opening advertising 
claim of “Ohio’s Finest Shoe Store.” It is 

truly the visualization and realization of an ideal. 
Walter W. Hoskin says: “Our idea of a great shoe 
department is that it will perform a great service to 
the people. The Hoskin organization will dedicate this 
new store to the great purpose of S-E-R-V-I-C-E. In 
the spirit of a great public reception we invited every- 
body in Toledo, Northwestern Ohio, Southern Michigan 
and Northeastern Indiana to attend our formal opening. 


i) HE new Hoskin Shoe Store recently opened in 


An Invitation to Competitors 


“To our fellow merchants engaged in similar lines 
of business we sincerely trust that the opening of our 
new store will be a source of inspiration and that we 
will all strive to give the people of. Toledo the very best 
shoe values obtainable, at prices that are consistent 
with yours and our uncompromising high standard of 
merchandising policies. 

“Now in a larger way, with greater and extended 
scope, the high standards of our ideals will endure. 
The choicest in beauty and the utmost in quality at 
moderate prices will be offered to a public whose con- 
fidence in our organization, our values and service 
is responsible for our success.” 


Pine Esteil! 


Melati ann dd 


Windows on Two Streets 


The Hoskin store was formerly located at 509 
Adams street, Toledo. The new store now occupies the 
entire main floor and basement of the new Minger 
Building and has a battery of beautiful arcade windows 
on Adams street and four large windows on Superior 
street, with entrances on both streets. One readily 
notes an atmosphere, a charm, a distinction that sets 
this new store apart from the rank and file. A brand 
new store, a brand new building, conveniently located 
in the very heart of Toledo’s retail shopping district. 

The opening of the Hoskin’s Store was held between 
the hours of 7:30 and 9:30 p. m., and was one of the 
most outstanding successes ever put over in Toledo. 
More than 15,000 people passed through the store. 
A ladies’ six-piece orchestra furnished the music and 
7,500 American beauty roses for the ladies and 5,200 
cigars had been handed out long before the hours 
were over. Fifty-two beautiful floral pieces from 
manufacturers, friends and local business firms were 
received. 


Exclusive Shop for Men 


To make it possible for men to buy their shoes and 
hosiery under the same conditions as they buy their 
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haberdashery, in the 
same atmosphere of a 
men’s shop with all the 
advantages of spe- 
cialized service that men 
appreciate and where 
untiring efforts are 
centered upon the foot- 
wear needs of men alone 
—that was the idea of 
laying out the main floor 
of the new Hoskin store. 
After seeking the advice 
and suggestions of busi- 
ness, professional and 
men in all walks of life 
in Toledo, they were as- 
sured that the exclusive 
shoe and hosiery shop 
for men, located on the 
spacious main floor, seg- 
regated from other in- 
dividual shops, would 
immediately appeal to 
the men of Toledo, mak- 
ing them feel that the 
new shop is their boot 
and hosiery shop. Dapper 
as well as conservative 
styles in shoes are fea- 
tured, also hosiery. 
The store, too, boasts 
of having the finest, best 
ventilated, best lighted, 


most modernly appointed exclusive shoe basement of 
its kind between Chicago and New York. 


BOOT AND SHOE RECORDER 








| 





























A full-page announcement advertisement featuring, 
through the medium of business cards, all the members 
of the Hoskin’s salesforce. 





Business Subjects for Texas Convention 
(Continued from page 41) 

A most amicable plan has been worked out in 

Texas. The shoe travelers like it as well as the 


retail merchants. Manu- 
facturers are invited to 
show their lines and this 
last year more than 200 
lines were on display. 
There are no _ booths 
with the extra expense 
that these necessitate. 
The displaying costs the 
manufacturers only the 
hotel expenses and the 
convention registration 
fee. Time is provided in 
the program for looking 
at the sample lines and 
the retail merchants are 
urged to spend their 
time in doing so. But 
when’ business sessions 
are in progress the sam- 
ple rooms are closed. 
The Southwestern Shoe 


43 


Travelers’ Association 
holds its own meetings. 
As a result, at the retail 
merchants’ convention 
there is no divided inter- 
est or obligation. 

The manufacturers 
are asked to show styles 
that the men, attending 
the convention would be 
justified in putting in 
their stocks and not 
“show shoes.” The shoes 
that the models display 
are more important than 
the models. 


“Too often it is the 
case,” said Mr. Lang- 
ston, “that so few attend 
the average business 
session that the officers 
elected, the resolutions 
adopted, and the policies 
dictated are the expres- 
sion of only a small por- 
tion of the members of 
the association. The 
remedy, of course, is the 
annual attendance of the 
entire body. 

The Texas convention 
represents a great group 
of interested shoe men. 
Last year the paid regis- 


trations of retail merchants was 546, and of the 
travelers, 216. It is a significant fact that the conven- 
tion was a real business and educational convention 
with the “booze” and boy play absent. The manager of 
the Texas hotel made the statement that the shoe 
men’s convention was the most orderly with far less 
drinking than any convention that had come to Texas. 
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s men’s department—planned by the business and 
professional men of Toledo. 


Boston Retail 
Salesmen Meet 


Boston — The Boston 
Retail Shoe Salesmen’s 
Association will have as 
its speaker at its next 
meeting, January 5, 
Herbert L. Hill, a South 
street leather man, as 
well as E. E. Winship, 
one of America’s promi- 
nent educators. A large 
group picture of the en- 
tire membership is to be 
taken at this meeting 
for distribution to buy- 
ers at the N. S. R. A. 
Convention. Further 
convention co-operation 
will be acted upon at this 
meeting. 





BOOT AND SHOE RECORDER January 3, 1925 


N.S. R. A. Convention Cross Word Puzzle 


Here is a cross-word puzzle built around the convention of the National Shoe 
Retailers’ Association, to be held in Boston, January 12, 18, 14 and 15. If it 
reaches you in time, try it out while enroute to the convention. If not, try it 
on the way home or during the evenings at home. 
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VERTICAL 


. Boston cordially does this 36. Substance 
to N. S. R. A. visitors. sole-sewi 


HORIZONTAL 


. The President. 50. Wrong side ledger items. 
Wide apart widths. 


used on linen 
ng-thread (plu- 


. Texas, 


. A narrow shoe width. 53. 
54. 


. Compass points uniting 
in Boston in January 
(Initials). 

. Two of the wider widths. 

. Conventions beginning and 
ending (Greek letters). 

. Lake Shore Railroad (Ini- 


tials). 
. — N. S. R. A. officers 


° Southeastern Retailers’ As- 
sociation (Initials). 

. Western state sending 

good delegation. 

. Time you’re supposed to 

“Tate lal} in Boston 

. A high credit rating. 

. Will play at convention. 

. Going to convention ?— 

Don't say this. 

. Saturday before conven- 


tion opens. 
. Part of the day (Initials). 
. Every Retailer (Initials). 
Two widths. 


33. 
. State sending very larg 


delegation (Initials). 

. West Lynn (Initials). 

. Section of the U. S. A 
(Initials). 

. What brings a motion to 
vote in the convention. 


441, First name of Massachu- 


setts’ most distinguished 
citizen. 

. A southern state (Abbre- 
viation). 

Alabama, Dela- 
ware (Initials). 

. A shoe carton. 

. Curfew tima, suspended in 
Boston during conven- 
tion (Roman). 

. The only thing the Bos- 
ton police won't let N. S. 
R. A. visitors do. 


55. 


57. 


. Harry Hahn, N. S. 


Brings you to convention 
(Initials). 

Some of you will see this 
for the first time—Bos- 
ton is on it. 

Sesion comprising Flor- 

. Georgia, South Caro- 

1 1 na, North Carolina 
(Initials). 

R. A. 


director (Initials). 


. The same, ditto (Abbr.). 
. Famous 


Yankee pie you 
will eat in Boston. 


. American Federation (Ini- 
tials). 


. What 


a shoe salesman 
calls a visit to his terri- 


tory. 
. First and last. 
. Young people’s 


society founded in Bos- 


ton (Initials). 


. A shoe size. 


. Wet goods’ 
posit. 


place of de- 


. You'll surely go to one in 
Bosto 


n. 


. Nickname of Secretary of 


New England Shoe & 
Leather Association. 


. Arthur ". Anderson’s job 


(Abbreviation). 


. Section comprising Cali- 


fornia, Arizona, Nevada, 
New Mexico, Texas (Ini- 
tials). 


. State where last conven- 


tion was held (Abbr., 
first and last letters). 


. — everywhere! (Ini- 
tia 


0. The 


a —— to 


the N. S. 


. Texas envoys 
. You can imitate this bird 


. What 


. Direction wise shoe men 


take for January 12, 13, 
14, 15. 

(Initials). 
while in Boston. 


. Conducted. You'll need to 
be in Boston’: 


's labyrinth- 

ian streets. 
Read ‘em in the BOOT 
ann = RECORDER 


- Section of U. S. A. where 
is held. 


convention is 


. The way to get money to 
vention. 


come to the con 


Members of the National 
_ Travelers’ Associa- 


happened to 
silk hosiery threads. 


. What you will do about 


noon each day. 


. If you go to p 


rayer-meet- 
ing here, this is the final 
word you'll hear there. 


. Meals (Collequial). 
. Harvards’ vocal applause. 
" a em of N. S. R. A. 


secretary 


. If uu can’t come other- 


, come this way. 
A last measurement. 


Big ¢' dele- 
guten a chaitialey. ad 


. Style - showing 


perform- 
ance you'll want to at- 
tend. 


. How you'll Fs into Me- 
ing. 


chanics Bui 


37. 
39. 
40. 


Tuesday before convention 
opens. 

What you'll occupy en 
route. 

Hunt up your Revolution- 
ary ancestors while in 
Boston—this women’s or- 
ganization will help you 
(Initials). 


. Boston’s sacred fish. 


. Wednesday preceding con- 


vention (Roman). 


. The first gospel. 
. Somebody may ask you to 


take a wee one while in 
Boston 


. Major part of convention. 
uch 
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n January. 

First name of popular 
ag ed can play while 


. Very wide triple 
63. Retail shoe 


width. 
salesman’s first 
responsibility. 


ee Soe ae 


78. 


(Initials). 
Style Show (Initials). 








January 3, 1925 


BOOT AND SHOE RECORDER 


Building Business for Our Industry 


By GEORGE M. SPANGLER, 


Manager of the National Shoe Retailers’ Association. 


the N. S. R. A. Conven- 

tion, whether as a fore- 
cast, or resume, it is needful 
to ever bear in mind the out- 
standing and fundamental 
fact that the annual Conven- 
tion, Exposition and Style 
Revue'is not a separate thing, 
standing out by itself. But, 
rather it is one of the regu- 
lar parts of a twelve-month 
procedure—an event which 
takes place annually. 

Trades must meet — 
tradespeople must meet—all 
recognize this—N. S. R. A. 
members must counsel to- 
gether. The exposition and 
style revue attracts many 
more than would otherwise 
come. Hence its value. Nor 
can convention benefits be 
to the retail shoe merchants 
only. All of the shoe and 
leather industry must share 
—hence the value to exhib- 
itors. And this entirely aside 
from the value of old acquaintances renewed; new 
friends made, or the purely direct-business value. 


I N making any measure of 


Profits Shared With Manufacturer 

How does the convention operate? Many think it a 
veritable gold mine. Last year the N. S. R. A. made 
less than $1,000 profit from the convention and shared 
with the manufacturers. This year, each exhibitor will 
share individually in the convention profits. Each will, 
after the convention, receive a certified public account- 
ant’s sworn statement of receipts and expenses, thus 
enabling each to check for himself any items of interest. 

Our goal is an annual shoe fair, where American- 
made shoes will show our country’s continued suprem- 
acy in style and workmanship and where retail shoe 
buyers may, with absolute dependence, look for dis- 
plays to properly guide their buying, with a majority, 
at least, agreement to abide by agreed upon types to 
the end that with average merchandising skill every 
merchant’s purchases will also mean sales. 

The N. S. R. A. is leading our industry in the steady 
march towards the goal and it is hoped that other 
branches of our trade will join with our association— 
not passively, but actively. This we earnestly hope. 
But let’s also bear in mind that the N. S. R. A. will 
forge ahead and will continue to grow and to succeed, 
and will annually hold a successful Convention, Exposi- 
tion and Style Revue. Why? Because their purpose and 
their fulfillment of that purpose are based in honesty. 


Everything Ready for 
the Style Revue 


Final arrangements have 
been completed for the pres- 
entation of what is expected 
to be the best style revue 
ever held in connection with 
the National Shoe Retailers’ 
Association convention. The 
Shoe Style Revue is to be 
staged on Monday and Wed- 
nesday evenings and also on 
Tuesday afternoon. The 
dates for the convention are 
Jan. 12, 18, 14 and 165 at 
Mechanics Building, Boston. 


The Style Revue has been 
planned with great care by 
Director Edward Beck and 
will be essentially a “selling 
show.” Shoes for every oc- 
casion, beautiful in pattern, 
yet practical, are to be worn 
by attractive models. Spec- 
tacular types are to be 
shunned in favor of artistic 
and practical footwear. 

While those promoting plans for the Style Revue 
have been busily engaged perfecting final details, other 
committees, concerned with the education and instruc- 
tive phases of the program, have been making marked 
progress. A very constructive program has been com- 
pleted and addresses on most vital subjects pertaining 
to the shoe industry will be delivered by speakers of 
national prominence. 

A 300-foot runway will extend from the stairways 
on both sides of the stage around the balconies. It will 
have a background of a green hedge. A garden will be 
the decorative motif of the stage. Real foliage and 
flowers will give a realistic touch, and there will be a 
blue sky overhead. 

A lyric, “The Old Woman Who Lived in a Shoe,” 
has been written by Mr. Beck. High class vaudeville 
stars will provide entertainment. 


About 90 per cent of the models will wear 4B shoes; 
a small minority are to wear larger sizes in accordance 
with the wishes of some of the exhibitors desiring to 
make their exhibits most effective. For instance, a 
firm showing buckles reasons that rhinestone orna- 
ments will show up more conspicuously on a 7A shoe, 
rather than a smaller size. 

The entire floor of the hall will be devoted to dis- 
plays. French gray and white is the color scheme of 
the booths. Flowers and foliage are to be used in tones 
and contrasts to give a pleasing color symphony. 








Edwin W. Ingalls Is Dead 


Boston—Edwin Warren Ingalls, vice-president of 
The Shoe Retailer Co., and for 20 years manager of 
the Retailer’s branch office at Lynn, died at his resi- 
dence in that city 
on Sunday morn- 
ing, December 28, 
after an _ illness 
of about three 
months. - 

Mr. Ingalls was 
66 years of age. 
He was a direct 
descendant of the 
first family  set- 
tling in Lynn. 
From young man- 
hood, the greater 
part of his busi- 
ness career had 
been devoted to 
the publishing and 
advertising busi- 
ness, first as a 
newspaper man, 
and later as the 
Lynn representa- 
tive of the Boot and Shoe Recorder and other 
trade publications; for the past two years, a part 
owner, director and representative of The Shoe 
Retailer. 

In 1903 he became associated with several friends, 
among them being the late I. Wendell Gammons, of 
the Retailer, in purchasing this publication. From 
that time until his death he had retained his con- 
nection with the Retailer. 

Mr. Ingalls is survived by a widow, Mrs. Elmina 
Emma Ingalls; a daughter, Mrs. Helen (Ingalls) 
Foye; two sons, Willard Edwin, of Winthrop, Mass., 
who is associated with The United Shoe Machinery 
Corporation, and Arthur Warren Ingalls, of Boston, 
who is a member of the O’Connell-Ingalls Advertis- 
ing Agency, Boston. 

Funeral services were held at Mr. Ingalls’ late 
residence, 51 Atlantic street, on Tuesday afternoon, 
December 30. Interment was made in Pine Grove 
Cemetery, Lynn. 





EDWIN W. INGALLS 





Arch Preserver Dealers to Meet 


During the meeting of the National Shoe Retailers’ 
Association in Boston there will be a special luncheon 
and get-together session of all arch preserver shoe 
dealers handling the men’s line. Several hundred are 
expected to gather at the Lenox Hotel for this noon 
luncheon on January 13. The host will be E. T. Wright 
& Company, Inc., of Rockland. The program, however, 
will be entirely in the hands of the dealers. Only those 
problems having to do with actual retail selling will 
be considered. Window displays, training of clerks, siz- 
ing, sales arguments, reaching new fields, holding old 
customers—these are only a few of the subjects that 
will be discussed. 
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Frederick O. Brown Dead 


West Harwich, Mass.—Frederick O. Brown, a 
former “Buster Brown” promoter who retired from 
the Brown Shoe Co. about ten years ago, was killed 
December 29, when the automobile which he was 
driving collided with the Boston-bound Cape train, 
at the crossing near the Bay View Farm. Mr. Brown, 
who had only one arm, was alone at the time of the 
accident. He had apparently attempted to cross ahead 
of the speeding train and his car was struck squarely 
and hurled more than twenty-five feet into a field. 

Mr. Brown was about fifty-five years of age. He 
was at one time a leading official of the Brown Shoe 
Co. of St. Louis. 





Death of Edwin B. Holmes 


Boston—Edwin Bradford Holmes, prominent shoe 
wholesaler, is dead. Since 1881 he was a partner in the 
firm of Parker, Holmes & Co. He was the first presi- 
dent of the Na- 
tional Shoe Whole- 
salers’ Association, 
1899-1901 ; the first 
president of the 
New England Shoe 
Wholesalers’ Asso- 


ciation, 1898-99; 
and one of the 
original members 


of the Boston Boot 
and Shoe Club, 
1888. He died at 
his home, 33 Win- 
throp road, Brook- 
line, Mass., on 
Sunday ___ evening, 
December 28. 


A Public 
Spirited Man 


Mr. Holmes was 
seventy-one years 
of age and was born in North Abington, Mass., Janu- 
ary 3, 1853. He came to this city as a young man and 
at once took an active interest in all that pertained to 
the advancement of the shoe trade. He was a public 
spirited man. 

He had a deep interest in Masonry. From 1887 he 
had been a director in the grand lodge and was grand 
master in 1895 and 1896. 

He leaves a widow, who was Sarah Frances Pratt of 
North Abington; two sons, Edwin Pratt Holmes and 
Francis Bradford Holmes, both of the firm of Parker, 
Holmes & Co.; and a daughter, Mary Frances Holmes 
Eastman, wife of Major Clyde L. Eastman, U. S. A., 
of Brookline. 

The New England Shoe and Leather Association, 
the New England Shoe Wholesalers’ Association and 
Boston Boot and Shoe Club, were represented by a 
committee in attendance at the funeral. The burial was 
in Forest Hills Cemetery. 





EDWIN B. HOLMES 
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Among our dozen outstanding 
patterns for spring is— 


“‘THE CROSS WORD PUZZLE” 


This shoe will remove the “cross 
word’’ from the Shoe Buyer’s 
Vocabulary and solvethe‘*Puzzle” 
of Buying for Spring. 


“Dor 


Our complete line is now on 
display at our New York Show 
Room and Factory. 


| DEGEN - LIPP, 1c. 


BROOKLYN 


Showroom: 626 Marbridge Building 
New York City 





When writing to Decen-Lipp, Inc., please mention Boot and Shoe Recorder 
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OR more than fifty years the Goodyear Rubber Company of New 
York and the Lambertville Rubber Company of Lambertville, N.J., 
have been operated independently, building up two of the most success- 
ful businesses in the rubberwear industry. Now these well-known organ- 
izations have joined forces and hereafter all business of both concerns 
will be transacted under the name of the Goodyear Rubber Company. 


Lambertville “Snag-Proof” goods, as well as the Goodyear “Gold 
Seal” line, will be stocked at all Goodyear branches and sold through 
our regular established channels in all territories. Dealers every- 
where will be assured of unequalled delivery service on both lines 
from Goodyear branch warehouses with the added advantage of being 
able to* buy complete lines of super-quality and standard-quality 
rubber footwear from one concern. By selling the combined “Gold 
Seal” and “‘Snag-Proof” lines you will be prepared to meet everyrubber 


GOLD SEAL 


"Rubber Footwear 


When writing to Tux Goopyear Tire & Rusper Co., Inc., please mention Boot and Shoe Recorder 
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footwear need both in standard-priced as well as higher priced goods. 
You can guarantee satisfaction to your customers. 

The farm trade in your territory will be familiarized with the j joining of the 
“Gold Seal” and “Snag-Proof” lines through an outstanding advertising 
campaign in leading farm papers. Cash in on this advertising! Make your 
store headquarters for these two big leaders! 

In the future the Lambertville Rubber Company’s products will be sold 
and distributed by the Goodyear Rubber Company’s branches exclusively, 
and not direct from the Lambertville factory as in the past. 

If your stock of rubber footwear is low, “fill in” with “Gold Seal” and 
“Snag-Proof” goods from our nearest branch house. 


GOODYEAR RUBBER CO., General Offices: 787-89 Broadway, New York 


Branch Offices: 
Philadelphia, Pa., 26 North Fourth St. Kansas City, Mo., 807 Baltimore Ave. 
Chicago, IIL., 31 South Franklin Se. St. Louis, Mo., 1 103 yo Ave. 
Milwaukee, Wis., - 85-89 Buffalo St. Portland, Ore., + 61-67 Fourth St. 
St. Paul, Minn., - - 371-77 Sibley St. San Francisco, "Calif., 539 Mission St. 


SNAG PROOF 


For Every Need” 


When writing to Tus Goopyear Tire & Rusper Co., Inc., please mention Boot and Shoe Recorder 

















BOOT AND SHOE RECORDER January 3, 1925 


ARLICLIEr 
AIT LIN 

































































LD 
2 
Le 

















me 











FZ DIG A 7 











TOKE 
























































QUIAIL TTY RWRIWEIA 


eS, 
- ao a ie eae 2. 3 Role cS eet Oe sie : a lee Bact 
Sere ro > Z ae ‘ oe » 











It’s Not Difficult to Solve Your Shoe Satin Problem if You Demand 


CEDARCLIFF 


PURE DYE 


SHOE SATINS 


The CEDAR CLIFF SILK COMPANY 251-255 FOURTH AVENUE NEW YORK 


‘Worth a little more to the woman who knows” 





When writing to Tue Cepar Curr Sitx Company please mention Boot and Shoe Recorder 
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Quality Insurance 
Things Women LookForin HosieryAre 
 ™ TEXTURE 
STRENGTH 
BEAUTY 






















| The fine gauge spring needle ma- 
A chines on which Triumph Hosiery | 
MVS | is made are known as “Hungry Ma- 
chines” because of the great amount 
of yarn they pack into a stocking. 





















They are known as “Honest Ma- 
chines because only clean, strong, 


, \P yarn can withstand the strain 


Robert Fulton gave the world 
us first commercial steam- 
boat —The Clermont —in 
1807,a triumph for Amer- 
ican inventive genius. The 
American Merchant Ma- 
rine today is headed by the 
World's Champion Ship- 
Leviathan — a triumph in 
commercial navigation, and 
@ fitting tribute to the far- 
secing vision of Fulton 


Pe _—- 





eee of the spring needles. Therefore 
| the Spring Needle Machine is 
\ \QUALITY INSURANCE. 


\ ‘ 
" Style 80, heavyweight pure silk 
and artificial (twisted) $8.00 per 
dozen. Style 444"Band-O-Green,” | 
heavyweight, pute thread silk, 
$11.25 per dozen. Style 60 
Chiffon, finest grade of pure silk, 
$8.00 per dozen. Style 80, out- 
size, exactly the same construc- 
tion as Style 80, regular size, $9.50 
per dozen 
A complete stock of thirty co'ors is 
. carried at our New York Salesrooms. 
for immediate delivery. Samples and 
color card sent upon request. 
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MILLS: 3rd & Cumberland Sts. Phila.Pa. | SALES OFFICE: 902-910 B’way, N.Y. 


Issue of January 3, 1925 Copyright 1925, Triumph Hosiery Mills, Inc. 
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This 
| happens reinforced stocking. 
| to Every needed point protected. 
most In all the newest shades 8 thread toes 
hosiery and heels hard 
to wear out. 
RUINED! SAVED! 
No protection at By the Triple Wear Garter Band 
P ‘ The Lock Chain 
needed points The 8 Thread Toe and Heel 


Three jumps ahead! 


1. Reinforced Triple Wear Garter Band 

2. Lock Chain stops runners 

3. Eight Thread wearproof 
toe and heel 
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No garter 
holes be- 
cause of the 


Triple Wear 


~ Band. 










All three of these improved features can- 






not be found combined in any stocking 
other than 
















Kaw Lock chain 

. y stops runs 

Silver Star re 
STYLE 50-A PATENTED a 
Beauty of weave—perfect fit and econ- pm — 






omy for those who wear this marvelous 






























TRIPLE WEAR HOSIERY MILLS 


2046-78 EAST ERIE AVE. PHILADELPHIA, PA. 
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“T live twice as long as 
ordinary hose” 


I show no sign of wear when ordinary hose 
is discarded, and I am good for an equally long 
span of life. 

The chemical treatment that I receive gives 
me from 2 to 4 times the wear of untreated 
stockings. 

I give double value to the consumer, and 
increased sales to the dealer. 


I am becoming more popular every day. 


I am DUBBELIFE HOSIERY. 





Lansdale Silk Hosiery Co., Inc. 


LANSDALE, PENNA. 
Sole Selling Agents: A. L. ULLMAN, 389 Fifth Ave., New York 


Colors 
Flesh Crumpet 
Atmos phere Goldenrod Desert Gray Arab Sand 
Melon Bullion Gold Squirrel Gray Bunny 
Nude Noisette Stone Gray Dusk 
French Nude Banana Gun Metal Rose Shel! 
Venetian Blonde Silver Racquet Mauve 
Rosewood Gray R Amir Ghost Gray 
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For Spring 


Complete Spring lines of 
Gordon Hosiery are now 
ready for your selection. 

Look over your stocks now 
and prepare your order for 
Spring delivery. Our men are 
now on the road with samples 
of all the wanted shades and 
weights, for infants, chil- 
dren, women and men, in silk, 
lisle and cotton, at prices to 
yield attractive profits. 

The mills manufacturing 
Gordon Hosiery are in com- 
plete harmony with the un- 
varying manufacturing policy 
of the largest establishment 





of its kind in the world— 
The Brown Durrell Com- 
pany—producing the highest 
quality merchandise in its 
retail price class. 

Gordon Hosiery is not sold 
under any other name. Gor- 
don quality is sold only 
with the Gordon name. 

The Gordon volume is so 
large and the Brown Durrell 
service to merchants so com- 
plete, that a reserve stock is 
required many times larger 
than any single mill can 


afford. 








New York 
11 West roth Street 

















BROWN DURRELL COMPANY 
Gordon Hosiery - Forest Mills Underwear 


Boston 
104 Kingston Street 
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1925 and “Onyx” 
Both Hold Profit for You 


Our National campaign is creating 
unusual demand for““Onyx Pointex” 






















Onyx 





Combines gossanti 
with exception 















“Onyx Pointex” 


In a range of colors recently accepted as 
standard by the Textile Color Card Association 
of the United States. 
















No. 255 — Medi- ~ No. 350—Medi- 
um —, with um weight, all 
lisle top and sole. silk. 
50 00 
No. 355— — 415 No. 450— = $ 
silk,” with lisle silk,” as illu- 
top and silk sole. = strated. 






“Onyx” Hosiery Inc., Manufacturers 
1107 Broadway - - New York 






Chicago - Philadelphia - Bosten - Buffalo - San Francisco - Los Angeles 
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A DEPARTMENT OF THE Boot AND SHOE RECORDER 
207 South Street, Boston 


Here’s a Good, Safe Merchandising 
Platform for 1925 


| ANY retail shoe merchants are in dan- 
| ger of becoming near-fanatics on some 


one branch of merchandising theory. To 
one, turnover is the cure-all of all mercantile ills. 
Concentration of buying is preached by others with 
all the ardor of the zealot. And still a third hymns 
the praises of initial mark-up, or frequent buying, 
or best selling sizes. 


The fact of the matter is that unless 
all these various theories are employed 
in balanced ratio, and with due regard 
to conditions peculiar to the type of 
business done by each and every mer- 
chant, the year will be ended with little 
or no profit. 

The writer once was called on to help a mer- 
chant who boasted that he was able to get a higher 
gross profit on his hosiery than anyone else in 
town. His initial mark-up, it is true, was excep- 
tionally high, but a physical inventory showed a 
pitiful condition. In women’s silk hosiery alone 
he had eighteen different brands—a miscellaneous 
assortment of odds and ends in dozens of different 
colors, weights and degrees of fanciness. Their 
real value, as of the time of taking inventory, was 
so low that his profit on earlier sales at the start 
of the season was entirely wiped out. 

This is an old, old story to thousands but it is 
worth repeating at regular intervals. 

Let’s not do it again. In 1925, on the contrary, 
let us base our business practice on the theory that 


we are, in fact, the purchasing agent for that sec- 
tion of our community which we have elected to 
serve. This is, admittedly, a glittering generality 
but from it can be deduced fundamental rules of 
procedure which will be invaluable if faithfully 
followed. 

Buying, for instance. Stick to as few sources as 
possible but be absolutely sure that you have in- 
cluded sources enough to furnish the various types 
of hosiery which your customers will demand and 
to which they are entitled. Buy hosiery sizes in the 
same ratio as you buy shoe sizes. If you have been 
successful in disposing of end sizes in shoes at reg- 
ular prices, then you can be equally successful in 
disposing of end sizes in hosiery, to cite.an extreme 
example. If you play only the middle sizes in 
shoes, play also only the middle sizes in hosiery. 

In other words, BE CONSISTENT. 


How To Figure Mark-up 

Selling! Be sure that your initial mark-up is 
sufficient to take care of your actual cost of doing 
business, with something left over for stock de- 
preciation and net profit. The average the country 
over, with all prices taken into consideration, is 
around thirty-three per cent but this does not mean 
that you should take the same mark-up on every 
variety of hosiery in your stock. As in shoes, take 
your highest mark-up on your most stylish and, 
therefore, your most “risky” stock; and your low- 
est mark-up on your fastest selling, year-in-and- 
year-out, numbers. 
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Advertise Quality Honestly 


Advertising! We have noted a tendency in 
newspaper advertising to stress quality when it is 
obvious from the prices quoted that quality can- 
not possibly be present. Be honest in your adver- 
tising. 

If you are doing a good substantial business 
on low priced hosiery, say that it is good value 
for the money and don’t try to create the im- 
pression that it is as good value as can be had at 
any price. Such a policy will lose business for 
you much more rapidly than you can possibly 
hope to build it up. And more than that, it makes 
it doubly difficult for you to sell your higher 
grades. 


HOSIERY SECTION 





Boot and Shoe Recorder 





No Cut-Throat Competition 


Strive for volume, but don’t let the search for 
volume lead you away from the path to profit, as 
it sometimes does. Volume with an inadequate 
mark-up is worthless. 

Don’t allow yourself to be drawn into cut- 
throat price competition at the risk of losing your 
reputation for dependable merchandise. 

Buy from established sources as frequently as 
you need merchandise and don’t play the hand-to- 
mouth game too closely because the manufacturer, 
importer and wholesaler must have time in which 
to handle your order properly. Anticipate on your 
sure selling numbers and buy more closely on the 
higher style types. 





Decided ‘Trend Toward “Fancies” for Spring 














ELL informed 

hosiery wholesalers 
are buying heavily on 
hosiery of the type classed 
as “fancies.” They foresee 
a heavy demand as spring 
approaches and are getting 
ready to meet it with as 
wide a variety as they feel 
they can safely carry. 

This demand is by no 
means confined to women’s 
hosiery but finds expres- 
sion as well in men’s half 
hose and, of course, in men’s golf hose, even plus 
hose for the children. 

Insofar as women enter into the equation, the 
demand for fancies will probably be ascribed to 
the trend toward simplicity in other portions of 
her attire. Shoes, as predicted, will be simpler in 
design and advance showings of women’s ready- 
to-wear houses reveal a decided leaning toward 
the same effect in clothing. 


ning occasions. 


Hosiery to Be Prominent Feature 


When cut-outs, strap pumps, and appliques are 
dropped from shoes, then there is opportunity to 
emphasize the stocking. What the novelty vogue 
will run to is uncertain. No revival of clocks has 
been staged, although one prominent manufacturer 
of fine silk hosiery is offering about 100 numbers 
in embroidered side clocks—and getting action on 
them, too. Some are in self color, others in blend- 
ing shades, and on white the usual sweater shades 
are used. All, however, are slim and restrained in 
design. The hose selling with clocks are either in 
neutral or in light brown shades. 
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Seen in Paris 

Paris reports that stockings in flesh shades, 
both light and dark, with fine, narrow, open- 
work clocks, are being worn. Light flesh 
shades, pale yellow tones or pale mauve, are 
favored for evening wear. 

Most fashionable shades for street wear 
are generally limited to dark flesh tones 
while lighter shades are being worn at eve- 





There will probably be 
a larger assortment of 
fancy lisles to choose from 
than buyers have seen in 
several years. Nineteen 
hundred twenty-five prices 
remain about the same as 
those of 1924. 

One very complete line 
of women’s lisles includes 
plain colors, and white 
clocked in contrasting 
colors, block printed fronts 
on white grounds, a con- 
trast stocking with the calf in one shade and a 
14-inch ankle length in a darker shade or con- 
trast. Jacquard effects in diamonds and double 
plaids, checks, and very fine gingham checks. 


Fawn and Corn Color Good 


In the plain lisles fawn and corn color are ad- 
judged the best. In allover effects (by far the most 
favored) blue, tan, brown and gray are the color 
range. The very fine checks are shown in dainty 
summer fabric colorings—apple green, yellow, 
orange, rose and blue. The price range runs from 
$11.50 to $46 a dozen. 

. Another line of imported fancies runs largely 
to wood browns and gray. The importer com- 
mented on the fickleness of public color choice in 
hosiery. In less than six months, he says, it has 
swung from wood shades and light tan to nudes, 
skin and champagne, and he expects it to return 
again to the wood shades. His assortment includes 
Jacquard open weaves, Shepherd checks and plaids. 

Novelties for men are spoken of with ever- 
increasing enthusiasm. One house reports all sold 
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up until April. Golf hose is a sort of informal 
wear to which more and more men are becoming 
accustomed every year. On the golf course, in the 
house, and in the car they wear them. Golf clubs 
are very much on the increase, particularly in the 
Middle West, Toledo and Dayton being cited as 
examples. Although the sale of white grounds to 
wear with linen knickers is never very big, they are 
in steady demand, for southern wear in the win- 
ter, and general wear in spring and fall. Little 
color change is noted in men’s fancies. A new color 
shown is called English lavender. 

The sale of solid color ribbed hose as against 
allover effects seems to vary with a store’s 
clientele, a store specializing in medium and lower 
end merchandise moving more of the former 
because of the price. 





Arrange Hosiery “Ombre” Fashion 


Boston—A very interesting display of hosiery 
was recently noted in one of the windows of a big 
department store here. This was made primarily 
to show the many shades of a basic color and its 
variations to match the season’s costume mode. 
There was fog (a shade of gray) in twelve dif- 
ferent tones; a blue of medium shade, from palest 
baby blue to a French blue; pear] in twelve shades 
from a white to its deepest interpretation; a titian 
brown in some ten shades; biscuit, cinnamon and 
mulot were arranged side by side in from three 





A smart imported sport stocking for winter resort wear 
from the line of Krueger-Tobin Co. 
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A beautiful ingrain full-fashioned all-silk stocking with 

foot of contrasting color. Shown by courtesy of A. L. 
Ullman, selling agent. 


to four shades apiece; stone gray had ten varying 
shades, light and dark; as well as buff and cork, 
on the light brown shades. The hosiery was in all 
silk and chiffon, and featured also the “roule” 
stripe of the Van Raalte Hosiery Co. 





College Boys Buying F reak Socks 


Chicago—Hosiery styles sometimes tend to- 
ward the bizarre. Remember the heavy cotton 
socks of our fathers and grandfathers—knit with 
bright colored circular stripes on a white base. 
Harry A. Meyer, who has a successful shoe store 
at the corner of Wabash avenue and Monroe 
street, reports that he used to sell them for five 
cents a pair in his father’s country store and that 
he is now selling them to college boys for five 
times that sum. Between November 1 and Christ- 
mas, he reports, he sold 1,200 dozen. Red and 
white is the best selling color combination, he 
finds. Others in his stock include brown and white, 
blue and white and black and white—all the same 


size. 





Featuring Underhose 


James McCreery & Co., of New York City, are 
using an electric counter sign to call attention to 
wool underhose. The light is arranged beneath 
the outline of a stocking, through which the light 
flashes intermittently. 
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Countera¢ct Door-to-Door Silk Hosiery 
Canvassers by Your Displays 


Here -Are Some Practical Ideas Gleaned ‘During a 
(ountry-Wide Survey 


By ERNEST A. DENCH 


OST retail merchants 
are aware that house- 
to- house canvassers 


are making great inroads on 
their silk hosiery sales. A dis- 
creet inquiry at the postoffice or 
from customers would prove 
this fact. To combat this busi- 
ness, you should meet the house- 
to-house canvasser on his own 
grounds. The canvasser is us- 
ually highly trained, and does 
not always approach the lady of 
the house as a salesman, but 


always a “show me” class of 
buyers who are sure that silk 
stockings, unless bought from 
their favorite store, have no last- 
ing qualities. With his window 
display he endeavored to prove 
that the stockings he sells are as 
strong as iron. He suspended a 
rope from the ceiling. On it was 
knotted a pair of stockings, 
fastening the two loose ends to 
two loops of rope. Through 
these loops he inserted a board, 
and on the board were three 





rather as a man who is giving 





sacks of flour, their entire 





out soap flakes with which to 


weight borne by the hosiery. 








wash silk hosiery, etc. From this 
he leads up to the buying of four 
or more pairs of stockings. Take 
a leaf from the canvasser’s book, 
and go about getting trade in 
the same way. 


Displays of Prime Importance 


The Peacook Shoe Shop of St. Louis had 
recently a novel way of displaying hosiery. 
Instead of the conventional T-stand, a 
local sign painter cut out of wallboard a 
figure of a bathing girl about three feet 
high. Hosiery was draped over the ex- 
tended arms. The figure was painted in 
bright colors which harmonized with the 
colors of the hosiery shown. There are 
dozens of ways in which this same idea 
could be adapted. 


Under the hose was a dainty 
china dish containing half a 
dozen eggs. A card stated: 

“We are not afraid for 
the dish or the eggs—the 
flour is held with one pair 
of our full-fashioned silk 
hose—$1.49.” 





If you get people into your 
hosiery department whether with clever news- 
paper advertising, or with artistic window displays, 
it is a comparatively easy matter to sell silk 
hosiery. Or you can come out into the open and 
frankly tell your customers that there is no come- 
back when they buy silk hosiery from canvassers, 
whereas you are willing to stand by your goods. 
You might point out that you make no exag- 
gerated claims as to the value of the goods, and 
that you have a reputation to maintain. With all 
the good intentions in the world, you cannot con- 
vince prospects unless you can get them into your 
store with the intention of at least looking at your 
stocks. The following displays will be of great 
help in the delicate matter of interesting the 
casual passerby. 
* * * 
H. O. Lytle, manager of the 
Window Duckwall Racket Store, Junc- 
Display tion City, Kansas, pushed silk 
hosiery by means of a novel dis- 
play arrangement. He realized that there is 


An Unusual 
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Another card read: 
“This flour is furnished by Lancaster’s 
Grocery.” 


ess 
Artistic | Himelhoch’s, Detroit, Michigan, used 
Touch little footstools over which to display 


silk hosiery. There were three pairs 
over each footstool and the colors ranged from 
white to peach. In the center was an artistic bronze 
showcard, bordered with eight rolled-up hose 
specimens, folded in such a way as to represent 
flowers. They ran in color from black to pale grey, 
dark brown to light tan, yellow to peach. The card 
read: 
“A Hosiery Sale—$1.65 
Thread Silk for Service—Chiffon for 
Dress. Every pair full-fashioned. Lisle 
tops and feet.” 
x * * 
The Orchard A. Matzer, display manager 
Window for F. and R. Lazarus Co., Co- 
lumbus, Ohio, arranged a win- 
dow that was both beautiful and serviceable. He 
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appealed to the artistic taste of each passerby. His 
window was divided into two sections by a frame 
about a foot wide, that ran along around the win- 
dow floor, up the sides and across the ceiling. The 
front part of the window was devoted to silk 
stockings, of a peach hue. Some of the stockings 
were draped over pedestals, some on wax leg 
models and some simply over the velvet-covered 
floor. In the back section of the window was an 
artificial peach tree, holding luscious cloth peaches. 
A young boy, dressed in overalls, stood on a step- 
ladder, and seemed to be picking the peaches. At 
his feet was a large basket filled with the fruit. 
At the other side was a wax model of a beautiful 
young lady, admiring the soft texture of a peach 
on an overhanging branch. Near her were several 
bushel baskets of peaches. 
x * 


Another display, trimmed by 
Matzer for F. and R. Lazarus 
Co., Columbus, Ohio, was so 
beautiful and unusual that people crowded before 
the window so they could get a glimpse. Usually 
spectators associate hosiery trims with prosaic 
models scantily attired, or just draping hosiery 
over pedestals, so this window received the ap- 
plause of the crowd. The background was of dark 
velvet. Made on a wooden base, and entirely 
covered with golden-hued silk stockings, with one 
stocking bunched together for the hub, was a 
gorgeous golden chariot. It was driven by a beau- 
tiful batterfly, made of different shades of 
blue silk stockings. The wings were of care- 
fully draped stockings, stretched full length. 
Antenna was made of silk stockings, carefully 
coiled around a wire. These were of a darker 
shade. The body was of silk stretched over a 


Beautiful and 
Unusual 


a 


A good 
method 
of 
displaying 
men’s 
hose. 
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frame. Two similar butterflies drew the chariot. 
For reins, light silk stockings, bunched together, 
were used. Against the dark background the but- 
terflies and the chariot made a beautiful setting. 
Stockings of different shades were displayed in 
the front of the window over low pedestals. 
x * * 

A Trim that The George E. Brett Co., 
Was Unusual Mankato, Minnesota, trimmed a 

window that caught everybody’s 
eye. It was to advertise a silk hosiery sale, and 
certainly succeeded beyond any doubt. The cen- 
tral figure was of a lady—life-size—dressed 
entirely in hosiery. She wore a skirt which had 
every appearance of being of the pleated, two- 
tone style. It was in dark and light tan. The leg 
part formed the lower part of the skirt, and the 
feet part lapped over at the waist and formed a 
peplum. The waist was made of pale grey, with 
bright red hose for piping. The sash and tiny 
rosebud trimming, were of pink and pale yellow. 
Her hat was of black and white hose, one black 
lapping one white to form stripes all around. The 
hat was made over a wire frame, and was very 
stylish. Hose draped over pedestals were placed 


elsewhere in the window. 
x * * 


A Bizarre A window that could easily 
But Interesting Put many musical comedy 
Window scenes to shame, was the work 


of the C. F. Hovey Co., Bos- 
ton, Mass. The entire window was built over into 
a tier of seven steps. Draped over each step at 
regular intervals were stockings of every hue, 
some on foot forms and some simply draped over 
the step. Standing on the end step in the center 
of the window, was a beautiful wax model, 


Ingrain lisle hose 
for men in attrac- 
tive color combina- 
tions from the Hir- 


ner Hosiery Co. 
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New patterns in men’s half hose imported by Krueger-T obin. 


dressed in a beruffled evening gown. The piece de 
resistance, however, was the golden curtain which 
was raised half way, just disclosing six pairs of 
beautiful legs, daintily covered in nude shade 
hose. The window, as a whole, immediately at- 
tracted the attention and held it. 

* * * 

J. H. C. Petersen’s Sons Co., 
Davenport, lowa,appealed to win- 
dow shoppers with a window of 
elegance. Seated at a desk, writing by the light of 
a floor lamp, was a well-dressed, aristocratic-look- 
ing wax model. Directly in back of her was what 
seemed to be the door of the room, draped with 
rich brocade. Hosiery was draped over low benches 
here and there in the window. 


An Effective 


Trim 


* * * 
The Large Leg The Walk-Over Shoe Store, 
Form Model Poughkeepsie, New York, 


used a large wax foot model 
to advertise their line of hosiery. Wrapped around 
the form were four pairs of stockings, one a little 
below the other. The first was black, the second, 
nigger tan, the third, white, and fourth, grey. The 
foot form was placed at the center of a display 
stand, with shoes grouped around it as well as 
stockings. 


* ’” * 
Making Use Higbee’s, Cleveland, Ohio, 
of T-Stands ade a clever use of T-stands 


in one of their silk hosiery dis- 
plays. Against a dark background were three T- 
stands, one at each side and one at the center. 
Draped over the stands, each overlapping the next 
slightly, were stockings of various harmonizing 
shades. As the T-stands tilted a little, a very good 
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view was given. All the stockings formed a rosette 
at the center of each stand. 
* K *” 

The outstanding feature of 
the trim arranged by Travers 
Shoes, Cleveland, Ohio, was 
the round panel, placed at the center rear of the 
window. This panel was provided with a deep 
fringe made up of many different colored silk 
stockings. In the centre were ten stockings in 
different tints, arranged so as to look just like 
full-blown roses. The panel was a riot of color, 
that was artistic as well as appealing. 

i 


An Outstanding 
Feature 


A New Way During the Shopping Week 
to Bring celebrations held at Oxford, 
in Trade England, “Myrtle,” Ladies’ 


Wear Specialists, released a toy 
balloon, one each day, which entitled the finder to 
a pair of silk stockings. This is a “stunt” calcu- 
lated to bring any new, or for that matter, old, 
store before the eyes of the public, who talk about 
the affair for a long time afterward. 





Three New Hosiery Departments 


San Francisco—The three stores of the Phila- 
delphia Shoe Co. have just opened hosiery depart- 
ments, two of the stores being in San Francisco 
and one in Oakland. Harold Katschinsky, manager 
of the Oakland store, speaking of the new depart- 
ments, said that at all three stores they find sales 
very good in sport hose and box hosiery. In Oak- 
land there are especially large sales of sport 
hosiery. The students of the University of Cali- 
fornia buy a great deal of this hosiery in Oakland. 
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This Store Does $5,000 Hosiery Business 
on One Grade and Line 


V. & A. Boorery, 


Kalamaxoo, Michigan, Employs Suggestion 


Sales in Getting a Monthly Turnover 


shoe merchant, conducting a _ high-grade 

store, has enjoyed marked success with his 
hosiery department, although it has been operated 
on a small scale. William Van Dis, manager of 
the V. & A. Bootery, does a $5,000 hosiery business 
annually and never carries more than 20 dozen 
pairs in stock. He adheres closely to certain well- 
defined principles, which are somewhat contrary 
to rules applied in most hosiery departments. 

In the first place, Mr. Van Dis carries only 
one line and one grade—a full-fashioned hose, 
retailing at $2. The reasons for concentrating on 
one line are explained in the following statement: 

“We specialize and concentrate on but one line 
of hosiery, a well-known and nationally-advertised 
article, which retails at the popular price of $2, 
thereby eliminating all other makes and prices and 
doing away with the doubt which might arise con- 
cerning quality when several grades and lines are 
carried.” 


[° Kalamazoo, Michigan, a city of 50,000, a 


Stock Turned Once a Month 


The stock usually in- 
ventories between 15 and 
20 dozen pairs and is 
turned once a month. It is 
sized up every other week. 
Tan, gun metal and black 
were the shades that gave 
this store the most busi- 
ness during fall and early 
winter selling. 

The most effective way 
of selling hosiery at this 
store is by applying the 
suggestion idea. The sales 
force is relentless in 
broaching hosiery to every 
customer who enters the 
store. The result has been 
gratifying and is done so 
tactfully that the custo- 
mer almost always shows 
appreciation for being re- 
minded of the practica- 
bility of either matching 
or contrasting the new 
shoes with hosiery. 





A popular stitch in lisle for every day and sport wear. 


Bonus for Salesmen Who Sell Hosiery 


“When a woman pays out several dollars for 
new shoes, she’s in a buying mood and will cer- 
tainly spend a few more for hosiery to enhance 
the beauty of the footwear,” explained Mr. Van 
Dis as he discussed the effectiveness of the sug- 
gestion method employed. The sales force has 
enjoyed very good luck by following out the 
manager’s suggestion plan and will have more 
incentive in 1925 to swell individual hosiery sales. 
The store will grant a five per cent bonus on each 
hosiery sale, amounting to a 10-cent reward on 
every pair. 

The Bootery is determined in its plan to stick 
to one line and grade, even in the face of the fact 
that it is taking measures to increase turnover for 
this year. The manager reports that occasionally a 
demand for cheaper hosiery creeps up but “not 
enough to warrant stocking it.” He reasons that if 
other grades are added, it will be inconsistent with 
his hosiery policy of : “Eliminate and Concen- 
trate.” 





_. Good Trade on 


Fancies 


Milwaukee, Wis., Dec. 
30—The hosiery business 
is holding up well as the 
cold weather brings a con- 
tinued demand for silk 
and wool hose in plain 
colors and novelty plaid 
and checked effects. There 
has been little change in 
demand for chiffon and 
service weights, as both 
are moving in the tan 
shades and gun metal. 
Local stores, especially 
department stores, will be 
able to show some nice 
gains in the hosiery de- 
partments for the past 
year according to all indi- 
cations. Their popularity 
as holiday gifts will 
add greatly to the 1924 
figures. 
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Boot and Shoe Recorder 


It Becomes Increasingly Easy to Sell 
Children’s Hosiery 


Novelties, (ombination-Price Offers, W: indow ‘Displays, and Straight 
Suggestion Do the Trick 


HE writer has been told frequently that 

retail shoe merchants hesitate to stock a 

line of infants’ and children’s hosiery be- 
cause of the slender profit involved in dollars and 
cents, and, further, because it often takes as much 
time to sell a pair of hosiery as it does to sell a 
pair of shoes. 

The answer to which is that any profit is better 
than no profit and that the merchant handling 
infants’ and children’s shoes cannot afford to stick 
wholly, solely and entirely to the calling of shoes 
until he has reached the point where his store is 
full of shoe customers all the time, and where he 
is morally certain to lose a shoe sale if he attempts 
to sell hosiery. 

There is no store in the country in that condi- 
tion today. 

x * x 
Here’s a Man Who Makes a Handsome Profit 

In a manufacturing town in western Massachu- 
setts is a small store han- 
dling infants’ and chil- 
dren’s footwear exclusive- 
ly. The store is extremely 
small—not more than 12 
or 14 feet square. All 
stock is in plain sight on 
the shelving. 

The business for 1924 
will total about $30,000 
on shoes and nearly $800 
on hosiery. The owner 
will turn his stock of shoes 
about four times and his 
stock of hosiery almost 
twice that number of 
times. His average inven- 
tory of stock, you will 
note, is very low—around 
$100. Little capital is in- 
volved and good profits 
are made. 

Sales are made in this 
store wholly, solely and 
entirely by means of 
suggestion and window 
display. 
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Hose for skiing, snow-shoeing and general winter sports 
where a cuff is necessary to keep the snow out of the top of 
the shoe. 


Clever advantage is taken of the well-known 
fact that people, generally speaking, will buy 
more freely for their children than they will for 
themselves. Consequently, after the completion of 
every shoe sale, hosiery to go with the shoe is put 
in the lap of the mother, or shown to father, if 
the customer happens to be the man of the family. 


Stock Selling Phrases W hich Sell 


“These are pretty and they will wear well. 

“They go well with the shoes you have just 
bought. 

“We can give you a better price on a three-pair 
lot and you don’t have to pick all the same color.” 

These are some of the stock phrases which have 
been found to work well. 

The writer recently spent an afternoon in the 
store watching the proprietor at work. 

A man came in with his small daughter—age 
about four ‘years. He 
wanted a pair of the fami- 
liar shoes with patent vamp 
and quarter and white kid 
top. He found what he 
wanted and bought them. 
He also allowed himself 
to be persuaded to buy a 
pair of white mercerized 
socks to go with them but 
balked at taking advantage 
of the three-pair offer un- 
til it was pointed out to 
him that not only did he 
not have to take all three 
alike but that he could 
pick three different sizes, 
thus purchasing, at a job 
lot rate, so to speak, 
socks for other children 
whom he might have at 
home. 

There were some others, 
it seems, for he picked out 
two more pairs, paid the 
the three-pair price and 
walked out. The entire 
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GOTHAM 


GOLD STRIPE 


REG.U.S.PAT. O 




















GOTHAM 


INVISIBLES 


Trade Mark Reg. U. S. Pat. Off. 
Patented Nov. 7, 1922 


Slam goes the door 


And she rushes over to the radiator to warm 
her fingers and toes. 


It wouldn’t have been necessary, if she had worn 
Gotham Invisibles. Keeping warm the critical 
space from ankle to knee seems to comfort the 
entire body. 


Frigid weather this—as your Gotham Invisible 
sales indicate, or as they would indicate if you 
had them. 














GOTHAM SILK HOSIERY CO., Inc. 
Sole Distributors 


389 Fifth Avenue, New York 
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Display them and you 
will sell them 
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‘*Hitch your wagon 
to a star’’ 


Introducing a new star— 





Send for 
Samples of our 
| New Fast Selling 

SPRING 
NOVELTIES 
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the Starkist ZEBRA heel 


Here is a beautiful silk and art silk stocking with a patented heel design 
that is a vast improvement over the old solid black heel, being far 
more graceful and appealing. 

The design cannot be washed out and in fact looks better the more 
the stocking is worn. 

Mending, if ever required, will be unnoticed through the zebra 
effect, and the stocking will continue in service. This is not the case 
with the solid black heel stocking which has to be thrown away 


when a hole appears. Price, $8.75 per dozen 
COLORS WITH BLACK STRIPE HEEL 
Airedale Lariat Tan Bark 
Blush White Russian Calf 
Silver 


BLACK WITH GREY STRIPE HEELS 


Sole Manufacturers of the Zebra Heel 


Starkist Hosiery Co., Reading, Pa. 


Address All Orders, Requests for Samples, etc., to 


Robischon Sales Co., Inc. 


389 5th AVENUE - NEW YORK 
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transaction, excluding the time taken to sell and 
fit the shoes, was less than three minutes and the 
sales check swelled from $3 (the price of the 
shoes) to $4 (the price of the shoes plus the three 
pairs of socks). 

Hosiery is kept in cartons by sizes and not by 
styles. By this is meant that in one carton, for in- 
stance, will be an assortment of various styles in 
one size, thus giving the customer an opportunity 
to pick and choose from among styles and enhan- 
cing the possibility of making a two- or even a 


HOSIERY SECTION 67 


Prices on merchandise for immediate shipment 
remain stationary, or nearly so. 

Combed cottons at around $3.35, mercerized at 
around $3.80 to $4; all wool at around $5.50, 
and artificial silk plaited numbers at around $6.50 
appear to be giving the volume of business al- 
though there are, of course, many novelties at 
higher prices. 

Lark is reported to be the best selling color. It 
is one of the light browns which almost matches 
the smoked elk color so popular for children’s play 
and school shoes. Whites, of course, are good, as 





oe — 





three-pair sale. 
* * * 

An Increasingly Profitable 
Business 


Children’s hose is an in- 
creasingly profitable busi- 
ness. More pairs are being 
sold per child, the demand 
for quality merchandise 
has improved, and the 
margin of profit is quite 
satisfactory. 

The vogue for novelties 
appears to be partially re- 
sponsible for this healthy 
condition. When long 
stockings gave way to golf 
hose and_ seven-eighths 
socks attention was focused 
on children’s hose as never 


Spring Buying Gets 
Under Way 


“There are reports of additional price in- 
creases on hosiery, as continued improvement 
in demand lifts the trade out of its recent 
depression. A large percentage of current 
orders calls for immediate shipment, but it is 
also claimed that buying of spring goods has 
likewise increased. Mills are increasing pro- 


duction to keep up with the change in condi- 
tions. 
“Cool weather has improved the market 


for wool, and silk and wool mixtures. 

Demand for fancy and novelty lines is also 

good. Buying, however, i is mot confined to a 

limited range, but is repertes to include a 

wide variety of numbers.” 

(From report of National Wholesale Dry- 
goods Association.) 


well as the darker browns 
and heather mixtures in 
grades designed for rough 
usage. 





Movable Counter 

Display for Hosiery 

Martin’s of Brooklyn, 
N. Y., is using a hosiery 
counter box in showing 
merchandise to customers. 
The new idea consists of 
a walnut box with eight 
compartments, made the 
width of the counter. It 
can slide along the counter 
to points where the sales- 
man desires to show the 
merchandise. It is open to 
view and allows room for 





before. In the days of 





staple black, brown and 





eight neat piles of hose in 





white stockings all pairs of 

legs looked alike, and the mother made her pur- 
chases automatically. Bright color cuffs, however, 
have made stockings arrest interest in the case of 
both child and mother. 


Light Colors for Girls As Well As for Mothers 


The buyer of a shop which specializes in chil- 
dren’s footwear notes that the vogue of light 
colors successful in women’s hose has been re- 
flected in little girls’ socks. Fawn, gray and peach 
are selected because they harmonize with boot 
tops, while maize, powder blue and orchid are in 
great demand to match summer dresses. Powder 
blue is expected to be a good spring color in chil- 
dren’s coats, and therefore powder blue will again 
be in demand. 

Another spring number to retail for 50 cents 
employs the Mah Jong stitch in rayon (artificial 
silk) three rows across. 

The waffle knit stitch has been altered by its 
original sponsors, and a new effect has been gained 
by a double row across and a wider spacing be- 
tween rows. 


separate compartments. 

The walnut box does away with handling a 
group of pasteboard boxes, making a more pre- 
sentable display of hosiery that can be handled 
quicker than the boxes provided by manufacturers, 
which in many cases become worn and untidy 
looking. 

Martin’s, of which Miss Levine is hosiery de- 
partment head, recently replaced oak counters with 
walnut with glass tops, and the new stock box har- 
monizes in color. Each case is fitted with a remov- 
able pad of champagne satin. 





Foliage and Flower Designs on Hosiery 


Among the latest style developments in hosiery 
are the red roses and green leaves appearing 
embroidered at the knee. During the first period 
of selling, this latest novelty met with a good 
deal of favor. The style was introduced to the 
retail trade by associating the name of a popular 
Broadway actress. Many New York and Brooklyn 
stores have stocked this. 
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Illustrating New Way Sectional 
and Interchangeable Shoe 
Shelving for men’s and 
women’s shoes. Made in both 
wall or center type or arranged 
in booth effect if so desired. 


“Ghe Low 
Cost as" 


/Vew Way 
Shoe Store 




















i | 
qul pm ent Illustrating both Wall and Center Type Shoe Shelving 


Ea Gea REMENDOUS quantity 


<j production makes possible the 
; WM offer of an extremely high 
quality product at a price which compares 
favorably with solidly built fixtures of 
inferior value. 

New Way Shoe Store Equipment is of 
the sectional, interchangeable type of 
construction—it is quickly and easily 
shifted or relocated. 

Manufactured in the world’s greatest 
furniture center by workmen with a life- 






long training to the task insures quality 
workmanship and finish second to none 
in the country. 


Genuine Quarter-sawed Oak, Birch, Ma- 
hogany or Walnut is used in its construction. 
Shelves are faced with hardwood to match; 
knock-down construction; easily assembled. 


Standardized construction permits the 
addition of New Way Sectional Interchangeable 
Units at any time thus transforming it into 
complete unit equipment for carrying hosiery 
and other additional lines of merchandise. 


Complete information with illustrations and prices 
sent free upon request 


Grand Rapids Show Case Co. 


World’s Largest Designers and Manufacturers of Complete Store Equipment 
te At Grand Rapids, Michigan Suet Wardrobes 


Unit System 
Branch Factory, Portland, Oregon 


Offices in Most Principal Cities 
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Boot and Shoe Recorder HOSIERY SECTION 


1924 — 1925 


In 1924 the Boot and Shoe Recorder carried a grand total of 
4,7911% pages of advertising. 


* * * 


This exceeds the total of advertising in all other retail shoe 
business papers combined. 

* * 

In 1924 the number of paid subscribers to the Boot and Shoe 
Recorder was (and is) 13,806. Of this number over 11,500 are 
retail shoemen. 

* * 

This exceeds the total of paid subscribers to all other retail 

shoe business papers combined. 


* * 


In 1924 the Boot and Shoe Recorder was First in Advertising, 
First in Paid Subscriptions, First in Prestige and Influence. 


* * 


The Boot and Shoe Recorder is first in Paid Subscriptions 
because far the greatest number of retail shoemen have proved 
by test and comparison its faithful, intelligent, unflagging, 
widespread zeal in the practical, useful service of the industry. 


* * 


The Boot and Shoe Recorder is first in Advertising because 
manufacturers and wholesalers know and appreciate its 
influence and co-operation with the great mass of representa- 
tive retail shoe merchants and buyers. 


* * 


In 1925 the Boot and Shoe Recorder re-dedicates itself to the 
service of the industry, with all its resources, prestige and 


pre-eminence, in the great cause of better merchandising, 
better methods, better conditions, better business. 


* * 


In 1925 the Boot and Shoe Recorder will be, even more than 
ever, the great medium of publicity to the retail shoe trade. 
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EGOTISM? No---Just Plain Facts 


Years back, when hosiery was a luxury—Peerless 
Dyeing was the first to be considered—a first thought 
then. 

Later—we were the first to start a new branch of 
dyeing—namely re-dyeing—to assist jobbers in selling 
their unmarketable stock. 

Last February we started converting dark shades 
into light ones, without injuring the silk—this was 
thought of by many but had never been accomplished 
—again we were the leaders. 


Three years were consumed by Peerless Chemists in 


The PEERLESS HOSIERY DYEING CO. 


PLEASANTVILLE, N. J. 


WOSIER : 
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experimenting on this branch of re-dyeing before the 
process was perfected. 
To dye hosiery on a large scale 
We Were First To start re-dyeing 
To convert dark colors into lighter 
shades. 
This is the first of a series which will appear each month 
in this magazine—Next month we will start illustrating 
and explaining each department—time to time adding 
another first to our list. 
Remember—Peerless Dyeing carries the undeniable 
mark of quality. 
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“The Place to Sell Hosiery 


Is the Shoe Store” 


Ferm 


Over two years ago “Hosiery” started to 
preach that text to an audience of over 
10,000 attentive shoe merchants. 


The sown seed is growing with amazing 
rapidity. All over the country shoe merchants 
are putting in hosiery departments. Each 
month the idea grows bigger. 


So we say to you—the place to sell hosiery 
easily, is to the shoe merchant. 


The Boot and Shoe Recorder, through 
this Hosiery section, offers a direct approach 
to the most responsive group of hosiery 
buyers in the country. 


Ooo 
O 


BOOT AND SHOE RECORDER 
PUBLISHING COMPANY 


Boston, Mass. 
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new) cards 
each month * 


Your windows are work- 
ing for you the whole 
day thru. Make them 
“talk” to the passer-by. 


ATTRACTIVE 
SHOW CARDS 


attract 
SHOE BUYERS 
Write for details on the 


Recorder 
Show Card 
Service 
$4.00 a Month 
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SHOW CARD SERVICE 
189 West Madison Street 


CHICAGO ILLINOIS 
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Fast Selling Patterns for Spring 
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Line No. 910 -" Line No. 710 Line No. 1020 

Twelve color combinations. Mer- Twelve color combinations. Silk Twelve color combinations. Silk 
cerized lisle, genuine jacquard plaited on lisle. Price $9.50 plaited on lisle. Price $11.00 
patterns. Price $7.75 


These Scotch Plaids are not printed or extracted, but are genuine ingrain. They 
keep their rich, attractive coloring after wear and washing. Made in a wide 
variety of patterns and color combinations. 

Color range with actual swatches of the fabric will be gladly sent on request. 


These hose are exceptionally well made and deserve your immediate considera- 











tion on account of their profit-making and prestige-building possibilities. 


Many other Combinations in Silk and Wool, Silk and Lisle, etc. 





Mill Requests for samples, ordersand 4 RoObischon Sales Co., Inc. 
HIRNER HOSIERY CO. 9 mn bicne Sele 389 Fifth Avenue 
Allentown, - - Pa. Co. New York 





HIRNER HOSIERY 
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{As advertised in The Saturday Evening Post this month) 


The Special Chiffon Stocking 


— Built for ‘Dancing Other specially 


beer rte everywhere are asking for this special chiffon advertised styles 

stocking—Allen-A No. 3785. It’s the chiffon built No. 3780, $1.50 the pair 
for dancing. Extra sheer, all-silk, it has the invisible “inner- Extra sheer chiffon with 
foot” of lisle and a special finish for better wear. This is the a pyre 
stocking you’ve seen advertised in The Saturday Evening Post, _ isle. Pure thread Japan 


saa? silk. Full-fashioned. Dip- 
Ladies’ Home Journal and Vogue. party lg 


If you have it in stock, show it now in your hosiery displays. _all colors. 


It is specially featured in the magazines this month. a G50, $8.79 de per 
Regular weightservice hose 


of pure thread Japan silk. 

A ] ] e nN A Tops, heels, soles and toes 

i Mong Son 

ull-fashioned. Dip-dyed. 

H O SIERY UNDERWEAR Unadulterated. In all 
For Men, Women and Children For Men and Boys Only shades. 


THE ALLEN A COMPANY + KENOSHA, WISCONSIN 
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N.S. T. A’s Annual Banquet Features New England Hospitality 


Big Event to Be “Pulled Off” Saturday Night, January 10, at the 
Somerset, Boston—Chicago Elects Officers 


NAL arrangements have 

been made for the Four- 

teenth Annual Convention 
of the National Shoe Travelers’ 
Association, which will be held at 
the Hotel Somerset, Boston, on 
January 9 and 10, with the latter 
date that of the big banquet. 

This banquet, arranged by the 
boys of the Boston Shoe Travelers’ 
Association, the Boston Shoe Asso- 
ciates and the Southern Shoe Trav- 
elers’ Association, will demon- 
strate New England hospitality at 
its best. The entire “shoe family” 
will gather around the “old home 
fireside” to enjoy an elaborate din- 
ner and entertainment in charge of 
the following committee: Fred W. 
Stanton, Waldo M. Oakman, 
Charles W. Morrill, Clarence P. 
Waide, Robert Mills, E. J. An- 
drews, William Noll and T. A. 
Delany. The banquet is strictly in- 
formal. A Saturday evening affair 
always makes a strong appeal for 
attendance. Shoe manufacturers 
are looking forward to this event 
with much interest—so are retail 
shoe merchants, as the large num- 
ber of reservations already made 
indicates. 

The board of governors of the 
N. S. T. A. will meet on the after- 
noon of January 8. Many important 
issues are to be considered at the 
N. S. T. A. convention of January 
9-10, particularly that of insur- 
ance, a measure introduced at the 
last convention by President Mc- 
Whirter as a subject for discus- 
sion between the 1924 and 1925 
“meets.” 

A synopsis of this plan was for- 
warded “to the various secretaries 





A Success Recipe 
for 1925 


Said a well-known sales- 
manager recently, “We should 
face 1925 with optimism and 
enthusiasm, but we must 
work harder during 1925 than 
we have ever worked before. 
The present conditions in the 
shoe trade represent an 
evolution in merchandising 
which all the time means 
closer application. 

“Listen carefully to what 
the chain, the department, 
the mail order and the house- 
to-house canvassers are say- 
ing and then ‘beat them to it’ 
by better service and values. 
The independent retail shoe 
merchant can do it if he isa 
‘live wire,’ and that he must 
be to succeed.” 











and presidents of the local asso- 
ciations by the national secretary, 
T. A. Delany, that the same might 
be thoroughly discussed, so that 
the delegates might vote at the 
1925 convention in an intelligent 
manner. 


Much Interest in Election 


Much interest is being displayed 
in the election of the various offi- 
cers, many local associations hav- 
ing “pried in” their individual 
members. Many surprises will be 
undoubtedly sprung at the various 
local gatherings. In addition to the 
speakers mentioned in a recent 
issue are Frazer Moffatt, presi- 


dent of the Tanners’ Council, and 
E. Walter Smith, president of the 
National Shoe Wholesalers’ Asso- 
ciation. 


Chicago Shoe Travelers 
Hold Election 


The Chicago Shoe Travelers’ 
Association held its annual elec- 
tion of officers Saturday, Decem- 
ber 27, at a luncheon in the La 
Salle Hotel. The new officers elect- 
ed were: Simon Ruwitch, presi- 
dent, succeeding Milton Rubel; 
Dave Davis, vice-president, and 
Charles Heilbrun, secretary. The 
new members elected to the board 
of governors are: Harry L. Ware, 
Joe Kalisky and Harry R. James, 
to serve a two-year term; J. C. 
Murray, B. J. Cohen and F. L. 
Barnes, the remaining members, 
have one more year to serve on the 
board. 

Frank B. King was back on the 
job, after a sick spell that kept 
him confined to his bed for several 
weeks. Mr. King announced the 
meeting of the joint style commit- 
tees of the N. S. R. A., the N. S. 
T. A., the National Boot and Shoe 
Manufacturers’ Association and 
the Tanners’ Council at the Hotel 
Copley-Plaza in Boston at 1 p. m., 
January 12, and urged all mem- 
bers to attend. Harper’s Bazaar 
has arranged for this conference a 
living model, and a movie exhibit 
of women’s, misses’ and children’s 
styles will take place during the 
first three months of 1925. 

J. F. Walsh, the representative 
of the Peters Shoe Co. of St. Louis, 
entertained the gathering with 
several songs. 
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There are no birds in last 
year’s nests. 


Birds build anew. They 
abandon old nests —old 
materials. 
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A tendency in the shoe 
business to accept condi- 
tions as they are—to make 
no effort to improve them, 
constitutes in itself one of 
the problems confronting 
many merchants. 
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Take a lesson from nature. 
Why stick to old methods, 
old ideas, simply because 
they are old? Many old ways 
are like old bird nests, and 
just as valuable. 
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This is one of a series of ad- 
nd te de contin 

of 8 mei n 
to-day. Comments are welcome. 
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UCCESS is relative. A business success for 

one man may be very unsatisfactory for 
another. Perhaps your store each year shows a 
profit—you are doing a very fair volume of 
business, you stand well in the community— 
you are a success. But, what reason have you 
to know that this business could not be largely 
increased, perhaps doubled, if a new policy 
and new ideas were adopted? Some men at- 
tain greater success merely because they at- 
tempt more. 


The J. & K. proposition will give your business 
a new impetus. It is at once a stimulant and a 
stabilizer. Women accept J. & K. shoes. They 
are enthusiastic about them. J. & K. and 
Foot Saver Styles are appealing, with genteel 
refinement and dignified fashion. 


Many merchants refer to J. & K. Shoes as the 
non-inventory line. Turnover is increased— 
stock depreciation minimized. 


Let us tell you more*about the J. & K. prop- 
osition, or better still, let us show you. 
Every progressive step that any merchant 
ever made has been marked by some change in 
his business or methods. Throw out last-year 
bird nests. Let us help you build anew. 


THE JULIAN & KOKENGE CO. 


Makers of the famous “J&K" Arch Fitting Shoes for Women 
CINCINNATI i én al OHIO 
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WANN TRAIAN SCLIN 


When writing to Tux Jutian & Koxence Co. please mention Boot and Shoe Recorder 
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RED blooded and strong, 


starting a career at a time, 
and under conditions presaging 
progress fand prosperity; we 
predict the trade will find in 
you the inspiration and en- 
couragement which leads to 
highest heights of attainment. 


eet tee, 


WHITTEMORE BROS. 


BOSTON - - MASS. 
Largest Manufacturers of Shoe Polish in the World 
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When writing to Wurrremore Bros. please mention Boot and Shoe Recorder 
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SAM R: BUSH 


Manager of the Chicago Branch 
of the Beacon Falls Rubber 
Shoe Co. 





Chicago Has 270 Members 


The secretary reported the pas- 
sage of a resolution discontinuing 
the emergency fund from the as- 
sociation’s treasury and a change 
in membership fee to $6 per year. 
He also reported a surplus of $250 
in the treasury and 270 active 
members of the association. 

The meeting for the installation 
of the new officers will be held the 
latter part of January. 

Delegates to the meeting of the 
N. 8. T. A. were uninstructed as 
to their votes for the presidency, 
but instructed to vote for Dave 
Davis of Chicago as national 
treasurer. 


Southern Travelers Elect 
Officers 


The Southern Shoe Salesmen’s 
Association held its annual meet- 
ing and election of officers for 
1925 on December 23. Hector E. 
Lynch, of Howard & Foster, was 
elected president; J. A. Richard- 
son, who represents the Common- 
wealth Shoe & Leather Co., was 
elected vice-president; F. W. Stan- 
ton, who represents H. E. Guptill, 
re-elected secretary-treasurer. Mr. 
Stanton has the distinction of hav- 
ing been chosen by the Southern 
boys as their “scribe” and faithful 
guardian of the “exchequer” for 
over 27 years. 


Banquet January 22 


A committee was appointed on 
the banquet, which is to be held 


at the Hotel Westminster on the 
evening of January 22, as follows: 
C. P. Waide, of Stacy Adams Co.; 
F. N. Colburn, with Hazen B. 
Goodrich; T. P. Moses, with Edwin 
Clapp & Son, Inc.; A. E. Rankin, 
with Alden, Walker & Wilde, Inc.; 
E. M. Cox, of Schwarz & Ruggles, 
Inc. 

Delegates were appointed for 
the coming N. S. T. A. convention 
as follows: C. P. Waide, A. E. Ran- 
kin, T. P. Moses, T. W. Manson, 
Jr., J. E. O’Brien, F. W. Stanton 
and E. M. Cox. 


“Sam” R. Bush Wins 
Through Good Sales- 
manship 


“Sam” R. Bush, who for the past 
seven and one-half years has been 
manager of the Kansas City, Mo., 
branch of the Beacon Falls Rub- 
ber Shoe Co., has recently been 
promoted to the management of 
the Chicago branch. “Sam” has 
proved that good salesmanship 
pays. He has been with this com- 
pany for the past eleven years, hav- 
ing started as a salesman in Ken- 
tucky. So efficient was his work in 
that section that he was advanced 
to specialty salesman for the West- 
ern branches of Beacon Falls Rub- 
ber Shoe Co. In 1917 he assumed 
the management of the Kansas 
City, Mo., branch and under his 
supervision the sales of this 
branch increased each year. He is 
now “at the helm” in the big 
Illinois city of Chicago, where he 
is “making things hum” in the 
rubber shoe selling line. 


“Billy” St. Louis Also Rep- 
resents Witherell & Dobbins 


“Billy” St. Louis will show the 
Witherell & Dobbins line at the 
Boston Shoe Style Show, Mechanics 
Building, January 12-15, and also 
at the Hotel Essex, as well as the 
C. E. Chase & Company line. 


Duane at Westminster in 
January 


Salesmen of the Duane Shoe Co. 
will show the line of their house at 
the Westminster Hotel, Boston, 
during the Boston Shoe Style 
Show, January 12-15. 


A strange disease among chick- 
ens! No wonder. Let them put on 
underwear and overshoes.—Min- 
neapolis Journal. 
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J. P. SCHLESINGER 


Who travels the Southeast for 
Thomson-Crooker Shoe Co. 


J. P. Schlesinger, who represents 
Thomson-Crooker Shoe Co. in the 
Southeast, with headquarters at 
200 Mississippi Avenue, North 
Chattanooga, Tenn., is enthusiastic 
over the outlook for a big business 
in his territory this spring. The 
past year was his banner year, 
he showing an increase of $40,000 
plus in net shipments over those 
of 1923. He is out to beat that 
record during 1925. 

Mr. Schlesinger is one of the 
best known salesmen in the South. 
He has_ represented Thomson- 
Crooker Shoe Co. in that territory 
for nineteen years. 


“Tim” Murphy with Cahill 

T. E. Murphy, whom all the shoe 
world knows as “Tim,” recently 
became a member of the sales force 
of the Cahill Shoe Co. He will 
cover New York State and New 
England for this house. 


At Essex in January 

“Tim” will have headquarters 
at the Essex Hotel during the 
week of the- Boston Shoe Style 
Show, where he says that he has 
“some brand new effects in Cahill’s 
Catchy Creations.” Speaking of 
“catches” is right in “Tim’s” line, 
for he is a baseball authority, as 
all buyers who attend the big 
Boston Shoe Travelers’ Outing 
held during Style Show Week in 
July well know. So when “Umpire 
Tim” says that “Cahill’s Catchy 
Creations are the best ‘Catch’ of 
all, buyers are bound,” he adds, 
“to accept the ruling of the 
umpire.” 
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Here is the Countess—a new gaiter with an automatic 

fastener. It is made of Jersey Cloth with a snug fitting 

collar. It is stylish, serviceable and quickly adjusted. 
The automatic fastener consists of a patented device 
which is practical and operated with the greatest ease. 
Made in Women’s, Misses’ and Children’s sizes. 

Before placing your 1925 order for this style of gaiter, 
wait and see the Countess. Salesmen’ are on the way to 
you now with samples. 


United States Rubber Company 
















Trim and neat in appear- 
ance—snug in fit—and 
long in wear. 








Can be worn open or with 
top turned down if -de- 
sired to meet the present 
style demand. 





Ample room§ when 
fully opened to pull 
on quickly over the 
shoe. 














When writing to Unirep States Rusper Company please mention Boot and Shoe Recorder 





Ji 


1925 





January 3, 1925 
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Rubber Price List for 1925 Announced by 
United States Rubber Company 


Company has announced its 

rubber price list which be- 
came effective January 1. It is 
subject to change without notice 
and follows in full: 


[ce United States Rubber 


Super Quality and First and 
Second Quality Goods 


NET PRICE LIST 


(Subject te Change Without Notice) 
(Black Super — <a made with Gray 


January Ist, 1925 


BOOTS—HIP 
NET PRICE 
US. U.S. 
Super First Second 
Quality Quality Quality 





i A RE Men’s Giant 
7.25 Men’s White 
Men’s Red 
Suen: _acounih en’s Black. Gray Sole 





* = 
stmaas $4.75 $4.47 Men’s Black 
Felt Lining 35 cents extra (not furnished in 


Wool Knit Links 15 cents extra (furnished in 
Super Quality) 


OS a Men’s Red 
Men’s Black, Gray Sole 
ani $4.75 $4.47 Men’s Black 


a Lining 35 cents extra (not furnished in 
ac Knit’ Lining 15 cents extra (furnished 
in Super Quality). 


Ca Silber Men’s White 
——— — 
en "8 se Gray Sole 


Se. aiagsah, 2.dmpaem Boys’ 

Gat anke ae Boys’ Black, Grey Sole 
saved 3.40 3.20 Boys’ B 

ae es Youths 





Su Quality). 
‘ool Knit Lining 15 cents extra (furnished 
BOOTS—SHORT 
$4.75 Men’s Giant 
4.75 
$3.65 
3.65 
3.10 
3.10 
PT pe Sa bea > Red 
SOG. dae Youths’ Black, Gray Sole 
aed 2.25 2.12 Youths’ Black 
"Felt Lining 35 cents extra (not furnished in 
Super Quality). 
Wool Knit 


ining 15 cents extra (furnished 
in Super Quality). 


BOOTS 


(Women’s, Misses’ and Children’s) 
amma $2.35 $2.21 Women’s Plain or Pebble 


Leg 
ennai 2.15 2.02 Misses’ Plain or Pebble 
auahiall 1.90 1.79 — Plain or Pebble 
cite 3.00 2.82 Women’s Storm King 


wail 2.70 2.54 Misses’ Storm King 
ewnpins , 2.86 2.21 Children’s Storm King 


BOOTEES 

For Socks 
ETI ore Sore Men’s Giant High Bootee 
RE Men's White High Bootee 
gS, 0686: ‘s Bootee 


Ner Price 


Quality Quality Quality 
SY natios. cont Men’s 
Weert bine) eked Men’s Bivek Hii High Bootee, 
Gray Sole 
Oe fantss june Men’s Black Low Bootee, 
Gra le 
ices $2.95 ...... Men’s Black High Bootee 
ED ~ “nceend Men’s Black 
a | aaa Boys’ White High Bootee 
Ea ae ee Boys’ Red High 
ui ges + w —— High Bootee, 
nae 7 ne ee Boys’ Black High Bootee 
SD “nantes” ” Soeavie Youths’ Red High Bootee 
ee — eo High Bootee, 
angie OG «tas Youths’ Black High Bootee 
LUMBERMEN’S—HEEL 
For Wool Boots 
ER ee a 2-Bkl. Red Perfec- 
tion 
2 Men’s 2-Bkl. Black Per- 
fection. Gray 
= $2.45 $2.30 aes 2-Bkl. Black Perfec- 
| pe sotalol a 1-Bkl. Red Perfec- 
ion 
es Bt ae Men’s 1-Bkl. Black Per- 
fection, Gray Sole 
Scapaien 2.00 1.88 Men’s 1-Bkl. Black Per- 
fection 
_< 1.65 1.55 a A Bkl. Black Perfec- 
t 
eatieass 1.40 1.82 Youths’ 1-Bkl. Black Per- 
fection 


Lumbermen’s for Wool Boots are W Width 


LUMBERMEN’S—HEEL 
For Socks 


ES _ccicse. -.cteemmie Men’s Red Erie 
RR OE a s Black Erie, Gray 


$3.00... Men’s Black Erie 
3 Men’s Red Lumberjack 
MU — iden. | secon Men’s _— Lumberjack, 


Gray 
2.85 $2.21 Men’s Black Lumberjack 
a Black Laceit, Gray 


le 
1.70 1.60 Men’s Black Laceit 


LUMBERMEN’S OVERS—HEEL 
For Socks 
Se Men’s —_ Lumbermen’s 
Over, Gray Sole 
$1.70 $1.60 — . L ere Lumbermen’s 


itccas 1.40 1.82 Boys” "Black Lumbermen’s 


Over 
sstilind 1.10 1.08 Youths’ Black Lumber- 
men’s Over 
RIBBED LUMBERMEN’S OVERS—NO HEEL 
For Socks 
HECLA 
Men’s White Hecla 


. cee Men’s Red Hecla 
TLE wdlenik-  antedien Men’s Black Hecla, Gray 


Sole 
iad a ED * > caepase Men’s Black Hecla 


$1.60 Tlecla 
BY Keeluad *. \ sinabin Boys’ Black Hecla, Gray 





Sole 
Ee Youths’ — Hecla 
Heel 20 cents e 
All Lumbermen’s for Seals os are F. Width 
NIMROD 
Wher light ee Fe Shaped Ribbed Over 


Nimrod Half Heel 10 cents extra 


WALRUS 
(6-Buckle, All Rubber) 
Men’s Red, Gray Sole 
Men’s Black, Gray Sole 
Men’s Black 





GS \ancaneed  --pineents Men’s Red 
ge ER Men’s Black, Gray Sole 
bent $3.60 ...... Men's Black 


(4-Backle, All Rubber) 


Net Price 
U.S. U.S. Para 
Super First Second 
Quality Quality Quality 
ee Men’s Red 


ES a Baye 

ERR 5 ce Boys’ Black, Gray Sole 
Sites 2.80 2.68 Boys’ B 

Bi aware. Geom Youths’ 

SE tts? “Snitch Yi ’ Black, Gray Sole 





U. S. Brand Railroad Sole 20 cents extra 
Para Brand Storm King Sole 20 cents extra 


SIX-BUCKLE GAITERS 
EY wcintcect.” seetiai not Eee Portland, 6-Buckle, 


7 or Men’s Portland, 6-Buckle 
Railroad Sole 20 cents extra 


FOUR-BUCKLE GAITERS 


aa Men’s Portion’, Gray Sole 
ee $3.15 $2.96 Men’ ‘8 Portla: 
SE ~ sexsaiean:7\.. engin oreland, Gray. Sole 





ID. tented ache Youths’ Portland, Gray 





2. 2. Women’s 

1.96 1.88 Misses’ 
annati 1.75 1.65 Children’s 

Rolled Edge 15 cents extra 
U. S. Brand R. R. Sole 20 cents extra 
Para Brand Storm King Sole extra 
8 NOW EXCLUDERS 

eg Re ’s Red All-Rubber 
2 ep Men’s Black All § 


Gray 
$2.10 $1.97 Men’s Black All-Rubber 
1.97 Men’s Black Cloth 


Para ing Sole 20 cents extra 
ARCTICS 
COB * catee-~ een Men’s Red All-Rubber 
ee ae er — All-Rubber, 
onus $1.95 $1.88 Men’s Black All-Rubber 
CIB saint ~setiae len’s Arctics, Gray 
pe ied $1.95 os Men’s Arctics 





Rolled Edge 15 cents extra 
U. S. Brand R. R. Sole 20 cents extra 
Para Brand Storm King Sole 20 cents extra 


PATROL SHOES 
(In Cartons) 

Men’s Patrol, Gray Sole 
Men’s Patrol 
Boys’ — Gray Sole 
Boys’ Patrol 
Youths’ Patrol, Gray Sole 
Youths’ Patrol 


Patrol Shoes Made Storm, Defiance and Hi-cut 
STURDY-GAITERS 


(4-Buckle Cashmerette Gaiters—In Cartons) 
(U.S. BRAND ONLY) 





Net Price 
U. 8. 
First 
Quality 
$3.25 Men’s Sturdy 
2.90 Boys’ Sturdy 
2.60 ‘ouths’ Sturdy 
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The outstanding characteristics of Gro-Cord Soles 
for work shoes are: Comfort, flexibility and long 
wear—Gro-Cord Soles are skid-proof and mois- 
ture proof as well. 


The in-built ‘‘Cords on End” construction serves 
as an insulator against heat and cold alike. No 
other sole made is a ‘‘Cord Sole’’. No other sole 
is built like a cord tire—for long wear. 


Gro-Cord Soles have everything that is wanted in 
a work shoe. Write for names of manufacturers 
who produce Gro-Cord Soled Shoes for work, 


dress and sport wear. 


os Northwestern LeatherCo. 
Distributors 14 South St., Boston, Mass. 


A. C. Morand Co. A.R. MuellerCo. Edward C. Mueller 
204-6 Sacramento St. 258 Fourth St. 1627 Locust St. 
San Francisco, Cal. Milwaukee, Wisconsin St. Louis, Mo. 


The Lima Cord Sole and Heel Co. 
| Lima, Ohio 






, *0 #4 
(Feeps,,* 
tes 







Cord Tire Wear 
In Every Pair 





When writing to ‘Tue Lima Corp Sore anno Heer Co. please mention Boot and Shoe Recorder 
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EMPEROR—EMPRESS 
(Light, High Cut, Jersey Cloth Snow- 
Excluders) 
(In Cartons) 
NET Price 
U.S. 
First 
Quality 
$3.75 Men’s Emperor 
3.25 Boys’ Emperor 
2.85 Youths’ Emperor 
3.25 Women’s Empress, 4-Buckle 
2.75 Misses’ Empress, 4-Buckle 
2.35 Children’s Empress, 4-Buckle 
Regular Weight White Fleece Lining 15 cents 
extra 


SIX-BUCKLE EMPEROR—EMPRESS 
(In Cartons) 


$4.50 Men’s Emperor, 6-Buckle 
3.90 Boys’ Emperor, 6-Buckle 
3.75 Women’s Empress, 6-Buckle 
8.15 Misses’ Empress, 6-Buckle 
2.60 Children’s Empress, 5-Buckle 


PEERLESS GAITER 


(Close Fitting, 4-Buckle, Jersey Cloth) 
signed for wear over Oxfords 
(In Cartons) 


$3.25 Women’s 


PRINCESS GAITERS 
(Front opening, Jersey Cloth, with adjustable 


straps 
(In Cartons) 


2.60 Children’s 


IDEAL 
(Light, 2-Buckle, Jersey Cloth Snow-Excluders) 
(In Cartons) 
$2.45 Women’s 
2.15 Misses’ 
1.90 Children’s 


URBAN 
(Fine Light Arctic, Jersey Cloth) 
(In Cartons) 
$2.10 Men's 
1.60 Women’s 
1.40 Misses’ 
1.20 Children’s 


STORM ALASKA 
(High Front Snow Protector, Jersey Cloth) 
(In Cartons) 
$1.45 Men’s 
1.25 Women’s 


U.S. Para 
HEAVY STORM KENSINGTON 
(Rolled Edge) (Rolled Edge) 
(Heavy, High Vamp, Rain Protector, in 
Cartons) 
NET PRICE 
S. Para 
First Second 
Quality Quality 
$1.10 $1.04 Men’s 
-95 -90 Boys’ 
82 -78 Youths’ 
-85 -81 Women’s 
-78 -74 Misses’ 
-70 -66 Children’s 
U.S. Para 
DEFIANCE ANVIL 
(Rolled Edge) (Rolled Edge) 


(Heavy Sandal, in Cartons) 
$1.10 $1.04 Men’s 
-95 -90 


Boys’ 
82 -78 Youths’ 
-85 -81 Women’s 
-78 -74 Misses’ 
-70 -66 Children’s 


HEAVY STORM—SERVICE HEEL 
(Heavy, High Vamp, Rain Protector, in 


Cartons) 
(U. S. BRAND ONLY) 
$1.00 .. Men’s 
85 zee e 
-72 -.... Youths’ 
-75 ibaa Women’s 
-68 ... Misses’ 
.60 uw. Children’s 
U. 8. Para 
DEFIANCE ANVIL 


(Heavy Sandal, in Cartons) 
wr $0.94 Men’s 


-80 Boys’ 
-72 -68 Youths’ 
= -71 Women’s 


.64 Misses’ 
-60 -56 Children’s 
U. S. Brand made with Service Heel 
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HEAVY RICHMOND—SERVICE HEEL 
(Heavy, Self-Acting Sandal, in Cartons) 
(U.S. BRAND ONLY) 

Net Price 





HEAVY NORWOOD—SERVICE HEEL 
(Heavy Croquet, in Cartons) 
(U.S. BRAND ONLY) 


$0.75 we. Women’s 
, ee a Misses’ 
.60 su. Children’s 
U.S. Para 
STORM KENSINGTON 
(High Vamp, Rain Protector, In Cartons) 
$1.00 $0.94 Men’s 
85 -.80 Boys’ 
-72 -68 Youths’ 
-75 -71 Women’s 
-68 .64 Misses’ 
-60 -56 Children’s 
U.S. Para 
RICHMOND ACTON 


(Light, Self-Acting Sandal, in Cartons) 
$1.00 $0.94 Men’s 

85 -80 Boys’ * 

-72 -68 Youths’ 


U.S. Para 
PURITAN STANDISH 
(Light, Self-Acting Clog, in Cartons) 
$1.00 $0.94 Men’s 


U.S. Para 
NORWOOD DORCAS 
(Light Croquet, in Cartons) 
$0.75 $0.71 Women’s 
-68 6 


Youths’ 
.60 56 Children’s 
U.S. Para 
STORM KENSINGTON 
(Ankle Strap) (Ankle Strap) 


(In Cartons) 
$1.10 $1.04 Men’s 
-95 


-90 Boys’ 
82 -78 Youth’s 
-85 .81 Women’s 
-78 -74 Misses’ 
-70 -66 Children’s 


U.S. Para 
STORM (Fleece) KENSINGTON (Fleece) 


(In Cartons) 
$1.23 $1.16 Men’s 


1.08 1.02 Boys’ 
-95 .89 Youths’ 
-98 .92 Women’s 
-85 .80 . Misses’ 
-77 .72 Children’s 


US. Para 
NORWOOD (Fleece) DORCAS (Fleece) 
(In Cartons) 

$0.98 $0.92 Women’s 
.85 -80 Misses’ 
-77 .i2 Children’s 
FOOTHOLDS 
(In Cartons) 
(U. S. BRAND ONLY) 


$0.60 Women’s Foothold 
-60 .. Women’s Croquet Foothold 
.60 Women’s Storm Foothold 
-55 Women’s So-Lite 
Service Heel 


U.S. Brand light weight specialty goods fur- 
nished with service heel (rolled, extension 
heel), when so ordered, without extra charge. 


ZEPHYR WEIGHT 
Men’s and Women’s Gum Shoes, U.S. Brand, 
made Zephyr Weight—when so ordered—-plain 
heel only—without extra charge. 


MISCELLANEOUS GOODS 
U.S. BRAND 
RED SOLE LINE 
GAITERS AND ARCTICS 
NET PRICE 
$3.30 Men’s Portland, 4-Buckle 
2.10 Men’s Arctic 
Rolled Edge 15 cents extra 
Railroad Sole 20 cents extra 


PATROL SHOES 
(In Cartons) 
$1.35 Men’s Patrol 
1.20 Boys’ Patrol 
1.05 Youths’ Patrol 
Patrol Shoes Made Storm, Defiance and Hi-cut 


SHOES 
(In Cartons) 
Service Heel 


$1.10 Men’s Heavy Storm 
95 Boys’ Heavy Storm 
82 Youths’ Heavy Storm 
85 Women’s Heavy Storm 
-78 Misses’ Heavy Storm 
-70 Children’s Heavy Storm 
1.10 Men’s Defiance 


"70 Children’s Defiance 
Ankle Straps 10 cents extra 


BOOTS 
U. S. BRAND—NAUGASOLE 


$6.10 Men’s Hip 
5.35 Men’s Storm King 
4.35 Men’s Short 


U.S. BRAND 
ANGLER SPORTING BOOT 
(Super Quality) 
NET PRICE 
$5.40 Men’s Black, Gray Sole 
U.S. BRAND—ACID BOOT 
$4.25 Men’s Short Acid, Rubber Lined 


U.S. BRAND—FIRE CHIEF BOOTS 
(Extra Large Stiff Leg and Stand Loop) 
NET PRICE 

Gunite Quultt 
uality uality 
$5 su. Men’s Storm King, Gray Sole 
$5.25 Men’s Storm King 
4.75 Men’s Short, Gray Sole 
4.25 Men’s Short 
Felt Lining 35 cents extra 


OLD ELM—SUPER QUALITY BOOTS 
NeT PRICE 
$5.40 Men’s Hip 
5.40 Men’s Sporting 
4.65 Men’s Storm King 
3.65 Men’s Short 


DUCK BRAND—BODY BOOTS 
(Net and Fusion Lining) 


$11.50 Men’s Body Boots 
Felt Lining 35 cents extra 


U. S. AND EAGLE BRANDS 
BOOT SHELLS—FOR LEATHER SOLING 


(Net and Fusion Lining) 
Net PRICE 
U.S. Eagle 
$4.50 $4.23 Men’s Hip Gum Shells 
4.50 4.23 Men’s Sporting Gum Shells 
3.90 3.67 Men’s Storm King Gum Shells 
3.00 2.82 Men’s Short Gum Shells 


Felt Lining 35 cents extra 


U.S. BRAND—LEGGIN BOOTS 
(In Cartons) 


NET PRICE 
$3.50 Men’s Long 
2.65 Men’s Short 


U.S. BRAND—ST. NICK BOOTS 
(Red Leg—Christmas Cartons) 


$3.00 Misses’ Storm King 
2.60 Children’s Storm King 
2.45 Misses’ Short 

2.15 Children’s Short 


LUMBERMEN’S 
U. S. BRAND—CRUISER 
(Super Quality—Gray Sole) 
$4.50 Men’s 


U. S. BRAND—RANCHER 
(Super Quality—Gray Sole) 
$4.25 Men’s 


U. S. BRAND—ROB ROY 
(Super Quality—Gray Sole) 
$4.10 Men’s 


U.S. AND EAGLE BRANDS 
SPECIAL OVERS 
(No Heel—Rolled Edge—High Cut—For Felt 
Boots) 


NET PRICE 


U.S. Eagle 

$1.00 $0.94 Women’s 
-90 -85 Misses’ 
-80 -75 Children’s 


(Continued on page 107) 
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Steam up! Steam on! Steam into 
Boston on January 12! 








We're waiting for YOU—the very 
fellow who is reading this. 


Don’t disappoint and fool yourself 
by passing up the most valuable 
shoe convention ever held in these 
United States! 


Lots of Room and abig New Year’s 
Welcome for everybody! 


The National Shoe Retailers’ Association 


























January 3, 1925 BOOT AND SHOE RECORDER 85 











N. EB. Jacobs 
Orleans, La.) 





John Slater 
New York, N. Y. 
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WHEN A MERCHANT DE- 
CIDES TO CARRY STYLISH 
SHOES AT REASONABLE 
PRICES HE DOESN’T HAVE 
TO WORRY ABOUT THE EF- 
FECT ON HIS TRADE IF HE 
BUYS THE WALK-CROFT 
LINE. 


SMART SHOES FOR WOMEN ARP MADE BY 
BANCROFT WALKER COMPANY 
A? THEIR FACTORY IN BOSTON 
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December Proves Good 
Month in Cincinnati 


CINCINNATI—Holiday business 
in the shoe trade was exceptionally 
good and merchants report that 
this has been the biggest slipper 
year in several years. Many mer- 
chandise orders were cashed on 
Friday and Saturday after Christ- 
mas for holiday slippers as most 
of the stores issued merchandise 
orders. The jobbers cleaned up 
their stock of slippers. 

One of the outstanding features 
is that December proved to be a 
very good shoe month, and that 
merchants have sold more shoes 
during this December than in 
previous years. This has helped 
them to make up some of the loss 
in shoe sales which they did not 
get during October and November. 


Gaiters Find a Big Call 


Friday and Saturday following 
Christmas were big days for the 
shoe merchants as we experienced 
real wintry weather with several 
inches of snow and zero tempera- 
ture. As a result, rubber footwear 
of all kinds was very active and 
galohses were in real demand. The 
four-buckle gaiter is very popular. 


High Shoes Sell Freely 


The men’s business was quite 
active and some of the stores re- 
ported a bigger demand for high 
shoes, but the bulk of the sales are 
still centered on low shoes, tans 
being favored. 


Tan Calf Is Strong 


The women’s business has held 
up well during the week and there 
is little change in the demand, pat- 
ent leather being the chief at- 
traction. The demand for tan calf 
has been increasing each week. 
Among the fancy materials blonde 
satin is receiving much attention. 


How to Combat the 
“Bell Ringer” 


The January “Foot Saver,” a 
house organ issued by the Julian 
Kokenge Co., was sent out to the 
trade recently. An article on the 
nuisance of house-to-house can- 
vassers in the hosiery trade to the 
stores in the city was discussed, 
and it was concluded that since 
the house-to-house canvassers 
could not be stopped the best thing 


to do is to fall in line and do the 
same thing. The argument in the 
favor of the house-to-house can- 
vassers is that they take the 
hosiery to a customer, where she 
has shoes to match. One solution 
given was to issue color cards. The 
article stated that everything the 
department stores did to stop 
house-to-house canvassing was 
free advertising for these can- 
vassers. 

In an article on “Advertising 
for the Beginner,” it is stated that 
the principles of advertising are 
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similar to those of salesmanship, 
and the one the ad must be written 
for is the ultimate consumer. A 
full page was devoted to a list of 
their salesmen and their respec- 
tive territories. 


Cahill Co. Has Holiday 
Party 


Santa Claus visited the em- 
ployees of the fitting department 
of the Cahill Shoe Co. December 
23. There was a Christmas dinner 
and all were presented with gifts. 
A period of frivolity reigned after 
the dinner, and dancing and sing- 
ing were the main features, the 
music being furnished by the 
Ladies’ Orchestra of the company. 





Holiday Trade 


Swells 


Chicago Store Totals 


CHICAGO—The volume of busi- 
ness during the final days of the 
holiday shopping period swelled 
the December totals. There was a 
big trade on slippers, mules and 
hosiery. The latter part of the 
week saw some increase in volume 
over a week ago due to the use of 
many of the gift certificates fea- 
tured by many of the loop stores, 
although the larger part of these 
will be held until the usual after 
Christmas sales are inaugurated. 

Interest in footwear, however, 
as a general thing was at a low 
ebb and since stocks are low there 
has been little offered in the way 
of new merchandise. Generally 
speaking the average Chicago shoe 
merchant is displaying a “waiting” 
attitude and a willingness to go 
through the first of the year with 
as low an inventory as possible. 
The waiting attitude seems to 
develop around an uncertainty of 
what style’s demand for early 1925 


footwear will be and the greater 
part of the “loop” will withhold 
buying until after the N.S. R. A. 
convention is held in Boston. 


Convention Plans 


Judging from sentiment, Chicago 
ought to be well represented in 
Boston at the national convention 
and the buyers are looking for- 
ward to something new for their 
windows from the show offerings. 


Good Rubber Trade 


The recent cold spell found 
Chicago feet just sufficiently un- 
prepared for blustery weather to 
make the sale of rubber footwear 
relieve some of the anxiety that 
has been occasioned by large 
stocks on hand and has also served 
to stimulate demand on the heavier 
types of both men’s and women’s 
footwear. 





In Milwaukee Evening 
Slipper Trade Is Good 


MILWAUKEE — Following a 
good Christmas business, Milwau- 
kee stores have been checking up 
on the year’s figures and compar- 
ing them with those of a year ago. 
The majority of these stores are 
fairly well satisfied with the re- 
sult, as they are equal to or run- 
ning ahead of last year. In some 
cases the comparison favors 1923 


records, but the difference is not 
great. However, there are no re- 
ports of any very large gains for 
1924. The quiet period during July, 
August and part of September took 
down the average for the year and 
any gains on the last few months 
have gone toward making up the 
losses on those few months. 
During the last few days of the 
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SAHARA SIDES 


The ideal light tan in a soft 
tannage for dress shoes. 
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No matter what leather you use you 
cannot find a better answer to the 
popular call for light tan. 
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in which it provides a surpassingly rich 
and beautiful effect. 
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year and early January, merchants 
have been taking inventory and 
have been starting or preparing 
for their annual January clearance 
sales. While a few merchants were 
ready to start these sales between 
Christmas and New Years, the 
majority prefer to wait until some- 
time in January before reducing 
prices. 

Business in evening and party 
slippers was fairly brisk during 
the holidays and will probably con- 
tinue good throughout the mid- 
winter social season. Some busi- 
ness in this line was noted during 
the early part of December, but 
the real demand held off until im- 
mediately preceding and following 
Christmas. Satins are showing up 





Plans for Conventions 

Milwaukee shoe merchants 
are making plans for their 
convention trip and present 
indications are that this city 
and the state of Wisconsin 
will be well represented at 
Boston. A number of Milwau- 
kee dealers have already an- 
nounced their intentions of 
making the trip and word has 
come from several points 
throughout the state that 
many other members of the 
Wisconsin Shoe Retailers’ 
Association will also attend. 
Several merchants who are 
planning to go East will 
leave a little earlier in the 
month in order to take in the 
St. Louis show as well. 











well in addition to the usual busi- 
ness in gold and silver effects. 
Bronze slippers are also active. 
There is an increasing demand for 
beaded effects in this party foot- 
wear. 

Due to the cold wave and snow, 
both men and women have been 
buying gaiters and other mer- 
chandise of this kind. The sudden 
demand has been heavy and there 
has already been some difficulty 
in keeping sized up. A number of 
merchants are complaining be- 
cause prices are being cut on some 
lines of this merchandise. 

It is pointed out that there will 
probably be at least two more 
months of snow and cold weather 
for this business so that there is 
little need of cutting prices this 
early in the season. For this rea- 
son there is almost nothing to be 
gained and much to be lost by 


starting price cutting during 


December. 
Men Buying More Freely 
Men’s business has picked up 
considerably during the cold 
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weather in both shoes and over- 
shoes. One store also reported some 
activity on imported spats which 
were proving popular with their 
trade during the cold spell. 





Detroit Merchants Review 
1924 with Optimistic Spirit 


DETROIT — Some shoe mer- 
chants report business for 1924 
exceeded that of 1923 with a fairly 
substantial margin, while others 
report loss of volume of trade, but 
all feel optimistic of the future. 
A. O. Day, general manager for 
R. H. Fyfe & Co., said: “Business 
this year has exceeded that of 1923 
by a substantial amount, although 
the business has been of a spotty 
character. We look for, and are 
preparing for, a return of good 
times during the coming year. 
Everything points to a satisfac- 
tory future.” 

The spotty character of the shoe 
business is indicated by local re- 
ports, some merchants reporting 
gains and others losses during the 
same month. In the last confiden- 
tial report of the Retail Mer- 
chants’ Association for November 
one shoe firm reported an increase 
of 26.9 per cent over that of the 
same month last year, while an- 
other reported a decrease of 12 
per cent. One shoe firm reported 
an increase of 10 per cent over 
October, while another reported a 
decrease of 20 per cent. 


Christmas Trade Satisfactory 


Favorable weather developed 
the Christmas trade in shoe stores 
where it is reported that many 
pairs of shoes were purchased as 
gifts, as well as the usual slipper 





Variety of Patterns are 
Selling 


The regular trade of De- 
cember indicates that the 
public is demanding a variety 
of styles. One merchant said: 
“Customers bought every- 
thing. Sales in oxfords, 
straps, ties, gore effects and 
pumps, plain and with small 
tongues, were reported. Tan 
calf has been well received, 
although blacks have been 
the leading color. Velvets and 
satins went better than was 
expected.” 











and hosiery gifts. The public re- 
sponded well to the Christmas ad- 
vertising, those firms advertising 
slippers extensively having en- 
joyed a satisfying increase in 
business in these lines. Hosiery 
had a favorite call as gifts and 
the many silk, silk and wool mix- 
tures and sport lines sold well. 


Men’s Buying Increases in 
Last Two Months 


Several exclusive men’s shoe 
stores report unusual activities 
during November and December, 
some reaching a volume not hith- 
erto reached since the big years 
of a few years ago. In these stores 
some spring lines are being shown 
and sold, especially those of the 
heavier types. Light tans are sell- 
ing well and are looked upon as 
the coming spring’s favorite. Spats 
have been in considerable demand 
owing to the increased wearing of 
oxfords during the winter months. 


Rubber Buying Opens 

The rubber business developed 
by a snow storm Christmas week 
added to the activities of the 
Christmas rush, but merchants 
generally were glad to do the extra 
business, as this was the first 
actual rubber business of. the 
season. 


Reach Out for Credit 
Customers 


Stores having credit depart- 
ments are reaching out more ag- 
gressively for new accounts. R. H. 
Fyfe & Co. recently co-operated 
with several other firms in offering 
their credit service customers. A 
handsome booklet written in popu- 
lar style by Harriet Meeker and 
called the “Treasure Hunt” was 
mailed to the combined mailing 
lists of the six stores co-operating. 
Provision was made on one page of 
the booklet for prospective open- 
ing of accounts with any of the 
firms advertising in the booklet 
through a central credit agency. 
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GLASS CALF 


MANUFACTURERS -- RETAILERS--CONSUMERS 


DEMAND 
GLASS CALF 


A Leather Entirely Unique 


HETHER or not there is a call for the 
regular run of Scotch Leathers GLASS 
CALF retains its permanent place as a ready 


seller. 
WHY? 


| GLASS CALF altho’ suggesting the “doggy” 
* effect of Scotch leathers, still emphasizes the re- 
fined conservatism of the dress shoe. 


Il. GLASS CALF does not “‘pull out” at the toe. 


Ill GLASS CALF is full aniline dye, with no pig- 
* ment whatsoever. 


IV GLASS CALF has a rich, full lustre—and retains 
* this bright appearance thru strenuous wear. 


V. GLASS CALF is glovelike on the foot. 


J. S. BARNET & SONS, Inc. 






Tanneries 


LYNN, MASS. 


75 South St. 
BOSTON, MASS. 


BARNET 


Lynn Leathers 


January 3, 1925 
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Last 1924 Week One of 
Best in St. Louis Stores 


ST. LOUIS—The retail shoe 
business for the week ending 
December 27 was one of the best 
reported here in a long while. 
Such expressions as “business is 
wonderful” and reports on individ- 
ual days as the “largest this sea- 
son” were only a few of the many 
optimistic statements made by 
practically every shoe merchant in 
the down-town “shoe belt.” 

The reason for the up-swing is 
due principally to cold weather. 
It has been around the zero mark. 
This has been stimulating not only 
in the shoe division of the busi- 
ness, but St. Louis has suddenly 
adopted the overshoe fad and every 
shoe store has been swamped with 
customers seeking this type of 
footwear. Novelties and _ four- 
buckle artics are being eagerly 
sought and retail shoe merchants 
for the most part have completely 
exhausted their supply. Many mer- 
chants wired factories to replenish 
stocks. One of the largest depart- 
ment stores’ shoe department man- 
ager stated that they had sold over 
1000 pairs of overshoes of various 
types. The correspondent of the 
Recorder witnessed in_ several 
stores dozens, of inquiries for over- 
shoes. All the local branches of the 
houses manufacturing lines of this 
type are without stocks. 

The fad has caught on here and 
many pairs are being seen on the 


streets. For the past two winters - 


it semed impossible to put this 
idea across, but it came with such 
impetus that every retail shoe 
merchant was caught with small 
stocks on his shelves. 


Evening Slippers Good 

Little change has been witnessed 
in the style field, with the excep- 
tion of a decided demand for silver 
slippers to be used for New Year’s 
festivities. Tan calf, patent and 
satin run along in their relative 
positions with little interference. 
Combination effects are not being 
sought at present. 


Endicott-Johnson Sales 
Conference 


Roger E. Lord, manager of the 
St. Louis branch of Endicott- 
Johnson Company, announced that 
a sales conference was held com- 
mencing December 29 and ending 
January 3. The 100 salesmen 


traveling out of this branch at- 


tended. A banquet was held Decem.- ° 


ber 31 at the City Club, at which 
Charles E. Williams, president of 
the C. E. Williams Shoe Company, 
was the principal speaker. 


Roth Made Assistant Buyer 


Norman Roth, formerly buyer 
of the men’s shoe department at 
Stix, Baer & Fuller Dry Goods Co., 
has been made assistant buyer of 
the women’s and children’s shoe 
department of the same company. 


Ellis Joins Fair Company 


Ralph Ellis, for the past few 
years assistant buyer in the wom- 
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en’s and children’s shoe depart- 
ment of Stix, Baer & Fuller Dry 
Goods Co., leaves that organiza- 
tion to become buyer of the wom- 
en’s and children’s upstairs de- 
partment of The Fair Co., Chicago. 
Ellis has had a broad experience 
in the retail field and his many 
friends in St. Louis wish him suc- 
cess in his new position. 


Hanan’s Introduce Unique 
Courtesy 

Fred H. Maxted, manager of 
Hanan & Sons store, introduced in 
his men’s department on the day 
before Christmas a unique courtesy 
of offering to each customer a 
cigar with the seasons’ greetings 
from Hanan & Sons. When asked 
how this idea was accepted Maxted 
stated it was surprising the ap- 
preciative spirit with which each 
customer responded when offered 
the cigar. 





Big Buckle Season Gains 
Strength on West Coast 


SAN FRANCISCO — With the 
passing of the holiday season mer- 
chants are looking forward to a 
stable business on men’s and wom- 
en’s footwear. Slipper trade dur- 
ing December reached satisfactory 
marks. Tan calf is the most popu- 
lar of materials. 


Feltman & Curme Open 
Second Store 


The Feltman & Curme Shoe 
Company opened its second San 
Francisco store on December 20. 
The store is at the southwest cor- 
ner of Market and 4th streets, with 
a frontage of 33 feet and a floor 
depth of 75 feet, and a mezzanine 





Buckles Selling Freely 

Jack Rogers, local man- 
ager of the C. H. Wolfelt 
Co., Inc., recently installed 
new buckles, slides, etc., in 
show cases that make the 
Bootery look as if it had gone 
into the jewelry business. 
Cut steel, bronze and rhine- 
stones are in good demand 
and all the leading shoe firms 
have displays that look as if 
they had gone into jewelry 
as a side line. 











floor that runs back to Stevenson 
street. ; 
The windows are finished in 
walnut with gilt finish. The inte- 
rior has shelving, broken by four 
large shadow boxes, the walls and 
ceiling above the shelves being in 
old ivory and soft terra cotta 
shades. The store opened to excel- 
lent business, with plenty of at- 
tendants. The firm will open an 
Oakland and another San Fran- 
cisco store in a very short time. 


Wilkus Is Manager at 
Emporium 

S. Wilkus is in charge of the 
Emporium’s shoe department as 
manager. He has been with the 
firm since last February, having 
come to this city from Portland, 
Ore., where he was with Meier & 
Frank. 





Los Angeles, Calif., Dec. 27— 
A. B. Young opened his ninth 
store at 10 Pine avenue, Long 
Beach, Saturday, December 20. 
The new store is well equipped and 
handsomely finished with a very 
unique front of two windows, prac- 
tically an exact duplicate of his 
store at 8th and Olive street, 
which was opened November first. 
Another Young’s store will be 
opened on Seventh street about 
March 1. 
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—THE DRYAD 


Simply Smart . 
Lending itself to many beautiful combinations. j 
| 


At BOSTON, January 12 to 15. \ 
Young’s Hotel.—R. C. Silliman ° 
Essex Hotel—C. B. Rowley i) 


At ST. LOUIS . 
Maryland Hotel—O. W. Jennings 
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fi t . . NEW YORK OFFICE 
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‘ CHICAGO OFFICE 
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‘| SHERWOOD SHOE CO. :: :: Rochester, N. Y. 
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$4 00 The cards illustrated hit the nail on the head because 
they touch the vital points of retail demand. They 

Per Mont h for say the right thing at the right time. They present an 
Better Windows appearance that is in keeping with a well equipped and 


neatly trimmed window. They fit into artistically designed 
mats, or frames, which are furnished as a part of this service. 


Unless you give them The cards are changed monthly. A set of neat price tickets 
a “voice” t hey are are also furnished monthly with this service. 
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of intelligent sales- Show Card Service 


mans hip. 189 W. MADISON STREET CHICAGO, ILL. 
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Color Combinations Promise 
to Be Strong in Spring 


PHILADELPHIA—John C. Mc- 
Keon, of Laird, Schober & Co., 
predicts that when Easter foot- 
wear becomes active, after the 
holiday lull and the January sales, 
there will be a turning to the 
plainer materials, like tan calf, 
kid and patent leather, with quite 
a call for combinations; also, kid 
will be the material used for most 
of the trimming. Mr. McKeon states 
that the combinations with tan 
calf will tend to harmonize, while 
those with patent leather will be 
more apt to be contrasting. 

There will be quite a demand for 
step-in shoes. Quite a few of them 
will have front gores with open or 
low-cut sides. There will be a 
good demand for buckles. Busi- 
ness in a variety of plainer strap 
effects will also be good. Mr. Mc- 
Keon is of the opinion that such 
novelties as will be features of 
the market will consist for the 
most part of color combinations. 


Patents and Whites for 
Young Folks 


William Delamater, of the Syl- 
vania Shoe Co., reports that there 
will be considerable business in 
turns after the first of the year 
in children’s and growing girls’ 
footwear. The features of the sit- 
uation will be patent and white, 
with very little call for combina- 
tions, according to present indica- 
tions. Low shoes are moving bet- 
ter than high shoes, although at 
this season usually the opposite 
is the case. The explanation, how- 
ever, lies in the fact that girls 
are wearing low shoes and woolen 
stockings. This firm is featuring 
the plainer patterns. Prices have 
not advanced, although raw ma- 
terials are up and increases of 
10c to 15c may become actualities 
in the near future. 


Tan Calf Dominates 
Sample Line 


The Turner-Tompkins Shoe 
Company reports that tan calf is 
the feature of its new samples. 
There are also some black num- 
bers in the line, but they are very 
much in the minority. Patterns are 
plainer than they have been for 
years. There are no medallions, 
very little perforation and only a 
minimum of stitching. Prices have 





Christmas Buying Very 
Strong 


Dun & Company’s local re- 
view of trade conditions re- 
ports that last-minute Christ- 
mas buying caused unprec- 
edented retail sales and 
brought the volume of holiday 
business up to a total which 
is expected to exceed that of 
the holiday period of 1923. 
Articles of a useful nature 
seemed to predominate in 
buyers’ selections and cash 
transactions are more fre- 
quent than a year ago. Col- 
lections in most branches of 
trade are normal and the out- 
look for 1925 is good. 











advanced on an average of eight 
per cent. 


Factories Hopeful for 1925 


Shoe manufacturers here, while 
their plants have not been very 
busy during the holiday period, 
are looking forward with hope to 


the new year. They are convinced 
that not only will the passing of 
the holidays mean,better trading, 
but that spring lines will be brisk 
and sell in unusual volume. 


Attention Given to 
Conventions 


Considerable attention is being 
given to the conventions to be held 
in Boston in January. Arrange- 
ments are being made by manu- 
facturers, retailers and travelers 
to have adequate representations 
from the local groups at their re- 
spective conventions. 


Retail Offerings 


A variety of patterns for women 
are being featured by the shoe de- 
partment of Cherry’s store in Ger- 
mantown. Among them are evening 
slippers in patent leather, black 
satin, dull calf, black suede, bronze, 
silver cloth and gold cloth. Offer- 
ings include women’s tan calf 
pumps in all sizes and widths, 
and brogue oxfords in tan and 
black Scotch grain. 

Bell’s store is featuring shoes 
for stout women. They are offered 
in patent colt, velvet, kid and 
glazed kid with rubber heels. The 
sizes run from 2 to 11 and the 
widths from AAA to EEE. 





Haverhill Firms Ready 
for Boston Conventions 


HAVERHILL—All roads are 
leading towards Boston during 
January, with particular reference 
to the style shows to be held in 
that city the early part of the 
month. The first is the wholesalers’ 
show at Symphony Hall January 
5-7 and the second the convention 
and style show of the National 
Shoe Retailers’ Association to 
be held in Mechanics Building 
January 12-15. At the former 
show several Haverhill concerns 
selling the wholesale trade will 
exhibit. At the N. S. R. A. con- 
vention the local houses manu- 
facturing for the retail trade will 
be well represented. 

Haverhill shoe manufacturers 
and style men have made active 
and effective preparations for 
these shows by preparing many at- 
tractive novelties in women’s 
shoes. These are expected to bring 
a substantial volume of business 
to local factories. Practically 


every Haverhill shoe manufactur- 
ing concern will be represented in 
Boston during style show weeks as 
exhibitors at the shows, at offices 
and at hotel sample rooms. So 
many merchants have delayed 
placing their orders for spring 
goods that when buying starts in 
real earnest a congestion at shoe _ 
factories is inevitable. Whén buy- © 
ers place their orders they will be 
looking for quick deliveries. With 
these conditions duplicated in in- 
numerable instances, local manu- 
facturers will be put to their ut- 
most efforts to supply goods when 
needed. One manufacturer said on 
this point: 

“While we shall do our best to 
satisfy our trade, we cannot ac- 
complish miracles. It certainly 
would be miraculous if all buyers 
who waited until January before 


-placing spring orders obtained in 


sufficient quantities the goods 
which they will need’at a time of 





94 BOOT AND SHOE RECORDER January 3, 1925 








ou can stretch iio safely 
on Repco Stretchers. 


VERY shoeman knows that great care 

must be taken in stretching shoes. Sud- 
den pressure inside a shoe will break even 
the most responsive leather. 


The regular, easy action of Repco Stretcher elimi- 
nates sudden and jerky pressure and assures safe 
stretching. 


Repco Shoe Stretchers contain no springs, arrows 
or other delicate or easily injured parts. 


The blocks are made of fully seasoned maple, care- 
fully shaped and smoothly finished, and are held 
together by a strong steel hinge. 


The stretching action is by means of a toggle joint, 
controlled by a square-threaded screw of large pitch. 


Every shoe store should be equipped with the 
entire nine sizes of Repco Shoe Stretchers. 
No. 000 dowa to No. 6. Corn and bunion 
plates are packed with every stretcher. 


UNITED SHOE MACHINERY CORPORATION 
BOSTON 
SAN FRANCISCO BRANCH, 859 MISSION STREET 
J. K. KRIEG COMPANY 
39 WARREN STREET, NEW YORK 





When writing to Unrrep Suor Macuinery Corporation please mention Boot and Shoe Recorder 











1925 


ee 


a? 


January 3, 1925 





greatest demand. It takes several 
weeks for a factory to properly 
produce goods. Our problem from 
now on will be to so organize our 
plants as to satisfy, so far as 
possible, not only these late comers 
but all buyers of Haverhill goods.” 


Increase in Number of 
Factories 


Secretary William E. Hartwell, 
Jr., of the Haverhill Chamber of 
Commerce combined statistical in- 
formation and optimism in a re- 
cent address which he made in this 
city. He spoke encouragingly of 
the business conditions in Haver- 
hill, and added that according to 
figures from the Massachusetts 
Department of Labor and Indus- 
tries, Haverhill enjoyed a more 
prosperous year in 1923 than many 
other shoe cities. He advised sales- 
men to be boosters and not knock- 
ers for their city. Official figures 
regarding the number of shoe fac- 
tories in Haverhill, as quoted by 
Secretary Hartwell, for 1923 are 
that during that year in Haverhill 
there were 172 manufacturers of 
shoes, this being the largest num- 
ber in Haverhill’s history and 28 
more than in 1920. There were 160 
concerns manufacturing shoe cut 
stock and findings in Haverhill, a 
larger number than at any time 
and 36 more than in 1920. 

The value of shoes manufactured 
in Haverhill in 1923, according to 
Secretary Hartwell’s figures, was 
$30,060,374, a larger amount than at 
any time before the war boom. 
The value of shoe cut stock and 
findings produced in 1923 was 
$13,562,369. Secretary Hartwell 
concluded his talk with an optim- 
istic prediction regarding pros- 
perity for Haverhill, which he be- 
lieves is just around the corner. 
He added that on having talked 
with shoe manufacturers and 
others he found them looking for 
a business improvement the com- 
ing year. With many Haverhill 
manufacturers having a lifetime 
of training regarding style crea- 
tion, production and merchandis- 
ing, and with workers skilled 
through several generations, he 
said there is every reason to pre- 
dict prosperity for Haverhill dur- 
ing 1925. 


Die Making Concern 
Locates Here 


A new concern doing business 
in Haverhill is John McIntyre Co., 
die manufacturers. This concern 
will supply local shoe manufac- 
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turers with cut out shoe dies and 
dies for leather and paper. Mr. 
McIntyre was formerly associated 
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with the Essex Die Co., with fac- 
tories in Lynn and other New Eng- 
land cities. 





Lynn Shops Turning Out 
Sandal Types for Spring 


LYNN — Manufacturers have 
bought up large supplies of leather, 
both sole and upper, preparatory 
to business for the first period of 
1925. Since one good turn leads to 
another, they believe that shoe 
merchants will buy up large quan- 
tities of shoes when they come to 
market in January, or when they 
receive visiting salesmen. 

Lynn manufacturers’ bought 
their leather on an advancing mar- 
ket, in anticipation of further ad- 
vances, and they expect to sell a 
good many shoes in anticipation 
of further advances in the shoe 
markets. 

Cost of making shoes is up from 


‘5 to 25 cents a pair by reason 


of advancing prices of raw ma- 
terial. 


The Range of Styles 


Lynn’s samples for 1925 range 
from soft sole shoes for babies to 
old folks’ comfort footwear, and 
from sturdy sport shoes for ath- 
letic girls to orange blossom shoes 
for June brides. 

Flapper styles are gaining again 
and new types of sandals, trimmed 
with ribbons, promise to be a fav- 
orite. Oxfords and ties are selling 
briskly for immediate delivery; 
sales of pumps, in plain, opera, 
gores, Colonial and strap styles, 
are expected to gain in the spring 
and summer. 

Russia calf looks like the lead- 
ing leather, with patent following, 
for mid-winter footwear. Priscilla 
and like grays loom up as a fa- 
vorite for Easter. The appearance 





Cross-Word Shoes 


For a diversity in shoe 
style, some manufacturers 
are going to try shoes of 
cross-word puzzle patterns. 
In brief, the pattern of the 
forepart will look like a 
cross-word puzzle diagram. 
There will be punchings, and 
cut outs, and lines of straps 
or stitchings to give to the 
shoes a resemblance of a 
cross-word puzzle. 
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of white shoes at winter resorts 
foretells a white season for next 
summer. Shoes with patent vamps 
and colored quarters are selling 
well. 


Sale of $418 to One 
Customer 


A. E. Little & Co. are checking 
up sales of retail stores in 1924 
to get the record of the biggest 
sale of the year. So far no record 
yet touches that made by Dunn- 
Taft Co., of Columbus, when it 
sold $418 worth of shoes on a 
single order to one customer. 


Tested for Fitting Qualities 


All new Lynn lasts and patterns 
are tested for fitting qualities be- 
fore they are accepted. Merchants 
occasionally return shoes with 
complaints that they did not fit. 
The circumstances do not agree. 
If a shoe fits in the factory it 
should fit in the store. Manufac- 
turers are so convinced, and being 
so convinced are going to take a 
firm stand against shoes that may 
be returned with a complaint that 
they do not fit. 


Looking Into Easter 


Lynn manufacturers are fore- 
telling that sales of shoes for next 
Easter will reach new records, and 
Easter sales are always the largest 
of the year. 

This prediction is based on 
orders and inquiries on hand, and, 
also, on the reports from several 
cities that Christmas sales of shoes 
totaled almost as large as did 
Easter sales. This latter instance 
is taken as a sign that the public 
is in a mood to buy liberally. 
Besides, there is the factor of the 
constant increase in the popula- 
tion and wealth of the country, 
which always leads to the more 
liberal buying of footwear. 


Roland Jackson Is Dead 


Roland Jackson, a retired shoe 
manufacturer, died recently at his 
home in Swampscott. He was 63 
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THE ARROW 
TIE--ONE OF 
OUR BEST 
SELLERS 


Made in Bench Made Turns 
Only, 15/8 ._—— Heel, Me- 
dium Toe, last widths AAA 
to D. 4 to 5 weeks delivery. 












NOT IN 
STOCK 
CONVENTION? 
The New Year opens in Boston with a 
great shoe style show to which thousands 
Patent $4 aay Selif. 628d $4.15 are arranging to go. If you are coming 
Gun Metal.......... 4.35 Russia Calf......... 4.50 where business is sure to be humming, 
Black Suede........ 4.50 make your reservation at the Essex 
5% Dis. 10 days NOW. The Essex is one hotel in Boston 
within easy reach of where you want to go. 
QUALITY SHOES TO =, AT a 
POPULAR PRICES 
The Essex Hote] Co. 


During Boston Show week, January 12, 13, 
14 and 15, our line also will be shown at 
Rooms 112 and 114, United States Hotel, 
Boston. 


**A word to the wise is sufficient.”’ 


HOPKINS & ELLIS, Inc. 


MANUFACTURERS 
HAVERHILL - - MASS. 


- McCarty, Pres. T. A. McCarty, Treas. 














‘ APPROVED BY 
Fine Calf Leathers MEDICAL MEN 


As a sturdy support for the ankles of 
growing children and as a fully 

































































Manufeaeturers of ventilated shoe, the Burkley Venti- 
lated Foot Developer is unexcelled. 
Velvetta Calf— wel known surgeons recommend its 
Tuscan Calf— =<=s VOnTHATONS Siete by sending your 
paren order today. 
Rela Se foment se 
; : ; BURKLEY 
Strictly Fine Full-grain Calf Leather SHOE CO. 
HUNT-RANKIN LEATHER CO. 1156 No. Main Street 
106 Beach St., Boston, Mass., U. S. A. oo Brockton, Mass. 
4 K In 1 
Start The New Year Right N O W ee a ee ae 
Specialize in Greeley Boudoirs. Y a 
ail ake oun or annul sel 1925 Directory of 
ing good boudoirs like mine. I Sh M 
have concentrated on the produc- oe anuf acturers 
tion of boudoirs for years 22nd ANNUAL EDITION 
— = “—— Le = Flexible Leather Binding, Fits Vest Pocket—(2% x 534) 
~ coming my way. MORE CHANGES THAN EVER 
pees nd oes See. BEST BY COMPARISON 
Post 
At Once Deliveries $2.00 Paid 
ORDER NOW! 
If your jobber canmet supply you, write me . 
A. W. GREELEY SHOE TRADES PUBLISHING CO. 
- - = Haverhill, Mass. 4 





x 12 Duncan St. 683 ATLANTIC AVE. Tel. Liberty 0190 BOSTON, MASS. 
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years of age and following his edu- 
cational career at Massachusetts 
Institute of Technology he entered 


the shoe manufacturing business 
in the firm of Seymour & Jackson. 
He retired several years ago. 





Brockton Expects Period 
of Activity from Now On 


BROCKTON—In the opinion of 
forward-looking members ‘of the 
Brockton shoe manufacturing 
trade there is every reason to look 
for a substantial betterment in 
business conditions during the 
early months of 1925. With all 
basic materials in substantial de- 
mand, freight car-loadings break- 
ing all records, and conditions 
abroad showing improvement, the 
stage seems set for great mer- 
chandising opportunities. Brock- 
ton shoe manufacturers are deter- 
mined to obtain their share of this 
prospective prosperity. With that 
end in view they are shaping their 
business policies towards the ex- 
pansion of factory outputs through 
intensive merchandising cam- 
paigns. One of the immediate im- 
portant factors in this line is the 
forthcoming convention of the 
N. S. R. A. in Boston the present 
month. 

A record-breaking number of 
Brockton shoe manufacturing and 
kindred concerns will be repre- 
sented at the N. S. R. A. exhibition. 
Also, at the Boston offices of 
Brockton shoe manufacturing 
houses and hotel sample rooms in 
Boston, the newest and most at- 
tractive products of Brockton 
brains and skill will be exhibited 
in the form of men’s and wom- 
en’s footwear. Every manufacturer 
and every salesman representing 
Brockton shoes is looking forward 
to welcoming a large number of 
buyers and, in addition, of secur- 
ing a large volume of spring busi- 
ness. 


Insures 360 Employees 


The Brockton Shoe Manufactur- 
ing Co., Inc., with factories in 
Brockton and Holbrook, Mass., has 
taken out group insurance for its 
360 employees in the Holbrook 
factory. General Manager E. F. 
O’Neill put this plan into effect at 
Christmas time in appreciation of 
co-operation and loyalty from em- 
ploees. All who have been with the 
company in the Holbrook factory 
one year or more have insurance 
policies of $500, with an increase 
of $100 a year until the insurance 
reaches a maximum of $1500. This 


group insurance does not require 
the insured to pass any medical 
examination. It will be of great 
benefit to the families and depend- 
ents of the insured. A disability 
clause provides that an employee 
who becomes permanently disabled 
may receive the full amount of the 
policy, either all at once or at in- 
tervals during the remainder of 
life. 

General Manager O’Neill, in 
speaking of his plan for insuring 





E. F. O’NEILL 


General manager of the Brock- 
ton Shoe Manufacturing Co., 
Ine. 


employees, says: “It is nearly two 
years since we opened our factory 
in Holbrook and we have managed 
to keep busy when orders have 
been scarce. This is due in part to 
the co-operation of our employees. 
The entire cost of the insurance is 
to be borne by us and we feel quite 
sure it will accomplish much good. 
We are employing about 360 per- 
sons in the Holbrook factory, with 
weekly payroll of more than 
$11,000, and a daily output of 2400 
pairs of shoes. These are made to 
retail from $3.50 to $4.98 a pair. 
Our Holbrook plant was estab- 
lished to make a similar grade of 
shoes to those produced in Maine 
and New Hampshire. It is being 
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operated to full capacity, as it has 
been since it was opened. In the 
Brockton factory we have been in 
operation about six years. We 
have eighteen traveling salesmen 
and offices in Boston, Chicago, At- 
lanta, San Antonio, Havana, Phila- 
delphia and New York City. In 
the two latter places we have stock 
departments. Our outlook for 1925 
is very promising and we look for 
a still greater output in both our 
Brockton and Holbrook plants.” 


New Feature Sole 

The Gleasonite Products Co., 
with factory at 480 Court street, 
Brockton, has placed on the market 
a new feature sole. This will be 
shown at the N. S. R. A. conven- 
tion the present month. Several 
years ago Gleasonite was intro- 
duced to the shoe manufacturing 
and shoe repairing trade, since 
which time its practicability and 
wearing qualities have been thor- 
oughly demonstrated. The five 
suction button Gleasonite sole, 
which has a four months’ guar- 
antee, is a well-known success. 
These suction buttons are a perman- 
ent trade-mark for Gleasonite soles. 

The new feature sole has the 
same five suction button feature, 
but the surface is roughened, giv- 
ing it a novel appearance. This sole 
will be known as Rough Face 
Gleasonite. It will be manufactured 
in black and tan colors. This tan 
product is new. It is protected by 
patents now pending. The fibres 
are laid in one direction, as a re- 
sult of which the sole flexes with- 
out danger of cracking as it lies 
on the shoe. At the same time it 
retains its firmness and shape. 
This tan product, a result of many 
years’ experiments, is especially 
designed for men’s high grade 
shoes. The Gleasonite Products 
Company’s Boston office is now lo- 
cated at Room 201, United States 
Hotel. Harry Le Boldt is in charge. 


New Shoe Corporation 

Daly Corporation, .capitalized 
under Massachusetts laws at $90,- 
000 to manufacture shoes and ac- 
cessories, has the following in- 
corporators: Charles H., Julia M. 
and Charles L. Daly of Brockton 
and John J. Daly of Newton 
Centre, Mass. 


Advertising Man in New 
Position 
Michael J. Twohig, for the past 
17 years associated with T. D. 
Barry Company of Brockton in the 








98 BOOT AND SHOE RECORDER 


advertising and credit depart- 
ments, has resigned his position, 
taking effect at the end of the 
year. On January 1, Mr. Twohig 
became identified with the Shoe 
Manufacturers’ Protective Asso- 
ciation, with offices at 210 Lincoln 
street, Boston, of which H. J. 
Sheehan is president. This concern 
is organized for the purpose of 
supplying to shoe manufacturer 


subscribers information regarding 
customers’ credits and other de- 
tails affecting relations between 
shoe manufacturers, wholesalers 
and retail shoe merchants. Mr. 
Twohig’s long experience with the 
T. D. Barry Company qualifies him 
for his new position. He will re- 
tain his home in Brockton and will 
do considerable traveling in con- 
nection with his new work. 





Boston Retail Men Note 
Healthy Trend to Buying 


BOSTON—Final shopping days 
of the holiday season were respon- 
sible for an exceptionally large 
slipper business in both men’s and 
women’s departments of shoe 
stores. The slipper trade helped 
swell cash totals, although the 
shoe demand did not reach any 
great proportions. In fact, many 
stores reported the slipper demand 
was very welcome, inasmuch as it 
made up for trade in shoes that 
did not develop up to expectations. 
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_COES~STODDER_| 
— 10 TO S“-sTO DER — 
Coes and Stodder, one of the 
leading men’s stores of Boston, 
printed this suggestive ad- 
vertisement concerning white 
shoes. Although there is little 
reading data, the ad is very 
commanding because of the 
two appropriate sketches. 





There are clear indications that 
a good period of business is ahead. 
Men are buying with more avidity. 
Tan calf is going very well in 
women’s styles and merchants are 
confident that January and the 
first few months of the year will 


take on a busier tone in shoe 
stores. 


“Babe” Ruth Fits Shoes 


“Babe” Ruth, home run king of 
the American League and idol of 
the American youth, played a part 
in the distribution of 3000 pairs 
of new shoes to needy children of 
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this city during the Christmas 
season. The Volunteers of Amer- 
ica, at their headquarters, 39 
Howard street, gave away the 
shoes and called on “Babe” to fit 
the first youth. The Volunteers 
also distributed garments and food 
to needy. 


Whittemore Bros. Operate 
- Independently 


Information has been given by 
unauthorized persons that Whit- 
temore Bros. Corp., Cambridge, 
Mass., manufacturers of well- 
known brands of shoe polish, had 
consolidated with other interests. 
The wrong impression created by 
such a statement is corrected by 
the company. They state: “This 
company is not affiliated or con- 
nected in any way with any other 
company. It is owned by members 
of the original Whittemore family 
and its policy and management 
remain unchanged.” 





December in Baltimore 
Closes with Brisk Trade 


BALTIMORE — The holiday 
rush closed with a severe cold 
wave. This cold spell stimulated 
business. Retail shoe merchants 
report increased business and it 
is generally believed that sales 
totals are in excess of last year. 

In December there was more 
brisk buying in men’s shoes. Men’s 
house slippers sold in unusually 
large quantities. One store claims 
to have sold nearly double the 
quantity in slippers as compared 
to last year. 


Combinations Gaining 


A new shoe on display in one 
of the local shops is a three-but- 





Gore Pattern Popular 


Among the best styles are 
concealed gore effects and 
higher cuts. The best leathers 
are combination effects of 
patent and apricot kid, also 
patent and rust color kid. 
Genuine alligator, although 
expensive, is very popular. 
The better shops are selling 
broad one-strap pumps in the 
plain and color combinations. 











ton pump (buttonaire) with a tan 
calf vamp and blonde kid quarter, 
with Spanish heel. Other combina- 
tions are in patent and suede. 


Thomas to Move 


George P. Thomas, Jr., 22 E. 
Baltimore street, wholesaler and 
retailer of rubber goods since 
1887, will move to his new head- 
quarters, 102 Hopkins place, by 
February 1. The present location 
is too small and Mr. Thomas had 
to seek larger quarters. He will 
abandon the retail trade and con- 
tinue in the wholesale business 
only. 

Mr. Thomas has been in the 
square for 38 years and is the 
oldest rubber house in continuous 
operation since 1843, its first 
proprietor having begun business 
two years after rubber was made 
commercially. 


Wiesenfeld: Closes Its Shoe 
Department 


The shoe department at the 
Little Joe Wiesenfeld Store, oper- 
ated by Simon Halle, was closed 
November 15. 
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Rochester Confident That 
1925 Is to Be Good Year 


ROCHESTER—A normal Christ- 
mas business without the char- 
acteristics of boom days was en- 
joyed -during the week ending 
December 27. Holiday buying in 
most down-town stores was steady 
and the cold weather did much to 
stimulate the buying of winter 
footwear. 

Christmas buying, which was de- 
layed this season more than usual, 
brought a rush of business during 
the three days preceding the holi- 
day and practically all shoe stores 
enjoyed a good business. 

Clearance sales made their ap- 
pearance the day after Christmas 
in an effort to clean up slow-mov- 
ing and broken lots before inven- 
tory time. Extremely cold weather 
has helped materially to reduce the 
rubber footwear stocks and with 
prospects of two months more of 
winter weather local merchants 
look forward to'an extremely good 
season on rubber footwear. 

In general, merchants report 
business for December as slightly 
ahead of last year and everyone is 
optimistic about the outlook for 
1925. In fact, most of the stores 
are anticipating a better spring 
season than they have enjoyed for 
the last three or four years and 
are buying new footwear to meet 
the expected public demand. 


To Open February 1 


Park-Brannock Co., shoe mer- 
chants of Syracuse, N. Y., are re- 
ported to have leased a store on 
East avenue, which they will open 
about February 1, featuring men’s 
and women’s footwear. 


S. A. McOmber Buried Here 


Funeral services for S. A. 
“Sam” McOmber, for the past 18 
years traveling representative of 
the Utz & Dunn Company of this 
city and manager of the New York 
office, were held Saturday, Dec. 27. 
He was buried here and is sur- 
vived by a widow, Ida, whom he 
married thirty-eight years ago; his 
brother, Beecher M., of West Falls, 
N. Y.; and a sister, Mrs. Hatfield 
Smith of Philadelphia. Mr. Mc- 
Omber was sixty-three. 

Sam McOmber’s life story might 
well have been written by Horatio 
Alger, for it followed the pattern 
of the poor boy who rose to emi- 
nence through hard work. At the 


age of eleven he was out in the 
world earning his own living. The 
struggles of his early life, which 
a few of his intimate friends knew, 
gave him a kindly feeling for those 
in unfortunate circumstances and 
was reflected in his many chari- 
table acts, which were performed 
without ostentation and which 
never would have become known 
except from outside sources. In his 
life time Mr. McOmber gave away 
uncounted thousands of dollars in 
one way or another to those less 
fortunate than himself. 


Leader in Association 


In addition to his love for his 
fellow men, he was one of the fore- 
most fighters in the many battles 
that have been waged for years to 
better the condition of traveling 
salesmen. He devoted much of his 
time and private funds to these 
fights and was instrumental in 
pushing many of them to a victo- 
rious conclusion. 

He was one of the organizers 
of the National Boot & Shoe Trav- 
elers’ Association and was that 
organization’s first treasurer. He 
also fostered the organization of 
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the Boot and Shoe Travelers’ As- 
sociation of New York and served 
as its president. At the time of his 
death he was serving this asso- 
ciation as secretary and treasurer 
for the seventh successive term. 

When the various traveling 
salesmen’s associations in many 
different industrial lines decided 
to form the National Council of 
Traveling Salesmen’s Association 
to look after the interests of the 
road men as a whole, regardless 
of what trade they might be in, 
Mr. McOmber was in the front 
ranks. To this organization he 
devoted much of his time and was 
vice-president at the time of his 
death. 

Mr. McOmber was one of the 
most successful shoe salesmen in 
the trade. His success was founded 
on a capacity for hard work and 
a sympathy with the problems of 
the retail shoe merchant. 


Cleans Up Odd Lots 


William E. Miller, proprietor of 
Miller’s Shoe Store, 86 East avenue, 
reports unusual success in clean- 
ing up odd lots of footwear during 
December. Liberal use of window 
display space in which odd lots 
were shown with cards giving the 
sizes and numbers of pairs for sale 
enabled this store to clean up 104 
lots of shoes. 





N ew York Stores Note a 
(gain in Children’s Trade 


NEW YORK —Christmas week 
brought only minor developments 
in the retail shoe trade in this city. 
The belated Christmas shopping, 
which brought the aggregate of 
all retail trade slightly above that 
of last year, according to reports 
from the leading department 
stores, helped the shoe stores to 
some extent. The bulk of the in- 
creased business, however, fell on 
hosiery, buckles and boudoir slip- 
pers, rather than upon regular 
footwear. To some extent, how- 
ever, there was an increased de- 
mand for evening slippers as a 
result of the holiday shopping. In 
the days immediately following 
Christmas there was an upturn in 
the buying of misses’, girls’ and 
youths’ shoes, a natural result of 
the school vacations over the holi- 
day period. 

It seems safe to say that the 
holiday business in hosiery and 
buckles in the shoe stores exceeded 


that of last year in most instances. 
On boudoir slippers the business as 
a whole was not so good as last 
year in the regular shoe stores. 
Some reported the slipper business 
ahead of last year, while other 
stores ran behind. The department 
stores, however, appear to have 
made good gains in this particular 
class of footwear. 


After-Christmas Sales 


Before Christmas there were 
many shoe sales about town, but 
immediately after the holiday sales 
broke out with renewed vigor. Sev- 
eral of the leading shoe stores be- 
gan their clearance sales immedi- 
ately after Christmas. The I. Miller 
sale, which has been running for 
more than a week, has been doing 
a large business. Right after Christ- 
mas the Cammeyer 34th street 
store began a clearance sale, pri- 
vately to its customers December 29 
to 31 and publicly beginning Janu- 
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ary 2. Shoes regularly priced from 
$11.50 to $18 were offered at the 
flat price of $9.95. 


What’s Offered at Sales 


Oppenheim, Collins & Company 
announced a sale beginning the 
Saturday after Christmas, in which 
25 styles of women’s shoes in two 
groups were offered at $5 and $7. 
The lower price was put on shoes 
up to $10 in value, while the higher 
price applied to those in value up to 
$12.50. Silver and gold brocades 
were included, as well as blonde, 
amber and black satin, black suede, 
tan Russia calf, brown and black 
velvet and patent leather. 

The John Wanamaker store, in 
addition to advertising a sale of 
women’s shoes in their basement 
department at $3.85 and $4.85, also 
announced a sale in the regular de- 
partment at $6.75 for “the $12 to 
$15 grades.” The sale collection, 
however, included only 300 pairs of 
shoes and came only in the sample 
sizes, 4B and 4C. 

Gimbel Brothers entered the 
sales wave with an offering of wom- 
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A. E. NETTLETON CO. 
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Alligator in Combina- 
tions 


With so many sales going 
on, regular business naturally 
fell off. The better class stores, 
however, reported a persis- 
tent demand for all alligator 
and alligator in combination 
with tan Russia or black calf 
or patent leather, particularly 
in one-strap models. New 
models in step-in and gored 
shoes are being shown, the 
patterns showing but little 
variation from those now in 
vogue. One new idea in a step- 
in was seen last week. In this 
shoe the old Romeo slipper 
idea has been effectively 
adopted. A top piece running 
around the inside quarter and 
vamp goes into a_ small 
pointed tongue and continues 
around the outside of the foot 
to lap over at the base of the 
tongue. The shoe was de- 
veloped ina number of leathers 
and several combinations. 

Practically all of the latest 
models being shown by re- 
tail stores have the high sharp 
arch and spiked heel. The 
baby Spanish heel seems to be 
coming into greater vogue, 
along with the high spiked 
heel. 




















HENRY LILLY CO. 
88-90 Reade St. New Yerk 
AUCTION TRADE SALES 
of 


SHOES AND RUBBERS 
Every Wednesday and Friday 











Stock Dept. 5 

Is At Your Service 

THE STETSON SHOE CO. (Ine.) 
Seuth Weymouth, Mass. 

















Pens: eee 
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THE SHOE FOR MEN| 
ELLIOT SHOB CO. BROCKTON, MASS. 
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Many dependable and 


'e profitable styles constant- 


ly In Stock. Send for PA ne price list. 








i= 
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DR. CAMPBELL’S HEALTH SHOES 


Women’s Boots In Stock 
5 LASTS—12 STYLES 
B-EEE—2-9 $4.60 to $5.25 

. BEST Quality Throughout 

| POWELL & CAMPBELL 
Mfg. Wholesalers of Dr. Campbell's Health Shoes 
- 122-124 Duane St., New York, N.Y. 






































WHERE TO BUY 8 
Shoe Illustrations 
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en’s shoes at $5.95, in which com- 
binations were included. Silver bro- 
caded evening slippers were offered 
at $6.90. 

The annual sale of evening slip- 
pers at James McCreery & Com- 
pany also was announced for Satur- 
day. Values from $11 to $15 were 
offered at $9.75, the large group in- 
cluding several patterns in both 
gold and silver brocade. 

These are only a few of the many 
special offerings now in progress. 
In the many shoe stores on 42nd 
street, between Sixth and Fifth 
avenues, a host of sales were in 
progress last Saturday and all of 
them seemed to be drawing a large 
patronage. 


Pay Half Million Dollars 


for Lease 

The Commodore Shoe Corpora- 
tion, operating the chain of Walter 
Bradley Shoe Stores, will pay an 
aggregate rental of about $500,000 
for the property at 987-989 South- 
ern Boulevard, which it has just 
leased. The lease is for a long term 
and provides for the erection of a 
building by the lessees in which 
they will occupy the store floor. 
Several stores will be added to the 
present chain. 


A Reght Happy 
New lear 


To the feminine public who have so 
clearly shown their apprecia- 
tion of our efforts in 1924. 

To the employes of our Brooklyn, 
Long Island, and Haverhill 
factories and of out retail shops. 

To our representatives in two 

hundred cities who have made 

I. Miller slippers nationally 

accessible. 





To our foreign representatives and 
the creators of our own fac- 
tories who have conceived so 
many beautiful style effects. 

We extend our cordial and sincere 

wishes for u New Year of 


oO) ntl, 


NEW YORK CHICAGO 





PARIS 





mee F.e.D2e3.2 eS 


I. Miller & Sons, New York, N. : 
manufacturers of women’s high- 
grade footwear, took this way of 
showing their cordiality and sin- 
cerity in extending New Year's 
greetings to the trade. 
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Flexible Turn Shoes 


For the J Trade Resteetredy 
F. S. ELAM SHOE Co. 


ROCHESTER, N.Y. 
Besten Office 16 Columbia Stvect 











‘Bonita Shoe * Baby 


TURNS and SOFT SOLES 


In Stock 


Send /er Cata! 


ALH.Martin@ 














Mehers ROCHESTER NY 





Gdeal Diaby, Shoo ee Sonpory 


anver's. 


















































AShoe for Boys 
That Wears 


Marston & Tapley Co. 
DANVERS, MASS 


hy "shoe 


BOyY’s FINE SHOES 
Reckiand, Mass., U. &. A. 


IN STOCK MADE TO ORDER 

















nese oe what policy you may 
pursue in selling to the shoe trade, 
nevertheless you need the 


Boot and Shoe Reeorder 
ALL THE TIME 


~ 
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Write for Prices 
BEST-EVER SLIPPER CO., inc., BROOKLTN, N.Y. 








ot 

I abaks <) Gp, 
The Quality 
Pullman Slipper 

RED BLACK TAN 





ay 


SWAN SHOE CO. Baltimore, Md. 








Satin, Felt and Leather 
Seft-Sele SLIPPERS 
fer the Entire Family 


No. 7300 Satin in these 
colors Beauty 


aA B. Blue. 

Send for Price List 
Naw ENGLAND SLIPPER CO. 
140 Green Street 


PARISTYLE FOOTWEAR MFG. 6O., INC. 


Washington A’ 
ee 


HIGH GRADE MULES AND D’ORSAYS 
Made of Satin, auitted § Satin, 
Prices from $23.00 per dex. 


Ge 


















“IN STOCK BLACK KID BALLET 
SLIPPERS” 


Ours Stand the Strain 
to 8 1 wes 


THE , Ay SHOE CO. 
anufacturers 
309-315 Findlay Street 
Cincinnati, Ohio 

















J. R. BEATON COMPANT, Ine. 
#8) FOURTH AVE., NEW YORK 














Leather whipping found on shoe 

leather bows, belts and bags. 

Leather bow from Delman, New 
York, N. Y. 








Glazed Kid Trade Optimistic 


Philadelphia — Like the other 
branches of the shoe and leather 
industry, there has been a sea- 
sonal lull in the glazed kid busi- 
ness. Manufacturers, however, 
are preparing for a good run on 
apricot, rust and a very light 
brown shade in 1925. They are 
also optimistic about grays and 
feel that there will be some call 
for champagne. Men’s weights in 
the larger skins are moving nicely, 
though women’s weights in these 
sizes are still a drug on the market 
in spite of the talk about the come- 
back of the high shoe. Black is 
expected to be in demand only in 
the high grade conservative and 
arch-support shoes, in which lines 
there is always a demand for it. 





New Shoe Stores 


Young Shoe Co., 10 Pine avenue, 
Long Beach, Calif., ninth store. 

Park-Brannick Co. of Syracuse, 
N. Y., to open store selling men’s 
and women’s footwear on East’ 
avenue. 

Economy Shoe Store, Friedman 
& Lenke (236 W. 55th street), 
New York, N. Y. 





Buys Store at Binghamton 


Binghamton, N. Y.—The Endi- 
cott, Johnson Corporation recent- 
ly purchased the large store of 
F. D. Bull, at Court and Water 
streets, and after a clearing-out 
sale, it will be operated as one of 
the Endicott-Johnson chain. It will 
be a family store and William 
Fisher will be manager. 














Ladies $1.40 
~wq ED 
SHOE FINDING CO. 
147 Duane St., New York, N — 











BALLET SLIPPERS IN STOCK Bik, India = 
8%-7, $1.40. 


Bik. Kid, Soft 
Box, 8% Child’s 
7 Wl 





toe, 
FERGUSON BROS. Co. 
10 High St., Reem 527 














QUALITY BALLETS—,7ix 





Seft Tee Hard Tee 
o/it ........ $2.15 
ww 290 
24/7 ........ 2.25 
White moples 
Se extra a 


Alse Men's and Wemen's Slippers of every description. 
METROPOLITAN SLIPPER CO. 


184 W. B’way, near Duane St. New York 





BALLET oLrrens — IN STOCK 
(Made by Ballet Specialists) 

Re Sk Bi62 a Glazed 
1 - 

Mek 

SCHWARTZ A HERDER 


Mfrs. of Grade 
241 Ne. ith Street es Phitedsishie, Pa. 

















Sumith 
SALLETS 






326 W MONROE ST 
CHICAGO 
W2 SUMNER SMITH 

















Demand Dunbar Designs 


From Your Manufacturer 
AND BE ASSURED OF STYLE 
AND FITTING QUALITIES 


January 3, 1925 








IN YOUR SHOES. 


= 
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[| _* Seiesk "| 


eS neues 





Lm Foe FE! 
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F. E. JONES CO. 
FANCY COLORS 


MAT KID 


96 SOUTH STREET BOSTON, MASS. 











COATED GEM DUCK 
ADHESIVE BACKING CLOTH 
Buabber and Leather 
Dry Foot Welting 
Sheet Rubber Soling 
8. F. CHAMBERLIN 


4 Summer Se 
WIDTHS 


Goring “**: 


Russell ManufacturingCo. 
Middletown, Conn. 








zi The One 
: Waterproot 
Leather That 
Takes and Re- 
tains a Polish. 





COOK Co. 
wre tt Seuth St, Boston, Mass. 











Colored 




















EMIL RUBLACK 
Maker of Artistic 
PRICE TICKETS 
es | mn bre Bd on reqmest 
Established 1983 

Be. 400 % Pr 100 14. eo vest paonpwat 











INFORMATION 
for Shoe Merchants 

“WHERE TO BUY” constitutes a 

source of Raowtedge so that he who 


runs through these pages may read 
— and learn. z 
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New Stunt Sells Three Pairs © 


of Hose at a Time 


Milwaukee, December 29—The 
sale of three pairs of men’s socks 
at a time has been an established 
custom for some time in this coun- 
try. But there are always ways of 
speeding up even well-established 
trade practices, as witness the 
Ever-Packt idea recently put out 
by the Everwear Hosiery Com- 
pany of this city. The Ever-Packt 
socks come three pairs to a small 
pack, which merchants can dis- 
play on their counters. The carton 
is described as a_ pocket-size 
packet “for your convenience and 
economy.” Window cards are fur- 
nished and a counter carton, con- 
taining 8 of these packets, two doz- 
en pairs in all. The familiar three- 
for-a-dollar combination is found, 
as well as more expensive grades 
in silks and in wools. 





Shoe Store Has Rubber Tile 
Flooring 


Minneapolis, Minn.—One of the 
new features of the Sorenson Shoe 
Company store is the floor cover- 
ing of “U. S.” rubber tile. Com- 
menting on the advantages of the 
floor, the Northwestern Commer- 
cial Bulletin, in a recent issue, 
stated: 

“Being of rubber, the floor pos- 
sesses a resiliency which enables 
a man to be on his feet all day long 
without tiring, while from the 
sanitary point of view it is excep- 
tionally easy to keep clean and 
bright.” 





Blalock Is Manager 


Canton, O., Dec. 30—L. B. Bla- 
lock has been appointed manager of 
the Wagoner-Marsh Co. shoe store 
here at 124 Tuscarawas West. P. H. 
Harmon, long associated in the shoe 
industry, has joined the organiza- 
tion and will be with the Canton 
store. 





Gave Shoes for Christmas 


Peabody, Mass. — The Chain 
Leather Co., tanners- of calf 
leather, this city, gave a pair of 
shoes to each and every one of its 
employees for a Christmas pres- 
ent, and the uppers of each pair 
were made of calf leather tanned 
in the firm’s own tannery. 





Napoleon was outnumbered in 
every great battle that he won. 








ATLANTIC PRINTING CO. 


Producers of Distinctive 
Shoe Catalogues and 
Shoe Booklets 


201 Seuth Street Boston, Mass. 
Telephone, LiBerty 8673 


ie on coldest SO y. 
orfijo: “a 
° ~ 











ABELS 


ASK FOR SAMPLES 
We Wes/ay nee By 4 t most of 


TOLMAN PRINT. INC.,' 





UNIVERSITY © 
Tigo OUNDRY 








U. S. M. C. Issues Historical 
Calendar for 1925 


Boston, Mass.—The United Shoe 
Machinery Company has issued an 
interesting calendar for 1925 in 
book form. It is a “Calendar for 
Americans”! For several years the 
company has distributed patriotic 
and educational calendars  act- 
uated by the belief that it is the 
duty of all to stimulate good citi- 
zenship and Americanism. 

The calendar contains in brief 
outline form the most important 
historical incidents of the country 
from the time of the discovery of 
America to 1918, when the World 
War ceased. Illustrations of fa- 
mous American institutions are 
contained in the calendar. 


Pearls Still the Smartest 
Jewels 


The rage for pearls increases 
daily in all walks of life, placing 
other forms of jewelry in a very 
secondary position. Large counters 
in all stores are given over en- 
tirely to pearls —these points in- 
variably alluring every woman. The 
smartest women wear strands and 
strands of pearls—in pastel tints, 
in long ropes that knot and hang 
down the back, in three strands 
that fasten with one clasp, or in 
baroque pearls in choker length. 
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CLASSIFIED AND OPPORTUNITIES DEPARTMENT 


ITIONS WANTED—Four cents per word for each insertion, 


: Recorder rates for space lens than one-eighth ~~ Minimum amount accepted, seventy-five cents. For other “Want” 

wh times times times times ~ ~~ $1.25 Fh 453 heeding will be re ~~ ed 
i mum amount ° receiv 

| Ea $5.00 $4.00 33.50 * $3.00 32.50 Se etek er pee Bs ons of This ates, twelve sar ont be 

BOvewveesees 10.00 8.00 7.00 6.00 5.00 allowed in each advertisement for address. When advertisers desire 

BOD. .anantens 15.00 12.00 1050 9.00 ~7.50 — La £ Ae AT Rr Sp 

| ARR 20.00 16.00 14.00 12.00 10.00 to ads must be sent under letter postage. 





Payment in advance is required, except when regular advertisers, as amounts are too small to open accounts 














SALESMEN WANTED SALESMEN WANTED SALESMEN WANTED 
[TWO HUSTLING SHOE SALESMEN want- 


Sark Simei, ereecten ts “oe SHOE SALESMEN WANTED 


p= A to get into the firm for the man of 























py eH EE Lt If you contemplate a change on January 1, or care to add an- 

Ghee Ressedes, S09 Soph Sect, Basten, Mase. other line to those you are now carrying, get in touch with us 

aay ey + ey Fe at once, as we have some desirable territory open. We make 

ranging. in price from $8.60 to $4.00. Kindly Men’s Unlined Working Shoes, Goodyear Welt and Nailed, 

Sa ee medium price, but high in quality. When you write give us full 
ANTED—Live wire resident salesman to particulars as to experience and qualifications. 

riced Ladies’ Welts and McKays. The line ts NORTH LEBANON SHOE FACTORY 

short but is a moneymaker for workers. This . 

is strictly a commission proposition. The fol- Lebanon, Pa. 

lowing cities are nm: Buffalo, Cleveland, 


Chicago, Atlanta, Philadelphia, Denver and 
Birmingham. Write with references. Stern 
ton, Mass» 40-42 Lincoln Street, Bos- = CALESMAN calling on wholesale trade to WE ter opportunities for real live shoe 
: . earry line of infants’ and children’s turns. salesmen to sell our line of growing girls’, 
ALESMEN WANTED to sell popular-priced Commission basis. Webb Shoe Co., West Point, Misses’, children’s and infants’ turns and 


line infants’ 1/6 flexible turn and 2/11 stitch- Pa. seated stitchdowns in yy of Utah, 


down shoes of merit, in connection with line OR Michigan, exclusive of Detroit; also 2 ing ontana, 
now handling; over fifty styles in stock; 7% Feythern i Men’s and boys’ stock dress | ww gS A ~ ois. i —_— 




















commission. Give references and full particu- and service shoes, also men’s and women’s stock immed: ipmen men with 

lars. Maize Shoe Co., 420 St. Paul St., Roches- leather slippers; commission basis. Brandau ability’ need SS ee first let- 

ter, N. Y. ed — 250 W. Jefferson Ave., Detroit, ter. A. E. Brown Shoe Co., Orwigsburg, Pa. 
ie! n 








ANTED a few more live-wire r pr 
tives to carry our “Novelty Line” of chil. GALESMEN for a real snappy condensed ritory and one mid-West territory where 


= WANTED —Sclemes to cover a western ter- 
dren’s turns and stitchdowns in the following cialty line, branded ladies’ and men’s silk we have an established business. Would prefer 


states: Ind., Wise., N. Dakota, S. Dakota, hosiery. Sold with a guarantee to the Dry married salesmen experienced in a 
Minn., Colorado, Ariz., New Mexico, Ala., Ga., Goods, Shoes and Specialty shops throughout high-grade line of men’s dress shoes. Will 
Ky., Tenn. We pay 7% commission on ail ac- the country ; easily carried ; state territory cov- consider young men with successful retail ex- 
cepted orders. ly A-l traveling men who ering and line now handling. Address B-172, perience if have good character and business 
have a following need qeply. Flexible Shoe care Boot and Shoe Recorder, 207 South Street, references. Strong in-stock department; 6% 
Company, Rochester, N. Boston, Mass. commission; will advance traveling 

to apply on earned commissions. Give age and 








XPERIENCED SALESMAN wanted to carry ANTED—Experienced salesmen, on strict- reference in first letter. Strictly confidential. 
Eon commaiasion line of Infants’, Children’s ws 7 ye ba to ow ¢ = bg Address B-216, 2 Boot a= Shoe Recorder, 








Kesco Turns ay Stitchdowns, in of some * to real at. $8.00 207 South Street, ton, Mass. 
a N. Dakota, South Dakota, Minne- and $5.00 ‘ond 
oom, Wisconsin and Michigan. Address with fe. Some yp Xm Hy 
9 alee weal iin 1 217% W. Water St. oe ed _ Sal W ed 
, a esmen Want 
e " m e = x ’ To sell well known QUALITY line of 
Ohio—Illinois—Indiana—Michigan—Nebraska “Milwaukee” work shoes, nailed and 
Experienced Shoe Salesmen wanted to cover the above tersitarios on a Territories 
strictly commission basis, to sell Men’ i Women’s and Iowa Kansas 
priced footwear. Correspondence strictly confidential. FOOT, SCH LZE a eae Eomtucky 


& CO., St. Paul, Minnesota, Sales Department. 








REAL PRODUCERS WANTED! 


To cerry © quality line of Wincensin-made werk and sport chess. AR shoes carried 
stock for immediate delivery. Some choice territories are open in the following states 
Montana; Iowa; Illinois; Ohio; Pennsylvania; Kentucky; Tennessee; Virginia and West 
Virginia; North and South Carolina; Georgia and Florida. 

Reasonable advance against 7% commissions paid monthly on shipments. Address B-219, 

care Boot and Shoe Recorder, 189 W. Madisen St., Chicago, Iil. Well known firm will have vacancies 











on sales force after January first. 











_ Large line of work, dress and sporting 
" bets and shoes. Openings will be in 
well established territories. Can afford 
splendid opportunities to reliable, ex- 
perienced shoe salesmen. Address 
B-189, care Boot and Shoe Recorder, 
189 W. Madison St., Chicago, Ill. 


OPEN TERRITORIES 


Kentucky and nk Illinois and we, Missouri y- Arkansas. 
and then alone if 


past record is o0e8, Lesemeaey, 
and references. We are the makers of the in-stock 
Bison Brand Service and Dress Shoes for men and boys. 
Ce., 182 Reservoir Ave., Milwaukee, Wisconsin. 
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SALESMEN WANTED 


SALESMEN WANTED 


SALESMEN WANTED 











ARE YOU THE MAN WE 
WANT? HE MUST BE AN 
EXCEPTIONAL SALESMAN, 
ONETHAT HAS EXPERIENCE 
IN STYLING AND SELLING 
YOUNG MEN’S SHOES. 3 


Southern, 2 Mid-Eastern, and 


2 Mid-Western territories open. 
We are this season showing sev- 
eral new lasts and many new 
patterns. Give detailed informa- 
tion in first letter. YOUNG 


TAIL FROM $6.00 to $7.00. 


OGDEN SHOE COMPANY, 
Milwaukee, Wis. 





Manufacturer of women’s medium 
priced welts wants resident salesmen 
everywhere. Featuring wide ankle 
-wnU 0Z = 38 pus sarzJeAou j10ddns 
bers in stock. 8 per cent commission. 
Side line if desired. Address B-221, 
care Boot and Shoe Recorder. 207 South 
Street, Boston, Mass. 





GALESMEN WANTED to carry Rochester’s 
best-known line of Infants’ Soft Soles and 
Moccasins and Infants’ and Children’s Turns 
and Stitchdowns from 1/5 to 11%4/2, in con- 
nection with present line. Good openings in 
New England, Middle, Western and Southern 
States. We make quick delivery and pay highest 
commission. Applications cons: only from 
men with established trade and good record. 
Give full particulars in first letter. J. J. 
MacMaster, Rochester, N. Y. 








Real livewire, high-pressure salesmen 
te carry a short side line of good 
stitchdowns, sandals and oxfords. Real 
merchandise, liberal commission. State 
all particulars in first letter. Davies 
Shoe Co., Inc., Allentown, Pa. 





TTENTION, SHOE CLERKS~If you are 

energetic, and have the ambition and 
perseverance to become a highly paid sales- 
man, we have an opening for you. Address 
B-185, care Boot and Shoe Recorder, 189 W. 
Madison St., Chicago, Ill. 





POSITION WANTED 











Salesman Wanted 


Salesman for New York City, 
Brooklyn and vicinity on com- 
mission. Must be acquainted 
with city trade. Only those 
able to produce results need 
apply. 


THOMSON - oe ER SHOE 


18 Station Street 
Boston 20, Mass. 








Experienced salesman wanted to carry 
an unusually strong line of women’s nov- 
elties. Every style carried in stock in 
large quantities. $4.00-$7.00 retailers. 
Can be carried in connection with another 
non-conflicting line. Commission basis. 
Several choice mid-western and southern 
territories open. Address B-222, eare Boot 
and Shoe Recorder, 207 South Street, Bos- 
ton, Mass. 








Experienced Salesman with 
trade established for the states 
of Texas and Oklahoma. Stone- 
field- Evans Shoe Company, 














WANTED 


Wide awake shoe salesman to sell corking 
good line of misses’, children’s. growing 
girls’ and boys’ shoes for Chicago in-stock 
house on straight commission of 7%, no 
drawing account. May be sold as a side 
line in its ay in part with non- 
conflicting line. ‘e have the following 


rritories open: 
ALABAMA, ARKANSAS, IOWA, ILLI- 
NOIS (SOUTHERN HALF) 


CKY, LOUISIANA, D 
AND SUBURBS, NO 
GAN, MINNESOT 





Rockford, Iil. 








Ten (10) Salesmen wanted whe know 
they can produce results selling a 
strong line of Men’s Calf Skin Welts, 
snappy patterns, te retail at $5.00. 
Straight 6% commission. Coble Shoe 
Company, Humboldt, Tenn. 











For a Chosen Few 


One of the livest, smartest lines, of 
Women’s Popular Priced New England- 
Made Novelties (You know the name 
and so does every dealer in the coun- 
try), is open in the following states: 
Alabama, Florida, Georgia, Louisiana, 





A middie west manufacturer of men’s 
and boys’ medium grade welts has 
following territories open: 


Ne. 1. Virginia and West Virginia. 
os oa ina and Seuth Caro- 


ina. 
Ne. 3. Michigan and Northwest Ohie. 
No. 4. West Minnesota, North Dakota 
and South Dakota. 


No. 5. Iowa, Nebraska, West Kansas. 

No. 6. Washington Oregen. 

Neo. 7. New Mexico, Arizona, Southern 
Colorado, El 

Ne. 8. Colorado, Utah, Wyoming, Meon- 
tana, Nevada. 

Only experienced shee travelers with 

good sales records need apply. Address 


B-160, care Boot and Shee Recorder, 
189 W. Madison St., Chicago, Ill. 














Have territories open for live- 
wire salesmen to carry in-stock 
line of women’s popular-priced 
novelties. Strictly commission 
basis of 6% monthly settlement. 
Big opportunity for right kind 
of men. All applications held 
strictly confidential. Address 
B-218, care Boot and Shoe Re- 
corder, 207 South Street, Bos- 
ton, Mass. 











Style Man and 
Salesman 


With a long record of successful sell- 
ing connection, the originator of many 
strong selling patterns wishes 

join forces with established maker 
of women’s good shoes. Young and 


furnished 
Boot and Shoe Recorder, 207 South 
Street, Boston, Mass. 














BUYER WANTED 








SHOE BUYER WANTED 


CROWLEY MILNER AND CO. 
Detroit, Michigan 














BUSINESS OPPORTUNITY 


ATTENTION, RETAIL CLERKS. If have 
a small amount of capital and desire to 
enter a dignified and profitable business which 
has no competition, write us. We make cus- 
tom lasts and furnish a device for taking 
casts of the feet. Our advertising dept. will 
co-operate with you to get started. This is a 
straight forward, above-board business yoo 
sition, made with a reliable concern. If you 
are the man our salesmanager will arrange 
Last Mfg. Co., M. & M. 








LINE WANTED 


GALESMAN with established trade among de- 
pa t stores in New York, Philadelphia, 
Baltimore and Washington, open for a propo- 
sition for a good line of men’s and boys’ shoes, 
Address K-750, care Boot and Shoe Recorder, 
127 Duane St., New York. 




















MISCELLANEOUS MISCELLANEOUS 











FORK S. W HITTEMORE 
Representing 
Boyden Shoe 0. Krippendorf- ‘Dittman (0. 
Newark, N. F. (Cincinnati, Ohio 
MEN’S HIGH GRADE SHOES — WOMEN’S HIGH GRADE SHOES 
BOSTON SHOE STYLE SHOW 


January 12-17, at Room 114, Young’s Hotel, Boston 
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Boot and Shoe Recorder 


PUBLISHED WEEKLY IN THE INTEREST 
OF THE RETAIL SHOE MERCHANT 


by the 
BOOT AND SHOE RECORDER 
PUBLISHING COMPANY 
(Incorporated under Massachusetts Laws) 










CAPITAL $150,000 





ADVERTISING RATES—Card of Advertising 
Rates furnished on application. For rates for 
Wants, For Sales, etc., see Want Page. 


tion is taken the BOOT AND 
SHOE” ECORDER to printing any 
-) likely to mislead its readers. The 






































The eer 2, authority on Silk Plush 
‘or Window Dressing 


LINE WANTED The National Plush Co. 











,ALESMAN calling on department stores 

S throughout the South open for a proposi- 7 West 3rd Street. New York 
b with manufacturers of felts -y & ~ Plushes and Velours 
jowns. Address K-739, care Boot and Shoe Re- a 

corder, 127 Duane St., New York. Phone SPRing 3671 





INE WANTED—I am a successful depart- 

ment store shoe buyer and know that I can 
sell a medium or high grade line on the road. 
Am 27 years old, single, sober and energetic. 
References from past and present employers. 
If you want a live wire representative in any 
territory, wire me at once. Available Jan. 12th. 
Address B-223, care Boot = Shoe Recorder, 
127 Duane St., New York, 











FOR SALE 





QHOE BUSINESS, Atlantic City, N. J. Loca- 
’ tion, Atlantic Avenue, centre of shopping 
district. Good lease, low rent. Will sell for 
much less than cost of stock and fixtures, 
which inventory at $10,500, if sold quickly. 
Owners going into building business, Address 
Shoes, 49 N. Tallahassee Avenue. 


For SALE—Shoe store, including stock, fix- 


Made Only of Wood 


for all lines 





po eren ont lease, at bargain price, Stock will IMMEDIATE 
hos Suen, Seca PS eee SHIPMENTS 





Send for Catalog 


THe Oscar OnKeN CO. 
611 Ww. FOURTH ST. 

WANTED TO PURCHASE CINCINNATI, O. 

Metal pi Vistures or Show't Cases 

















THE NEW YORK EXPORT 


PUREED, SoRTOR ATION 
ven. NY. 












pwhlishers reserve the right to reject any 
advertising or reading matter which is not in 
line with this policy. 





OFFICES IN 


BOSTON OFFICE: 207 South Street. 
as OFFICE: 224 Moraine St. Geo. 


anager, Telephone 
CHICAGO OFFICE. 189 West Madison St. Tele- 
Maine 1089. B. C. Bowen, Manager. 
. LOUIS OFFICE: 1627 Locust St. H. M. 
—— = C. Bowen, Manager). Telephone 


NEW YORK OFFICE: Room 101, Graham Bidg. 
127 Duane St. H. Walter Scott, Manager, Tel.- 


Bory Whitehall 7454. 
P ag og OFFICE: Room 524 


Perry 

Bids. 530 Chestaut *. J Walter Scott, 
We rn es 3868. 

HAVER! iti. OFFICE: Chamber of Commerce 

a National Bank Bldg. Geo. 


RASN OFFICE: Second National Bank 
Bidg. H. M. Bowen (B. C. Bowen, Manager). 


Feephens Covel | 1560. 
— TER OFFICE: 626 Powers wk Tepe 
siter L. Seward, Western New York 
sentative. Telephone Stone 1133. 
LYNN OFFICE: Fred A. Gannon. 
MILWAUKEE OFFICE: Leones’ 3 E. e. Mrelopbone 
wen, Manager), 


Broadway 1827. 
WASHINGTON OFFICE: William L. Daley. 


Investment Bldg, 1 15th and K Sts. e. &. 
es 2 Rue des I L. Hubbard, 


mint OFFICE: P. Y._ Curtis, Manager, 

UATE OSCE. to)" Lit, Comins St, 
At . G. Jervis Manton, M i, 

CONTINENTAL OFFICE: William Salzman, 


M I. Adlergasse 12, Vienna, Austria 
ARGENTINA: ae Aires, Rivadavia, 2721. 
BRAZIL: Gerenie, John 8. Fitch, 33 Rue General 

Camara, 88 “ 

CHILE: Santiago, Las Rosas 1123-1127. Otto- 
Fubri Geren 

CUBA: Mr. H. Gomez, Corrales 2A, Havana 

JAPANESE OFFICE: Yokohama. J. F. Wager, 


anager. 
SPAIN: Gerente, Leoncio de Miguel, Librere 
Editor, 20 Fuencarral, Madrid. 

















SH PAID 


for shoe stores or surplus stocks of shoes 
or for other merchandise. Leases taken over. 
We will send a representative to investigate 
and make offer upon request. 


Kalter Cerf. Mercantile Co., Inc. 


591 Broadway, New York City 
Phone Spring 5160-5161-5162 









the originators 
tured 4 MILBRADT Roll 








HIGHEST PRICE PAID 


SHOE STORES 
OR SURPLUS STOCK 
Also Purchase Gent's Furnishings, Clothing, etc 

YOUNG & CO. 
315-317 Church St.—New York, N. Y. 
Telephone Canal 0356 















MILBRADT 
Rolling Ladders 
and 


BICYCLE 
Rolling Ladders 


and ae manufac- 
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Rubber Price List for 1925 
(Continued from page 83) 


GAITERS 
U.S. BRAND—MOTORMEN’S GAITERS 
(Cloth Lace Gaiters, Heel, Rolled Edge) 
Net Price 
$3.75 
U.S. BRAND—COWBOY GOODS 
(Cashmerette Upper, Railroad Sole) 
$3.50 Men’s Cowboy Railroad Portland 
3.10 Men’s Cowboy Railroad 2-Buckle 
Gaiter 
2.45 Men’s Cowboy Railroad Snow Excl. 
Men’s Cowboy Railroad Arctic 
U.S. BRAND 
EVER-DRY GAITERS 
(All Rubber, in Cartons) 


Women’s, British 4-Buckle 
Misses’, British 4-Buckle 
Children’s, British 4-Buckle 


ARCTICS 
U.S. AND EAGLE BRANDS 
SPECIAL ARCTICS 
(Gray Fleece Lined—Coarse Sole) 
Net PRICE 


U.S. Eagle 
$1.50 $1.41 Women’s 
GUM SHOES 


U.S. BRAND—DESPATCH SANDAL 


(Hi-cut Sandal, Tan Upper, White R. R. Sole) 
(In Cartons) 


Men’s British 
Boys’ British 
Youths’ British 
DUCK BRAND—STORM ALASKA 
$1.75 Men’s Heavy, Storm King Sole 


U.S. BRAND—MARATHON LINE 
EXTRA QUALITY SHOES 
(Rolled Edge—Velvet Finish—Women’s, Misses’, 
Children’s also made bright—In*Cartons) 


Net Price 
$1.20 Men’s 
Boys’ 
Youths’ 
Women’s 
Misses’ 
Children’s 
Ankle Straps 10 cents extra 
Marathon is made Storm, Defiance and Hi-cut 
in Men’s, Boys’, Youths’—Women’s, Misses’ 
and Children’s made Storm and Defi- 
ance only. 


U.S. BRAND—EVERSTICKS 
(In Cartons) 
Net Price 
$1.00 Men’s 
U.S. BRAND—FOOTHOLDS 
(In Cartons) 
$0.72 Men’s Foothold 
.60 Women’s Dainty Foothold 
DUCK AND EAGLE BRANDS 
RUSSIAN RUBBERS 
RED FLEECE LINED, SELF-ACTING 
(In Cartons) 
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Ducx Eagle 
STORM KENSINGTON 
Net Price 
Duck 
$1.28 
1.13 
1.00 
1.07 
.94 ‘ 
86. é Children’s 


Youths’ 
Women’s 
Misses’ 


Duck Eagle 
RICHMOND ACTON 
$1.23 $1.16 Men's 

1.08 1.02 Boys’ 
95 -89 Youths’ 


Duck Eagle 
NORWUOD DORCAS 
$1.07 $1.01 Women’s 

94 -88 Misses’ 
.86 .81 Children’s 


U.S. BRAND—WHITE OR TAN GOODS 
(In Cartons) 


Women’s Storm 
Misses’ Storm 
Children’s Storm 
Women’s Norwood 
Misses’ Norwood 
Children’s Norwood 


From Porter to President 

Seaton Alexander, beloved and 
respected President of the Nation- 
al Shoe Retailers’ Association, and 
head of Alexander & Company, 
shoe retailers of Wheeling, West 
Virginia, served his time “in the 
ranks.” His first job in a shoe 
store was in 1871, in a town of 
2,000 population, as porter, night 
watchman, and salesman, fifteen 
hours a day. He served ten years 
at this. 

He started Alexander & Com- 
pany, in November, 1889, and is 
still a salesman. He says this, 
“Any small degree of success I 
may have attained in the shoe 
business has been because of ap- 
plication. I have never been afraid 
to work or study.” 





MISCELLANEOUS 











IDEAL ROLLING 
LADDERS 


are 
25% Cheaper 
and Guaranteed 
Write for Catalog 
Success Furniture 


























WANTED TO PURCHASE 











WANTED TO PURCHASE 


CASH PAID 


for entire shoe stocks or surplus stocks of 
shoes or other merchandise. Any quantity. 
Prompt attention diven. 


KIRSCH-BLACHER CO., Inc. 


622-624 Broadway, New York, N. Y. 
Phone Spring 1443 











HIGHEST CASH PRICES PAID 
for entire shoe stocks. We buy your 
surplus or slow sellers. Quantities no object. 
Retail or wholesale. Short term leases taken 
off your hands. Wire or us. Correspond- 
ence confidential. Established 1890. 

MAX GLAUBERG 

313 Church Street, New York City 
We also purchase clothing, hats, furnishing 
goods, etc. Phone Canal 6940 














We buy quick and pay highest cash price 
for retail and wholesale stocks of shoes or any 
other merchandise. Quantity no object. 

For 30 years our specialty. 

Bank and mercantile reference. 


BROOKLYN PURCHASING SYNDICATE 
FRANK WALKER, Proprietor 


610 Broadway, Brooklyn 
Phone Stagg 1757 








WHERE THE BUYER 


Shoe Salesmen Attention 





Lunn & Sweet, Inc., have 
Texas, New Mexico and Arizona 
Montana, Idaho and Wyoming 
Iowa 
Arkansas and Texas 
open for live shoe salesmen who have been successful 
selling Women’s Fine Shoes in these territories. 


W. T. Moran will be at our Boston office. 10 High St., 
January 10, and through the Shoe Show. 


LUNN & SWEET, Inc. 


Manufacturers of “Sweet Sally Lunn” McKays and 
Ye Old Time Comfort Shoes, Auburn, Maine. 


SEEKS THE SELLER 


In the CLASSIFIED ADVERTISING SEC- 
TION of the Boot and Shoe Recorder. 


The “want ad” does not attempt to create 
desire. The desire already exists in the prospective 
buyer’s mind, and he seeks out the want ad. It is a 
case of the buyer seeking the seller. 


Boot and Shoe Recorder Classified Advertising 
can do for you what it is doing for others. Keep 
it in mind—and in action. 
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A STRONG, DURABLE LACE 
THAT STANDS THE 


WEAR AND STRAIN OF WINTER 


“HUBTIP” “NO-METAL-TIP” 


(Trade Mark Reg. U.S. Pat .Off .) 





SHOE LACES 


First Quality, Fast Color Braid 
from TIP -TO-TIP 


NO METAL TIPS 


to pull off and cause annoyances 
An Aitractive and Profitable Addition for your 
Findings Case 


“HUBTIPS” are packed in striking individual cartons— 
72 pair in display cabinet 


Specify ““HUBTIPS”’ 
To your Jobber or write direct for prices 


FRANK W. WHITCHER COMPANY 


Manufacturers 


332 Albany Bldg., Boston, Mass. 2f32°*, yy, 

















“Clifton” «*""" 


GEM DUCK 








+ 
FROM THE FIRST DAY 
YOU USE IT YOU’LL NEVER 
REFUSE IT 
Used with our wet process it produces a per- 
fect innersole, as it is easily formed in and hugs 
the lip providing strength where strength is 
most needed. 


“CLIFTON” COVERING CLOTHS 


“Clifton” backing and plumping cloths are 
recommended for satisfactory results. 


In profitable shoemaking all “Clifton” special- 
ties register high. 


CLIFTON 


MANUFACTURING CO. 
65 Brookside Ave., Jamaica Plain 
BOSTON, MASS. 
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Ss 


Retail Salesmen 


Wanted 


A Splendid Opportunity 
for the Right Men 


The J. C. Penney Company—a nation-wide institu- 
tion—needs capable salesmen; young men between 
the a of 25 and 85 years who have had thorough 
experience in one or more of our lines, and can give 
us the highest references. 


Our company, which started in 1902 with one store 

ey Le ELS 
, Shoes, notions, clo an 

for men, women and children. We do a strictly cash 

business. Our sales in 1923 were $62,188,978. We 

opened 115 stores in 1920, 59 stores in 1922, 104 

stores in 1923 and 96 stores this year. 


By industry, study and determination your prog- 
ress will be rapid in our organization. Under our 
experienced managers you are trained to become a 
manager. When you have qualified 


You are Promoted 
to be 


Manager of a Store 


in which you own a one-third interest, to be paid 
for out of the profits of the business. 


Address your letter to our nearest employment office: 


J. C. PENNEY CO., Ince. 


1205 Olive Street, St. Louis, Mo. 
370 7th Avenue, New York City 








When writing to the above advertisers please mention Boot and Shoe Recorder 
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The Man who has a 


very 7 definite prefer 
ence for comfortable 


footwear 2 ? insists on 
?shoes with? 


LACING HOOKS 


Sisk for shoes with lacing hooks 
w 


TUBULAR RIVET AND STUD COMPANY 


UNITED SHOE MACHINERY CORPORATION 





When writing te Unirep Suox Macuineny Corporation please mention Boot and Shoe Recorder 
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AT THE N.S.R.A. 
CONVENTION 
OUR DISPLAY 
WILL BE IN BOOTH 


NUMBER 252% 


OUR SHOES WILL ALSO BE 
SHOWN AT 
THE COPLEY-PLAZA HOTEL 
BOSTON 


F. E. Adams Shoe Songeme 


Sidivaok. N. 1 


NEW YORK CHICAGO 
Marbridge Bidg., Room 433 Chicago Bidg., Room 810 





SALESMEN 
Rule New York—Frank Harris, Chas. R. Doremus Southern States—Charles R. Doremus 
i i i i k Parker stern States—Frank Law 


Coast—Geo. R. h 
New England States—Louis Bonin Chicago District—Frank Park Ea 
Middle States—Charles Reedholm 





x ublishing Company, 207 South St., Boston, Mass. Entered as second-class miat- 
r the act of Congress of March 23, 1879. Subscription price $5.00 per year. Printed in U.S.A. 
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How Much Money Did You 
Make Last Year? 


Your business is dependent upon 
your getting shoes quickly 


If you specify SPORT WILO it will help your 


manufacturer to deliver your orders without delay 














-because we carry all the colors of 
this line In Stock - proportionate to 
the demand for each shade 


We call your attention to the list of manu- 
facturers using SPORT WILO as published in 
the December 27th Boor AND SHOE RECORDER 


“a" * Booth 74 


Be sure you get what 


a N. S.R. A. CONVENTION 
and see the SPORT WILO 
Shoes loaned us from their 
sample lines by these manu- 
facturers 
Sport Wilo 


C. D. Kepner Leather Co. Colors Include 


139 South Street, Boston, Mass. Red, White, am, 


Green, 


Light Smoke, Log 
; Cabin, Beige, Silver 
Sole Selling Agents of VAS | LL O Leathers oe ng per 
Pearl, Tangerine, 
Black, Olive. 


Reg. U.S. A. 
—BRANCHES— 308 Leather Trades Bidg., St. Louis, Mo. 





10 Spruce Street, New York 








When writing te C. D. Karwar Leatuer Co. please mention Boot and Shoe Recorder 
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“KEEPS THE FOOT WELL” 


The most important thing you 
can do at Boston this week is to 
get acquainted with the indus- 
try’s most outstanding success 


ARCH PRESETVER 


The new line of Just Wright light-weight shoes is the talk 
of the Show. First public showing at the N. S. R. A. 


You can see this new line as well as the latest Arch Pre- 
server Shoe styles at our Booth 62, our Boston sales rooms, 
10 High Street, or at our special sample rooms at the 
Copley-Plaza Hotel. 


KE. T. WRIGHT & COMPANY, INc. 


ROCKLAND, MASS. 


Don’t Forget Convention Arch Preserver Shoe Dealers 
Hotel Lenox— January |3—Noon Luncheon 





When writing to E. T. Waicut & Company, Inc., please mention Boot and Shoe Recorder 
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The softest and most serviceable of all buck leathers—in’ these and 


other wanted colors: 
PRISCILLA 
A light gray, very soft in tone 
ENGLISH GRAY SUDAN 
A medium shade A natural sand shade 


MADRID | VASSAR TAN 
A medium brown, very soft in tone A slightly darker brown shade 


RUGBY TAN 

A lively brown : 
Until you have really seen and felt RUE-BUCK you can’t realize 
what actually is being done in the tanning and finishing of this 
leather. We urge any dealer not familiar with RUE-BUCK to try 
it in a practical service test. You will find it a revelation in appear- 


ance—in lasting comfort—in downright durability. You will see 
the reason for specifying RUE-BUCK instead of just “‘buck.’ 


Write for color card 


Fred Rueping Leather Co. 


Fond Du Lac, Wisconsin 


Boston Cincinnati Milwaukee St. Louis New York 
Chicago San Francisco Montreal Northampton, England 








When writing to Frev Rusrino Leatuer Co. please mention Boot and Shoe Recorder 





Jar 
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Announcement 
Extraordinary 


ECOGNIZING the growing importance of 

New York City as the creative style center of 
the Women’s Shoe Industry, we have arranged to 
establish our 


SELLING AND STYLE 
HEADQUARTERS 


in New York City at 299 Broadway. In addition we 
have appointed our 


MR. W. D. F. GIBSON 


as Director of Styles and Sales. Mr. Gibson has re- 
cently been elected a member of the Board of 
Directors, also Vice-President of this company. 
His nineteen years of successful service in charge of 
our New York City sales department and his ex- 
pert knowledge of style in all its phases will at once 
recommend his services to the trade. 


Buyers from all sections of the country who are 
interested in the newest developments of shoe 
styles, are cordially invited to avail themselves at 
all times of Mr. Gibson and our New York Style 
Studio, formal opening of which will be an- 
nounced later. 


K.P. REED & COMPANY 


ROCHESTER - NEW YORK 


REED’S STYLES 
Fashioned in our New York Studio 






































When writing to E. P. Resp & Co. please mention Boot and Shoe Recorder 
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Give your customers the ut- 
most in Crepe Rubber Sole 
service, comfort and refine- 
ment---that’s--- 


CLICO 


* 
S 





-e = & 
Oo: & BS 

















| Dip aang eaagel likes CLICO because of its fine, 
firm, close grain which looks so much better 
than thick, bulky and clumsy types. 


The very choicest PLANTATION CREPE 
RUBBER is used in CLICO 


| The demand for crepe rubber soles is so great that 
the supply of the finest plantation crepe rubber is 
becoming very limited. 


We Are Prepared, However, to Fill Orders 
and Make Prompt Delivery in Any Weight 
Desired or in Any Combination of Outsole 
or Doubler Weight. 


Clark Rubber Mfg. Co. 


185 Summer St., Boston, Mass. 
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When writing to Cranx Rusper Mre. Co. please mention Boot and Shoe Recorder 
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THE STYLE OF THE SEASON 


Setting the Pace in the Larger Cities 














IN STOCK 


IN STOCK 
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B402F $5.25 
Net 30 Days 


Women’s Patent side Gore Gladys Oxford, 3 buttons on each 
side, Chateau last, McKay sole, 134-inch covered Spanish Louis 


heel. 
AA5 to 7% B3%tw0o7% 
A4to8 C3%to7 


A big percentage of “‘smart merchandising”’ 
is in choosing the correct style or model. 
Follow the example of the big buyers inthe 
fashion centers and concentrate your efforts 


on this side gore. 


UTZ # DUNN CO. 


ROCHESTER, NEW YORK 
DENVER OFFICE NEW YORK OFFICE LOS ANGELES ae 
ildi Bush Terminal Sales Buildi 709 Forrester Buildi 
a rnd 130-132 West @ond St Room 52 G6.C. McATEE 8 
Representatives F.L.ARMSTRONG, Representative Representative 
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When writing to Utz & Dunn Co. please mention Boot and Shoe Recorder 
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(FD 
C.H.ALDEN Ca 


LAL 


HE ALDEN PLAN is a success because, 

by permitting better value at no sacrifice 
of profit, it is distinctly in the interest of 
ALDEN customers. 





Our plan also includes quick 
delivery service on certain lines 
altho’ this is not an in-stock 
proposition. 





C. H. ALDEN CO. 


FACTORY BOSTON OFFICE 
ABINGTON, MASS. 10 HIGH ST. 




















Made with genuine 
Barbour Storm Welt 
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When writing to C. H. Atpen Co. please mention Boot and Shoe Recorder 
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Lrophy Lros. 




































































OccasIONALLY a buyer finds a “bargain” —picks up some line 


made in a shop operated on the “rule of guess.” 


It may lack a “thrill” to buy from a manufacturer whose plant is 
operated efficiently—whose costs are carefully computed— 
whose prices allow him as well as his customer a legitimate 
profit. But there’s a lot of satisfaction, and a profit too, in buy- 
ing shoes from such a house; and an assurance that you will 
get what you have ordered. 


Brophy Bros. Shoes are 
Quality Shoes—Popularly Priced—for a profit to both parties 
in the transaction. 


BROPHY BROS. SHOE CO. 


SOUTH BOSTON, MASS. 


NEW YORK SALESROOM 
755 MARBRIDGE BLDG. 


BOSTON SALESROOM 
89 BEDFORD ST. 














When writing to Broruy Bros. Snot Co. please mention Boot and Shoe Recorder 
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CHASING RAINBOWS 


V V E are, all of us, interested in that which is new. 


Some of us become so interested, we neglect that 
which is old. 


Often the business gained on the “new” shoes 
fails to offset what, through neglect or indifference, 
is lost on the already established “old” shoes. 


Is it not a fact that the bulk of the conservative 
business is drifting to one or a few stores, specializ- 
ing in conservative lines; stores that sell shoes on 
the basis of fit instead of style; quality rather than 
price. 


You are not requested to convert your store into a 
Comfort Shop, but we do believe that merchants 
are making a mistake in neglecting the conservative 
end of their business. 


All that it requires is a relatively small investment, 
a slight amount of attention, no worry and a monthly 
or weekly size up. 


If the conservative end of your business needs toning 
up, try our line, our service, our In-Stock Depart- 
ment. Use it consistently and judiciously and you 
will find that when playing Coon shoes, you are 
playing a “sure thing;” that when playing “style” 
shoes, you are often “chasing rainbows.” 


a“ ROCHESTER, N. Y. 
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When writing to W. B. Coon Co. please mention Boot and Shoe Recorder 
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The (Colors of Absolute Fashion cAuthority 


& S cherers *& 


FLOWER CITY KID 











HE men who are the 

successful shoe stylists 
and merchandisers of to-day 
are rightly particular about 
the colored leathers that go 
into their orders. 


They know that cheaply, 
hastily made, colored kid 
will not give that apparent 
life and sparkle which must 
be there to create the buying 
impulse. 


That is why so many such 
shoemen always call for 
SCHERER colors in their 
orders, knowing that the 
authority of SCHERER 
shades spells the difference 
between a sale lost or won. 





Of the long line of 
SCHERER colors the fol- 
lowing are in pronounced 
preference for now and 
Spring. 


APRICOT 
Color 2 


BLONDE 
Color 49 


PRISCILLA 
Color 23-4 


CINNAMON 
Color 50 


PERFECTION BROWN 
Color 65 


You may _ unhesitatingly 
specify any of these with the 
comfortable assurance that 
your shoes will be clothed 
with the fullest perfection in 
colored glazed kid. 


Oscar Scherer & Bro., Inc. 


Originators of and leaders in Fancy Colored Kid 


29 Spruce St., New York 
Factory at Newark, N. J. 


When writing to Oscar Scurrer & Bro., Inc., please mention Boot and Shoe Recorde: 
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Your First Callin Boston 
should be at 
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. OWHERE else can you receive such a generally compre- 

hensive viewpoint of the strictly newest patterns shown in 

connection with the very latest lasts—just received from the most 
authoritative New York sources. 


In men’s shoes—in women’s shoes—in children’s 
shoes—all at one time 


Some were born yesterday, others are being made now, others 
will arrive while you are here. 


Be accurately and fully style posted before you buy. We cannot 
overestimate to you the importance of this display in the most 
complete last display rooms in the U. S. A. 


Our interests are mutual, and we hope to be honored with an 
early call from you. 


*After you have 
seen this display 


Suess United Last Company 


you to say whether 
or not we have over- Headquarters — Boston, Mass. 


ESSEX 
STREET 


Rooms | 


55-56-57-58 


tance. 
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C hoose your colors as 


HE color of calf leather has in the 
last year been conceded an importance 
relative to design in the shoe, far greater 
than ever in the past. In justice to his own 
profits, every shoe buyer must depend on 


his color-sense to an extent unprecedented 
in the history of shoe metchandising. 


Under the banner of the all-conquering 
light shades ranging from yellow to brown 
are the three Aztec Calf shades which are 


leading the country in point of popularity: 


No. 8— Bonnie Brown —A new shade, 
developed to meet that insistent call for a 
brown color that would sell — and satisfy. 


No. 23 — Coppertan — A subdued 
orange shade, with just enough red to give 
the lively effect so desirable in smart shoes. 


No. 48 — Saffro — A very light tan 
shade. You’ll find it in many of the 


most attractive of this season’s styles. 


When writing to A. F. Gattun & Sons Co. please mention Boot and Shoe Recorder 
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you choose your styles! 


ENTS: 


When writing to A. F. Gattun & Sons Co. please mention Boot and Shoe Recorder 
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“‘A foot of com- 
fort means miles 
of happiness’’ 


US Wau E 
REG.U-s. PAT. OF at 


Boston Convention 
Booths 126 and 127 


Meet us at the convention. Here you can compare 
values and prices, face to face. Competition on this 
basis is wholesome. We welcome it. See us at the show 
and know just what Constant Comfort Shoes will do 
for you. They have 7 Points of Profit as well as 


7 Points of Merit 


(1) Cushion insole that comforms 
with the natural outline of the 
foot. 

(2) Flexible sole insuring glove-like 
freedom for woman’s active 
hours. Heavier sole for more 
comfortable walking. 

A toe and heel that give plenty 
of room and graceful style. 
Rubber heel to cushion every 


step. 
Reinforced moulded counter to 
prevent running over at the 
heel. 

A rigid steel shank giving 
needed support to the sensitive 


foot arch. 

Tite-fit ankle, holding the heel 
snugly and the stocking smooth- 
ly; preventing slipping and 
gaping. 


Examine These Shoes 
at the Show 


Constant Comfort Shoes are backed 
by national advertising and a new, 
unusually attractive Window Dis- 
play. If you do not get to the Con- 
vention in Boston, January 12, 13, 
14 and 15, write for full i 

of the 7 Leaders shown here, or to 
have our salesman call. 


AULT-WILLIAMSON 
SHOE COMPANY 


Factory and Eastern Sales Office 

Dept. R, Auburn, Maine 
Western and Southern Branch 

414R N. 12th Street, St. Louis, Mo. 














When writing to Auct-Wit.iamson Suor Co. dlease mention Boot and Shoe Recorder 
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“Follow the (‘retghton Line” 


To All Our Friends 


With confidence in the prosperity that is coming to 
this land in 1925, we pledge our trade the best that 
Creighton Service can offer in the way of merchan- 
dise that will assure profitable turnover and a con- 
sistently satisfied lot of customers. 


The Creighton Line may be seen at 


Booth 49 
N. S. R. A. Convention---Mechanics Hall 
and at our 


Boston Office, 215 Essex Street 
Also at Copley-Plaza Hotel 





























A. M. CREIGHTON 


LYNN, MASS. 


BOSTON OFFICE 215 ESSEX STREET 




















When writing to A. M. Creicuton please mention Boot and Shoe Recorder 
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When writing to Joun R. Evans & Company please mention Boot and Shoe Recorder 








January 10, .1925 BOOT AND SHOE RECORDER 


A White Fuid Summer 


EAR by year the call for white 

kid shoes increases. Nothing 
takes the place of white kid for sum- 
mer footwear. 





The importance of securing a de- 
pendable white kid leather for 
constant beauty and value in case 
after case of shoes cannot be over- 

> 
estimated. | & GE 


It is our high aim to have CUIR 
DE NEIGE that kind of white kid. 


In this it but exemplifies the EVANS 
idea of co-operation with our friends 
—the shoe manufacturer and re- 
tailer—to build up an ever increasing 
demand for their footwear. 


(SKIN OF SNOW) 








You will do wisely if you standard- ‘ 
ize on CUIR DE NEIGE when plac- tandardize on 


ing your white kid orders for spring . 
and summer footwear. Evans Br ands 


John R. Evans & Company 
CAMDEN, NEW JERSEY 
(Branches in All Principal Shoe Centres) 


“vans 


When writing to Joun R. Evans & Company please mention Boot and Shoe Recorder 
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A. C. Lawrence Leather Company 


210 South Street 
Boston - - Mass. 


New York Philadelphia Cincinnati 
Chicago Rochester St. Louis 





When writing to A. C. Lawrence Leatusr Co. please mention Boot and Shee, Recorder 
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Sp anish influence 


is in high vopue 
and this shoe mica 


PE Bie ION, Mae creat 
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Pepita featuring “The Shirley”’ 


SHIRLEY is a delightful model in the Spanish manner. It has the dash and seductive- 
ness of old Castile, as reflected in its dainty buckle attached over goring, its instep 
collar and overlay band. Cut-out sides allow a clever flash of hosiery. 


Auburn, Me. Boston Office, 139 Lincoln Street 
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BEAUTIFUL GOLD BROCADE EVENING OPERA PUMP, WITH 
PIERCED GOLD KiD BAND REACHING UP ON FOOT FAR 
ENOUGH TO GUARANTEE PERFECT FIT. THIS PATTERN LENDS 
ITSELF TO MANY COMBINATIONS IN LEATHER AND FABRIC. 


KIMBALL & SHERMAN CO. 
HAVERHILL, MASS. 


BOSTON OFFICE, RICE BUILDING, 10 HIGH STREET 
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N ESPECIALLY GOOD-FITTING ONE-STRAP. RIGHT-AND-LEFT 
EFFECT. SATIN VAMP AND COLORED TRIMMED. TWO NAR- 
ROW VAMP.BANDS SUPPORTING FIT OF SHOE AND CREATING 
SHORT-VAMP EFFECT. FULL LOUIS COVERED HEEL. THIS PAT- 


TERN LENDS ITSELF TO MANY COMBINATIONS IN LEATHER WHY CONSIDER 

AND FABRIC. ANY IMITATION? 
BUY REAL TURNS 

WITH OUR REPUTATION 


KIMBALL & SHERMAN CO. 
HAVERHILL, MASS. 


BOSTON OFFICE, RICE BUILDING, 10 HIGH STREET 
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In 
BOOTH 15 
at the 
SHOE STYLE SHOW — 
at the 
HOTEL BRUNSWICK — 
and at 
159 LINCOLN STREET-- 


The New Herman Idea 
will interpret correctly the 
advanced style-trend for 


3s i933 





JOSEPH M. HERMAN SHOE Co. 
BOSTON and MILLIS, MASS. 











When writing to Josepu M. Herman Sno Company please mention Boot and Shoe Recorder 
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THAT LAST THRU EVERY SEASON 





EVANGELINE IMPROVED 
(ARCH SUPPORT) CUSHION SOLE SHOES 


MODEL Dr. A. Reed, Patentee 


This is not the Dr. A. Reed Cushion Shoe previously 
patented, but his latest invention. 


STOCK 6011 


Black Kid, 2-Strap 
99 Last, Imitation Tip, Rubber Heel 
B-E STOCK 3211 


$3.85 Black Kid Oxford 
80 Last, wes acca Heel 


CRUMBS 2. 
COMFORT 


REG.U.S,°AT, OF Fy 


STOCK 5263 
Patent 2-Strap 
Imitation bi Rubber Heel 
STOCK 3606 E 


: $3.00 
Black Kid Oxford : 
Kid Tip, Rubber Heel Same Style Black Kid 
C-EE STOCK 5252 


$2.50 $3.00 





A. H. BERRY. SHOE -€O.: 


186 LINCOLN STREET, BOSTON PORTLAND, MAINE 


When writing to A. H. Berry Suox Co. please mention Boot and Shoe Recorder 














Worn in the right place and under the right condi- 
tions, there is no fabric‘quite as desirable as satin. 
It has brought to footwear consideration by 
women equalling that given‘to garments, and this 
bids fair to remain true.for many years. 


CHESTER HEROLD 
Director, N.S. R. A. 


Herold Shoe Company 
San Jose, Cal. 

















‘DARBROOK. : 





SHOE SATINS 








R. HEROLD voices the dominant sen- 

timent that satin has contributed most 
largely to the style importance of footwear, 
and this carries the obligation that shoe 
satins should be right. 


DARBROOK SHOE SATINS are right, and 
they are strictly within their name—satins 
woven especially for shoes—strong in texture, — 


lustrous in appearance, uniform in surface, 
deep and beautiful in coloring, and durable 
in wear. 


DARBROOK SHOE SATINS used in the 
shoes you offer mean customer satisfaction 
and seller satisfaction. 


Schwarzenbach Huber & Co. 


470-478 Fourth Avenue 
New York City 





Represented by 


W. A. Gallup T. F. Leary Henley & McGaghey__ G. Fitzgerald D. J. Finn 
Cincinnati Boston St. Louis New York Philadelphia 
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DDD PA DED eer 
BOOTH 93 


N. S. R. A. STYLE SHOW 


for those famous 
WEBER UNION-MADE 
SHOES for Men 


ui 
cf 
cf 
us 
TO RETAIL AT $5 - $7.50 : 
cf 
cf 


WEBER BROS. SHOE Co. 
Style 966 North Adams, Mass. 


Tan Dundee Calf 
93 Lace Oxford 


Bleachad Cail Lining New York Office: 1328 Broapway, Marsrivoz Bipo. 
H. Harris, Rep. od 


Storm Welt 
Shoulder Roll Heel 
Price $5.10 

@s 


SCHWARZ-RUGGLES — 
MEN’S WELTS 


“IF IT’S RIGHT WE HAVE IT” 


Our line of men’s welts is made on the basis of 
quality and style to retail at $7 to $8. Lasts and 
patterns are up to the minute. Here’s a sample. 














Every visiting shoe merchant in Boston, January 
10 to 24, is invited to see our latest spring styles 
at Hotel Essex, Room 834, shown by Sam 
Ruggles, Charles Davis, and Edward M. Cox. 
You'll be surprised at the values. 





The Ideal Golf Shoe. Nor- 


vine Fig Skin Coumter, stub We have a new in stock plan. Watch for our 
tip an 


Skin Counter, st 
es,” January 24 announcement in Recorder. 


bottom crepe sole. 


« SCHWARZ-RUGGLES INC., FACTORY, BROCKTON, MASS. 


























When writing to the above advertisers please mention Boot and Shoe Recorder 
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TITIAN |. REDASH 





IRST in beauty—first in variety—first in 
authenticity. . 


That is what it means to call for these 
F. B. & C. Colors in your spring orders. 


You know that F. B. & C. Colors always 
forecast the season’s successes. 


Booth 241, N.S.R. A. Style Show 
AMALGAMATED LEATHER COMPANIES 


(INCORPORATED) 


22 N. Fifth St. Tanneries 
PHILADELPHIA, PA. WILMINGTON, DEL. 


EBeCT MN 
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— VISITORS— 
WE WELCOME YOU 




















—at our NINE FACTORIES and TANNERIES— 


factories in So. Braintree, Marlboro, Rockland, 
Windsor, Vt. and Marblehead, Mass. 





ICE & HUTCHINS, INC., offers you the facilities 

of a tremendous organization right here in the heart 
of shoedom—the birthplace of shoemaking in America. 
Manufacturers of footwear for every member of the 
family since 1866, we offer the results of experience—a 
quality product, readily salable, easily obtained, and 
timely merchandise. We have the footwear that you 
want when you want it, in the quantity that you need, 
and in grades to suit your trade. Look over our line. Ask 
us about it. You will be sure to profit greatly by doing so. 








— - 


—at the ATLAS SHOE CO. 
612 Atlantic Avenue—Boston 








and at Our Booth 


~~~~ Number Ten~~~~ 
at the N. S. R. A. Show at 


MECHANICS BUILDING 
BOSTON 


SAMPLE ROOMS 
Rice Bldg., 10 High St., Boston 


RIcE & HUTCHINS 


INCORPORATED 

















When writing to Rick & Hutcuins, INcorporatep, please mention Boot and Shee Recorder 
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“Diversified Selling’ Means Cleaner 
Stocks and Bigger Profits 


Not More Pairs of One Style, But More Pairs of Different Styles 
Is the End to Be Achieved 








shoemen is “Stock Turn-over.” The volume of 

one’s business is not of so much importance 
as it once was, but in its place has come the finer 
figuring of how many times during the year can the 
retail merchant make each dollar of his investment 
show a profit. 

A word of explanation on how to figure turn-over 
would not be amiss. When monthly inventories are 
not available, it is necessary to use an average inven- 
tory based on the net inventory of merchandise on 
hand at the beginning of the year—the figures thus 
obtained to be divided into the cost of goods sold. 
This is the dollar method used by many, although it is 
not as accurate as the pair method. 


ik: prevailing question of the day among retail 


An Easy Way to Figure Turn-over 


The latter way is simple to those firms who keep 
track of the number of pairs bought and sold. Just 
dividing the total number of pairs sold during the 
year by the average pairs on hand will give the cor- 
rect figure. 

Here’s the way one mer- 
chant does it: 


Percentage 
of Net Sales 


(Starting with the pairs on 
hand January 1st gives f +f 
thirteen months instead of Ba I ) *2 
twelve.) ( ot 


-+} 


Pair inventory— 
January 1, 1924 

Pair inventory— 
January 31 

Pair inventory— 
February 28... 


Net 





less than 
1.4 times 


Net Prorit or Loss 1n Retai SHoE Srores IN 1922 
AccorpDInNG To Rate or Srock-TURN 


Stock-turn 1.4-1.7 18-21 2.2 times 


As compiled by the Harvard Bureau of Business 
Research. 


3860 
4078 
4079 
3892 
.... 4142 
..5573 

..... 5161 
..6845 

..... 4810 
...2956 


Pair inventory—March 31 

Pair inventory—April 30 

Pair inventory—May 31 

Pair inventory—June 30 

Pair inventory—July 31.. 

Pair inventory—August 31 
Pair inventory—September 30.. 
Pair inventory—October 31.. 
Pair inventory—November 30.. 
Pair inventory—December 31.. 


35,371 

This, divided by thirteen, gives 3,798 as the average 
pairs on hand at end of each month. 

Total sales for year 30,251. Divided by monthly 
average of 3,798 equals 8 times turn. 


Most Merchants Carry Too Much Stock 


Turn-over is a matter of management rather than 
of location. Stores located near the primary markets 
have a lower rate of stock turn than those considerable 
distance away, with the 
single exception of New 
York City. The smaller the 
volume of business, the 
smaller rate of stock turn 
seems to be the general 
rule. 

There is only one ex- 
planation of this and that 
is that the average small 
retail merchant carries 
more shoes than his busi- 
ness warrants. Here comes 
the question that must be 
decided of specializing — 


times times and over 
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of concentration on 
the lines best 
adapted to the con- 
duct of his business. The table be- 
low shows how stock turn usually 
increases as volume increases. 


: pos 


Rate of Stock-Turn in Retail Shoe Stores in 
1922 According to Volume of Sales— 


419 Firms 

Rate of 

Group Volume of Net Sales Stock-turn 

A Less than $30,000 -....++- 1.4 times 
B $30,000-$49,000 Ce PE 1.6 
C $50,000-$99,000 Salil cvaleitaescinee 
D $100,000-$249,000..............0cen. 19 
E $250,000 and over aa 


Much has been said about keeping the investment 
down and that the entire net profit on a 50-pair lot 
of shoes remains in the last five or six unsold pairs. All 
of this is true, but there are further efforts that can 
be made by the retailer by regulating his selling so 
that all lines sell evenly. 


Keep Stock Moving 


Much progress on increasing turn-over is lost when 
salespeople concentrate on certain two or three num- 
bers. The result is these lines must be rebought or 
replaced with other shoes and in consequence about 
10 per cent of his stock is getting a rapid turn-over 
and the other 90 per cent remains stagnant, much of 
which finds its way into the cut-price sales that 
follow. 

The small store with a relatively fast rate of stock- 
turn has little to fear from larger competitors. Better 
buying will make easier selling with a corresponding 
decrease in overhead expenses. One of the best ex- 
amples of this is that of a firm whose net sales were 
less than $40,000 and showed a stock-turn of 6.3 times. 
In order to achieve these results, the owner several 
years ago decided that he would carry only such lines 
and sizes as he could profitably merchandise. It meant 
the eliminating of several kinds of shoes that he had 
previously considered necessary to the welfare of his 
store. Store records conclusively proved to him the 
fallacy of endeavoring to cover too great a range in 
his particular community. 
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This pictures what happens to your stock when salesmen 
concentrate on one or two sections and make little or no 


attempt to sell other styles 
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How to 
Percentage - of 
Dormant Stock 


Instead of 90 per cent of his 
stock being dormant, he has re- 
duced it to around 40 per cent, 
and is showing a neat profit each year 
now. 

The store practicing “Diversified Selling” 
enjoys an atmosphere of optimism. The salesforce is 
on its toes and each man takes pride in the fact that 
he has shown and sold a different shoe to nearly every 
customer he served that day, often not selling two 
pairs of the same color or style. 

Then, too, with the entire stock completely cat- 
alogued in his mind he is less apt to miss sales. One 
other important feature is that the thorough knowl- 
edge of the store’s resources will tend to produce 
more pairs per sale. It is not much harder to get the 
customer to say “yes” to “Hadn’t I better wrap up 
both pairs?” than to say, “Shall you take this pair 
with you or wiil I send them?” The result of the 
assent to the first question looks better on the sales- 
man’s book, makes a sweeter tinkle in the cash reg- 
ister and makes the boss wish he had more salesmen 
“like that boy over there.” 


Diversified Selling Means a Well-Balanced Stock 


Every line is selling in that store and the stock is 
well balanced. The manager can look for-weak places 
in his stock and find that he has a good representation 
of all necessary styles and he is not forced to im- 
mediately spend for new shoes the money taken in 
during the past week. All of his stock is turning at 
about the same rate and is moving at a profit. 
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To Diversify Is to Satisfy 


Of course the salesforce must be trained in the art 
of diversified selling, and it is the salesperson that 
can develop these qualifications that is most valuable 
to the establishment. The writer has seen organiza- 
tions where the “boys” get their heads together sev- 
eral times during the day and compare notes; one 
will boast about how he has jumped from one end 
of the stock to another, a tan calf here, a black calf 
there, and the Buzzard last followed by an English 
toe, then a straight last, a cushion sole, a special arch 
shoe, etc. That man got results from all parts of the 
men’s department. The manager of that store was not 
kept busy buying shoes to take the place of a 
certain few numbers that the salespeople were 
“murdering.” 








Many stores openly encour- 
age their salesmen to sell from 
all over the store, rather than 
from a few favorites. This topic 
is stressed in store organization 
meetings, where those making 
the best records give to the rest 
of the staff the intimate details 
of how they obtain their good 
results. Prizes are offered in 
some cases to the salespeople in 
an endeavor to spur them on, so 
that they will cover a wider 
range of numbers in their selling. 
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Selling all over the store comes fairly easy when 
the boys realize that the firm earnestly wishes this 
to be done. The average retail shoe salesman is no 
different than most of us, when it comes to choosing 
the lines of least resistance. It is much easier to have 
a few numbers that are popular, and plug away at 
those, than to memorize the whole stock. When the 
proprietor shows the way himself, while on the floor, 
it naturally follows that his example will be emulated. 

“Diversified selling means regulating sales of each 
department, so that the retailer at all times has a 
well-balanced stock, an increased turn-over, lower in- 
ventories, fewer cut-price sales, more net profits, and a 
cash balance in the bank.” 

To link up with the diversified way of selling there 
must be some judgment used in the window display. 
If a certain last does not readily meet with the ap- 
proval of your buying public, don’t give that shoe a 
mediocre place in your windows. 

It is only by making every line count that any store 
can make a better showing on “Turn-over” and “Net 
Profits.” 
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What Advertising Can Do for You in 1925 


Following the Rule That the Most Obvious Is Often Overlooked, Attention Is 
Directed to the Selection of Right Objective 


determine destination. Then a tree on a rear 

shore is picked to fix direction. Once having 
an objective and the course “charted” the actual row- 
ing is easy. It’s only during a storm or at night when 
bearings are lost that the oarsman exhausts himself 
rowing in circles. 


O« rowing, for example, one looks ahead to 


is best for the money. Explanation in advertising will 
save a great deal of shopping. 

Take the idea represented in the statement.” None- 
eeryourhighfalutingstuffhere—jest plain value that 
everybody appreciates.” The store using this type of 
“copy” has established a reputation for frankness 
that is proof against anything. Folk 
can’t think of this store without feel- 





In advertising the same tactics 
are employed with success; the fact 
of lost bearings is equally fraught 
with difficulties, recalling the arrival 
at our fish pier of ships with flags 
half-masted, though there’s always 
the difference that in a boat one is 
faced with drowning or starvation, 
while in a store the prospects are 
much more comfortable, compara- 
tively speaking. Still, there is no ex- 
cuse for lack of right direction in the 
latter case. 


Looking Ahead 

















ing that only the rarest bargains in 
everything are to be found there. It 
is true of the store, too. Yet the main 
point is that they have so thorough- 
ly convinced their trade of the fact. 


No. 1—Make Folks Want More Shoes 


That is just one angle from which 
to view an objective. In a crowded 
neighborhood where people are not 
any to well endowed with money an 
enterprising phonograph dealer will 
set up business—right in a block 
where the stores dealing in absolute 








Take a look ahead. Then with what 


necessities of life seem to be ‘having 











lies behind set the course, stick to 


a struggle to exist—and by pic- 








turing the comfort, the ease, the 





it, and see what results are rolled 
up by New Year’s Day in 1926. 

The results may surprise one. 
There isn’t a merchant’s advertising 
that doesn’t at some time or other 
yield an advertisement that is excel- 


STREET 





Ce s102°~ 


Your Nam 


luxury, yes, even the actual necessity 
for music in the home will place a 
machine in almost every neighboring 
home. Which proves that regardless 
of how apparently overloaded with 


TOWN 








lent from every point of view. It 


expense folk seem to be, there is al- 


is because too often this is the excep- THE CLOSE-UP TYPE OF AD ways something new being sold them 
tion that emphasis is laid on having Brings the shoes right up to the for which they do get the money. 


an objective. 

When it is considered that thou- 
sands of dollars are spent in “drum- 
ming” into the public’s mind just 
one good reason for buying a product 
it brings to mind that repeated im- 


eye. Use such copy as this, say, 
“You've got to ‘feel’ the velvety 
tanning in the leather—get the 
‘heft’ of the sole, the ‘set’ of heel, 
and test the pliability of the mind that is as strongly conducive to 


To make anybody want anything 
one must appeal to their imagination. 
A description, if graphic enough, 
will stimulate desire. A description 
will set up a picture in a person’s 


pressions, each small in itself, are whole shoe to get the true value sajes as to have seen the article it- 
necessary to give foundation to any Of this style. We’ve brought itas self. This applies in the case, par- 
one fact of a business or product. close to your eye as possible ina ticularly, of there being something 


Pick out for one’s self in the adver- 
tising in 1925 the many instances in 
which this is true. 

Take the specific slogan, “Everyone Can Afford to 
Pay $7 for Our Shoes.” Put this into an advertisement 
and repeat it often enough and $7 will come to rep- 
resent the acme of economy in footwear. Folk will 
start judging the value of footwear on the basis of a 
$7 price. Folk who have always bought shoes lower 
in price will begin to consider the wisdom of such a 
statement. One can make the opinions of one’s patron- 
age to a great extent; the woman goes from store to 
store shopping merely to find out by comparison what 


picture.” 


unusual about a shoe; something to 
recommend it in a special way. 

But a description of a shoe is not the important 
thing, always. Phonographs are not sold through 
descriptions of their inner workings. Who would un- 
derstand their mechanical features? Who would not 
understand what they are for, i. e., the production of 
music. So the phonograph is sold, think of it, a piece 
of reproducing machinery, because it is a joy in the 
first place and second a beautiful piec of furniture. 

Of course, there are exceptions to this line of reason- 
ing. The radio comes to mind. Here the “inner work- 
ings” are of prime interest, but the radio is new; 
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phonographs and shoes are not. That’s one thing ad- 
vertising will do. 


No. 2—Build Confidence 


Advertising has a singular effect on men and goods. 
First comes the search for something interesting to 














































































































‘Your Name Here 


TOWN 








STREET 





THE TESTIMONIAL TYPE AD 


Picture the same woman or girl in all ads. 

Like the merchant who uses imaginary let- 

ters from an imaginary person to convey his 

ideas to his readers, use this woman to say 

the things you want said about the shoes 
advertised. 


say about goods. Such search uncovers, usually, any 
weaknesses in goods. There is an effort made to say 
good things and to make the goods themselves live up 
to whatever is said of them. This is a natural tendency 
toward reaching perfection; advertising simply inten- 
sifies this leaning. Only a dishonest motive, and a 
weak, short-lived policy would lead to the statement 
of untruths or that bordering on untruth, one is as 
bad as the other. 

The idea of appealing to the eueatentien leads to 
the betterment of goods which in turn inspires confi- 
dence in one’s business. One’s advertising is worthy 
of careful study for its best use leads to so much good. 

Having planned to give utmost satisfaction let the 
advertising fix in possible customers’ minds the fact, 
say, that, “No one has ever been dissatisfied with their 
purchases here.” Such a statement is a broad one in 
itself, but it allows an explanation that will lead those 
reading it to believe that this is the store they like to 
do business with. 

A big bond house has for its slogan, “Fifty Years 
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Without Loss to an Investor.” That means something. 
It’s true. It influences business, builds confidence. 


No. 8—lIncreases Efficiency of Salesforce 


Each advertisement as written should contain every 
attribute needed to sell the shoes in it. It should be so 
specific as to give the salespeople all the necessary 
material for handling the questions of customers. If 
the advertisement does not answer the very questions 
that come to the tongue of the customer in the store 
how can it meet the inquiries that come up in the 
mind of the one reading the advertisement? If an ad- 
vertisement does not “sell” the shoes to the salesforce 
how can it sell the shoes to anyone else? The writer 
of advertising is supposed to be a master salesman 
in which case all salesmen in the store may follow the 
clue. 

Everyone sometime has gone into a store follow- 
ing the reading of an advertisement only to find that 
having read the advertisement he knew more about 








od Sleses Luke. 
Good Company 
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FOR A “QUALITY” AD 


To convey the idea of quality, picture good- 
looking wearer, for then the shoes are asso- 
ciated with good company. Use copy like this. 
“Be just as choice in choosing your clothing as 
you would your friends. It’s easier then to make 
worth-while friends. The fellow who wrote, 
‘Birds of a feather, etc.,’ uttered a classic.” 











the goods than the man behind the counter. Before 

an advertisement appears in any paper it ought to be 

the rule of every concern to demand some sort of com- 

ment from each member of the salesforce, if for 

nothing more than to be sure the advertisement has 
(Continued on page 48) 
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Brisk Buying Boom 


HEN merchants are assured that communi- 
\ ty prosperity is just ahead, they are only 
too willing to buy goods for a new season. The 
opening days of January brought about a buying 
of women’s footwear in exceptional volume and in 
no place was this more evident than in the St. 
Louis in-stock and specialty market, and in the 
Boston wholesale’ market. 

The fact that shoes are a one-season proposi- 
tion with a high point of public demand at Easter 
makes imperative the selection and purchase of 
shoes in January, if deliveries are to be made in 
time for Easter selling. Perhaps the volume of 
business thus forced into the early days of Janu- 
ary gives an artificial stimulus to trade that would 
not have been apparent if anticipation were the 
order of the day and the season’s footwear de- 
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mands were spread over a six months’ buying 
period. 

As it now stands, the shoe stores of this country 
will want a complete season’s stock on hand in 
their stores at Easter time with scarcely two 
months of production period ahead. 

A combination of convention and exposition at 
the proper time has the advantage of bringing 
merchants into the market not only for goods, but 
for ideas on how to sell them. The trouble has 
been, and will continue to be, that there is so 
much interest in merchandise and entertainment 
that the convention sessions get scant attention. 
The Boston convention this year will attempt to 
balance the business and buying sessions so that 
the merchant will get the most out of both. 





A New Planet 


RGANIZATION in St. Louis of the South- 

western Shoe Retailers’ Association, com- 
prising the states of Missouri, Arkansas, Tennes- 
see and Mississippi, is an attempt to correct the 
difficulty usually found in drumming up conven- 
tion attendance. Any one of these states alone 
couldn’t assure a gathering sufficient to justify an 
elaborate educational session. 

But it is to be hoped that each state will con- 
tinue to keep some skeleton form of emergency 
organization for the reason that adverse legisla- 
tion in a state cannot be corrected: by a regional 
association. A Pure Shoe Bill might be slipped over 
in any session of a state legislature, because there 
was no machinery of opposition, and what is 
everybody’s business is nobody’s concern. Consoli- 
dations are all right for the purpose of big annual 
get-togethers, but for the solution of city, town 
and state problems, for collective merchandising, 
for co-operative rubber selling, and for many 
other advantages, a big organization is too un- 
wieldly.» 

The big organization should function as a 
serious instructor in profitable merchandising 
and its convention should command the attend- 
ance of hundreds, instead of handfuls. The local 
organization should be made more like shoe clubs 
where a small group around the table can get 
close to an immediate and pressing problem. 

If something like this isn’t done we will see a 
disintegration of association work—a lessening of 
interest in conventions at a distant place and a 
dead loss in local interest. One of the most serious 
phases of association life is facing the retail shoe 
trade. Lack of interest in associations is deplora- 
ble—the fellow who needs the association most is 
dumb to his opportunity. Big merchants will at- 
tend and give the best of their advice, and yet 
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the small merchant says “it’s all bunk.” What is 
going to happen when the big fellow in turn says 
he won’t waste any more time. When this day ar- 
rives, association work will sing its swan song. 





Co-operative Advertising 


O-OPERATIVE retail advertising as a practi- 

cal means of promoting retail trade is dis- 
cussed by I. Rolph of the Domestic Commerce Di- 
vision of the Bureau of Foreign and Domestic 
Commerce in a pamphlet prepared with the help 
and at the suggestion of retail merchants, and 
issued by the Department of Commerce. Although 
co-operation in the field of advertising, the Divi- 
sion says, is a sign of the times, co-operative re- 
tail advertising is in its embryonic stage. 

The primary purpose of co-operative retail ad- 
vertising, the Domestic Commerce Division ob- 
serves, is to promote sales. Its secondary aim, of 
equal importance, is to afford the opportunity of 
using an increased volume of advertising at a 
lower pro rata of expense, making it possible for 
even the small retail merchant to compete success- 
fully in an advertising way. 


A third advantage in co-operative retail adver- 
tising, the Division points out, is the opportunity 
it affords to bring about a high standard of adver- 
tising. 

The advertiser of today, it says, is making 
admirable efforts not only to eliminate untruth- 
fulness and misleading statements, but also ex- 
aggerated ideas, meaningless superlatives and 
hasty generalizations. The plan further tends to 
eliminate petty jealousies and unfair competition 
among merchants and to 
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Sales by Suggestion 


BIG snow storm hit New York a week or 

ten days ago, and nearly every business 
woman on her way to work found it necessary to 
buy a pair of galoshes. One bright merchant, with 
a big store, acting on a suggestion made in the 
Boot and Shoe Recorder, instructed all his sales- 
men to tell every customer that a nice new pair of 
galoshes worn over wet and soiled shoes would 
make it impossible, later, to wear the same 
galoshes over dainty and easily soiled evening or 
other dress footwear. A further argument ad- 
vanced to customers was that the store would 
clean, dry and tree the old shoes if left, after the 
purchase of a new pair to be worn with the new 
galoshes. This merchant reports that one out of 
every three buyers of galoshes took the store’s 
advice. This selling by suggestion was appre- 
ciated by the public and was profitable to the 
merchant. Try the scheme yourself some time. 





Why They Quit 
HY do people stop trading at certain stores? 
An investigation was conducted not long 
ago among about 200 housewives which brought 
out the following reasons why they transferred 
their trade from various retail stores: 
Indifference of salespeople .............................. 47 
Attempts at substitution 0.000.000.0000... 24 
Tricky methods . 18 
Slow deliveries ........ ae 17 
Over-insistence of salespeople .............. 16 
Insolence of salespeople........................... 0.0... 16 
Unnecessary delays in 








emphasize to the com- 
munity the value of a 


service ............ . 18 
Tactless business poli- 


“trade at home” policy. 
With its individual char- 
acteristics, co-operatives» 
retail advertising uses old 
advertising mediums, but 
with significant differ- 
ences. The newspaper, the 
most familiar advertising 
medium, is still the most 
important for the local 
retail merchants in the 
average community. What 
is called direct advertising 
—letters, pamphlets, cir- 
culars, delivered either by 
messenger or mail direct 
to the customer—lends it- 
self best to featuring spe- 
cial sales. 





What Would He Do Today? : 


“In looking at the calendar,” writes 
Thomas S. Childs, successful retail shoe 
merchant of Holyoke, under date of January 
4, “I am reminded that it was just 35 years 
ago today that I came to Holyoke to take 
over C. A. Corser’s shoe store. One of his 
reasons for selling out was because the 
business was getting too complicated. 

“Instead of women’s kid and serge shoes, 
and button and Congress patterns in two 
widths, the trade was calling for serge and 
kid shoes and button and lace patterns on 
two lasts and five widths. What would he 
have thought of the complications of today? 

“After taking over the store one of the 
first things I did was to subscribe to the 
‘Recorder.’ It has been coming continually 
ever since. Whatever success has come to 
me, I feel has been largely due to the in- 
spiration of reading its pages weekly for 

the last 35 years.” 
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Bad arrangement of 
9 

Ignorance concernin 

goods 
Refused to exchange 

goods 

The figures show that 
the indifferent clerk is the 
biggest stumbling block in 
the way of holding steady 
trade. What’s the answer? 





At the risk of repeating, 
let us again emphasize the 
thought that Easter is not 
far away and that foot- 
wear cannot be made over 
night. 
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‘Shoes That Sell’ the]s 
Pageant of|F 





style show under the slogan “shoes that sell” 

(and let it be known that if “19 plenty 5” lives 
up to its name it will be more fashionably shod than 
any year previous). 

No market with a $200,000,000 shoe business is 
going to confine its efforts to the country store trade 
when it can put such sparkle into its styles in welts, 
McKays and turns as to make big city merchants say 
“we want ’em.” 

Style shows come and go with such rapidity that 
comparisons are difficult to make. St. Louis steps out 
with a show built by a city of merchants and not by 
one trade alone. St. Louis is doubly fortunate in hav- 
ing real co-operation among shoe, garment, millinery, 
hosiery and accessory houses. 

Four pages of names of co-operating houses, aver- 
aging forty to a page, indicates how the city was 
combed for garments to make the “costume complete.” 
Even the pages, announcing each exhibit, were distinc- 
tively clothed and shod for each presentation of sport, 
street, afternoon and evening footwear. As a fashion 
show it was the best of any held to date by the shoe 
trades of this land for it was well planned, even to the 
final touch of rouge. 


Badges for Real Buyers 


Well, let’s all go up to the sixteenth floor of the 
Statler Hotel for the first performance of the Pageant 
of Footwear. Everybody with a blue or red badge gets 
a ride in the elevator but some of the front row boys 
walk up all the way. The blue-badge men are given 
the courtesies for they are here to buy, so the room 
fills in twenty minutes with about one thousand buyers 
and sellers, some ladies and guests. Standing room, 
and no smoking. 

Seat yourself in the front row with us. A long 
L-shaped runway with red and green canopy, like car- 
nival time. A flaming red curtain conceals a stage 


S: LOUIS steps into 1925 with her premiere shoe 


Merchants from 39 States 
Attend Big Affair in 
Midwest Style Center 


built out with a proscenium arch. A runway with a 
crowned road like the Dixie Highway so that every 
shoe gets the top position. 


A Tuneful, Colorful Show 


Tune in on your radio tonight and listen to Gene 
Rodemich’s jazz orchestra. They are playing the “Fol- 
low the swallows,” trumpet call and the flash of the 
red curtain reveals (says the lady near-by—“Heaven’’) 
—well, if white satin with vertical rows of silver tin- 
sel, a golden frame and a halo of light are in keeping 
with your picture of the future—it was IT. 

Instead of St. Peter, Cal A. West, president of the 
St. Louis Shoe Manufacturers’ and Wholesalers’ Asso- 
ciation steps forward to the runway edge and says: 

“The growth of St. Louis and the widespread dis- 
tribution of its shoes warrants a pageant of footwear 
fashion as the opening feature of a prosperous 1925.” 


Not a Key to the City in Sight 


Nice things were said and then he introduced the 
mayor of St. Louis, who is unique in that he doesn’t 
offer the keys of the city but does say shoes lead all 
else in St. Louis and points to twenty years ahead with 
a city planning scheme necessitating the investment 
of hundreds of millions to make it the “wonder city of 
America.” 

Now we see Charles E. Williams with a halo of light 
shooting off his dome. He ambitiously puts forth the 
plan of a great Southwestern Shoe Retailers’ Associa- 
tion with a meeting a year from date and paid mem- 
bership at one dollar, so that next year railroad rates 
will be given a convention standing with the fourteen 
railroads entering St. Louis. 


Address by Seaton Alexander 


Then Mr. West of the city of St. Louis says some- 
thing about “East is East and West is West,” with a 
bouquet for West Virginia, whence came Seaton Alex- 
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Heavy Buying for Easter 
Trade Is Reported by 


Manufacturers 


ander and, long ago, Mr. West himself; and the Presi- 
dent of the National Shoe Retailers’ Association comes 
to the front. He pays high honor to Western spirit and 
says that improvement in shoe retailing has come with 
the growth and development of retail associations; 
that general conditions in the trade are very much im- 
proved for 1925; that he has lived long in shoe mer- 
chandising and is beaten in years of service only by 
Meier Swope of St. Louis; that the future holds prom- 
ise for men who serve; that every merchant present 
is invited by him to go on to Boston and the National 
Shoe Retailers’ Convention next week, and if any man 
says he doesn’t get his money’s worth, “I’ll refund 
him out of my own pocket.” 

Now steps down the runway Miss Lucy Parks, as- 
sociate editor of Harper’s Bazar, who says that style is 
the expression of good taste in the improvement of 
social development all over the world; that the “cos- 
tume complete” makes shoes important in harmony of 
dress—slender costumes and lines, short skirts, less 
elaboration and greater interest in materials. 


Sport Shoes First on Runway 


The red curtain and melody reign for the flash of a 
minute when down the steps from the frame comes a 
page with the banner “Paradise,” so you see the young 
lady’s expression of heaven wasn’t so far wrong after 
all. Sport shoes from twenty-two St. Louis houses fol- 
low the spotlight down the runway with every page 
turning a new number. We could tell you, house by 
house, what was shown, but the sidelights of style 
trend melt into a general picture, as follows: 

White with tan trimmings lead. 
Actual sports wear shoes have crepe soles. 
Sport (meaning colorful costuming) shows 
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shoes to punctuate costume with cut-out and 
inlay effects in two tones of tan, black and 
tan, white as a base with beige, blond, green 
and champagne trimmings for one-strap 
patterns. 

If you want high style, white for back- 
ground with tan next and some white and 
black. 

Put your sports into fancy combinatiens, 
is the verdict of the first runway display. 


All style and no fun wouldn’t be much of a perform- 
ance so nine comely girls sing a special song, “Shoes 
That Sell.” As an original piece, it is a hit. 


Combination of Tan and Patent for Street 


Street shoes come next with the pages boxed in car- 
tons announcing each style. The color scheme in the 
suits is mainly brown in the higher and lighter shades, 
blue with trimmings of red, some greens and some new 
natural cloth like cream. 

A liberal education in blending shoes, hosiery and 
costume hits your eye. The girl in green has gun metal 
hose and black shoes—there is no discord and no 
freakishness. Our hats off to the stage management, 
and Major Levy, impressario. 

Tan and patent combinations lead—prac- 
tical leathers all—shoes that sell. 

Ribbon bows and here and there an off- 
side pattern where the strap swings around 
to the top of the counter. 

Patent with trimmings around collar in 
color, fancy stitchings and trim step-ins. 

One-straps lead—some oxford types—the 
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A new sport shoe for every day in 


influence of the Deauville sandal is seen in 
the cut-out fronts. 


Well, if it isn’t nursery music set to Jazz! For the 
little sweethearts of the show model Buster Browns, 
Humpty-Dumpty, Red Goose, Weatherbird, Poll Par- 
rot, Robin Hood and Billiken shoes for little tots. 

Who said two tuxedo troubadours couldn’t make a 
hit in a girl show? The balance of their voices held 
all spell-bound when they sing, “You Can Change a 
Fool, But a Dog-gone Mule is a Mule Till He Dies.” 


Shoes for Afternoon 


Now comes the afternoon—well if 
the women dress that way in every 
Main street of every merchant pres- 
ent there is going to be some money 
spent for shoes. 

Satins—black with moire 
quarters. 

Satins, blond with shades 
from rose to nut brown. 
Wonderful possibilities in 
the handling of soft shades 
of brown. 

Step-in pumps lead for 
afternoon wear. 

A goodly showing of al- 
ligator and lizard trimmed 
shoes. 

Gray with patent looks 
good. 


Miss St. Louis and Capt Kidder. 
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the week—Shown at the St. Louis Pageant of Footwear Fashions. 


Plenty of ribbons and bows. 


One more interlude—a sweet singer from the sun- 
ny South and banjo melodies. 

Now, stepping to dance music, the pages come 
down the line draped in Spanish shawls. All is spot- 
light and evening effects. 

The lights go out and a big mirrored ball revolves 
in the colors of the rainbow. Cheers and some step- 
ping. 

Pastel Shades in Evening Gowns 


There is no limit to the colors for evening dresses 
and the softer pastel colors make the silver brocade 
and silver kid shippers lead all the 
rest. Black satin and blond satin 
with rhinestone ornaments leading. 
There is a place for pumps and high 
heels. D’Orsay pattern effects with 
waist-bands of neat cut-out leathers 
over satin and kids in gold and sil- 
ver. Mottled gold quarters strike a 
new high-note in fancifulness. All 
colors of leathers have gold pushed 
into the boarding creases. Brocades 
are all elaborate. Ornamentation is 
here, reaching into a profitable extra 
sale for merchants. 

Well, there you have it from Sport 
to Street to Afternoon and Evening 
—shoes for the purpose in each— 
oxford types for Sport, one-straps 
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for Street, step-ins for Afternoon, and pumps for 
Evening. There may be simplicity in each; but there 
is no freakishness in any of the shoes shown on the 
runway, nor in the sample rooms, nor in the buying 
orders. There is reason for the slogan, “Shoes That 
Sell,” for none others are wanted. 


Thirty-nine States Represented 


Retail shoe merchants from thirty-nine states came 
to this, the first style show given by the St. Louis Shoe 
Manufacturers’ and Wholesalers’ Association. Hotels 
bulged with sellers and enthusiasm for purchasing 
spring footwear ran rampant. The official registration 
for the premier performance of the pageant was 1400. 
Trains continued to pour merchants into the city and 
officials of the organization responsible for the prome- 
nades were convinced that at least 35,000 merchants 
will view the show. 

The Statler Hotel housed the sample rooms of the 
St. Louis Manufacturers and these were found on the 
first three floors. The arrangement of rooms was uni- 
form, but many elaborated their individual displays 
to the point of pageantry. 

At the Hotel Jefferson were the out-of-town manu- 
facturers who, through the courtesy of the St. Louis 
organization, were invited to exhibit here. This broad 
policy has received the unstinted praise of those out- 
side the St. Louis market. 


Good Buying Done During Week 


Merchants bought shoes and in large quantities. The 
slogan of the show, “Shoes That Sell,” was one that 
appealed to the retail shoe merchant and the business 
placed by him on the first day of the show was beyond 
the wildest anticipation of the St. Louis manufac- 
turers. Not alone in the sample rooms at Hotel Statler 





Above is Major Levy, pageant producer. Below are 
the three who fitted the shoes—Walter Pickett, 
George Gayou and Jack Winkler. 
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Trio of Southern styles for early spring. The 
shorter the skirt the smarter the shoes. 
has the volume been piling up, but much of the pres- 
sure is being relieved at the large sample rooms of the 
manufacturers, on Washington avenue. 

One of the smaller manufacturers on the evening 
of the first day stated that 35,000 pairs of shoes had 
been sold by his company alone. Similar reports were 
received from sales-managers of various other com- 
panies. 

Women Are Entertained 

The ladies’ entertainment. committee, headed. by 
Mrs. J. T. Johnston, did themselves proud in extending 
the hospitality of the St. Louis Shoe Manufacturers 
and Wholesalers to the wives of the visiting shoe mer- 
chants. A breakfast at the Chase Hotel on Tuesday at 
11 A.M. was unanimously pronounced as being perfect 
by the visiting women. After this an automobile ride 
through the parks and residential section of the city 
added more enjoyment to the day’s program. The ladies. 
attended the afternoon performance of the pageant. 
On Wednesday a luncheon was given at the Fown Club. 
Tickets for the matinee performance of “The 7th 
Heaven” completed the hospitality extended to all visit- 
ing ladies, as well as the wives and families of the 
shoe merchants. The committee in charge of the en- 
tertainment was as follows: Mrs. J. T. Johnston, 
chairman; Mrs. Wylie Creel, Mrs. Arthur Ebbs, Mrs. 
Julian Samuels, Mrs. Chas. Spalsbury, Mrs. Harry 
Johansen and Mrs. Paul Jamison. 


Leather and Accessory Manufacturers’ 
Exhibit 
On the mezzanine floor of Hotel Statler were located 
the leather and accessory exhibits. Fifteen mmebers of 
the industry had placed interesting displays in this 
section of the hotel. Ornaments, leather, last and pat- 
tern displays abounded and many merchants were 
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A quartette of juvenile models. 
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attracted to this place because of its educational value. 
A list of the exhibitors follows: 
Essex Rubber Co. 
Dunbar Pattern Co. 
W. P. Erhult Leather Co. 
Abe Mannheimer & Co. 
John R. Evans Leather Co. 
Arthur Patten Leather Co. 
Amalgamated Leather Co. 
Rice Stix & Co. 
National Fabric & Furnishing Co. 
Conway Wadsworth, Inc. 
Rebhun Reliable Lasts. 
F. H. Dalley Co. 
Rochester Last Co. 
The Wiechman Pattern Co. 
Panco Rubber Co. 





Southwest Merchants Form Big Association 
at St. Louis Meeting 


HE formation of what will be known as the South- 

western Shoe Retailers’ Association, comprising 
eight of the states in that section of the country, 
was the outstanding feature of the joint convention 
of Missouri and Tri-State retail shoe merchants, held 
in St. Louis this week in connection with the Pageant 
of Footwear Fashions. The nucleus of this new asso- 
ciation are the two associations which met here. 
Kansas, Texas, Oklahoma and Louisiana have been 
invited to join. Officers of the newly-formed organiza- 
tion are: 

Charles E. Williams, St. Louis, president; Arthur 
Ebbs, St. Louis, secretary-treasurer; vice-presidents, 
Reuben Steifel, Memphis, Tenn.; A. J. Kempner, Little 
Rock, Arkansas; H. W. Bergman, Greenville, Missis- 
sippi; Joseph W. Mullen, Moberly, Missouri; directors, 
Oscar Poe, Little Rock, Arkansas; Sam Katzenstein, 
Pinebluff, Arkansas; Robert Love, Memphis, Tenn.; 
Morris Ellis, Nashville; A. Simon, Meridan, Missis- 
sippi; A. Metzger, Vicksburg, ........................3 J. Matt 
Wood, Hannibal, Missouri, and Otto Schultz, Jeffer- 
son City, Mo. 

Pageant Heartily Endorsed 


Resolutions endorsing the pageant were passed, 
recommending that it be made an annual affair; and 
the N. S. R. A. was asked to secure from rubber com- 
panies a change from January 1 to March 1 in the 
announcement of prices on rubber footwear. 

The opening convention session on Tuesday morning 
was slightly attended, due mostly to merchants con- 
centrating their attention on their footwear needs. 
President M. M. McCain of the Missouri organization, 
after completing the preliminary business, appointed 
the following committees: 

Nominating—J. W. Mullen, Moberly, Mo., chair- 
man; J. M. Woods, Hannibal, Mo.; F. H. Maxted, St. 
Louis, Mo.; A. J. Kempner, Little Rock, Arkansas; 
Reuben Steifel, Memphis, Tenn.; Howard Bergman, 
Greenville, Miss. 


Resolutions: Russell Agnew, St. Louis, Mo., chair- 
man; Otto Schultz, Jefferson City, Mo.; Arthur Ebbs, 
St. Louis, Mo. 

Membership—P. A. Ebbs, St. Louis, Mo., chairman; 
H. R. Terrell, Moberly, Missouri; Brooks Wigely, Chil- 
licothe, Mo.; W. H. Toller Kansas City, Mo.; Fred 
Warner, St. Joseph, Mo.; E. F. Meyers, Kirksville, Mo. 

Legislative—J. F. Houx, Marshall, Mo.; E. H. Payne, 
Fulton, Mo.; Ennis Courtney, Sedalia, Mo. 


New Association Outlined 


C. E. Williams outlined the plan of the newly- 
formed Southwestern Shoe Retailers’ Association which 
will comprise eight of the Southwestern states. Prac- 
tically anyone connected with the shoe industry is 
eligible—retail shoe merchants, traveling salesmen 
and manufacturers. 

However, salesmen and manufacturers will be only 
associate members. The dues will be $1 a year. Mr. 


Builders of the pageant. Reading from left to right 
they are: Howard Stephens, first vice-president of 
the association; Julian Samuels, publicity chair- 
man; John Wilson, entertainment chairman; and 
Fred Marz, booth and display chairman. 
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Williams stated that the prime purpose was to secure 
railroad rates to. the annual meeting which it is ex- 
pected will be held at the time of the St. Louis Pageant 
of Footwear Fashion. 

Seaton Alexander, in his opening remarks, stated 
that a message relating to the shoe business was like a 
voice in the wilderness. Jumping from the ridiculous 
to the sublime it might be condensed into three words 
—“Watch Your Foot.” 

“The general outlook for 1925 is good, but let us 
not depend so much on the outlook as our own inlook.” 

Mr. Alexander stressed the necessity of co-operation 
and working closer together for the betterment of the 
retail shoe business. 

“It has been the effort of the N. S. R. A. during the 
past year,” he said, “to instill a better feeling of 
good-will and co-operation not only among its own 
members, but among the other industries of the shoe 
business, manufacturer, mechanic, last maker and all.” 

He urged that the report on the joint style commit- 
tee be used as a guide in selection of merchandise. If 
this be followed out a majority of dealers would buy 
with greater degree of accuracy. 

Reuben Steifel, vice-president of the Tri-State Shoe 
Retailers’ Association, stated that last March they 
went on record favoring a consolidation of the eight 
states, forming one association. A meeting held Mon- 
day confirming this action was announced. It was his 
understanding that the new association is to be one of 
the strong arms of the National Shoe Retailers’ Asso- 
ciation and to work in conjunction with that organiza- 
tion. 

Sees Prosperity Ahead 


James H. Stone, editor of The Shoe Retailer, spoke 
on “What Business Will Be in 1925.” 

“Indications are that we are going into a wave of 
prosperity in this country,” he said, “accentuated by 
increasing prosperity of foreign nations. The tan- 
ners, manufacturers and retail shoe merchants 
are operating on a hand-to-mouth basis. 
With advances in leathers and acces- 
sories, an increase in price can be 
anticipated. 

“Retail shoe stocks the coun- 
try over are not unduly 
high nor low. This con- 
dition will keep or- 
ders flowing free- 
ly into the 
factories 
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Line-up of models who paraded on the runway at the St. Louis Pageant of Footwear Fashions. 
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and keep them running to capacity up to if not beyond 
April.” He concluded his talk with a prediction that 
1925 will be a prosperous one for the entire shoe and 
leather industry. 


Address on Publicity 


The Wednesday morning session opened with an 
address by John de Wild, manager of merchants’ ser- 
vice department of Ely & Walker Dry Goods Com- 
pany. His subject covered advertising, window and 
store decoration. The part that advertising should 
play in the average retail shoe merchant’s store was 
fully covered with practical demonstrations of window 
displays. He proved the effectiveness and economy the 
merchant can affect in building his own displays. 
Added to this he gave a practical talk on show card 
writing. 

“Stepping into Spring with Style” was the basis of 
a speech by Arthur D. Anderson, editor of the Boot 
and Shoe Recorder, who organized a shoe style forum 
whereby style committees selected typical footwear 
for spring in line with recommendations of the 
National Style conference. These committees spent 
Tuesday in assembling the shoes. Women’s styles—Al 
Pauley and Max Weiss; men’s styles, G. M. Woods, Al 
Lutz, Joe Mullens, Fred Maxted, 
and children’s shoes, Arthur 
Ebbs and Otto Schultz. 

Analysis of styles for 
spring in color in 
youthful patterns 
was made by 
(Continued 
on page 
48) 
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Volume Buyers Throng Show in Boston; 
Spring Styles on Display 


for big buyers was held at Symphony Hall on 

January 6-8 of this week. There were approxi- 
mately 90 exhibitors, consisting of shoe manufacturers 
who make for case-lot selling, sole and heel concerns, 
and leather makers. The affair was held under the aus- 
pices of “The Shoe Wholesaler.” The director of the 
Style Revue was Edric Taylor, of McNichol & 
Taylor, Inc., last makers of Lynn. The event had a 
real “trade fair” atmosphere, as a very strict censor- 
ship on tickets of admission was maintained and the 
“buyer-only” rule was enforced. 

Exhibitors expressed themselves as much pleased 
with the business transacted, and to those who have 
attended the English trade fairs, the Boston Shoe 
Wholesalers’ Show seemed as similar as American 
trade tastes would permit. The runway, of course, was 
strictly American in brilliancy of pageant and style 
presentation. After the runway performances, the 
models came “out into the streets of the shoe and 
leather district,” the aisles being named, “Lincoln, 
South, Beach street,” etc. The Boston Fadettes, Caro- 
line B. Nichols, director, furnished the music. 

Andrew J. Casey, assistant corporation counsel of 
Boston, represented the mayor, and extended the 
courtesies of the city to visiting buyers. He empha- 


[er third annual Wholesalers’ Shoe Style Show 
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d the runway at the style show for volume buyers, held this week in Boston. 


sized the greatness of New England as the home of 
shoes of quality. 
List of Committees 

Stanley Wass, salesman for Wm. P. Lowell Co., New- 
buryport, Mass., chairman of the reception committee. 
Other members of the reception committee were: 
George L. Stanwood, representing Dingley Foss Shoe 
Co., Auburn, Me.; L. B. Dudley, L. B. Dudley Co., 
Haverhill, Mass.; George A. Dempsey, Farmington 
Shoe Co. Dover, N. H.; James F. Malley, Farmington 
Shoe Co., Dover, N. H.; Dudley B. Seaver, E. E. Tay- 
lor Co., Brockton, Mass.; Arthur E. Spencer, E. E. 
Taylor Co., Brockton Mass.; J. W. Griess, The Griess- 
Pfleger Tanning Co., Peabody, Mass.; George A. 
Learned, Geo. A. Learned Co., Newburyport, Mass.; 
Wm. P. Lowell, Wm. P. Lowell Co., Newburyport, 
Mass.; Charles E. W. Grinnell, Alfred Kimball Shoe 
Co., Lawrence, Mass.; Chas. W. Morrill, Durand Shoe 
Co., Richmond, Me.; William E. Doyle, Wall, Doyle & 
Daly, Inc., Brockton, Mass.; Harry Huckins, Huckins 
& Temple, Inc., Milford, Mass.; Edw. A. Luedke, 
Edw. E. Luedke Shoe Co., Milwaukee, Wis.; John W. 
Wood, Wood & Smith, Inc., Auburn, Me.; Claude 
Crafts, Geo. P. Crafts Co., Manchester, N. H.; Edw. J. 
Rafter, Carroll-Jellerson Shoe Co., Norway, Me.; 

(Continued on page 85) 
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A department of 
the Guarantee 
Shoe Company, 
San Antonio, 
Texas. 
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the fastidious 
woman. 


Le Nats 


4 
o A: iA 
> “a 

\ 

Pes 
NS oi 

af é 
\ 


a 


This Store Loses No Bets in Promoting Its 
Publicity Policies 


Guarantee Shoe Company, San Antonio, Texas, Conducted 
Aggressive Merchandising Plans 


By A. W. ROE 


Some stores do not seem to stake 
much on a distinctive atmosphere 
in helping them merchandise wom- 
en’s fine shoes. The Guarantee Shoe 
Company, of San Antonio, Texas, 

Even the delivery wagon, ig one of the successful establish- 
spick and span, is indica- . 
tive of the store’s highe ments that does. It carries a dis- 
grade atmosphere. a 

tinctive line of footwear for women, 
but it does not rely entirely upon the names of the 
foreign and domestic makers to do all the selling. 

Milady, if she is new to San Antonio, will probably 
sense something novel and pleasing in the service of 
the Guarantee even before she has entered its portals. 
If she has eyes for the beautiful, she will notice the 
attractively designed newspaper advertisements of the 
Guarantee, or she will see outdoor poster boards of the 
store as her car rounds a sudden corner, or she will 
most likely catch a glimpse of the entirely unique de- 
livery truck, with its shining mirrored sides and im- 
maculately-uniformed driver. So that when she begins 
to think of buying new shoes she will think naturally 
of the Guarantee as being a shop of such atmosphere 
as she would like to visit. 

Women, who are permanent residents of the Alamo 
City, see,these visible reminders of the Guarantee 
every day, and while they may not think much about 
them, still such methods of building up a reserve of 





prestige, with which the Guarantee is bountifully sup- 
plied, are not to be overlooked by the merchant who 
is catching to an exclusive and exacting clientele. 

Perhaps no shoe store in America surpasses the 
Guarantee in using so many forms of publicity so 
constantly and so artistically in awakening a desire 
for fine shoes in the feminine heart and in causing 
that desire to satisfy itself in a trip of the.owner in 
person or by mail to the store. 


Windows Are Very Impressive 

The policy of the store is an aggressive one; and 
in addition to the forms of publicity already listed 
here, mention should be made of very attractive 
windows, given over entirely to the display of women’s 
fine shoes; of a salesroom where women alone are 
waited upon, and of a Costume Bootery where the 
most fastidious trade is entertained and _ served. 
Windows and interior are equipped with the finest and 
most elaborate furnishings, until the women’s store 
of the Guarantee is a thing so unusual that, because 
of its sheer beauty, it attracts and captivates the 
feminine heart and thus helps to make the tasks of 
the salespeople easy. 

Other fine shoe stores have fashion shows, but it 
remained for the Guarantee to go one better last 
spring by putting a style revue on the road. The 
Guarantee, in company with the Aemil Blum Co., an 
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exclusive women’s apparel shop of San Antonio, 
chartered a private car, after the joint style show of 
the shoe store and the apparel shop had been run 
successfully in a San Antonio theatre, and carried the 
new styles to the women of the San Antonio trade 
district. 

Toured Surrounding Towns 


The style show was different from the usual little 
promenade that is put on between shifts in a motion 
picture house, for the managers of the Guarantee 
and Blum’s carried with them vaudeville artists and 
a real jazz orchestra and made an evening of it in the 
eight towns visited during the week. 

Not only were fine shoes shown on living models at 
the performances, but trunks of them were displayed 
at a leading hotel of each town visited. Ladies were 
invited to come and see, and you may bet your last 
nickel that they did. Many of them placed orders, al- 
though the idea back of the displays was not primarily 
the taking of orders. 

Not only did this increase the prestige of the store, 
but the publicity was accomplished without offending 
the local merchants of the towns visited, because the 
shoes were of such quality and exclusive patterns as 
seldom are displayed outside of shops in the largest 
cities of the country. Thus it was that the jealous 
ground of competition was not invaded by the San 
Antonio stores. 

Then every spring and every fall the Guarantee 
sends out a very carefully prepared catalogue to women 
on its mailing list. This booklet is in keeping with the 
high tone and charm of the store itself and has, no 
doubt, done much to build up a very gratifying and 
substantial business. The mail order department has 
assumed large proportions. 

A question that might arise in the mind of the busi- 
ness man, when he reads this sketch, might be “Does 
it pay?” 

The answer to this question is that it has paid 
well in this individual case. There are other fine shoe 
stores in Southwest Texas, but the writer will venture 
the statement that none of them are so widely and 
so favorably known as is 
the Guarantee. And it is 
also true that none of them 
use so extensively the many 
different forms of pub- 
licity at the command of 
the merchant engaged in 
selling fine shoes to wom- 
en, nor do they make so 
great efforts at creating 
and maintaining a distinc- 
tive atmosphere. If you 
want to deduct a moral, it | 
is obvious. The old saw, “It | 
pays to advertise,” is still | 
working, but careful mer- /| 
chants are distinguishing 
between really favorable 
publicity and mere~ noto- 
riety. 








Entrance to the French Bootery, Wolff & Marx 

Co., San Antonio. It is so arranged as to give the 

appearance of a street entrance. Located on the 
second floor. 
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Manufacturers Expect Big Attendance 
in New York 


It is expected that the convention of the National 
Boot and Shoe Manufacturers’ Association to be held 
at Hotel Astor, New York City, January 20 and 21, 
will be the best-attended, as well as the most inter- 
esting. 

Secretary J. Dudley Smith has appealed to the mem- 
bers to encourage the attendance of executives of the 
concerns at the convention because of the great amount 
of knowledge which may be derived pertaining to 
every phase of the shoe industry. 

Secretary Smith’s data follows: “From present in- 
dications it appears that we will have one of the best- 
attended conventions in the history of the organiza- 
tion. President John C. McKeon has arranged a very 
attractive program and the speakers and the subjects 
discussed will be of vital interest to every man con- 
nected with the industry. Therefore, one of the execu- 
tives of every member-company should plan to attend, 
as well as have some of the heads of the departments 
present, such as sales managers, credit managers, 
export managers, etc., etc. 

“Already we have made almost 500 table reserva- 
tions for the banquet Wednesday evening the 21st inst., 
and this would indicate that we will have even a 
larger crowd than last year, which broke all previous 
records. It is estimated that the attendance this year 
will be fully 700 or more. Those who have not already 
made their reservations should do so at once. 


“Most of our conventions are attended by members 
of the various firms in our organization, or executives 
from the corporations interested 

“Since, however, so much of our future today de- 
pends upon the matter of efficient distribution, or as 
might further be termed, ‘an increase in sales,’ it 
seems wise to suggest that sales managers wherever 
possible be invited to attend the convention as well 
as the firm members or corporation executives. This 
is simply in the nature of a suggestion, hoping that its 
value may be appreciated. 

“This office feels that 
this suggestion should be 
given very serious consid- 
eration as frequently sales 
managers working along 
cut and dried, or what 
might be called ‘old-policy 
lines,’ are very materially 
broadened, not only by what 
will be absorbed at this con- 
vention, but by contact with 
others in the industry as 
well.” 
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New York—Sales of 
shoes in department stores 
in the New York Federal 
district in November, 1924, 
were three-tenths per cent 
larger than in November, 
1923. 
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Rochester House Makes Important 
Change 


E. P. Reed & Co., Rochester’s oldest established shoe 
manufacturers, following their corporation meeting 
held Monday, January 5th, made public an announce- 
ment of a radical departure in their future policy. 

. First, and of pri- 
mary importance, is 
the official recogni- 
tion by E. P. Reed 
& Co. of New York 
City as the shoe 
style center of the 
country, and this 
recognition is em- 
bodied in the re- 
moval from the 
factory at Roch- 
ester to New York 
City of the depart- 
ment for the crea- 
tion and develop- 
ment of styles. Of 
equal interest is the 
announcement that 
this department 
will be placed in 
full and complete 
charge of W. D. F. 
Gibson. Further- 
more, at the annual meeting of the company this week, 
Mr. Gibson was elected a member of the board of 
directors, and also vice-president, an added evidence 
of his high standing in that organization and the confi- 
dence reposed in him by his associates. In a measure 
this preferment may be accepted as a well-earned 
promotion for faithful and diligent service. 


The advancement of Mr. Gibson and the placing 
of the style creative department under his guidance 
and direction in New York City of necessity removes 
him from the active personal solicitation of business. 
The present selling organization in the metropolis will 
be maintained, however, under Mr. Gibson’s personal 
direction, with a worthy successor to Mr. Gibson, an- 
nouncement of which will shortly be made. 

Mr. Gibson, as director of styles and sales, will 
continue his headquarters at 299 Broadway and in 
connection with the sales rooms there will be estab- 
lished a style studio, where will be created and fash- 
ioned the new styles in shoes. 

Mr. Gibson began his services with E. P. Reed & Co. 
in 1906. His shoe experience prior to that time was 
in the large retail shoe establishment of Wm. East- 
wood & Son Co., of Rochester, N. Y. Mr. Gibson went 
direct to New York City, where through tireless effort, 
combined with consistent, persistent and enthusiastic 
work, he has won an enviable place for himself as a 
salesman of unusual success. He is often referred to 
as belonging to the “million dollar club,” because of 
the fact that the volume of his sales of shoes for more 
than one year has surpassed¢the million dollar mark, 
and in his peak year went beyond two millions. 





W. D. F. GIBSON 


Style and Sales Director of 
E. P. Reed & Co. 
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Additions to N.S. R. A. Exhibitors 


Additions to and changes from the list of exhibi- 
tors to show at the National Shoe Retailers’ Conven- 
tion at Mechanics Building, Boston, January 12 to 
15, published in the December 27 issue of the 
Recorder, are: 


Additions Booth 
Moteem Bionmnalkinss ...................:..-<...0cscsieseccseess. 203 
United States Government ..........................6005. 201-202 
National Shoe Travelers’ Association............ 223-246 
I i oc iasiidsdenedicdncieicovooioebtebieenesioaie omni 234-235 
ee i is, NI ic cvscsessaciancsspansacoviececee 247-270 
CN I 5 isaniniescesdivakioilascuncuaobenipaomvectowsens 258-259 
IIS 5 nisash: ssuciascatpicncsnesentagiaemnitaindginds 260 
Bie Mines a ite II 55a ccsccessettbiespensscssis eee 282-283 
MT IN in iiss éisinevipsadessesvecossicsenesine 43 
eee is scaaaleaiealarasscrw aiid tc ae 40 
Joseph M. Herman & Son.......................00::008 15 
I gg. couse pons osssscencessvsivercosceossniny iii 18 
(0 stcaa snes onirpoedanxinipenaennant 19 
Barton, the Sign Man .................. si npighte cami aia 20 

Changes 
Bes ek MAT Cig, BOG sss isc sinicdecas cescsiesncensss 89 to 243 
United States Shoe Co., from...................... 246 to 271 
McNichol & Taylor, from ...........................- 40 to 16 


A. E. Wessel & Sons, announced to be occupant of 
booth 225, is not to occupy that space, but will 
exhibit their shoes at Hotel Essex as previously 
announced. 





Max M. Adler Now with Wolpert-Adler 
Shoe Company 


Boston, Jan. 8—Max M. Adler, well-known shoe 
wholesaler, is back at his old address, 211 Essex 
street, this time 
as a member of the 
firm of the Wol- 
pert-Adler Shoe 
Co., successors to 
the Wolpert Shoe 
Co. The Max M. 
Adler Shoe Co., of 
which Mr. Adler 
was the head, has 
been _ liquidated 
and the new firm, 
which will spe- 
cialize in women’s 
and children’s nov- 
elties and _ jobs, 
began business un- 
der its present 
name January 1. 

Mr. Adler was 
for years a mem- 
ber of the success- 
ful firm of Katz- 
man-Adler, at 211 Essex street, where he built up a 
reputation as a style authority and where he made a 
marked success in the handling of women’s novelties. 





MAX M. ADLER 
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What Advertising Can Do for You 
in 1925 


(Continued from page 35) 
been read by those selling the shoes before it reaches 
the public. 


No. 4—Makes New Friends 


Advertising is continually reaching people who have 
never been into a store. Therefore, the advertising 
must give the impression that would be given should 
the reader Have visited the store. 

In order to make new friends the circulation of 
newspapers must be studied. Some reach into fields 
that can only be served by mail order departments. 
Some reach those who are interested only in high- 
priced shoes. Some reach the “bargain-hunting” type 
of person. Select the medium with care. 

But the main point is that in advertising, people 
who otherwise would never come to a store may be 
sold. Proper circulation of advertising will practically 
eliminate the possibility of saturation of demand. 

On these pages will be found a few typical adver- 
tisements. They are original. You may use them as 
they stand. Furthermore, should there be any way in 
which we can help you in formulating an advertising 
policy for 1925, do not hesitate to call upon us. With 
information furnished by you our Retail Advertising 
Research department will give you this service in the 
interests of better retail advertising. 


A high-style hosiery novelty. 


This was created by the McCallum Hosiery Co. 

for a New York society debutante. Little rhine- 

stone loops, three in number, hold the rose securely 
in place. 
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‘‘Shoes That Sell’’ the Slogan of St. Louis 
(Continued from page 43) 
Mr. Anderson and then the committee continued the 
style forum. Here are the highlights: 
Men’s highlights—Balloon and brogue type selling 
well. Modified brogue with close edge best new num- 
ber. Short and stubby last has plenty of kick. Shorter 


C. E. WILLIAMS 
Elected president of the newly- 
organized Southwestern Shoe 

Retailers’ Association. 


wing tips have possibilities. Some soft box toes are 
good. A rocker bottom half high toe not yet salable. 
Feather-weight shoes for spring give men two pairs 
per year at least. More patent dress shoes for tuxedo 
wear. Seventy-five per cent tans and balance black. 

Women’s styles—Tan leads. Satin good. Patent less. 
Black shoe good for March and April. Combinations 
good until Easter. Blond satin best novelty bet. Flap- 
per heel. Cut-out foreparts after Easter. South indi- 
cates some white strips and simple trimmed whites. 
Light shades of tan sixty per cent. White canvas grow- 
ing in favor. Medium vamp best, stubby French toe 
pumps slipping. Step-ins growing popular. 

Final exercises of the style show concluded with a 
talk by Jackson Johnson who acknowledged St. Louis 
leadership and the responsibility of service. 





Boot and Shoe Club Meets January 14 


Boston, Jan. 8—President Seaton Alexander and 
the other general officers of the National Shoe Re- 
tailers’ Association are to be guests of honor of the 
Boston Boot and Shoe Club at its monthly dinner, to 
be held at. Hotel Vendome, Wednesday evening, 
January 14. 

The members of the club‘are congratulating them- 
selves that their dinner date comes in the midst of 
the Fourteenth Annual Convention of the N. S. R. A., 
and they are going to nf&ke the most of the oppor- 
tunity. 
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Skinner’s Shoe Satins are 36 inches wide and supplied 
in four different qualities to meet all the requirements 
of the trade. 


Skinner's 
Shoe Satin 


“LOOK FOR THE 


NAME 


HE unrivaled daintiness and beauty 
of satin shoes have given them first 
place in fashionable footwear. 


The unequaled wearing quality of 
Skinner’s Shoe Satin has made satin 
shoes practical for all occasions. 


WILLIAM SKINNER & SONS 


New York Chicago Boston Philadelphia 
Miils, Holyoke, Mass. Established 1848 


IN THE SELVAGE” 





When writing to Wittiam Sxinner & Sons please mention Boot and Shoe Recorder 
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The Leather Quality 
of Your Shoes 
No matter what grade of shoes you retail or manu- 
facture, you want them to be made of the ,very 
best leather you can apply to that grade. 
More—you want to be sure that the leather quality 
can be governed from year to year so that your cus- 


tomers may, find the same service in every new shoe 
they buy from you. « 


It is a specialty of the BEEBE Organization to 
provide 


the best leather for every 
particular shoe purpose 


And to govern the quality of that leather from 
year. to year so that our customers may in turn 
govern the leather quality of their shoes. 





The BEEBE lines include VICI Kid, CORONA 
Patent, Suede Calfskin, Black and Colored Grain 
Calfskin, Sheepskins, Side Leathers, Calf Linings, 
Splits, Satins and Cotton Goods. 
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When writing to Lucius Bexss & Sons, Inc., please mention Boot and Shoe Recorder 






















January 10, 1925 BOOT AND SHOE RECORDER 51 


VICI kid 


ICI kid is universally 
known as the standard of 
kid leather value. 





‘“*There is only 
one VICI Kid. 
It is selected by famous makers of There never has 


the finest shoes for its consistent been any other.” 


quality and the grace and rich- 
ness it gives to their product. 


CORONA 


ORONA Patent is giving 
anew meaning tothe word 





CORONA-The 


patent leather, both in respect Titlecs Pomas 


to the beauty and brilliance it 
gives to shoes, as well as in its 
freedom from trouble in the 
factory. 


rmenswme INJ 


When writing to Lucius Bezse & Sons, Inc., please mention Boot and Shoe Recorder 
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\ Here is the Countess—a new gaiter with an automatic 
fastener. It is made of Jersey Cloth with a snug fitting 
collar. It is stylish, serviceable and quickly adjusted. 
The automatic fastener consists of a patented device 
which is practical and operated with the greatest ease. 
Made in Women’s, Misses’ and Children’s sizes. 
Before placing your 1925 order for this style of gaiter, 
wait and see the Countess. Salesmen are on the way to 
you now with samples. 


United States Rubber Company 



















long in wear. 


Can be worn open or with 
top turned down if de- 
sired to meet the present 
style demand. 


Ample room when 
fully opened to pull 
on quickly over the 
shoe. 
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Trim and neat in appear- ~ 
ance—snug in fit—and 
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Overshoe Season Is on Decidedly 


Upward Trend 


Shoe Merchants Report Steady Demand for Four-Buckle 


‘yoo various sections of the 
country reports are emanat- 
ing to the effect that there is 

a healthy condition concerning the 
retail sales of galoshes. Several 
large cities report the best over- 
shoe season in years is on, and 
that statement in the face of the 
big season of the winter of 1922-23 
which is fresh in the minds of 
many retail shoe merchants who 
were often unable to replenish ex- 
hausted stocks, carries much 
weight. St. Louis stores in par- 
ticular have enjoyed big runs on 
overshoes for women, both novelty 
and staple styles selling very 
freely. The four-buckle staple type, 
which has been a strong number 
for these many years, is the most 
popular model taken on a national 
basis. However, the novelties, 
especially those with the metal 
lacing effect up the front, are hav- 
ing a splendid year. 

During November and Decem- 
ber, when it is often the case that 
snow is absent from the ground in 
many parts of the country, an 
alert shoe merchant never allows 
a man to leave his store after pur- 
chasing shoes, without suggesting 
rubbers. 


Sells by Suggestion 


He sells rubbers with his shoes 
and thereby does the customer a 
great service besides getting that 
extra sale which, on a bad day, 
might go to some other shoe store 
that would be most handy for the 
customer to reach. Of course this 
enterprising merchant lets up on 
his rubber selling in July, but now, 
in November, December and Janu- 
ary, nobody buys a pair of shoes in 
his store without having a chance 
to buy rubbers. After completing 
the shoe sale, the sales person will 
say something like this: ‘While 
you are here, let us fit those shoes 
with rubbers, which you are liable 
to need most any morning now.” 


Good Buying in Milwaukee 


Milwaukee—Gaiters and _ rub- 
bers for men and women have 
been moving during the month, 


and Novelty Gaiters 


due to weather reports predicting 
snow. These predictions had a 
favorable effect on this business, 
although the snow often failed to 
materialize. C. A. Collar of Gim- 
bel Brothers, states that a novelty 
gaiter which this store has fea- 
tured during the fall has been a 
wonderful success, and that Decem- 
ber business was good. 


Hood Rubber Co. Sales 
Conference 


St. Louis—A sales conference of 
the selling organizations of the 
Hood Rubber Products Co., St. 
Louis and Kansas City branches, 
was held in St. Louis recently. The 
sixteen salesmen working out of 
the two branches were in session 
three days going over their lines 
and attending business meetings 
at which officials of the company 
were the principal speakers. Ad- 
dresses were made by the follow- 
ing representatives from the com- 
pany: W. W. Duncan, general 
manager; C. L. Muench, demon- 
strating gum footwear; A. R. 
Howell, general publicity and ad- 
vertising manager. The goal aimed 
for 1925 is a 25 per cent increase 
over 1924. 

William Springer, manager of St. 
Louis and Kansas City branches, 
stated that the outlook for busi- 
ness during the coming year was 
very promising. 


Shoes with Crepe Soles 


Among the footwear styles 
which have proved highly satis- 
factory when carrying crepe soles 
are shoes designed: 

1.—As mountain climbing boots. 
In the famous Mt. Everett expedi- 
tion, the whole band was fitted 
out with mountain boots having 
natural crepe rubber soles. The 
climbers found that the grip af- 
forded by these soles was of great 
advantage and that fatigue was 
much eliminated. 

2.—As tennis shoes. Allevia- 
tion from fatigue and a good grip 
on the turf. 

3.—As nurses’ and ward workers’ 
shoes. Principal hospitals through- 


out England have equipped their 
nurses’ and ward workers’ shoes 
with natural crepe rubber soles. 
4.—Children’s shoes—shoes for 
the little folks equipped with nat- 
ural crepe rubber soles offer a par- 
ticularly promising field. 
5.—Motorists and truck drivers. 
6.—Postmen’s shoes. The letter 
carriers of Scotland have put 
shoes with natural crepe rubber 
soles to most extensive tests. 
7.—The Prince of Wales, at 
Wembly, stated that he always 
plays golf in crepe rubber soled 
shoes. 


Galoshes Sell Very Freely in 
St. Louis 


St. Louis, Jan. 6—It has been a 
big season here thus far on gaiters, 
particularly novelty types for wom- 
en. Snow and wet weather, the 
needed stimulus to move this type 
of footwear, has come at intervals 
and it is generally conceded that 
this season will be the best galosh 
year in some time. There are sev- 
eral instances of re-ordering on 
both the four-buckle staple style 
and novelties. 


An After-Christmas Ad 


Cincinnati— The Potter Shoe 
Co. inserted a catchy advertise- 
ment in one of the morning papers 
Sunday. It was headed “Potter’s 
After-Christmas Special.” The ad 
read in part: “Christmas is over— 
but Potter’s are still giving. In 
this special after-Christmas sale, 
Potter’s give you an opportunity 
to select quality footwear for the 
coming year from stocks that have 
been priced far below their origi- 
nal figures. We list below a few 
of the many items in this unusual 
offering. Others, equally attract- 
ive, await your inspection.” 

Beneath this write-up, they dis- 
played silver and gold brocade eve- 
ning slippers at $6.85, which were 
formerly $8.50 to $12.50; straps 
and oxfords for afternoon wear, 
at $6.85, formerly $8.50 to $10. 
In an insert down in the corner of 
the ad they also announced some 
hosiery specials. 
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MEN’S CORNBELT 
ROLLED EDGE 


An all-rubber, fleece-lined arctic, 4- 
or 5-buckle. Red or black. Stock 
No. 305. 
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WOMEN’S “SNOSHU"’ 


An all-rubber arctic made in a 
variety of lasts to fit any shoe. 
Stock No. 313. 











Top Notchers for hard service 


HE women’s “Snoshu”’ and the 

men’s “‘Cornbelt Rolled Edge” 
arctics will be big sellers with you this 
winter. They’re just the thing for ice, 
snow and slush. Top Notch Rubber 
Footwear, whether boots, arctics or 
rubbers, is famous for “‘mileage.”’ It is 
sure to give long wear. 


Top Notch Rubber Footwear offers 
you a substantial profit. Top Notch 


BEACON FALLS RUBBER SHOE CO. 
Makers of Top Notch Rubber and Canvas Rubber Sole Footwear 
Dept. EI, Beacon Falls, Connecticut 


NEW YORK 
106 Duane Street 


CHICAGO 
208-12 South Jefferson Street 


BOSTON 
241 Congress Street 


KANSAS CITY 
926 Broadway 


prominently displayed and featured 
also increases your reputation. Our 
national advertising campaign now 
running is causing a great demand for 
Top Notch lines everywhere. 


Get in touch with our nearest branch 
office and find out more about Top 
Notch, the line that always makes good 
with your customers. 


MINNEAPOLIS 
426-432 Second Avenue No. 


SAN FRANCISCO 
530 Howard Street 





OP NOTCH 





A GUARANTEE || OF MILEAGE 


When writing to Beacon Farts Rusper Snor Co. please mention Boot and Shoe Recorder 
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N.S. T. A. Sounds Slogan of Co-operation 


Buford McWhirter Extends Thanks for Helpful Efforts of Salesmen and Allied Trades During 
Past Year—Expresses Hope for Continued Harmony and Unity of Purpose 











UFORD McWhirter, 1924 
B President of the N.S. T. A. 
presided over a constructive 
and interesting two days’ session, 
which has made a glorious finish 
in the banquet of January 9 and 
10, at the Hotel Somerset. Presi- 
dent McWhirter has conducted the 
affairs of his office wisely and well. 
During his administration, many 
important matters have been acted 
upon. National and trade issues 
have been met squarely and acted 
upon consistently. The boys worked 
willingly with their able president. 
They appreciated his efforts and 
he has fully appreciated theirs. He 
has been with them every minute 
in thought during the year. There- 
fore, at the close of his term of 
office, President McWhirter sends 
the following message through 
these columns: 

“To all Members of the N. S. 
T. A. To those who are not mem- 
bers, but who have surely been 
friends of the shoe traveling fra- 
ternity—I thank you all for the 
wonderful co-operation extended 
to me during my term of office. I 
am duly appreciative of the splen- 
did work that has been accom- 
plished through this co-operation. 
The achievements of the past year, 
I feel, could not have been, were 
it not for the help which has been 
so generously extended. To me, it 
has been most inspiring to see all 
members of the allied trade work- 
ing together in such a fine spirit 
of harmony. We have accom- 
plished much because we have 
worked together. May I express 
the sincere hope that you will ex- 
tend to my successor, as president 
of the National Shoe Travelers’ 


Association, the same close co- 
operation that you have extended 
to me and may 1925 see, not only 
the continuation of this good team 
work for the industry’s advance- 
ment, but added zeal, so that 
through our combined efforts we 
may render a greater and a higher 
service in shoe distribution.” 








JOHN ALLEN 


Who represents The Juvenile 
Shoe Corporation of America 
in the Northwest with head- 
quarters at 818 West 18th 
street, Des Moines, Ia. 


John Allen represents The Juve- 
nile Shoe Corporation of America, 
with headquarters at 818 West 
18th street, Des Moines. John, 
when asked about conditions in 


his territory, said that commenc- 
ing with December things began 
to look much brighter. He added 
that the Northwest has had much 
snow, making it possible for the 
merchants to sell winter wear of 
all kinds, the merchants cleaning 
out their rubber stocks better than 
for several years past. Mr. Allen 
says that he looks for a steady im- 
provement in the business world 
all through 1925, not a boom, 
but a good, healthy improvement. 
Stocks, as a rule, are in better 
shape than ever before and mer- 
chants are buying with more care 
and watching their stocks closer, 
so as to avoid any department get- 
ting overloaded. Collections are 
better. 


Boston Boys’ Headquarters 
at Essex 


The Boston Shoe Travelers’ As- 
sociation have selected the Hotel 
Essex as their permanent head- 
quarters. Here at the suite of par- 
lors E, will they meet for daily 
luncheons and hold meetings. Here 
will they receive all visiting mem- 
bers of the craft. The parlors will 
be equipped with reading matter, 
writing material, etc. 

At a meeting, held December 
27, action was taken upon the 
death of S. A. McOmber and reso- 
lutions of sympathy were sent to 
the Boot and Shoe Travelers’ As- 
sociation of New York and also 
to his widow. 

The National Shoe Travelers’ 
Association, through the office of 
Secretary Delany, sent a floral 
tribute to its first treasurer, the 
late S. A. McQmber. 
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Then C’mon In 










The finest showing of $5.00 and 
$6.00 retail sellers is awaiting your 
inspection. 

The Line that has made its mark 
with some of the cleverest mer- 
chandisers in the country. 














See our offerings while in Boston. Lady Low 


























Messers Hyman and Solomon are on the firing line to greet you with plenty of 
“Hot Stuff” for Spring and Summer, 1925. 


Our Headquarters during the show—Hotel Essex, Room 710 


LE-HY SHOE MFG. CORPORATION 


Jones, Commercial and Frank Streets, ROCHESTER, N. Y. 
Makers of Fashionable Women’s Shoes at Popular Prices 
NOTE: Merchants not planning to attend the Convention can have our salesman cali promptly by mailing a card. 

















BAKER ’LTH SHOES 
Are Sale Tiien Bees Day GEO. W. D E SMET 


For the Women Seeking Real Comfort te Diiinis Dies 
A BOSTON 





SOLE and 


Z*} LEATHER 


fr i" Z counTeR 133 W. Washington Street 
ie” 7 "7 CHICAGO 


‘siet 











p—<——— 4y TEMPERED 
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is STEEL SHANK offer for prompt shipment in all 
SELECTED LEATHER thicknesses 


OUTER SOL 


4 = 
SPECIAL TREATED 

& FELT FILLER 

TAMERS TORE TENER | vaste NATURAL CREPE 
wiTH TREATED TOGETHER 


woot bau fuston RUBBER SOLES 
See Demonstration (Plantation Finished) 


During Show Week by 


























Write nearer office for further 


A. J. McNULTY, Sales Mgr. information. 


J. H. BAKER CO. Sheets also available. 


117 Lincoln Street, Boston 
Factory at BEVERLY, MASS. 
When writing to the above advertisers please mention Boot and Shoe Recorder 
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FRED THOM 


Who travels Illinois and South- 
ern Wisconsin for the Marion 
Shoe Company 


On January 1, Fred Thom, who 
for twelve years has covered the 
Southwest for the Marion Shoe 
Co., took up representation of this 
line in Illinois, his native state, and 
Southern Wisconsin. 


Goldsmith at Westminster 


Gordon Goldsmith, who repre- 
sents the Phillips Shoe Co., Inc., 
A. M. Legg Shoe Co., Thomas & 
Co., and T. Toumadjan & Co., is 
showing his lines to visiting 
buyers at Hotel Westminster, Bos- 
ton, January 7-20. 


Thomas McDougald Is Dead 


Thomas Alan McDougald, of 
Statesville, N. C., for a number of 
years a traveling salesman in the 
Southern territory for the Crad- 
dock-Terry Shoe Co., manufac- 
turers at Lynchburg, Va., and one 
of the pioneer traveling men in the 
South, died the latter part of De- 
cember at a hospital in Statesville 
at the age of 72 years. Funeral 
services for Mr. McDougald were 
held at the home in Statesville. 


Tom Welch at 89 Bedford 
Street 


“Tom” Welch, of Mitchell, Welch 
Shoe Co., Lynn, has established his 
Boston office at 89 Bedford street, 
a familiar location, for, as repre- 
sentative of the Welch Shoe Co., 
he had his headquarters there. 
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Detroit Salesmen’s Style 
Show January 19-20 


The salesmen of the Lafayette 
Building will hold their second 
annual style show and entertain- 
ment in the roof garden of the 
Hotel Tuller, Detroit, January 
19-20. These salesmen represent 
20 manufacturing and wholesale 
shoe firms with permanent sample 
rooms in the Lafayette Building. 
Last year about 500 shoe mer- 
chants, their employees and friends 
were entertained by this live bunch 
of salesmen, who hold this annual 
event to popularize the Lafayette 
Building as the wholesale shoe 
center of Detroit. 

A handsome souvenir program 
is being printed for this occasion 
fp*phieh will be found the photo- 
graphs of the salesmen repre- 
sented. 


Gramling Spalding & Col- 
lingsworth Men Selling 
“Blue Points” 


The salesmen of Gramling, 
Spalding & Collingsworth, Inc., are 
introducing to the retail shoe trade 
in Southern territory a new spe- 
cialty line of shoes for boys, under 
the name of “Blue Points.” 


Buyer Wants to Meet 
Salesman 


Frank Gitterman, buyer for the 
shoe department of Forman & Co., 
is to be in Boston during the N. 8S. 
R. A. Convention of next week with 
his complete force of assistants to 
look over the merchandise offered 
and place volume business. Mr. 
Gitterman made a call on Secre- 
tary Delany at N. S. T. A. head- 
quarters and has stated that he is 
interested in meeting as many 
salesmen as possible. 

Samuel Upton, buyer for the shoe 
department of A. Eisenberg & Co., 
Inc., of Baltimore, Md., is. much 
interested in the coming N. S. 
R. A. Convention. He called on 
National Secretary Delany at N.S. 
T. A. headquarters, 183 Essex 
street, and stated that he wished 
to meet all salesmen with whom 
he does business at the Copley- 
Plaza, Boston, during the’ N. S. 
R. A. Convention. 


Ledbetter With “Iron Clad” 

H. I. Ledbetter has joined the 
“Tron Clad” Hosiery organization 
and is now representing them in 
Kentucky. Mr. Ledbetter has a very 
wide acquaintance among the re- 
tail stores of Kentucky. 
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J. L. SHEPHERD 


Who represents Lunn and 
Sweet, Inc. 


J. L. Shepherd has again joined 
the sales force of Lunn and Sweet, 
Inc., Auburn, Maine. For four 
years, up to 1922, Mr. Shepherd 
sold “Sweet Sally Lunns and Ye 
Old Tyme Comfort Shoes.” He 
then took up the representation of 
a Cincinnati line and during the 
past year he has been with The 
J. H. Sheills Co. Mr. Shepherd is a 
popular shoe salesman and Vice- 
President Moran says that the 
Lunn and Sweet folks anticipate 
that he will meet old customers 
and produce results in a big way. 


Dave Tobin at Copley-Plaza 


D. J. (“Dave”) Tobin, with F. H. 
Wood will show the line of Gray 
Bros., Inc., at the Copley-Plaza, 
Boston, during the Boston Shoe 
Style Show, the coming week. 
“Dave” has been “right on the 
job” during the N. S. T. A. Con- 
vention of January 9 and 10 and is 
now “hopping to it” in the way of 
sample showing and shoe selling 
for 1925. Both men say that they 
are out to beat all past sales 
records. 


Selby Salesmen at Copley- 
Plaza 


Sales representatives of the 
Selby Shoe Company will show the 
latest effects in Arch Preservers 
and regular samples in their suite 
at the Copley-Plaza Hotel, Boston, 
as well as at booth 230, Mechanics 
Building, Boston, during the N. S. 
R. A. Convention—January 12-15. 
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Hesping on the ain Ling 


Look Ahead! Is 
the Way Clear? 


Have you a clear 
track right through 
on the main line to 
success ? 
















@ See that the signals are 
not set against you! Don't 
be sidetracked into the 
unimportant way stations. 
Don't let them switch you 
off the main line of profit 
and quick turnover. 


@ Wise Shoe Retailers are 
sure to remember this 
principle in buying—Think 
for yourself which line 
gives you the least slow- 
moving stock and the best 


sales and stick to it! THOMAS G. PLAN’ i 

















Looking Ahead? 


@ See to it that all signals 
are set against sidetracks 
that lead you to the city 
of Nowhere. 
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@The Main Line for you, Mr. 
Shoe Retailer, is the broadest and 
strongest line available in popular 
priced shoes for women and young 
women. 
—The line on which you can get the 
largest volume of business within the 
price range of $5.00 or $5.50 up to 
$7.00 or $7.50. 
Is this requirement met by the 
Queen Quality line 
in your case? If so sig- 
_ nal for a clear 


track and go 
ahead. 































Is If Queen Quality is avail- 
iS able in your territory — 
y don't wait—call a mes- 


senger boy! 








N°’ COMPANY oe 
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mn the Sure Road to Frofits! 


€Queen Quality shoes 

present a new measure of 
satisfaction within a price 

range for every woman—a 
significant fact for your cus- | 
tomers. 


@For the Retail: Store—a 
new order of things in manu- 


facturing and merchandising 
has been met by, Queen Quality in 
rearranging lower prices based on pro- 
nounced economies in production and 
increased demand. 
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From Paris comes this advance word for spring 


—"‘Of signal importance is the decided increase 
of colors over black, and a pronounced use of 
sheer fabrics in dress. 


For shoes—light, soft browns are the favorite, 
with grays increasing in favor. 


LL logically confirming the apparent movement 
toward colored glazed kid—the most airy, light 
and delicately hued of all shoe leathers. 


In New Castle colors is found true art in glazed kid, 

exemplified to the highest degree. 

The range of New Castle 

Of the extensive range in New Castle colors those colors includes every shade 

now most preferred are that is in harmony with 
the fashion, note of the 


APRICOT war 


APRICOT 
Color 99 
MOCHA 


MOCHA = 
SUDAN 
Color 825 

When you see these New Castle shades, you will ROSEWOOD 


» be . ° x ° ° Coll 
better realize how our policy of using nothing but CHAMPAGNE 


the choicest raw stock that grows counts in producing kid Color 725 
leather beyond imitation in cheaper raw stock or by oR 
olor 17 


less Skilled hands. PEARL GRAY 

: a Color 18 

ss et PRISCILLA GRAY 
Color 31 

NEW CASTLE LEATHER CO, Inc. HARVEST BROWN 
olor 3 

100 Gold Street ROYAL BROWN 
. ‘ Color 2 

New York City PICCANINNY BROWN 
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St. Louis Starts New 
Year with Brisk Buying 


ST. LOUIS—Unusual business 
marked the week ending January 
3d in the retail shoe trade. Pre- 
vious to the New Year’s festivities, 
business was brisk, with a good 
volume of buying being consum- 
mated on silver slippers. This 
business was better than what is 
usually done at this period of the 
year. 

Immediately after the first of 
the New Year, the January clear- 
ing sales speeded up buying, and 
reports from those stores conduct- 
ing sales were enthusiastic from 
the standpoint of results. Satis- 
factory reports from all the stores 
indicate that there still remains 
much needed footwear to be pur- 
chased. 

After the cold weather experi- 
enced here for the past two weeks, 
the moderation which inundated 
the city with slush proved an- 
other boom for retail shoe mer- 
chants. The mad rush for over- 
shoes goes on unabated. Order 
after order is being wired for 
more galoshes or novelty styles. 
A store reported having received 
seven cases of these shoes, and 
when asked the following day by 
the Recorder correspondent how 
many pairs were sold, his answer 
was that only one pair remained 
out of the shipment. 

The clearing sales are practical- 
ly devoid of any obsolete merchan- 
dise, which bespeaks careful buy- 
ing on the part of a majority of 
the St. Louis retail shoe mer- 
chants. Then the style problem 
for this season has not been the 
perplexing one- it has in other 
periods. December, for the greater 
number of stores, has been a bet- 
ter month than it was in 1923. 
The increase over last year’s fig- 
ures was not a large one, but still 
it remains an increase. 


Reports Gain Over 1923 


The Johnson-Stephens & Shinkle 
Shoe Co., announced that its ship- 
ments for 1924 total $4,492,343 as 
compared to $3,425,985 for 1923, 
showing an increase of $1,066,385 
in shipments. 


Sells Gore Pump 
The Hutcheson Shoe Company is 
showing a side gore men’s pump 
with imitation side button, in tan, 





Satin Shows Gain 


In the style realm, there 
has been some slight slow- 
ing up in the tan calf field. 
This is not noticeable, and 
traced principally to the 
sloppy weather. Satin seems 
to be showing activity and, 
of course, patent is running 
its usual steady course. 











. patent and dull calf. J. A. Hutch- 


eson stated that a good volume 
was secured on this type of shoe. 
In many cases it has been used 
as a dancing slipper. 


Endicott-Johnson Sales 
Conference 
The St. Louis distributing house 
of Endicott-Johnson held its first 
sales conference in its new million- 
dollar plant, which has just been 
completed. The men left for their 
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territory this week. The conference 
culminated with a banquet held 
New Year’s Eve at the City Club. 
About 200 salesmen, executives and 
guests were present. A number of 
salesmen were called upon for brief 
talks and each stated that prospects 
in his territory for a big year were 
never brighter. 


The district managers, namely 
Cy Wheeler, Kansas City, Mo.; 
J. J. Dean, Dallas, Texas; Sam 
Snyder, Denver, Colo., and Art 
Fletcher, St. Louis, Mo., outlined 
the hopes of the company for the 
coming year and asked the co- 
operation of each salesman in their 
group to make every effort in carry- 
ing out this policy. 

C. E. Williams of the C. E. Wil- 
liams Shoe Co., made the principal 
address of the evening. He sketched 
briefly the development of the 
Endicott-Johnson Shoe Company 
and how a policy adopted years ago 
created the gigantic shoe industry 
it is today. Letters were read from 
Geo. F. Johnson, president, and 
C. B. Lord, first vice-president. 
Roger Lord, general manager of 
the branch, acted as toast-master 
and concluded the dinner with a 
short talk. 





Chicago Sales Open to 
Stimulate Retail Buying 


CHICAGO — Judging from the 
promptness with which the annual 
January sales were started in Chi- 
cago, there is little doubt that 
merchants here are determined to 
start the new year with as clean a 
slate as possible. Early Monday 
morning, December 29, sale prices 
made their appearance in State 
street windows and the newspapers 
carried announcements of sale 
prices that were interesting. 

Singularly enough no particular 
type of footwear seems to have the 
place of distinction in the stores 
for the January sale featuring. The 





Two-Tone Effects Lead 


Interest seems to center 
now on the two-tone effects 
in black patent and tan calf 
particularly but selling logic 
does not lead the observer to 
any great outlook for these 
styles. They are attractive, 
new and permit many inter- 
esting arrangements. 











bulk of merchandise offered is the 
same general type that has been a 
part of footwear fashions through 
the fall. 

The answer to this probably lies 
in the backwardness of the fall and 
early winter season in which con- 
siderable stock accumulated and 
therefore these shoes find their way 
into new year clearance. 


Sales Lack Interest 


In spite of the “bait” of sale 
prices there has been no great in- 
terest shown in the sales and no 
large attendance has been noted. 
Perhaps the average merchant is 
more to blame for this than any 
economic condition since there have 
been “sales” held through the entire 
fall in an effort to coax the reluc- 
tant buyers into action with the 
result that sales as a whole have 
little interest value. 

In the more exclusive booteries, 
however, there has been a notice- 
able interest, especially where nar- 
row sizes are offered and styles that 
have the “charm” of individuality 








y 


Style 363—Waterproof tan 
grain boot. 6% inches in height. 


‘., 


Style 479—Men’s tan 
Calf oxford on the Haig last, low flange 
heel, medium heavy single sole. 


Style 480—Same in Black. 


“ 


Style 579—Men’s tan Scotchmoor 
calf oxford on Sulgrave last. A new 
medium round toe last. One-half flange 
heel. Single sole. 

Style 580—Same in Black. 


y= 


Style 774—Tan Scotch grain blucher 
oxford double upper, guaranteed water- 


proof. 
Style 786—Same in Black. 





Scotch 





Scotchmoor 
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LOTUS SHOES 


(Made in England) 


IN STOCK IN BOSTON 





Shoes of Standing 


DISPLAYED AT N. S. R. A. 
STYLE SHOW, BOSTON 
BOOTH 51 





Style No. 863—The new tan golf 
shoe, patented rubber sole. 


January 10, 1925 





Style C893—A genuine tan water- 
proof Scotch grain 12-inch hunting 
boot. Moccasin cut vamp. 


Style C361A—17-inch hunting boot. 





Style 775—A Scotch grain blucher ox- 
ford on our famous rocker bottom last 
now being adopted in this country. An 
all the year ’round boot. 





Style 872—A light color of imported 
tan calf blucher oxford overweight 
outer sole and wide Scotch edge. 


A typical college shoe. 





Style 864—A winged tip brogue ox- 
ford. Light shade of imported tan calf 
with overweight outer sole. Broad 
flange heel and wide Scotch edge. 


Another typical college shoe. 


12 Styles Carried in Stock at Boston Headquarters 


THE TOOMAY COMPANY 


145 South Street, Boston 


Sole Distributors for Lotus Ltd., in the U. S. 
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not ordinarily offered at less than 
$12. But even here there is no tre- 
mendvuus volume being done. 


Men’s Trade Better 


Cold weather and a fairly heavy 
fall of snow during the week have 
aided merchants generally in the 


disposal of their rubber footwear 
and brought about a_ better- 
ment in the men’s shoe business 
that is cheering to the men’s 
stores. This has been felt espe- 
cially in the storm-welted heavy- 
grained types which were pretty 
heavily overstocked early in De- 
cember. 





Rubbers Meet with Good 
Demand in Cincinnati 


CINCINNATI—Retail shoe mer- 
chants for the week ending Janu- 
ary 3 reported business was very 
good, with a brisk demand for all 
kinds of footwear. Zero weather 
boosted sales of rubber footwear. 
There was an exceptionally heavy 
demand for women’s galoshes. 


More Activity In Factories 


Business has picked up in the 
manufacturing end, and factories 
with men out on the road, report 
orders are beginning to show an 
increase. However, many of the 
factories believe that after the St. 
Louis and Boston shows are over 
merchants will be more eager to 
place orders. 

There is an optimistic feeling 
among the manufacturers, and all 
feel that 1925 will be a good shoe 
year. They are urging prompt 
placement of orders to insure 
early deliveries. 


Nominate Officers 


The Shoe and Leather Club met 
Saturday, January 3. The meeting 
was well attended as many mem- 
bers turned out to select the nom- 
inating committees. The nomina- 
ting committee on the blue ticket 
is: A. L. Brueckner, chairman; 
Felix McCarthy and L. Joseph; 
the red ticket, J. F. Wade, chair- 





Straps Best Sellers 


For street wear, the de- 
mand is for tan calf and 
patent leather. Black satins 
have picked up and are worn 
principally for evening and 
afternoon wear. Pump effects 
and step-in patterns with 
small tongues and concealed 
gorings continue to attract 
the attention, but the great- 
est demand is for strap pat- 
terns. 











man; J. Jonas and Bob Hill. The 
nominating committee selected on 
the blue ticket George Spring- 
meier for president, Emanuel 
Peck, vice-president; E. E. Fur- 
stenau, secretary and treasurer, 
also governor for two years; A. L. 
Brueckner, L. Joseph and J. L. 
Montree, governor for one year. 
The red ticket nominations: J. 
F. Wade, president; J. Walsh for 
vice-president; E E. Furstenau, 
secretary and treasurer, also gov- 
ernor for two years; A. L. Brueck- 
ner, governor for one year; D. F. 
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Bush, governor for one year, Wal- 
ter N. Schafstall. The election will 
take place February 7. A. S. Van 
Horne of the Van Horne Kaestner 
Leather Company of Milwaukee, 
Wisconsin, was elected a member. 





Clearance Sales Commence 


The day after Christmas wit- 
nessed the beginning of clearance 
sales. One or two of the stores 
started the ball rolling, and more 
followed. Some of the stores have 
net started their clearance sales, 
but are waiting until the latter 
part of this month. 


Evening Shoe Trade Very 
Strong 


This has been a big season for 
evening dress wear, especially in 
the shoe departments where a 
great business has been done on 
all types of evening slippers. In 
the men’s business, the demand for 
patent leather oxfords has been 
brisk. In the women’s end, silver 
and gold brocade and silver and 
gold kid slippers have held the 
center of attraction. 





New Year Opens Well in 
Milwaukee Shoe Stores 


MILWAUKEE—Clearance sales 
are starting off very well in local 
stores and stocks are being satis- 
factorily reduced. Department and 
women’s wear stores have been 
featuring their sales since the 
week between Christmas and New 
Year’s, but the majority of shoe 
stores held off until January 5 
before offering their usual reduc- 
tions. The Walk-Over store, which 
started its sale between the holi- 
days, stated that the first two days 
of the sale were the best opening 
days they had ever enjoyed in a 
clearance sale. Due to the fact that 
stocks of tan calf were fairly low, 
the leading sellers at this store 
have been patent with satins fol- 
lowing in second place. Most of 
the other shoe stores spent the last 
week of December and early Janu- 
ary in taking stock and making 
preparations for their sales. 

Party slippers of all kinds have 
been active for women, in addi- 
tion to the sale merchandise. The 
social events connected with the 
holidays and early January brought 
in a big demand for silver and 
gold slippers and beaded bronze 
styles and one store reports a very 


good demand for beaded satins. 
According to stores handling high- 
grade shoes, the price is not such 
an important factor in selecting 
party slippers this year. People 
seem willing to pay a higher price 
than usual for these dressy styles. 

Continued cold weather has 
strengthened the demand for such 
merchandise as four-buckle gaiters 
and novelty styles. 


Hold Meeting Late 


Due to the fact that the first 
Thursday in the month was New 
Year’s Day, the January meeting 
of the Milwaukee Shoe Retailers’ 
Association was postponed until 
January 8, according to the an- 
nouncement of Max Diamond, 
president. This meeting is one of 
unusual interest for the local shoe 
dealers as officers for the coming 
year are elected and the program 
for the coming months is dis- 
cussed. 


Gun Metal Hosiery Is Most 
Popular 


A strong demand for chiffon 
hosiery has continued through the 
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Another Appealing Reason Why 


Gored 
Styles 


are Here 
to Stay 














The latest novelty styles 
OW could so beautiful and re- in gored shoes and also 
fined a style help but be the in goring will be displayed 


popular seller it is in many high- 


grade boot shops and stores? at BOOTH 


How charming it is on the foot— 
easily slipped on, and then—in- 220 


cay Fay llr gamgaeed conform- N.S. R. A. CONVENTION 
’ BOSTON 


All Insteps Look 
Alike to Gored 
Shoes 


If you give your customers HUB 
GORE in their shoes, you insure 
yourself against any disappointment 
so far as the service of the goring is 
concerned. 





To use cheap goring unsupported by 
a guarantee such as ours is a danger- 
ous practice. 


4 
Be safe—call always for HUB GORE kN 


HUB GORE MAKERS | 


Branch of 
Everlastik, Inc., Chelsea, Mass. jon tad Benes ie 
1107 Broadway, New York Pe pment ent wes ahaa 
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end of the year and into January, 
according to the report of one 
shoe store. Silk and wool hosiery 
has also been very good, but 
chiffons are showing more activity. 
Gun metal is still a leading color, 
and tan shades are moving. Wom- 
en who prefer the sheer hosiery 
to heavier weights are finding the 
underhose a most satisfactory 
article and stores handling them 
have done a very good business. 





Plan for Convention 


Final plans for the trip to 
the Boston convention and 
show are being made by local 
shoe merchants, and a num- 
ber of members of the 
Milwaukee Shoe Retailers’ 
Association have announced 
definite plans for making the 
trip. Among the number are 
Max Diamond, president of 
the Milwaukee association; 
J. A. Schumacher, for many 
years treasurer of the asso- 
ciation; A. B. Caspari, direc- 
tor; Otto Hensel, W. Graebel, 
S. B. Brouwer and C. A. Col- 
lar. Several other Milwaukee 
shoe merchants were consid- 
ering plans for the trip, but 
stated that they would be un- 
able to decide definitely until 
shortly before the date of 
departure. 

















Opinion on Transient 
Merchants 


No definite time can be set as a 
demarcation between transient 
and permanent merchants to hold 
for all cases, according to an 
opinion given out by the attorney 
general’s office at Madison, Wis., 
in answer to a request from the 
district attorney of Marathon 
county. Although the case in ques- 
tion dealt with a music company, 
the transient merchant question is 
one of considerable importance to 
hosiery merchants, and the opinion 
will also affect this line of busi- 
ness. The opinion was in regard to 
a company at Wausau, Wis., which 
decided to establish a branch 
store in another city. Although 
the store may become permanent 
at a later date, it was considered 
temporary for at least two months 
and will have to secure a state li- 
cense, according to the statement 
of J. D. Messerschmidt, assistant 
attorney general. 
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Christmas window of Roussel-Robertson Co., Brownwood, Texas. 


This Trim Typifies Yuletide Season of 
Yesterday 


Rather an old-fashioned Christ- 
mas message was delivered to resi- 
dents of Brownwood, Texas, as a 
result of the holiday window ar- 
ranged by Firman H. Smith, win- 
dow decorator for the shoe depart- 
ment of Roussel-Robertson Co., of 
that place. 

Mr. Smith’s explanation of his 
methods of arrangement follows: 
“The idea is original and is intend- 
ed to associate the Christmas 
spirit of the past with the present. 
It reminds one of a Christmas 
winter in the far north. 

“The moon coming up behind the 
trees (right of picture) does not 
show, having to use extra light for 
photograph. The north star is not 
visible in picture. In front of this 


are trees. Autumn leaves are cov- 
ered with snow and hide the moon 
from view in daytime. I consider 
this the best effect in the window. 

“I obtained enough bark to cover 
two log cabins. Placing them on 
the hillside, I built the famous 
rail fence around the yard, leav- 
ing the old wood pile in center. 
Using an extension cord, a light 
was placed in each house, and 
throws out a red beam through the 
windows. 

“To the left is the Christmas 
tree, covered with footwear and 
various colored lights. 

“In the top of the window one 
small red light burns to imitate 
the moon’s reflections. This is all 
the light necessary. Snow and fall- 
en leaves cover the ground.” 





Dayton Merchants Meet 


Dayton, O., Jan. 6—H. H. Darst, 
former president of the City Na- 
tional Bank, was the speaker at 
the December meeting of the Day- 
ton Shoe Retailers’ Club. His sub- 
ject was: “The Spirit of the Shoe 
Business.” L. P. Jacks also spoke 
on, “A Living Universe.” Those 
attending the meeting included: 
John A. Schoenhals, P. J. Myer, 
H. H. Darst, Theodore Guetwein, 
Carl Dowell, James K. Eaton, 
Harry L. Buck, L. A. Miller, J. A. 
Warrender, C. W. Chaffee, K. M. 
Horne, Cloyd A. Taylor, J. H. Kies- 
well, Ed. Hageman, G. W. Ritter, 
W. J. Haberer, H. I. Kronenberg, 


E. G. Beckwith, Julian J. Johnson, 
John L. Schoenhals, Jr., Robt. Gal- 
braith, A. W. Dare, Jos. A. Zahn, 
Chas. R. Hartley, Nevin S. Rout- 
son, H. D. Pepple, C. E. Turner, 
Allen Thirkield, Henry F. Hage- 
man, Stuart W. Frey, Jack Schaf- 
fer, Jim Holland, Ed. H. Bauer, 
Craig Thurmond, Emil Lowry and 
Paul E. Johnson. 


F. & S. Store Moves 


Huntington, W. Va.—The F. 
& S. Shoe Store recently moved 
into a new location at 937 Third 
avenue, near Tenth street. It is a 
family shoe store and has a very 
impressive interior and windows. 
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TONY 
GOLD 


“You have hit exactly the shade we want”’ 


UYER after buyer has said 
this after seeing our newest 
shade—TONY GOLD. 


And they are backing their 
praise with orders. 


Know it at once by an authentic CREESE & 


COOK sample. 


Every visitor to the N.S.R.A. CONVENTION 
is cordially invited to call at our salesrooms 
and see this big new color hit. 


‘‘Calf Leathers Are What They Want’’ 


CREESE & COOK COMPANY 


_ SALESROOMS 
95 SOUTH ST., BOSTON 


P. A. HENRY & CO. 
706 Broadway, Cincinnati, O. 
Leather Trades Bldg., St. Louis, Mo. 


Pronounced by 
most prominent 
buyers to be the 
most perfect 
light tan shade 
they have seen. 








The instant hit which TONY 
GOLD has made makes it ap- 
pear as the most popular shade 
we have produced since TONY 
RED. 


a 
| 


TANNERIES 
DANVERSPORT, MASS. 


SILVEY & CHRISTMAN 
82 GOLD STREET 
NEW YORK CITY 
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In Philadelphia District 
Shoe Business Quickens 


PHILADELPHIA—Factories re- 
port more activity since the first 
of the year. While there has been 
no very great increase in produc- 
tion at this early date, the fact 
that business has quickened is 
generally commented upon. One 
firm is getting orders for some 
sports models for immediate south- 
ern wear and for wear here a little 
later. They are made on welts. 

Leading patterns include white 
buck with patent or Russia calf 
trim, white kid with trimming of 
patent or Russia; all Russia calf, 
and smoked horse. Among the 
turns which this factory is making 
tan calf and gun metal are the 
dominating materials. Combina- 
tions are also being called for; a 
model in brown kid with patent 
leather vamp being especially active. 

A maker of staple shoes predicts 
a very busy season in the near 
future. Strap effects will pre- 
dominate, although tongue pat- 
terns and gores will also be called 
for. Another manufacturer re- 
ports that tan calf and patent 
leather are the most popular ma- 
terials on the market today. There 
is a tendency towards colored 
shades of kid, especially in 
browns. There is quite a demand 
for kid for trimming purposes. 


Opinions About High Shoes 


In some quarters there seems to 
be a determined effort to bring 
about a return of ladies’ high 
shoes. Several of the department 
stores are pushing sales of them, 
one manufacturer reports the re- 
ceipt of repeat orders each calling 
for several hundred pairs of black 
kid high shoes, and in some other 
quarters there is talk of high 
shoes. In the main, however, there 
does not seem to be much hope 
for a return to the boot. Manu- 
facturers, jobbers, retail mer- 
chants and every branch of the 
trade seems to have just the oppo- 
site opinion. It looks as if there 
will be plenty of perforations and 
trimmings and color to the leading 
“footwear of the spring and sum- 
mer. 


Holding Clearance Sales 


Retail shoe merchants in the 
central city section and in the sub- 
urbs are holding clearance sales 


at which large lots of shoes are 
being sold at reductions. It is 
said that in spite of the fact that 
retail merchants are cleaning out 
their present line, there is not 
much hurry on their part to stock 
up with new lines. They seem to 
be waiting until they are sure 
about what will be worn in the 
next few months. 

The J. & T. Cousins store on 
Chestnut street has just redecor- 
ated its downstairs store and is 
now devoting it exclusively to 
men’s stocks. This store recently 
announced its first complete clear- 
ance sale of all the lines of men’s 
shoes in stock. The sale prices 
started at $6.85 and ranged up- 
ward to $13.85 for men’s shoes 
sold regularly at prices varying 
from $8 up to $16. 

The Gimbel Brothers Store here 
recently featured a sale of 16,000 


Brockton Well 
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100 Exhibitors to Be at 
Pennsylvania Con- 
vention 

The Pennsylvania Shoe Re- 
tailers’ Association, in a cir- 
cular letter to its members, 
announces that at the con- 
vention, which will be held 
in Atlantic City on February 
2, 3 and 4, there will be 100 
exhibitors of footwear under 
one roof. Twenty-five models 
will exhibit footwear and 
hosiery. Enclosed with each 
copy of this letter was a card 
containing the names of a 
number of the Atlantic City 
hotels and their rates for the 
use of the members of the 
association in making their 
reservations for the conven- 
tion. 














pairs of women’s high shoes at 
$2.95 per pair. The lot included 
black kid and black and brown 
calf. 





Represented 


at N.S. R. A. Convention 


BROCKTON —Featuring men’s 
and women’s welts on newest lasts 
and patterns, the manufacturers 
of Brockton and the South Shore 
district will be well represented at 
the N. S. R. A. Style Show in Bos- 
ton the coming week. Judging by 
the number of booths contracted 
for by concerns in Brockton and 
nearby towns there will be the 
largest representation of shoe and 
kindred manufacturing concerns in 
this locality that has ever been 
in evidence at a Boston Style 
Show. The local exhibitors in- 
clude 30 or more concerns, all of 
which are bringing to the notice 
of the thousands of retail shoe 
merchants in attendance the most 
attractive propositions in footwear 
whch have ever been put forward 
at the prices asked. An important 
point in connection with these ‘ex- 
hibitions is that the many changes 
for the better which have been 
made during the past few months 
regarding production conditions, 
enable the manufacturers to quote 
prices which are certain to inter- 
est buyers. Quality of materials 
and workmanship are fully main- 
tained in the new lines to be 
shown, while style, always a lead- 


ing feature in Brockton shoes, is 
plus all that it has ever been in 
past seasons. Altogether, shoe 
buyers visiting Brockton and the 
South Shore exhibitors’ booths will 
find the shoes they want at the 
prices they will pay. 


Shoes at Sample Rooms and Hotels 
Visiting buyers in Boston will 
have ample opportunities to see 
Brockton and South Shore lines. 
Practically all concerns have Bos- 
ton officers where their full lines 
of newest samples are on display. 
A few who do not have offices are 
located at sample rooms in Boston 
hotels, while many of those with 
regular Boston offices use hotel 
sample rooms as a further con- 
venience for visiting buyers. In 
short, Brockton is ready for a big 
buying season during January, be- 
ginning with style show week. 


Shoe Shipments for 1924 


As compiled by the Brockton 
Daily Enterprise, the output of 
Brockton shoe factories for 1924 
was 563,444 cases of shoes, this be- 
ing equivalent to 14,086,100 pairs, 
and representing an estimated cost 
value of $5.40 a pair, or $76,064,- 
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The Point Where Style and Comfort Meet 


HE trim, smooth toe lines of a fine shoe 
must be preserved. They add so much 
in style and attractiveness. 


Until the Armstrong Cork Box was put 
on the market, shoe manufacturers had to 
use stiff, hard boxes to keep the toe line in- 
tact. These hard boxes were not particularly 
comfortable. They broke, they became 
shapeless. 


ARMSTRONG CORK COMPANY, 





Circle 





Shoe Products Division, 


The Armstrong Cork Box has proved 
that it is possible to have a toe support 
that is not only comfortable, but unbreak- 
able as well. The Armstrong Cork Box pre- 
serves the style of the toe indefinitely be- 
cause it cannot break, bunch, or lose its 
shape. 


Specify the Armstrong Cork Box in your 
Spring styles. The best makers are using 
Armstrong Cork Box Toes now. 


Lancaster, Pa. 


Armstrong 
Cork Box Toe 


B13 
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940. Taking the year 1923 as a 
comparison, the total shipments of 
shoes were 609,232 cases, showing 
a loss for the year of 45,788 cases. 
The “hand-to-mouth” buying poli- 
cy, which has been pursued by 
many merchants during the past 
year, is indicated by the parcel 
post shipments from Brockton fac- 
tories, which for the year 1924 
were 109,800 pairs, as compared 
with 76,000 pairs in 1923. 


Chain Store Buying 
Increases 

The demand for the so-called 
popular-priced shoe in men’s welts 
has been much greater during the 
past year than ever before. Shoes 
to retail at from $3.50 to $5 a pair 
have been in extensive demand 
from merchants*in all parts of the 
country. As Brockton has hereto- 
fore been closely identified with 
the grade of men’s welts to retail 
at from $7 to $10 a pair it has na- 
turally affected the city’s output. 
Chain stores have multiplied 
greatly during the past year or 
two, and continue to increase in 
number. Brockton manufacturers 
who are catering to this class of 
business have been, as a rule, 
busier than those making the 
higer-priced lines. 


Work, the Solution of the 
Problem 

President Arthur J. Chase, of 
the Brockton Chamber of Com- 
merce, is of the opinion that the 
way to make more money is to 
work harder than ever before, and 
that Brockton has the best chance 
it ever had to go to work. “There 
is no good substitute for good hard 
work, and the best alarm clock is 
the factory whistle,” is President 
Chase’s slogan for Brockton dur- 
ing 1925, adding that “Brockton 
factories are a reflection of retail 
conditions in all parts of the 
United States.” 


Outlook for 1925 


Frank S. Farnum, of Churchill 
& Alden Co., and Treasurer of the 
Brockton Shoe Manufacturers’ As- 
sociation, takes an optimistic view 
of the trade conditions for 1925, re- 
garding the sale of Brockton-made 
footwear. He points out that the 
automobile, the radio, and other 
luxuries which have come into 
general use, have greatly restrict- 
ed the sales of men’s shoes, adding 
that one cannot pay for automo- 
biles and their upkeep and depre- 


a 


ciation, also have a radio with its 
accompanying expense, yet con- 
tinue to wear the type of shoes 
and clothes. he formerly wore. 
Sport apparel and sport shoes are 
other things which, in the opinion 
of Mr. Farnum, have restricted 
the sale of men’s medium-priced 
shoes for street wear. 

Taking up the matter of how 
these will affect Brockton in 1925, 
Mr. Farnum says that while people 
will not cease buying luxuries, yet 
better times are ahead. With many 
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factors favorable to business ex- 
pansion, owing to changed condi- 
tions at home and abroad, confi- 
dence will be inspired, while 
greater activities in all industries 
should be the logical outcome. The 
year 1925, he adds, should be one 
in which the Brockton shoe indus- 
try should enjoy greater activity, 
give employment to a_ greater 
number of citizens and, it is to be 
hoped, give a better return to 
those who are risking their capital 
in the promotion of shoes. 





Haverhill Has Styleful 
Line of Shoes for Show 


HAVERHILL—Every Haverhill 
manufacturer of women’s shoes, 
and every salesman representing 
Haverhill factories is on the job 
100 per cent during the week of 
the N. S. R. A. Convention. Haver- 
hill concerns not having booths 
at Mechanics Building, as well as 
those who are exhibitors, are 
showing their newest novelties at 
Boston offices or hotel sample 
rooms. The last word in style is 
illustrated in Haverhill-made lines. 
Every buyer who sees these prod- 
ucts of Haverhill brains and skill 
is ready to acknowledge that Ha- 
verhill is a headquarters for wom- 
en’s popular-priced novelties. 

Judging by hotel reservations 
which have been made for visiting 
buyers, a large number of mer- 
chants from all parts of the coun- 
try are due in Boston during show 
week. Such being the case, and 
with manufacturers all set for big 
business, the local factories, no 
doubt, will receive from this in- 
flux of buyers a sufficient amount 
of orders to keep the factory 
wheels turning for many weeks to 
come. Every report is to the ef- 
fect that merchants need shoes. 
These needs can be supplied by 
Haverhill factories; therefore 
Haverhill manufacturers look for- 
ward to 1925 as a banner year. 


Higher Prices for Women’s 
Shoes 


“It is inevitable,” said a mem- 
ber of Haverhill’s shoe manufac- 
turing trade, “that buyers who 
have postponed their purchases of 
footwear until the present time 
must pay more for their shoes 
than if they had ordered them a 
few weeks ago. We have endeav- 


ored to impress this fact upon 
many of our customers but, until 
quite recently, with little success. 
Just now we are receiving orders 
which represent shoes_ which 
should have been through our 
plant by this time instead of just 
put into the works. Buyers in 
Boston during January are faced 
with advanced prices on shoes as 
represented by the higher cost of 
soles, kid, sheepskins, satins and 
other materials. Naturally, with 
the trade holding off from buying 
shoes, the manufacturers have not 
been keen to place orders for ma- 
terials. Now the manufacturer 
must pay going prices for leath- 
ers and fabrics. It is a condition, 
not a theory, which confronts us. 
Manufacturers must protect them- 
selves by asking higher prices on 
the orders which will be placed for 
spring deliveries during the pres- 
ent month. They will also be up 
against factory congestions, where 
shoes going through the works are 
wanted quickly. With this multi- 
plied many times in all shoe manu- 
facturing plants, it is easy to see 
that there are going to be difficul- 
ties in deliveries. All these are 
the results of merchants’ delays in 
placing orders. 


Agreement with Cut Sole 
Workers 


A three-year agreement has 
been signed between Haverhill cut 
sole workers and Haverhill Cut 
Sole Manufacturers’ Association. 
The new plan calls for a nine-hour 
day and a five-day week, reducing 
the hours of weekly labor from the 
former 48 to 45 hours. Cut sole 
manufacturers are prohibited, ex- 
cept in emergencies, from sending 
work to shops outside the union’s 
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REG. U. S. PAT. OFF. 


The original American Crepe Rubber Sole 
with millions of friends made through 
that ‘‘mellowness’’ characteristic only 


‘“Ask the Wearer 
Nothing Fairer’’ 


The fact that the demand 
for RAJAH Soles has in- 
creased tenfold in two 
years plainly shows its 
supremacy. 


ALFRED HALE RUBBER CO. 
ATLANTIC, MASS. 
LAING-HARRAR i dina Philadelphia 
Distributors 
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jurisdiction. Overtime work may 
be done on application by manufac- 
turers to the union. 


Holiday Parties at Factories 


The holiday season is always 
considered in Haverhill as a time 
for holding Christmas festivities 
at factories in which employer and 
employees take part. The annual 
Christmas party of the Claremont 
Shoe Co. employees was held on 
the day before Christmas, when 
250 of the working force met in 
the packing room and enjoyed 
dancing and refreshments. Ed- 
ward M. Rickard, head of the con- 
cern, assisted by the executives 
of the various departments, had 
charge of the affair. 

The Harding Shoe Company held, 
at its factory on Granite street, 
the day before Christmas, a party 
which proved an enjoyable affair, 
one reason being that the employ- 
ees in this concern have worked 
steadily during the past year. 


Fred W. Mears, Edmund K. Went- 
worth and Charles Harding, mem- 
bers of the concern, were in 
charge of the party, and practical- 
ly all employees were present. 
There were several entertainment 
features including both profes- 
sional and amateur talent. Lyman 
W. Stockbridge, one of the con- 
cern’s salesmen, was conspicuous 
through his character impersona- 
tions. Dancing and refreshments 
were other features. “A good time 
was had by all.” 


Visitor From Texas 


Ike Sessel, of Sessel Shoe Co., 
wholesalers, of Dallas, Texas, was 
in Haverhill last week placing or- 
ders for novelty shoes. The house, 
of which he is the head, carries 
large stocks of women’s popular- 
priced novelties for distribution 
throughout Texas. Mr. Sessel re- 
ports business good, and is opti- 
mistic concerning the outlook in 
the Lone Star State for 1925. 





Novelty Patterns in Lynn 
Are of Varied Materials 


LYNN — Manufacturers have 
opened a new stock of novelties. 
They are much different from last 
year’s novelties. Patterns show 
new treatments of pumps—plain, 
strap, gore, Colonial and step-ins, 
and also new treatments of oxfords 
and ties. 

Manufacturers say that any pat- 
tern which is pretty is good, and 
that any model which has the 
merit of novelty is bound to sell. 


Colored Satins Are Good 


Materials continue to be well 
spread out. Satins are selling bet- 





Salesmen Send Style 
Tips by Airplane 

A. E. Little & Co. have ar- 
ranged to get style informa- 
tion by airplane mail. Sales- 
men for the firm, who cover 
the country, will take note of 
style conditions as they see 
them, or hear about them, 
and will report them back to 
the factory daily, sending 
their news letters by airplane 
mail. 

It is expensive mail. But 
style information is worth 
much money these days. 











ter than was expected. This is es- 
pecially true of colored satins, like 
blonde and rosewood. New Russia 
calf shoes are-of new light shades 
of that leather. Russia calf is used 
in combination with new light 
shades of alligator. Patent leather 
is used in combination with colored 
kid quarters. This style is popular. 

White shoes are shown early in 
the sample lines, and orders for 
them are reported. Kid, cabretta 
and calf are the leading materials 
for white shoes. 

Heels, chiefly of wood, show a 
tendency to medium and low 
treads, which might be expected 
with the coming of the season for 
out-of-door life. 


Ten-Ounce Shoes 


Lynn may get to the ten-ounce 
shoes the coming season. They 
made shoes that weighed but 
eleven ounces to the pair for last 
summer. Shoes as light as a 
feather on the feet are much 
wanted. 


Wear Out with the Styles 


“Little interest is there in shoes 
that can be repaired,” says a 
manufacturer. “Shoes that wear 
out with the styles are wanted. | 
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Women get a lot of satisfaction 
from buying new shoes. They have 
scant interest in shoes that they 
can have repaired, to make them 
wear a while longer. Shoes that 
look new and feel new are 
wanted.” 


Re-orders on Button 
Oxfords 


Re-orders come for button ox- 
fords, not the staple button oxford, 
but the new patterned button ox- 
ford that has the finger tab at the 
top of the button fly. They are made 
of a combination of leathers, patent 
vamps, or tan calf vamps, with 
contrasting quarters. 


To Test Boots 


Another test will be made of 
boots, with the thought that boots 
may be revived for next fall. New 
samples of boots are not only 
smart, but are very light, being 
made of glove weight leather. 
They have wood heels. Patterns 
show fancy effects on vamps and 
quarters, but the legs are plain. 


To Visit Africa 


Albert M. Creighton sailed last 
week for a trip of three months 
through Africa. Mrs. Creighton 
accompanied him. Last winter, 
Mr. and Mrs. Creighton traveled 
through South America. Mr. 
Creighton observes the develop- 
ment of shoe styles as he goes. 


New Lynn Enterprise 


The Fashion Shoe Co., incorpo- 
rated last week, is locating at 125 
Market street, where it will make 
women’s novelty style boots. Its 
capital is $50,000. Incorporators 
are Bernard Fierman, Harry Dine, 
Zesy Goldstein and Nathan L. Gil- 
man. 


Sullivan Incorporates 


T. J. Sullivan Shoe Co. was in- 
corporated last week, with a capi- 
tal of $100,000. T. J. Sullivan is 
president and W. A. Sullivan, treas- 
urer. The firm moved recently to 
585 Essex street, where it is 
doubling its output of women’s 
novelty shoes. 


Calf and Alligator 


Travers Shoe Co. has some snap- 
py samples of shoes of calf vamps 
and alligator quarters. The color, 
the same for both vamps and quar- 
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Make Buyers Out of 
Passers-by 


HOES arranged attractively in 
the window will cause people to 
stop and admire. 


Just then is when your displays have 
done the right thing. Produced a pleas- 
ing effect for the merchandise you are 
showing. 


Period Design Fixtures when neatly 
and correctly designed have a way of 
backing up your merchandise properly. 
Herewith is shown an unusually good 
adaptation of Gothic in Period Design. 


Let us mail you our Shoe Store 
Book. Write us to do so. 


HUGH LYONS & COMPANY 


Lansing, Michigan 


— SALES OFFICES — 
NEW YORK > 2.2. Sted Be. 
CHICAGO... ..217 W. Jackson Blvd. 
BALTIMORE ....__.No. I N. Eutaw St. 
BOSTON. .. . .  .52 Chauncy St. 
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Allsteel Desks 


Appearance—Rich baked-on enamel, 
olive green or mahogany. Bronze trimmed. 
Wear-resisting, stain-proof, dark green 
linoleum top. 

Utility —Drawers operate smoothly— 
noiselessly. Files of all sizes may be fitted in 
drawers. Automatic central lock. 

Long Life—Durable construction. No 
warping or checking. No sticking of drawers. 
Complete Line—Roll top—fiat top— 
typewriter—single or double pedestal—table. 
Reasonable Price— Prices no higher 
than for medium grade wooden desks. 


Shelving, Files, Desks, Transfer Cases, Safes, 
Counter-heights, Sectional Cases, Accessories and Supplies 


THE GENERAL FIREPROOFING CO. 
Youngstown, O. Dealers Everywhere 
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ters, is an unusually light shade 
of tan. The finish is bright. The 
shoes have a buckle front, with 
a gore under the buckle, and a cut- 
out on either side of the buckle. 
Re-orders on Colonial styles 
have been booked. The combina- 
tion of patent vamps and colored 
quarters continues good. 


The M. W. Line Is Smart 


Mitchell-Welch Co. has a smart 
line of novelties, all light and 


dainty, and all with wood heels. 
Patterns show Colonials, straps 
and novelty oxfords and ties. Ma- 
terials are chiefly of Russia calf, 
satin and patent leather, with col- 
ored kid quarters. 

Satin shoes have plain black 
vamps, with figured satin quarters. 
Blonde satin shoes are much in de- 
mand. Rosewood is gaining. 

A buckle shoe has a patent 
vamp, a gray quarter, and the in- 
set of the buckle is of gray, to 
match the quarter. 





Marked Improvement in 
Shoe Buying in Boston 


BOSTON—The first week of the 
new year, ending January 3, was 
generally reported as the most sat- 
isfactory in many weeks. This ap- 
plied to the various grades, where- 
as in most recent weeks the stores 
selling the lowest grades of shoes 
seemed to be enjoying a greater 
volume than others. 

The good response during the 
first week came without any arti- 
ficial means of stimulation being 
applied, but the papers of Mon- 
day, January 5, announced sales 
of several stores. Tan Calf was 
reported in almost every store as 
exceptionally strong, bearing out 
the reports that have been .made 
for many weeks. Re-orders are 
being placed on tan calf styles. 

Two-tones, most frequently con- 
sisting of a patent vamp and tan 
quarter, are displayed prominently 
in store windows. The button ox- 
ford,.most often seen, in tan calf 
shades, is gaining in prominence. 
Blonde satin has assumed more 
strength, and some stores retailing 
at around $6 report they anticipate 
it to hold up well for some time. 
Black shades are good, suede hav- 
ing been in pretty good call. - 

The men’s trade improved at the 
same ratio as women’s. Although 
there has been but very little 
snowfall thus far, high shoes have 
sold well up to expectations. Tan 
calf oxfords are selling more free- 
ly to young men than black 
models. 


Walk-Over Orthopedic 
Business Grows 


“My department was busier on 
Saturday, January 3, than any day 
prior to that for a twelve-months’ 
period,” said H. L. Currier, head of 
the corrective shoe department of 


the Walk-Over Shoe Store, Tre- 
mont street. “And I am but echo- 
ing the same report from all the 
other departments of the store,” 
he added. 


Evening Slippers Featured 


The C. F. Hovey Co. shoe depart- 
ment featured evening slippers 
made up in gold and silver bro- 
cades in an advertisement stress- 
ing that “January—the Social 
Month,” was the time to buy this 
class of footwear. The styles in- 
cluded slender one-straps, cross- 
straps and operas. 


Retail. Salesmen Meet 


The Boston Retail Shoe Sales- 
men’s Association, Inc., listened to 
an interesting and instructive pro- 
gram at its meeting Monday eve- 


ning, January 5. Herbert Hill, 
leather man of South street, de- 
scribed leather making—from the 
hide house to the finished product. 
Mr. Hill spoke from an experience 
of thirty years, here and in the 
West. He classified hides as green 
salted, dry salted and flint dried 
and gave a complete history of 
chrome tanning, measuring, fat 
liquoring and coloring. He said 
that the latter item had become a 
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most important one during recent 
years—that some 25 years ago the 
question of colors had not arisen. 
He also spoke of the increasing 
costs of leather and the demand 
for cheaper material. The retail 
salesmen present were much im- 
pressed with the story. Many had 
previously formed no conception 
of the intricacies of the tanning 
art. They made a mental resolve 
to pass their lesson on to the con- 
sumer. 
Keep Up Quality 

The talk of Dr. Albert Winship, 
of Cambridge, on “Personality in 
Salesmanship,” was inspirational. 
Dr. Winship, of the Journal of 
Education, spends his time touring 
the entire country, giving lectures 
on various educational subjects. 
He defined conventionality, in- 
dividuality and personality, and 
gave their application to various 
parts of the country and New Eng- 
land in particular. He applied 
these terms to shoe salesmanship, 
to the “finicky” woman customer. 
Dr. Winship, who is 80 years old, 
was as forceful in his delivery as 
a man half his age. He advised 
New England to venture just a lit- 
tle more. “New England’s future,” 
added he, “can never be accom- 
plished in selling cheap goods. 
Your future is in having the per- 
sonality to sell the best thing at 
the best price—that is going to be 
the future of New England. If you 
have personality in your system, 
you can do it.” He spoke very high- 
ly of the enterprise of Chicago 
and of other states. 

Bob Emery of the Radio Depart- 
ment, Edison Electric Co., enter- 
tained. 

From Webster, Mass., came a 
query as to how to go about form- 
ing a retail shoe salesmen’s asso- 
ciation in their town. 

There was a very large attend- 
ance. A group picture, which in- 
cluded many of the merchants, 
was taken for distribution at the 
salesmen’s N. S. R. A. convention 
booth. 





Healthy Trend Is Noted 
in Atlanta Shoe District 


ATLANTA—Christmas trade in 
shoe stores during the Christmas 
season was the best in three or 
four years. Excellent business is 
reported from the smaller towns 
and communities of the Southeast, 


jobbers and traveling salesmen 
stating that the profits realized 
by farmers the past season off 
their cotton not only served to im- 
prove sales conditions for the 
(Continued on page 78) 
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Draws Trade 
From Blocks Away 


Make your store pay a greater profit. Attract 
and draw trade from near and far. wy 

Flexlume’s bold, snow-white raised letters of 
glass by day and brilliant solid letters of light by 
night compel favorable attention, day and night. 

Flexlume signs are producing results for other 
shoe stores. Write for photo-prints and informa- 
tion as to how your own needs can be profitably 
satisfied. 


FLEXLUME CORPORATION 


1220 Military Road Buffalo, N. Y. 





Phone: “‘Flexlume”’ Offices also at Detroit, 
All principal Los Angeles and 
Toronto, Ont. 


x. cities 
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REY-SAM-WIDE SHOE 


TRADE MARK 











SHOES MADE TO WEAR 


IN STOCK 
SIZES 6 to 12 


ay Se 







cape cepeeet a a meh he 
or any one number es. 
Sal an chic kndentonen pare 


STOCK 


NARROW WIDTHS made on order ONLY No. 110 
—4 weeks deli . Here is a proposition that 
merits your | EDIATE action. 





carried in 5 wide 


Terms—2 Per Cent 10 or Net 30, F.O.B. Brockton. 








Stock No. 100—Gun Metal Calf Bals, Single Sole, Hicks Last 7W . i *Stock No. 205—Black Vici Bals, Double Sole, Hicks Last bag yeneeaie $3.75 
Stock No. 105—Gun Metal Calf Bals, Double Sole, Hicks Last 7W.. 3.75 *Stock No. 210—Black Vici Bals, Single Sole, Duke Last7W........ 3.50 
Stock No. 110—Gun Metal Calf Bais, a le Sole, Duke Last 7W.. 3.50 *Stock No. 215—Black Vici Bals, Double Sole, Duke Last tw cosh ae 
Stock No. 115—Gun Metal Calf Bals, D sobie Sole, Duke Last 7W.. 3.75 Stock No. 300—Black Vici Plain Toe Bais, Single Sole, Bunion Last 7W 3.50 
*Stock No. 200—Black Vici Bals, Single Sole, Hicks Last 7W....... 3.50 Stock No. 310—Black Vici Cap Toe Bals, Single Sole, Bunion Last 7W 3.50 
SPECIAL FOR POLICEMEN, FIREMEN AND POSTMEN 
With Barbour Stormwelt 
Stock No. 400—Gun Meta! Calf Bluchers, Double Sole, Munson Last 5W. .................5-. $4.00 Salesmen 
pe seo > P| pietal on wat pow "es Cub ans ww lla a nts Wie% Cd uhbp ah na Be Sa Py 4 
ock No. —Gun t . v Rebelde ths otbed eebnaes w 
*These Numbers also — Stock No. 415—Black Vici Bals, Double Sole. Geownes Laut ES SaUR ddr ds badeoc 40% o0be 4 4.00 Wanted 


LUKE W. REYNOLDS CO. S?"WEnS"shces 4127 “°Stuer'’ Brockton, Mass. 
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Steadier Tone Apparent 
in Rochester Retail Trade 


ROCHESTER—Buying in retail 
shoe stores assumed a steadier 
trend during the week ending Jan- 
uary 3, the first week of the new 
year. Cold weather and the psy- 
chological effect of the passing of 
the holiday season seemed to be 
two factors to which the steadier 
buying tone could be attributed. 


Frank J. Blum Dead 


Frank J. Blum, head of the Blum 
Shoe Manufacturing Company, 
died unexpectedly January 2, fol- 
lowing a heart attack. Mr. Blum 
was born in Dansville, 65 years 
ago, one of the younger of the six 
sons of the late John Blum, one of 
Dansville’s pioneer shoemakers, 
who was the founder and first 
president of the Blum Shoe Manu- 
facturing Company of Dansville. 

He was a charter member of the 
local Rotary Club and a member 
of Saint Boniface Society of Saint 
Mary’s Church. During the war he 
led in the numerous drives. 

He leaves his wife, three sons, 
John, Paul, Norbert; a sister, Mrs. 


Catherine Blum Stewart of Pitts- 
field; two brothers, Daniel Blum 
and Philip E. Blum, of Dansville. 


Merchants Plan for Dinner 
Meeting 


The Rochester Retail Shoe Deal- 
ers’ Association will meet January 
28 at the Powers Hotel. An en- 
tertaining program is being ar- 
ranged for the occasion by Presi- 
dent John Schmanke. There will 
be speakers with interesting mes- 
sages to deliver. 

The following committees are 
working on plans: dinner commit- 
tee, A. F. Smith, P. J. VanDeven- 
ter, J. F. Olmstead; reception, R. 
H. Webster, H. J. Van Arsdale, 
Don Burke, C. E. Shields, Cosmo 
Dispenza, G. L. Snyder, A. R. Fred- 
ericks and Frank Guinivan; enter- 
tainment, William Pidgeon, Jr., 
H. A. Chase and R. L. Seward; 
tickets, H. H. Phelan, O. K. John- 
son, Phil Leckinger, Allen Draper, 
John Schmanke, E. L. Myers, Jack 
Collect, Joe Pratt and A. L. Robin- 
son. 





In Brooklyn, N. Y., Definite 
Signs Point to Good Year 


BROOKLYN—The turn of the 
year found Brooklyn shoe manu- 
facturers considerably encouraged 
at the outlook, not only for 1925 
as a whole, but for the immediate 
future. Indications are, according 
to leading manufacturers here, 
that the spring season will get off 
to a good start this month. It is 
confidently expected that buying 
will be earlier and that more ad- 
vance orders will be placed than 
for several seasons past. The rea- 
son for this is, first of all, that the 
wave of general prosperity all 
over the country seems to be 
sweeping forward, that there is a 
definite trend toward better qual- 
ity footwear, and that the condi- 
tion of the leather market is such 
that retail merchants have nothing 
to gain by delaying their shoe or- 
ders, and possibly will pay in- 
creased prices if they do delay. 


Preparing Spring Styles 


As yet there have been no gen- 
eral increases in shoe prices as 


they come ffom the manufacturers 
here. There are isolated instances 
of advances on special leathers, 
but in most cases these have been 
small, as reflected in shoe prices. 


‘spring season 
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The manufacturers so far have 
shown a disposition to absorb as 
far as possible the increased cost 
of leather going into shoes. 

Preparation of spring lines is 
the all absorbing task of the manu- 
facturers now. Some immediate 
business on new models has de- 
veloped and the resort shoe busi- 
ness has been good. Probably the 
newest model that is being pro- 
duced in Brooklyn at present is 
the cross-word puzzle shoe. 

The outlook in materials for the 
is veering more 
strongly toward kid. In the esti- 
mation of most manufacturers 
here the use of two tones of tan 
kid in the same shoe will lead the 
style van in the spring of 1925. 
Numerous samples in which such 
combinations have been used are 
now being shown. 


Bright Colored Stitchings Appear 


Patterns are mainly variations 
of the step-in, gored and strapped 
models. There is little cut-out 
work shown in the new patterns, 
but fancy stitching seems to be 
coming in for more attention. The 
use of bright colored threads for 
stitching is a new note that adds 
considerable gayety and life to the 
pattern without detracting from 
its good taste. 

So far as heels are concerned, 
the straight high spiked heel is 
leading all others. Little change is 
expected in the trend of heels in 
view of the fact that skirts are 
getting shorter. With the short 
skirts in the past, the high heels 
reached their peak of popularity 
and history is expected to repeat 
itself. 





Decided Upward Trend Is 
Noted in New York Stores 


NEW YORK—A rather unex- 
pected spurt in the retail shoe 
trade here developed immediately 
after Christmas. Business during 
the week between Christmas and 
New Year’s was better than most 
recent weeks, and in the two days 
following New Year’s, despite one 
of the worst storms that the city 
has suffered from in many years, 
business held up extremely well. 

It is true that a certain amount 
of stimulation to public buying 
was given by the large number of 
shoe sales that are now in prog- 
ress. Sales in all retail lines, 


particularly apparel and allied 
merchandise are the order of the 
day, however, so that the shoe 
trade offers no merchandising 
phase that is different from other 
lines. There is fairly good evidence 
in the fact that these sales are 
being well patronized to support 
the theory that the general public 
has been educated to wait for these 
clearance sales. This also explains 
the rather poor business in shoes 
as well as in apparel during the 
closing months of 1924. 

Retail merchants have been 
much heartened by the new turn 
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of events and are buying small 
lots of new shoes with which to 
whet the appetite of the buying 
public. These are being shown 
alongside the regular sale shoes, 
and in many cases people who 
have been brought into the store 
by the sales have purchased some 
of the new footwear. 


Good Trade on Southern Types 


The early winter resort busi- 
ness, according to most retail shoe 
merchants who go in for this 
trade, is better than it was last 
year. At any rate, the retail mer- 
chants are showing more of the 
resort models than they have in 





Cross-Word Puzzle 
Shoes 


The cross-word puzzle shoe 
has struck New York and is 
creating a certain amount of 
interest. Of course, it is con- 
sidered a passing fad and is 
not being stocked heavily. 
Probably the first store to 
show them here was Oppen- 
heim, Collins & Company, 
34th street. Several varieties 
were shown. The most strik- 
ing was a white kid pump 
effect, with a set-in moccasin 
effect on the toe of the black 
and white criss-cross leather. 
A panel on either side of the 
quarter also was decorated in 
the cross-word effect. An- 
other combination was of 
patent with a sand shade in 
kid and still others were tan 
Russia calf with sand kid 
and a dark brown kid with 
the sand kid. 
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WHITMAN, MASS. 








the past and more have gone in 
for this class of trade. 

Some recent advertisements of 
the specialty shops, particularly, 
have devoted considerable space 
to the exploitation of shoes for 
wear at Southern winter resorts. 
Saks & Company, Fifth avenue, for 
instance, devoted a two-column 
space almost a half page deep in 
the evening papers last week to 
two of their “Fenton” models, the 
trade-marked name for Saks Fifth 
avenue shoes, designed for resort 
wear. Both were priced at $18.50. 
One was a low-heel model of beige 
suede with a cobra skin saddle and 
the other was a high-heel opera 
pump with a cobra quarter and 
beige suede vamp. This particular 
combination seems to be going 
well in resort models. Beige suede, 
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HENRY LILLY CO. 
88-90 Reade St. New York 


AUCTION TRADE SALES 
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Stock Dept. 5 

Is At Your Service 

THE STETSON SHOE CO. (Ine.) 
South Weymouth, Mass. 


























, 1925 


; 























January 10, 1925 











= Many dependable and 
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WHERE TO BUY 


Stylish Comfort Shoes 








DR. CAMPBELLS HEALTH SHOES 


Women’s Boots In Stock 
LASTS—12 





STYLES 
$4.60 to $5.25 
BEST Quality Throughout 
POWELL & CAMPBELL 
Mtg. Wholesalers of Dr. Campbell's Health Shoes 
122-124 Duane St., New York, N.Y. 





























161 : 
* Summer St. BOSTON ® Aas é:' 








(C.H.PHILLIPS 


QUALITY SHOE ILLUSTRATIONS 
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109 KINGSTON ST. 












BOSTON 
ME PHONE Liserty 4648 








despite the fact that many had not 
given it much consideration as a 
spring proposition, seems to be 
growing in favor. 


. Alligator for Trimmings 


The all-alligator and combina- 
tions of alligator with patent, tan 
calf or in some cases with Scotch 
grain is running very strong in 
high-grade stores, for immediate 
wear and is expected to carry over 
in the spring. However, there is 
some likelihood of the alligator be- 
ing used for fine strappings and 
trimmings rather than as full 
quarters and vamps, later on in 
the season, according to some of 
the retail merchants who follow 
the style trend closely. 


Capezio Incorporates Store 


S. Capezio, designer, manufac- 
turer and retail merchant, has in- 
corporated his retail store at 1634 
Broadway as S. Capezio, Inc. A. 
Gabriel, formerly of L. M. Hirsch 
Shoe Co., is general manager of 
the retail store at 1634 Broadway. 
Mr. Gabriel has sold his interest 
in the Hirsch company and has 
now purchased an interest in 
S. Capezio, Inc. 


J. W. McGee with Dunbar 
Pattern Co. 


J. W. McGee, who has enjoyed 
much experience in the shoe in- 
dustry as a retail merchant, sales- 
man and designer of style foot- 
wear, recently joined the Dunbar 
Pattern Co., of Brockton, Mass., 
shoe pattern makers, with offices 
in this city and other large cities 
of the country. Mr. McGee’s wide 
experience as a style man qualifies 
him for his new work which will 
provide for his activities being 
centered on the New York and 
Brooklyn territory. 


Store Sales Force Gets 
Together Frequently 


Carlisle, Penn. — The Social 
Benefit Association of the em- 
ployees of The Carlisle Shoe Co., 
Penn and Bedford streets, has 
been active in holding entertain- 
ments this season. An interesting 
program was presented during the 
Christmas season. All joined in 
singing carols as one of the enter- 
tainment numbers. O. H. Starner 
is general manager of the com- 
pany. 
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“ELAM” 
Flexible Turn Shoes 


For the Jobbing Trade Ruchustvely 
F. 8. ELAM SHOE Co. 


ROCHESTER, N.Y. 
Besten Office 16 Columbia Strect 
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In Stock 


Send +r Catalog 
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DANVERS, MASS. 
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WHERE TO BUY 
Meni & Womens Siguecs 








“IN STOCK BLACK KID BALL 
SLIPPERS” 

Ours Stand the Strain 
6to8 11%to2 2% tos 
$1.20 $1.30 $1.40 
THE KAY JAY SHOE CO. 

Manufacturers 
309-315 Findlay Street 
Cincinnati, Ohio 
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FRANK H. PFEIFFER ¢e.. inc. 
24 Washington Square Worcester, 
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BEST-EVER 
Soft-Sole Leather 
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Kimone Sandals 
Write for Prices 
BEST-EVER SLIPPER CO.., inc., BROOKLYN, N.Y. 
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Pullman Slipper 
SWAN SHOE CO. Baltimore, Md. 
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Satin, Felt and Leathe: 
Seft-Sele SLIPPERS 
fer the Entire Family 


No. 7300 Satin in thes: 
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"Price Lia! 








NEW ENGLAND SLIPPER Ct’ 
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Atlanta 
(Continued from page 73) 


smaller merchants during the holi- 
days, but indicates a good busi- 
ness during the early part of this 
year, save in a few remote sections 
of the Southeast, where the cotton 
crop failed because of the boll 
weevil. 


November Wholesale 
Buying 

The report of the Federal Re- 
serve Bank of Atlanta for Novem- 
ber jobbing sales, as based on in- 
formation received from a number 
of the leading wholesale shoe mer- 
chants in Atlanta, Birmingham, 
Nashville, Knoxville and other prin- 
cipal cities of the Southeast, shows 
a decline of about 15 per cent in 
sales as compared with the same 
month in 1923. 


Buys Smoot Tannery 


Purchase of the plant of the 
Smoot Tannery Co., at North 
Wilkesboro, N. C., by the Interna- 
tional Shoe Co., of St. Louis, Mo., 
was recently announced. Several 
thousand dollars will be invested 
for improving and enlarging the 
plant to increase the output. 


Maddux Is Better 


Ed Maddux, manager of the ju- 
venile department in the Atlanta 
retail store of the Fred S. Stewart 
Co., one of the three men who was 
shot by Edward O. Riordan, a dis- 
charged employee, about two 
weeks ago, is reported improving 
rapidly. 

In an advertisement published 
in the Atlanta newspapers by the 
retail shoe merchants, Mr. Stewart 
was eulogized as one of the finest 
shoemen in the South. 


To Tan Shark Skins 


Walter J. Lloyd, 702 N. E. First 
Avenue, Miami, Fla., and associ- 
ates, have recently formed a new 
company at that city under the 
name of the Lloyd Sea Leather 
Tanning Co., with general offices 
at 107 Bedford Building. The com- 
pany plans to operate a plant near 
Miami for the tanning of shark 
skins and the production of leath- 
er on an extensive scale. 
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(Made by Ballet Specialists) 
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Demand Dunbar Designs 
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Sides 
Beggs & Cobb, Inc., Boston, Mass. 











Ww. F. E. JONES, Treas. 
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F. E. JONES CO. 
FANCY COLORS 


MAT KID 











COATED GEM DUCK 
ADHESIVE BACKING CLOTH 
Bubber and Leather 
Dry Foot Welting 
Sheet Rubber Soling 


B. PF. CHAMBERLIN 
U4 Summer Se 
BOSTON 
WIDTHS 


Goring“: 


Russell ManufacturingCo. 
Middletown, Conn. 
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CREBSE & COOK CO. 
Tenneries at Danverspert 95 South St, Boste., Maas. | 











EMIL RUBLACK 
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New Shoe Stores 


L. Kutler, Blair, Neb. 

L. Roach, Eugene, Ore. 

Joe Felola, Redondo, Cal. 

Gold & Co., Lincoln, Neb. 

E. Hamann, Beaver, Wash. 

C. C. Lagant, Byron, Neb. 

V. E. Layne, Halfway, Ore. 

G. M. Denton, Roseburg, Ore. 

J. B. Ness, Glenwood, Minn. 

B. B. Chafa, Fontanelle, Iowa. 
H. L. Burnham, Huetter, Idaho. 
K. E. Shetterly, Willamina, Ore. 
Carol Klinge, Watertown, S. D. 
Wayde Wolfe, Huntsville, Wash. 
William Slocum, Sunset, Wash. 
Prague Mercantile Co., Prague, 

Neb. 

M. Marcovitz, 

S. D. 

Edward J. Pleester, 

N. D. 

McDermott Mercantile Co., Gate, 

Okla. 


Golden Valley, 


Reeder, 


Davis & Halcomb, Glenwood, 
Miss. 
Alt & Garside, Brightwood, 
Idaho. 


H. S. Rominger, 27 Kentucky 
avenue, Indianapolis, Ind. 

W. T. Dobbs, Sparta, Tenn., 
shoes and general merchandise. 

Quintet Stores, Inc., North 
Adams, Mass. Incorporated $100,- 
000. 





1069 Shoe Stores in Brook- 
lyn, N. Y. 


Brooklyn, N. Y.—Brooklyn as a 
shoe manufacturing center is rec- 
ognized all over the country, but 
the fact that Brooklyn also is one 
of the largest shoe retailing cities 
in the country is not so well 
known. A recent survey by the 
Brooklyn Chamber of Commerce 
revealed that Brooklyn has more 
than 30,000 retail stores of all 
kinds of which shoe stores number 
1,069. There are also 488 women’s 
apparel stores, many of which also 
handle shoes, and 450 men’s cloth- 
ing stores, in a great many of 
which are to be found shoe de- 
partments. The survey also showed 
that Brooklynites are doing more 
of their buying in Brooklyn than 
formerly and less in proportion 
than in New York proper. The re- 
tail purchasing power of Brooklyn 
is estimated at more than one bil- 
lion dollars a year. The Brooklyn 
department stores alone do more 
than 100,000,000 a year business, 
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ATLANTIC PRINTING CO. 


Producers of Distinctive 
Shoe Catalogues and 
Shoe Booklets 
201 Seuth Street Boston, Mass. 
Telephone, LiBerty 8673 
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TOLMAN PRINT. INC. 3! 








Big Children’s Business 


Providence, R. I.—I. S. Forb- 
stein, buyer and manager of the 
Outlet’s shoe department, “rolled 
up” a big children’s holiday busi- 
ness. Through a special interior 
and window trim, representing 
“Fairyland,” Mr. Forbstein sold 
approximately $6,000 worth of 
Buster Brown shoes. This amount 
was the result of the activities of 
the week just before December 25. 
At the rate “Buster Browns” sold 
during December, the yearly busi- 
ness would amount to $1,400,000. 

The Recorder’s representative 
called at the store during the 
Christmas rush and noticed that 
in addition to the regular sales 
force, every bookkeeper and stenog- 
rapher in the department were 
called in to assist in selling. 





Rhode Island Association 
Holds Meeting 


Providence, R. I., Jan. 7—The 
Rhode Island Shoe Retailers’ As- 
sociation held its first 1925 meet- 
ing Tuesday night at the Dr. 
Kahler store. A chicken pie supper 
preceded the business session. 
Final plans for attending the N. S. 
R. A. Convention at Boston, Janu- 
ary 12 to 15, were made. 
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Answers the comfort appeal 
of the tired foot 


HE SHOE with the Crawford Arch Sup- 

porting Shank not only relieves the tired 
foot but holds the foot in a position not 
‘readily susceptible to fatigue. 


The Crawford Shank is a resilient brace 
holding the shank of the shoe close to 
the foot when relaxed and support- 
ingitwhen under weight of body. 


Put Crawford Arch Support- ; 
ing Shank Shoes on your it See y 

customers’ feet. It will sag 2 Ba “G@MK SHANK 
prove ‘a profitable d 

experiment. 
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Nhe Shoe with the Gawford 
Arch Supporting Shank 
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United Shoe Machinery Corporation 


BOSTON, MASSACHUSETTS 
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IT BREATHES 


TRADE MARK 


THE “VENTO” SHOE 
HAS MARKED MERITS OF INDIVIDUALITY 


a Your customers SEE that the “VENTO”’ shoe is different. When 
they try it on they FEEL that it is different. When they wear it 
they WORSHIP its difference. A customer SOLD is a customer 
SATISFIED that the “VENTO” shoe is a WONDER. 


HERE IS A DOLLAR PULLER 


of the most reliable kind. 





It is a reputation builder as well as a money-maker. Get back of the 


“VENTO” shoe for more and better business during 1925. 


“THE SHOE THAT 
BREATHES,” 
NOW IN STOCK 


MADE IN FINE 
LEATHERS ON 
STYLISH LASTS 


























This illustration shows a demon- 
stration made with smoke to prove 
the “VENTO” shoe breathes in 
fresh air and expels foul air, while 
being worn. 







STOCK No. 1200 
GUN METAL OXFORD, HAGUE LAST 


STOCK No. 1300 
KID OXFORD, STERLING LAST 


The “VENTO”’ and our full line will be shown at our Boston 
Office, Room 931, Park Square Bldg., also Hotel Essex, Boston. 





You can have an exclusive sales agency for VENTOS, if it has not 
already been taken in your territory. At least, ask for it! 








n THE PRESTON B. KEITH SHOE COMPANY 


BROCKTON . 32 Campello Station 33 MASS. 
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When writing to'Tut Preston B. Keirn Suoe Co. please mention Boot and Shoe Recorder 
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HOWARD & FOSTER'|S 





Gy 


Stock No. 164—Tony Tan Blucher Ox- 
ford. Zev Last. A, B, C, D. Price. . $5.85 
Same in Black. Price............ .$5.85 


THESE NUMBERS ARE GOOD SELLERS AND ARE 
SHIPPED PROMPTLY 


Stock No. 165—Golden Tan Brogue 
Oxford. Hudson Last. A, B, C, D. 
Se ee, oo ee eee ..$5.75 


BOSTON SALESROOM 
183 ESSEX ST. 
Room 503 
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Howard & Foster Co. 


Brockton, Mass. 


(ie I ee Oe ee eee eee eee eee eee bee be ere bree eee Oe ee be eee eee bee Be ore bree bee bee eee pe) 











Stoc 
Shoe 
AAA 
Sam 
Sam 
Price 
Sam 
Price 


Sto 
Flex 
Stoc 
Flex 





MAA RR RR RR BR RE A Re RR ee ee Re Oe Oe a Oe Se Oe Oe Oe Oe Oe SO SO SO Se Pe Oe ee ee ee Oe ee ee ee ee ee A 


When writing to Howarv & Foster Co. please mention Boot and Shoe Recorder 
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Stock No. 201—Black Kid gBlucher 
Shoe. Columbia Combination Last. 
AAAAA/AAA to C/E. Price... .. $6.75 


Same in Brown Kid. Price....... $6.85 
a Same in Brown Kid Blucher] Oxford. 
5 Pete. s . 4s bale oe scbRabacvens ....$6.50 
5 Same in Black Kid Blucher Oxford. 
gn PE eR Brae eas $6.25 





OUR FULL AND COMPLETE LINE INCLUDES 
“EVERYTHING NEW THAT’S GOOD” AS USUAL 


Stock No. 255—Patent Dress Oxford. 
Flexible Sole. A, B, C, D. Price... .$5.25 
Stock No. 257—Dull Calf Dress Oxford. 
Flexible Sole. A, B, C, D. Price. . . .$5.25 





BOSTON OFFICE 


Howard & Foster Co. pies sted 


MARBRIDGE BUILDING 





Brockton, Mass. og HICAGO OFFICE, 





When writing to Howarv & Foster Co. please mention Boot and Shoe Recorder 








BOOT AND SHOE RECORDER January 10, 1925 


HOSE STYLE No. 616 = 
SHOE STYLE Nov 4039 BROGUE 


o% POSNE 


SHOE 








Complete In Every Detail 


Every shoe that leaves our factory is as complete as skillful workmanship can 
make it—in like manner our all-inclusive line of Juvenile Footwear is the last 
word in completeness in that it meets every conceivable requirement. 


Our Spring Line for 1925 offers unusual business builders in infants’, children’s, 
boys’ and young ladies’ shoes. Consistently, new styles and creations are included 
in this line. 

A profitable Juvenile Department can be created from this unusual presentation. 
Write for our Spring catalog. 


“‘The House Specializing in Shoes and Hosiery for Growing Feet 
Exclusively.” 


D*A.POSNER.SHQES. Inc. 


140 WEST BROADWAY 
NEW YORK CITY 


When writing to Dr. A. Poswer, Suors, Inc., please mention Boot and Shoe Recorder 
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Volume Buyers Throng Show in Boston; 
Spring Styles on Display 
(Continued from page 44) 

Nelson B. Trickey, B. A. Corbin Co., Marlboro, Mass. ; 
Sol Bucholz, Becker Shoe Co., Haverhill, Mass.; George 
Carter, Gale Shoe Co., Portsmouth, N. H.; S. D. 

Nichols, Menzies Shoe Co., Fond du Lac, Wis. 

Registration committee: Harley Leighton, chair- 
man, F. S. Elam Shoe Co., 181 Essex St., Boston; Nate 
Loud, Capital City Corp., 207 Essex St., Boston; David 
A. Braude, E. Bottomley Co., 90 Wareham St., Boston; 
Alden K. Wood, Wood-Stevens Co., Salem, Mass.; 
Herbert Holmes, McElwain, Holmes & Talbot Co., Hud- 
son, Mass.; William Porter, Cincinnati Shoe Co., 
Cincinnati, O.; John Mullin, Putnam Shoe Co., Salem, 
Mass.; Dean Swan, Gale Shoe Corp., Portsmouth, 
N. H.; Harry F. Rice, Carroll Felt Shoe Co., Ells- 
worth, Me.; Charles Harding, Harding Shoe Co., 
Haverhill, Mass.; E. E. Leatherbury, Century Shoe 
Co., Macungie, Pa.; Harry Leighton, Paul C. Wolfer 
Co., Everett, Mass.; Carroll Brown, Geo. A. Learned, 
Newburyport Mass.; George O. Anderson, Sargent 
Anderson Co., Salem, Mass.; F. W. Lord, Cushman- 
Hollis Co., Auburn, Me.; F. W. Howe, Cushman-Hollis 
Co., Auburn, Me. 

Transportation committee: W. L. Shelby, chairman, 
H. H. Brown Shoe Co., N. Brookfield, Mass.; Clarence 
P. Spence, Alfred Kimball Co., Lawrence, Mass.; 
Charles Steadfast, Dingley-Foss Shoe Co., Auburn, 
Me.; Irving Porter, Porter & Burns, 78 Lincoln St., 
Boston; Joseph Foley, Putnam Shoe Co., Salem, Mass.; 
James L. (“Timmie”) Todd, Wall, Doyle & Daly, Inc., 
Brockton, Mass.; Joe Goldsmith, Rosenwasser Bros., 
Inc., Long Island City, N. Y.; Abraham Goodwin, 
Lynn Last Co., Lynn, Mass.; M. W. Snyder, H. 8. & 
M. W. Snyder, Inc., Boston, Mass. 

The affair demonstrated that the shoe wholesaler 
is an important and necessary part in shoe distribu- 
tion. Through its style revue it told the following shoe 
fashion story for early and late spring, 1925. 


Worn on the Runway 


For women’s street wear—white shoes, one-straps 
with black trims. White kid and calf and black patent 
was the usual combination. For women’s sport wear, a 
white canvas shoe had a toe calf and lace stay trim of 
white calf—flat heel. The hosiery was white silk, and 
the suit a white flannel, with leopard skin collar and 
cuff trimming. 

For women’s dress shoe wear—gray and black 
patent. For instance, a dress of gray silk crepe, em- 
broidered with chenille, and trimmed at the bottom 
with gray ostrich, with skirt eleven inches from the 
ground, was worn with a pair of opera pumps with 
black patent vamps and gray kid quarters—16/8 spike 
heels. Hosiery was of gray chiffon to match the gown 
and gray kid in the pumps. Costume was brightened 
with a red rose at the low belt line—the model was 
on the Spanish type. 

A black patent vamp, with brown alligator quarter 
was the combination for a woman’s dress shoe; the 
heels were 14/8 Cuban—the hosiery was light tan 
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chiffon—the gown was black, combined with a medium 
shade of blue. 

Plain black satin pumps were combined with burnt 
orange silk hosiery. Blond satin pumps had as the 
quarters a lighter shade of blond developed in a silk. 
Hosiery matched the quarters. 


Women’s Style Summary 


As to heels, there was a variety, from the flat-heeled 
sport shoes to the 17/8 spike dress. Black and white 
combinations were emphasized; as well as gray and 
black; and browns, in all shades were prominent; 
brown in light shades was combined with green gowns, 
and black with browns; alligator and lizard trims 
were strong, and the new “cross-word puzzle” or 
checkerboard vamps, were artistic. Pointed trimmings 
at collar and “slashings” were neatly and effectively 
applied. 

The children, of which there were a large number, 
ranging from mere toddlers to the growing girl, 
showed that low shoes will be very strong. No high 
shoes, whatever, were shown; there were stitchdowns, 
moccasins, dainty sport oxfords and dress shoes. The 
hosiery was almost all of the three-quarters sock type, 
and did not show fancy cuffs 





Irving R. Fisher Is Dead 


New York, Jan. 8—Irving Requa Fisher, president 
of Nathaniel Fisher & Company, well-known New 
York shoe wholesalers with headquarters at 144 
Duane street, died 
at his home, at 116 
East 63rd_ street. 
He was 73 years 
old. The funeral 
was held Wednes- 
day noon at the 
Broadway Taber- 
nacle, Fifty-sixth 
street and Broad- 
way. 

Mr. Fisher had 
headed the firm of 
Nathaniel Fisher 
& Company for 
more than 40 years 
and was one of the 
best known shoe 
men in the coun- 
try. He was active 
in the affairs of 
the National Shoe 
Wholesalers’ As- 
sociation and in his career held various offices in 
that organization. He also was a member of the 
Chamber of Commerce of the State of New York, of 
the Hardware Club, the New England Society and 
the Union League Club. 

He is survived by his wife, who was Miss Carrie 
C. Browning; a son, Irving R. Fisher, Jr., who was 
associated with his father in the shoe business, and 
two daughters, Christina and Maude Fisher. 


IRVING REQUA FISHER 
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THE ARROW TIE 
ONE OF OUR BEST SELLERS 


During Boston Show week, January 12, 13, 
14 and 15, our line will be shown at Rooms 
112 and 114, United States Hotel, Boston. 


STURDY STYLISH SHOES 


IN STOCK 








QUALITY SHOES TO RETAIL AT 
POPULAR PRICES 


“*A word to the wise is sufficient.”’ 


HOPKINS & ELLIS, Inc. 


MANUFACTURERS 

DUNDEE LAST HAVERHILL - - MASS. 
Stock No. 660 

Imported Martin's Tan Scotch Oxford. 6 Rows 
Sti Heavy Single Sole, Flange Leather Heel. 
"oS ~ pe hhlhaliadepamee 
Imported Martin's Black Scotch Oxford. 6 Rows Fi C If h 

Stitching, Heavy Single Sole, Flange Leather Heel. Ine Ua I eathers 


A,7 i; B. 6 to 11; Cand D, 5 to Il 




















Manufaeturers of 


Velvetta Calf— 
Tuscan Calf— 
Russia Calf— 

















Strictly Fine Full-grain Calf Leather 


HUNT-RANKIN LEATHER CO. 
106 Beach St., Boston, Mass., U.S.A 














DANSANT LAST Kentia Plant and Pot 
Stock No. 372 


Bristol Patent Colt Dance Oxford, A to D....$5.0 SMV Natural Prepared 

Stock No. 46 Bt | = With Pot 

Black Ivory Cal Dance Oxford, A to D \ x No. Leaves Height Each Per Doz. 
32769/9 9 = 42in. 


: 32769/11 11 60in. ; . 
THE DALTON CO., lesa =e Soe: it 38 SF 
MFGRS. MEN’S FINE SHOES ; ; Get our SPRING CATALOGUE, illus- 
BROCKTON, MASS. 12 FOR THE ASKING. Makes selertion 
of Flowers, Plants, etc., decorate your 


BOSTON: 183 ‘are window, interior or home; create Easter 
GEO. J. LOVELY, GEO. W. MANSON, JR. Air and Business ahead of your slow 


CHICAGO: 1618 Republic 209 S. State St. competitor. 
E. B. M, ic Bldg. 208 S. Se 


NE ORK: 651 Building FRANK NETSCHERT, INC. 
af GEO. s. DYER ne trkee 61 Barclay Street New York, N. Y. 
o. 











When writing to the above advertisers please mention Boot and Shoe Recorder 
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The *“‘JANQUIL”’ Pump 
Made Over Our New Evelyn Last 


STYLE HH38 


Patent “Janquil’” Buckle Pump, goring 
adjustment, plain toe, 14/8 covered 
wood Spanish heel, light single sole, 


Turn effect. 

Price $5.00 
Po Rr eee Se eee 
TET SR ote CTI 
lO SPR ere ae eee 
SiS nctas aces sizes 214-8 


Order Today and Receive At-Once Delivery 





























rowndttSho 


SPRING STYLES 


—_ 
i Beautiful in design—more appealing to the feminine 
eye than ever before. 


— 


~———_— Our “In-Stock” department is always ready to serve. 


Drown Sn0eG QWNQSIVY, 


Manufacturers Standard Since 1878 St. Louis 





BOOT AND SHOE RECORDER January 10, 1925 


Jani 








The Rose--Marte 


cAs Originated by ELBEE 
Reflects the Mode of the —Moment 


Illustrated here is one of the most popular patterns 
developed by our organization this season. It is our 
own exclusive design and although it has already been 
copied, its originality, graceful lines and fine fitting 

Rose--Marie qualities have not been duplicated. ; ; 
You must surely see this shoe. It will be on display 
noosiianiil nite tia together with our entire line of brand new 1925 Spring 
pan Og a Creations at the Hotel Imperial, New York, during the 
— 17/8 Spike Heel. Ob- entire month of January. 
a ee Our Mr. M. A. Gordon will be on hand to greet you. 


bination of leather or satin. 
Elbee Shoe Manufacturers Co. 


241 Varet Street $2 Brooklyn, N. Y. 

















“Style Creators of Brooklyn” 


SARASASARASAS ASA AS GASARGSSS 











| 





THE 3 W’s LENOX MEANS A QUICK TURNOVER AND A BIGGER BUSINESS 
ON A SMALLER INVESTMENT—3 W’s LENOX STOCK SERVICE IS THE REASON 








A Trademarked 
Line 
In Stock 


$2.75 Samples will be 
shipped at our No. 4835—It is a 3-W’s Lenox Anklet. 


No. 4851—It is a 3-W’s Lenox tie. expense No. 4835—Women’s patent colt, 13/8 


No. 4851—Women’s all patent colt, 3- heel, C and D, 214-8. 

eyelet, 8/8 heel, C and D, 244-8. — y peg 8 patent colt, 8/8 
No. 4850—Women’s all tan calf, 3-eye- Ne. e006 We as “y rn 
let, 8/8 heel, C and D, 2-8. heel, C and D, 234-8. ’ 
Samples of these Numbers Shipped No. 4831—Women’s tan calf, 8/8 heel, 
at our expense. C and D, 24-8. 


$2.60 




















WEIMER, WRIGHT & WATKIN CO. 


39 South Second Street, PHILADELPHIA 








IFA 











When writing to the above advertisers please mention Boot and Shoe Recorder 
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E take great pleasure in announcing a valuable addition to our 

staff in the person of Mr. J. W. McGee. He comes to us particularly 
equipped for his new work by a broad and highly successful experience 
in the different branches of the Shoe Industry. 


Mr. McGee’s activities will be centered about the New York and 
Brooklyn territory, where he is so well known and highly regarded. 


A successful career as a retail merchant, as a salesman and designer 
of style footwear will make Mr. McGee of great value to our entire 
organization and to the manufacturers we serve. 


Here is one more indication of the completeness of our sales and ser- 
vice facilities. 


Your exclusive designs are safe when 
locked in the Dunbar Treasure Chest. 


DUNBAR PATTERN CO. 


SHOE PATTERN MAKERS 


CS. eS 
Nos Sum —. == _ 


—™ 

| gS ac Sa tas 
a iet rz 

a u~ ij 
5 


i Bae 


~ r 
‘va A ThA mee 4 


_ mT ST. LOUIS ~CHICAGO~ MO 
> " 


x 
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BATIK and MARBLEIZED 
LEATHER 


“La Dernier Cri’”’ 


THE NEWEST AND SMARTEST 
SHOE INNOVATION! 


IMPORTED DIRECTLY FROM PARIS 


For Immediate Delivery 


Endorsed by the country’s 
leading shoe manufacturers. 


THE ONLY GENUINE IMPORTED “BATIK” 


Introduced and Sold by 


LEATHER DE LUXE COMPANY 


See this remarkable leather on display in our show rooms 


Suite 832'Marbridge Bldg. - New York City Telephone Fitz Roy 6276 


If) p C4 
UTIL 


A Full Line of Peck Quality Shoes Will Be Shown 
at Booth 91, N.S.R.A. Style Show, Boston 
January 12 to 15 


—— ALSO —— 


DR. CASE ROYAL WORCESTER 
ARCH SPRING SHOES 


THE ORIGINAL CORRECTIVE SHOE 


SHOE COMFORT WITHOUT SACRIFICE OF STYLE OR FASHIONABLE LINES 
A Stock Folder Will Be Sent on Request 


PECK SHOE COMPANY 


Factory, 126 Chandler Street WORCESTER, MASS. 
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Tack Cutting 
Nippers La 


Four thoroughly dependable 
nippers for tack cutting are G/C, 
Climax, Bernard and Manchester. 
Each is guaranteed to perform sat- 
isfactorily its specific purpose. 
The GAC Tack Cutting Nipper, 
which is probably the most gen- 
erally used, is strongly built of 
the best tool steel and is cleverly 
curved to secure the most effi- 
cient results. Climax, Bernard 
and Manchester are equally well 
made, Climax offering the desir- 
able feature of removable jaws 
while Bernard is of compound MANCHESTER 
construction. 








These nippers are made for cut- 
ting tacks only. There are other 
nippers in the G/€C line suitable 
for heel nails and the like. 


United Shoe Machinery Corporation 
BOSTON, MASSACHUSETTS 


Auburn, Me. 87 Main Haverhill, Mass. 145 Essex Milwaukee, Wis. 258 Fourth Philadelphia, Pa. 221 North 13th 
Brockton, Mass. 93 Centre Johnson City, N.Y. 276 Main New Orleans, La. 216 Chartres Rochester, N.Y. 130 Mill 
Chicago, Ill. 18 South Market Lynn, Mass. 306 Broad New York, N.Y. 37 Warren St. Louis, Mo. 1423 Olive 
Cincinnati,O. 708 Broadway Marlboro, Mass. 11 Florence J.K. Krieg Co.N.Y.39 Warren San Francisco, Cal. 859 Missjon 


PBEB EBLUL OLIOIOI OOOO 0000090000000 05 0000000000 O0O6O0OS 
PE OHBOD IDI IOI 0909090999 0909-09009: 009-069 09 09 0D ODED 
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BX My Boudoir Business Grows 4 APPROVED BY 
This shows that sales at retail in MEDICAL = ‘ 
all parts of the country are con- Aso sturdy ougpert Son, as a fully 
tinuous. The public likes a nice shoe, the Darkiey Venti- ., 
article and is willing to pay for it; — a surgeons recommend its 
but my boudoirs do not tax use. 
their purchasing power ehildven’s chess etua- 
heavily. In Stock, Black a plete by sending your 
and Colors. Rubber and — >. 2138 Birt 
Leather Heels. f immediate action. . 
At Once Deliveries Hat 
If your jobber cannot supply you, write me a ag ding Der 
e treet : 
A. W. GREE LEY Brockton, Mass. Bri 
D4 12 Duncan St. - - - Haverhill, Mass. k 
Wa 
chi 
Al 
Chi 
A 
sl 
bi 
] 
a 
: Your Feet : 
lg Will have a ; Lou 
‘These Merry : i 
Shoes Christmas ~ al str 
fea inng| oman | Gi " 
Et ennul s Ned . Bos 
for w 
Fal 
; 
Fit 
ATTRACTIVE WINDOWS “STOP” the passer-by. ‘ 
Good Show Cards are a mark of a progressive, wide-awake store. They - 
tell your story right at the point of contact with the customer. a 
The RECORDER SHOW CARD SERVICE is designed by men who know ~ 
the shoe business from YOUR angle. It is attractive and compelling. Write ‘ 
for details. $4.00 per month. 7" 
RECORDER : 
SHOW CARD SERVICE 
189 West Madison Street Re 
CHICAGO ILLINOIS a! 
E 
Lot 
b 
NOW READY‘%! WHERE THE BUYER q 
sg Dace mi of SEEKS THE SELLER , 
pobherenee on saeeare In the CLASSIFIED ADVERTISING SEC- 
Flexible Leather Binding, Fits Vest Pocket —(2% x 534) TION of the Boot and Shoe Recorder. : 
MORE CHANGES THAN EVER The — od —_ not a to create Ca 
esire. The desire already exists in the prospective : 
east BY a buyer’s mind, and he seeks out the want ad. It is a e 
$2.00 Paid case of the buyer seeking the seller. ct 
ORDER NOW! Boot and Shoe Recorder Classified Advertising ‘ 
can do for you what it is doing for others. Keep Iro 
SHOE TRADES PUBLISHING CO. it in mind—and in action. : 
683 ATLANTIC AVE. Tel. Liberty 0190 BOSTON, MASS. Le 
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BUSINESS REVERSES 


Birmingham, Ala.—Berry Shoe Co., wholesale 
shoes, reported petitioned or petitioner in 
bankruptcy. 

Hartford, Conn.—N. Glanz, shoes, etc., re- 
ported offering to compromise at 25 per 
cent. 

Denver, 
Jacob Brodsky, 
ported assigned. 

Bridgeport, Conn.—Jeanette Newman, shoes, 
ete., reported petitioned or petitioner in 
bankruptcy. 

Washington, D. C.—College Shoe Shop, shoes, 
reported offering to compromise at 50 per 
cent. 

Chillicothe, Ill—Herman. Riseman, shoes, etc., 
reported receiver appointed. 

Auanta, Ga.—Dunlap Shoe Stores Co., shoes, 
reported petitioned or petitioner in bank- 


Col.—-New Plymouth Clothing Co., 
proprietor, shoes, etc., re- 


ruptey. 

Chicago, Ill—Sam Kozlenko (120 No. Cicero 
Avenue), (1026 No. California Avenue), 
shoes, reported petitioned or petitioner in 
bankruptcy. 

Louis Miller (3855 W. North Avenue), 
hoes, etc., reported petitioned or petitioner 
in bankruptcy. 

Isidore Zissen (1511®W. Chicago avenue), 
shoes, reported petitioned or petitioner in 
bankruptcy. 

South Bend, Ind.—James A. Mogle, shoes, etc., 
reported petitioned or petitioner in bank- 
ruptey. 

Louisville, Ky.—Ben Pushin (So. Third Street), 
shoes, etc., reported petitioned or petitioner 
in bankruptcy. 

Shreveport, La.—Sam Mehlman, shoes, etc., re- 
ported petitioned or petitioner in bankruptcy. 

Taunton, Mass.-—Colby’s, Inc., shoes, etc., re- 
ported offering to compromise at 27% per 
cent. 

Boston, Mass.—-Louis Fine (117 Salem street), 
wholesale and retail shoes, reported assigned. 

Benjamin Moshenberg, shoes, reported pe- 
titioned or petitioner in bankruptcy. 

Fall River, Mass.—Conroy & McGee, shoes, re- 

ported assigned and meeting of creditors 

¢. . 

Fitchburg, Mass.—Johnson Bros., Fitchburg 
Shoe Store, shoes, reported meeting of cred- 
itors called. 

Revere, Mass.—H. Casores, Quality Shoe Store, 
shoes, reported assigned. 

Worcester, Mass.—Ida Brown, shoes, etc., re- 
ported petitioned or petitioner in bankruptcy 

M. Katz Shoe Co., shoes, reported assigned. 

Detroit, Mich.—Jack Golden (7444 Michigan 
avenue), shoes, reported petitioned or peti- 
tioner in bankruptcy. 

Minneapolis, Minn.—Bachman Shoe Co., whole- 
sale shoes, reported petitioned or petitioner 
in bankruptcy. 

N. E. Roney (2611 E. Lake street), shoes, 
reported petitioned or petitioner in bank- 


ruptcy. 

Redlake, Minn.—John G. Morrison, Jr., Chip- 
pewa Trading Co., general merchandise, re- 
ported assigned. 

Brooklyn, N. Y.—-Kaplan & Malkind, Fulton 
Bootery, (386 Bridge street), shoes, reported 
assigned. 

Long Island City, N. ¥.—Plaza Shoe Co., Inc., 
shoes, reported petitioned or petitioner in 
bankruptcy. 

Buffalo, N. Y.—Leff’s Boot Shop, Inc., shoes, 
oe offering to compromise at 25 per 
cen 

Jamaica, N. Y.—Jamaica Shoe Market, Inc., 
shoes, reported petitioned or petitioner in 
bankruptcy and receiver appoin 

New York, N. Y.—Morris Dopkin (921 E. 
169th street), shoes, reported meeting of 
creditors called. 

Charles W. Salomon (18 Burling Slip and 
branches), shoes, ete., reported petitioned or 
petitioner in bankruptcy. 

Canton, O.—Harrington Shoe Co., shoes, re- 
ported petitioned or petitioner in bank- 
ruptcy. 

Chillicothe, O.—H. D. Minces & Son, shoes, 
ete., reported petitioned or petitioner in 
bankruptcy and receiver appointed. 

Cincinnati, O.—H. D. Minces & Son, shoes, 
ete., reported petitioned or petitioner in 
bankruptcy and receiver appointed. 

Ironton, O.—H. D. Minces & Son, shoes, etc., 
reported petitioned or petitioner in bank- 
ruptcy and receiver appointed 

Leipsic, O.—S. W. Smith, Smith’s Shoe Store, 
shoes, reported assigned. 
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Toledo, O.—Wilson & Co., The Wilson Six Co., 
shoes, etc., reported petitioned or petitioner 
in bankruptcy and offering to compromise 
at 20 per cent. 

Bethlehem, Penn.—Hugo Gertsman, The Globe 
Store, department store, reported petitioned 
or petitioner in bankruptcy. 

Braddock, Penn.—Solomon Walkowitz, shoes, 
ete., reported petitioned or petitioner in 
bankruptcy. 

Cassandra, Penn.—Harry Reese, shoes, etc., 
reported petitioned or petitioner in bank- 


ruptcy. 

Moneseen, Penn.—O. F. Piper, shoes, etc., 
reported petitioned or petitioner in bank- 
ruptcy. 

Greenville, S. C.—Martin’s Department Store, 
shoes, etc., reported petitioned or petitioner 
in bankruptcy. 

Memphis, Tenn.—Morris Levine, shoes, etc., re- 
ported petitioned or petitioner in bankruptcy 
and receiver appointed. 

Louis Prince, shoes, etc., reported peti- 
tioned or petitioner in bankruptcy. 

El Paso, Texas—A. M. Badough, The White 
Bootery, shoes, etc., reported offering to 
compromise at 30 per cent. 

Salt Lake City, Utah—The 
reported receiver appointed. 


Booterie, shoes, 


BUSINESS CHANGES 


Los Angeles, Cal.—Goldberg & Lieberman, 
shoes. reported succeeded by S. S. Yoder. 
St. Petersburg, Fla.—Badger & Black, shoes, 
etc., reported partnership dissolved and suc- 

ceeded by F. L. Badger. 
Carthage, Ill—J. H. Van Winkle, The Royal 
Store, shoes, etc., reported succeeded by W. 


S. Walton. 
Orland, Ill.—L. Woshnick, shoes, reported sold 
or closed out business at Orland and moved 


to Chicago. 

Springfield, Ill—Jerald Clothing Co., shoes, 
etc., reported sold out to J. A. Oberman. 
Boston, Mass.—Max M. Adler Co., wholesale 

shoes, reported liquidating. 
Lynn, Mass.—Fashion Shoe Co., manufacturers 
and exporters of shoes, etc., incorporated 


Medford, Mass.—Thomas O’Brien & Sons, Inc., 
clothing, shoes, ete., incorporated $25,000. 
Newark, N. J.—Mutual Leather & Finishing 
Co, (12 Ferry street), incorporated $100,000. 
Woodcliff, N. J.—Max Levine, shoes, reported 

moved to West New York, N. J. 

Ambridge, Penn.—Ambridge Outfitting Store, 
shoes, ete., reported partnership dissolved 
and succeeded by Sigmund Branowitzer. 

on, Penn.—Lebanon Valley Shoe Co.. 
shoe manufacturers, reported sold out to 
Kreider Cross Shoe Co. 

Johnson City, Tenn.—Hunter Shoe Co., whole- 

sale shoes, reported liquidating. 


BUSINESS REVERSES 


Birmingham, Ala.—Jefferson Shoe Co., whole- 
sale shoes, reported offering to compromise 
at 52% per cent. 

Berry Shoe Co., wholesale shoes, reported 
petitioned or petitioner in bankruptcy. 

Perris, Cal.—Ed Sioon, shoes, etc., reported as- 


signed. 
Cal.—Cari Shirek, 


Stockton, 
ported assigned. 

Tampa, Fla.—David Cohen, Cohen’s Boot Shop, 
shoes, reported petitioned or petitioner in 
bankruptcy. 

Atlanta, Ga.—Guarantee Shoe Store, shoes, re- 
ported petitioned or petitioner in bankrupt- 


cy. 

Philip Pamarance (106 Edgewood avenue), 
8 , ete., reported petitioned or petitioner 
in bankruptcy. 7 

Savannah, Ga.—Rankin Shoe Store (325 E. 
Broughton street), shoes, etc., reported of- 
fering to compromise at 20 per cent. 

Chicago, Ill.—Louis Lipman (1131 Milwaukee 
avenue), shoes, etc., reported petitioned or 
petitioner in bankruptcy. 

Meyer Levine (1148 Washburne avenue), 
shoes, reported petitioned or petitioner in 
bankruptcy. 

Joseph Cohen, New York Bootery (341 W. 
North avenue and 3070 Lincon avenue), 
shoes, reported assigned. 

Raymond, Ill.—Fred Huthrie, apoes, repo! 
petitioned or petitioner in bankruptcy. 


shoes, ete., re- 


93 


Waterville, Me.—Otto N. Larsen & Co., shoes, 
ete., reported petitioned or petitioner in 
bankruptcy. 

Ayer, Mass.—Bernstein Shoe Co., Harry Bern- 
stein, proprietor, reported meeting of cred- 
itors called. 

Lowell, Mass.—Bernstein Shoe Co., Harry 
Bernstein, proprietor, shoes, repo meet- 
ing of creditors called. 

Pontiac, Mich.—Louis H. Klein, shoes, etc., 
reported petitioned or petitioner in bank- 


ruptcy. 

Sedalia, Mo.—R. W. Berry, Berry’s Boot Shop, 
shoes, reported petitioned or petitioner in 
bankruptcy. 

Boston, Mass.—Abe Katz, shoes, reported as- 

Brockton, Mass.—Singer Shoe Co., Samuel 
Singer, proprietor, wholesale shoes, reported 
assigned. 

Wakefield, Mass.—C. Banfati & Co., shoes, etc., 
reported petitioned or petitioner in bank- 
ruptcy. 

Ware, Mass.—George Schoum, shoes, etc., re- 
ported petitioned or petitioner in bank- 
ruptcy. 

Kansas City, Mo.—Harry Adelstein, shoes, etc., 
reported petitioned or petitioner in bank- 
ruptcy. 

Brooklyn, N. Y.—David Goldstein (491 How- 
ard avenue), shoes, reported meeting of 
creditors called. 

Katz Bros. (7411 5th avenue), shoes, re- 
ported meeting of creditors called. 

New York, N. Y.—Foot Protector Shoe Co., 
formerly at 467 Lexington street, retail and 
mail order shoes, reported assigned. 

Chillicothe, O.—Herman Ricemann, shoes, re- 
ported petitioned or petitioner in bankrupt- 


cy. 

Bristow, Okla.—N. W. Rudman, Palace Cloth- 
ing Co., shoes, etc., reported petitioned or 
petitioner in bankruptcy. 

Philadelphia, Penn.—Penn Shoe Co., not in- 
corporated (19 N. 4th street), wholesale and 
manufacturers of shoes, reported petitioned 
or petitioner in bankruptcy. 

Reading, Penn.—Fogelman Bros., shoes, etc., 
reported petitioned or petitioner in bank- 
ruptcy. 

National Shoe Corporation, shoes, etc., re- 
ported receiver appointed. 

Memphis, Tenn.—Abraham Glassman, shoes, 
etc., reported petitioned or petitioner in 
bankruptcy. 

Max Hanover, shoes, etc., reported offer- 
ing to compromise at 25 per cent. 

Houston, Texas—Max Wenograd, shoes, etc., 
reported petitioned or petitioner in bank- 
ruptcy. 

Seattle, Washington—The House of Bargains, 
Inc., shoes, etc., reported offering to com- 
promise at 30 per cent. 


BUSINESS CHANGES 


Phoenix, Ariz.—R. & S. Wilson, Wilson's Bar- 
gain Store, shoes, reported selling out Jan- 
uary 1. 

Stamford, Conn.—Self Service Shoe Store, 
Arthur Smith, proprietor, reported sold out 
to Balter Shoe Co., Inc. Will continue 
store at Port Chester, N. Y. 

Chicago, Ill.—Phillip Perry (736 No. Clark 
Street), shoes, ete., reported succeeded by 
William P. Perry. 

Hancock, Md.—Aaron J. Isaacs, shoes, etc., re- 
ported selling or sold out. 

Beardstown, Il].—Otto Siekman’s Estate, shoes, 
reported succeeded by R. J. Siekman. 

Chicago, Ill—Lake View Slipper Works, 
Arnold Schmitz, proprietor (1282 Belmont 
avenue), manufacturers of slippers, re- 

rted di = 


po’ tinuing 
Ablin & Silverman (1167 W. Madison 
Street), shoes, reported partnership dis- 
solved and each to continue alone. 
Boston, Mass.—John Davis Shoe Stores, Inc., 
shoes, capital stock reduced by $250,000. 
Way Leather Co., leather, moved to 121 
Beach Street. 
Brockton, Mass.—Daly Corporation, shoe 
manufacturers’ goods, incorporated ,000. 
Lynn, Mass.—T. J. Sullivan Shoe Co., Inc., 
manufacturers, incorporated $100,000. 
North Adams, Mass.—Quintet Stores, 
shoes, etc., incorporated $100,000. 
Detroit, Mich.—Joseph Dyki (3236 Davison 
Avenue E.), shoes, etc., reported succeeded 
by Michael Jeszke. 
Moorhead, Minn.—The Hub Clothing Co., 
shoes, etc., reported sold out to Melvin 








Inc., 


Ocean City, N. J.—Max Posner, shoes, ete., 
reported succeeded by Max Posner, Inc. 
Trenton, N. J.—Ideal Shoe Shop, shoes, re- 
ported sold or closed out business. 

Brooklyn, N. Y.—Saul & Bieber (358 Saratoga 
avenue), shoes, reported selling or sold out. 

New York, N. Y.—Louis Wolkowitz (2211 Sec- 
ond Avenue), shoes and repairing, moved to 
783 Grand Street, Brooklyn. Formed partner- 
ship with Paul Wolkowitz now operates as 
Wolkowitz. 

Dayton, O.—The Entroth Shoe Co., shoes, etc., 
incorporated $10,000. 
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CLASSIFIED AND OPPORTUNITIES DEPARTMENT 


Recorder rates for space less than one-eighth page per 





each insertion. 

cents. For other “Want”’ 

advertisements, each insertion. Mini- 

See ter ta 

up to noon on Tuesday publication date. vertisers 

desire answers to come in care of this twelve words must be 

for address. advertisers desire 

replies direct to their address, each word of the address 

tnust be counted inthe advertisement and paid for coordingly. Answers 
to ads must be sent under letter postage. 


ITIONS WANTED—Four cents ttre co word for 
P'sinimam inimum amount accepted, seventy. 


Ttimes 13times 26times 52 times 


$4.00 $3.50 $3.00 * - 2 os 
8.00 7.00 6.00 allowed in each 


12.00 10.50 9.00 ?. 30 
16.00 14.00 12.00 10.00 





Sd eee 


eT ex 








Payment in advance is required, except when regular advertisers, as amounts are too small to open accounts 














SALESMEN WANTED 


SALESMEN WANTED 


SALESMEN WANTED 








ALESMAN WANTED for Central and 

Southern Illinois to sell a snappy line of 
Men’s Dress Shoes, ranging in price from 
$3.60 to $4.00. Give references and experience 
in first letter. E. B. Piekenbrock & Sons, Du- 
buque, Iowa. 


IDE LINE: We want 10 or 12 men to carry 
oe “In-Stock” shoes. Just one case of sam- 
resenting twenty snappy and staple 
styles **Piberal commission. Must have men 
with record and established trade. State lines 
now carrying and amount of time you can 
devote to our line. Address B-226, care Boot 
and — Recorder, 189 W. Madison St., Chi- 
cago, 








e- MEN WANTED: To carry our ~ 

r tre line of Children’s Novelty 

and Btitchdowns. Up-to-the-minute ” styles. 

Stock Proposition. y &. p 

ready. Sizes in First Steps, 5/8’s and Fi /11’s. 

Territory open in Washington, Oregon, orth 
South Dakotas, Wi Mi 











SHOE SALESMEN WANTED 


If you contemplate a change on January 1, or care to add an- 
other line to those you are now carrying, get in touch with us 
at once, as we have some desirable territory open. We make 
Men’s Unlined Working Shoes, Goodyear Welt and Nailed, 
medium price, but high in quality. When you write give us full 
particulars as to experience and qualifications. 


NORTH LEBANON SHOE FACTORY, 
Lebanon, Pa. 











and ot 
Colorado, Arizona, New Mexico, Kentucky, 
Tennessee, G ia and : sae Flexible Shoe 


Li ave , 








ALESMEN to carry manufacturer’s line 

WOMEN’S hm AND LEATHER MC- 
KAYS, priced to sell large trade buying case 
lots. Can be carried with non-conflicting line, 
all territories. Commission basis. Exceptional 
opportunity for real producers with Al ac- 
counts. Give references. Address B-227, care 
Boot and Shoe Recorder, 207 South Street, 
Boston, Mass. 





ALESMAN to carry nationally-known line 
of Turn Boudoirs, in colored leathers and 
quilted satins (leather soles) ; also Ballet Slip- 
oy Ay soft on if hese toes, as side line. Address 
228, the Boot and Shoe and Shoe Re- 
Recorder, | 207 South Street, Boston, Mass. 


GALESMEN WANTED: Men of ability to 
carry Carpenter Soft Soles and Intermedi- 
ate Infants’ Self Starters in New England, 
Michigan, Northern Ohio, Iowa, Washington 
and Oregon. High rates of commission. A real 
side line for producers. Carpenter Shoe Co., 
Rochester, N. Y. 





GALESMEN WANTED: To carry live side 
line of Soft Soles, Intermediate Self Start- 
ers and 1 to 5 turns. High rate of commission. 
Full particulars in first letter. C. H. Hawkes 
& Son, Rochester, N. Y. 





GHOE SALESMEN—Side line Men’s Leather 
and Felt Slippers. Some good territory open. 
Wire for proposition. Felt City Slipper Co., 
Dolgeville, N. Y. 


XPERIENCED SALESMAN wanted to carry 

on commission line of Infante’, Children’s 
and Misses’, Kesco Turns and Stitchdowns, in 
Montana, N. Dakota, South Dakota, Minne- 
sota, Wisconsin and Michigan. 
—-— The Kepner-Seott Shoe Co., Orwigs- 
urg, Pa. 


GALESMEN for for a real snappy condensed spe- 
cialty line, branded ladies’ and men’s nik 
hosiery. Sold with a guarantee to the Dry 
Goods, Shoes and Specialty shops throughout 
the country ; easily carried ; state territory cov- 
ering and line now handling. Address B-172, 
care Boot and Shoe Recorder, 207 South Street, 
Boston, Mass. 











Arkansas-Texas and Oklahoma terri- 
tories open with a Nationally known 
line of shoes for boys, misses and chil- 





Manufacturer of women’s 


Shoe Recorder. 207 South 
Street, Boston, Mass. 














STATES: NEW YO 
ILLINOIS. SPRING LINE MEN’S 


Resident Shoe Salesmen Wanted 


ERIENCED SHOE SALESMEN WANTED IMMEDIATELY FOR FOLLOWING 
RK, NEW —, tg gt ye OHIO, MICHIGAN, AND 


DELIVERY. GOOD PROPOSITION FOR HUSTLERS. STATE REFERENCES 
D. GOLDMAN & SONS, 194 Lincoln Street, Boston, Mass. 


RADE WELTS IN STOCK, IMMEDIATE 
IN FIRST 











ssa ea PRODUCERS WANTED! 


territories 
Ivania; Kentucky; Tennessee; Virginia and West 


shoes. All shoes carried in 
are open in the following states: 





WANTED—Salesmen to cover a western ter- 
ritory and one mid-West territory where 
we have an established business. W ee 
unmarried salesmen a 
high-grade line of men’s dress shoes. Will 
consider young men with successful retail ex- 
perience ve good character and business 
references. Strong in-stock department; 6% 
commission; will advance traveling expenses 
to apply on earned commissions. Give age and 
reference in first letter. Nunn, Bush & Weldon 
Shoe Co., Milwaukee, Wis. 





ag WANTED for Alabama, Ten: 

see, Arkansas, Missouri, = = 
sell snappy line of men’s dress 
ranging in price from $3.60 to rt Kindly 
give reference and ex % 
E. B. Piekenbrock & ns, 





ALESMEN WANTED to sell popular-p 

line infants’ 1/6 flexible t tarn and 2/11 pret 
down shoes of merit, in connection with line 
now handling; over ane —, a ped. 1% 
commission. Give re Il particu- 
lars. Se Shoe _ “120 ‘St. Peal Roches- 
ter, N. Y. 





Ten (10) Salesmen wanted who know 
they can produce results selling a 
strong line of Men’s Calf Skin Welts, 
snappy patterns, to retail at $5.00. 
Straight 6% commission. Coble Shoe 
Company, Humboldt, Tenn. 








Sell 


California’s Favorite 


Outdoor Shoes 


4,000 dealers west of the Rockies sell 
“Buckhects.”’ dealers are 
writing in response to national adver- 
tising; easily lined up on special sell- 
ing features of high and low tops. We 
want salesmen on commission basis 
with established trade east of Rockies. 
Write for Style Book and proposition. 


First Street, San Francisco, California. 














|] ROBY >In eeza— 
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SALESMEN WANTED 


BUSINESS OPPORTUNITY 





BUSINESS OPPORTUNITY 





E offer opportunities for real live 
salesmen to sell our line of growing girls’ 


Misses’, children’s d turns and 


ished territory wi good 
— for immediate shipment. Onl Only men 
ability need apply with references in first 
. A. E. Brown Shoe Co., Orwigsburg, P; 


i 








217% W. Water St.. Syracuse, N. Y. 


ANTED—Experienced salesmen, 
y Ra 4, Pay 


o33 


tock 
Westcott Wh 





ATTENTION, SHOE CLERKS—If you 
energetic, and have the ambition 


an openi for 


B-185, care Boot and Shoe Recorder, 1 
Madison St., Chicago, IIL. 


e5| PRES 








For a Chosen Few 


One of the livest, smartest lines, of 
Women’s Popular Priced New England- 
Made Novelties (You know the name 
and so does every dealer in the coun- 
try), is open in the follewing states: 
Alabama, Florida, Georgia, Louisiana, 
New York State and Tennessee. These 
territories will go to the men who can 
supply the best of references and who 
are not dependent on the House for 
financial support. Preferably men car- 
rying a high-grade side line, who 
know good business and how to get 
it. Straight 5% commission basis. In- 
Stock Styles; the kind every live mer- 
chant wants to sell for $4.00 to $5.00. 
A short Line of Leaders; heavily ad- 
vertised, Intense co-operation. Sell 
yourself in first letter. Address B-204, 
care Boot and Shoe Recorder, 207 
South Street, Boston, Mass. 











OPPORTUNITY 
FOR A YOUNG SALESMAN 
C. B. Slater Company needs a young 

man to assist in extending and building 
their business in the Middle West: Min- 
nesota, Wisconsin, Iowa, Illinois, and 
Indiana. 


The man we would employ would re- 
side in Chicago and would work with 
a man who now represents us in this 
territory. Do not apply unless you are 
willing to live in this sect ga 

veling expenses and salary 
commensurate with his ability will be 
allowed. 

When you apply, give complete in- 
formation about age, education, ex- 
perience, territory travelled, and for 
whom you have worked. C. B. SLATER 
COMPANY, South Braintree, Mass. 











WANTED 








located in the New York district. 


$25,000.00 to $50,000.00. 





OPPORTUNITY 


For a good inside or outside shoeman to purchase the interests of a re- 
tiring partner, of an old established factory, making fine welts and turns, 


NO LIABILITIES—ALL ASSETS 


Seldom does an opportunity like this present itself, to acquire ‘an in- 
terest in a well paying and well known factory. Capital required about 


All communications strictly confidential. Address B-231, care Boot and 
Shoe Recorder, 207 South Street, Boston, Mass. 








ATTENTION, RETAIL CLERKS. If you have 
a small amount of 


owas ht forward, above- 
sition, made with a 
- 


Bank, Milwaukee, W 





SALESMEN WANTED 


ALESMEN WANTED to carry Rochester’s 

best-known line of Infants" 3° Soft Soles and 
Moccasins and Infants’ and Children’s Turns 
and Stitchdowns from 1/5 to 11%4/2, in con- 
nection with present line. Good openings in 
New England, Middle, Western and Southern 
States. We make quick delivery and pay highest 
commission. Applications considered only from 
men with established trade and good record. 
Give full particulars in S letter. J. J. 
MacMaster, Rochester, N. Y. 








POSITION WANTED 








BUYER WANTED 








SHOE BUYER WANTED 


CROWLEY MILNER AND CO. 
Detroit, Michigan 














LINE WANTED 





HHOROUGHLY EXPERIENCED sh 
thirty-five, married, making change Feb. 
lst, wishes good position on Pacific Coast 
inland. Capable managing department. Al ref- 
erences. Address B-232, care Boot and Shoe 
Recorder, 207 South Street, Boston, Mass. 


MANAGER. ten years’ experience, desires 
connection with chain store or department 
store. Address K-741, care Boot and Shoe Re- 
corder, 127 Duane Street, New York. 








AGENT WANTED 








Wanted for the districts of New York, 
Boston, Lynn, Mass., Haverhill, St. 
Louis, a real live go-ahead agent or 
travelling representative to undertake 
the representation and sole agency for 
these districts of a large Boot and Shoe 
Textiles Manufacturing firm with fac- 
tories situated in Macclesfield and 
Lyons, France, making every variety of 
Linings, Satins, Brocades and Tinsel 
articles. The proofing and combining of 
these articles is their specialty. They 
are open for one, two or three agents 
with an excellent connection in the 
American Boot and Shoe Industry. Only 
those with experience and having 
handled these articles previously need 
apply. Commission only will be paid. 
Prices will be F.O.B. or C.LF. Large 
stocks are always carried, and this 
house asks for agents having handled 
these goods to write to Box B-230, care 
Boot and Shoe Recorder, 207 South 
Street, Boston, Mass. 











GALESMAN, ten years’ experience, desires 
connection with reliable house on latest 
novelty shoes. Address B-233, care Boot and 
Shoe Recorder, 127 Duane Street, New York. 


15 YEARS SELLING SHOES TO THE 
JOBBING AND VOLUME TRADE 
A high-grade salesman is open for en- 
gagement with reliable concern. Ac- 
— with the big buyers from 
coast coast. Children’s line pre- 
ferred, Tat not essential. Address K-740, 
care Boot and Shoe Recorder, 127 Duane 

St., New York. 





FOR LEASE 


FF LEASE—Very desirable space, in best 
store in Illinois town of 3,000, for shoe de- 
partment, no competition. Will rent space, fur- 
nish light and heat, and permanent window 
display space, for $25.00 per month. Also very 
convenient clerk service for relief work. No 
old stock to buy, splendid opportunity for 
some young man desiring to get in shoe busi- 
ness. Robbins-Hutson Co., Fulton, Illinois. 








FOR SALE 

OR SALE—New modern shoe store, me 
eee. 
to 
- 
. ‘orma: to 
Green, Green Bros., 2185 W: ington 

St., Boston, Mass. 


For SALE—Shoe store, including stock, fix- 
tures and lease, at bargain price. Stock will 
inventory around $5,000. Address 1218 Wood- 
lawn Street, Scranton, Pa. 
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MISCELLANEOUS 


MISCELLANEOUS 








for thirty-five = 
our exclusive 
Ge] 


Saree, 


2416 No, 10th St. 





We are the originators and 
tured 4 MILBRADT Rollti 
ears. 


MILBRADT 
Rolling Ladders 
and 


BICYCLE 
Rolling Ladders 


have manufac- 


on diferent syle of of f MILBRADT ole 
+t All goods are 


are made in 


line, whatever they may be. 
Write for complete catalog 


Milbradt Manufacturing Co. 


St. Louis, Mo 











FOR RENT 





OR RENT—Half of our Exclusive Ladies’ 
Shoe Store for a Men's Shoe Department. 

Best location in the city. Rent reasonable. 

Address Tru Fit Shoe Co., Clinton, Iowa. 





WANTED TO PURCHASE 








THE NEW YORK EXPORT 
PURCHASING CORPORATION 


596 BROADWAY, NEW rom. N.Y. 
Phene—Canal 687 


WILL | SLOW oxLLERS. FOR 
BUY (ENTIRE STOCKS” 








CASH PAID 


for shoe stores or surplus stocks of shoes 

or for other merchandise. Leases taken over. 

We will send a representative to investigate 

and make offer upon request. 

Kalter Cerf. Mercantile Co., Inc. 
591 Broadway, New York City 
Phone Spring 5160-5161-5162 








HIGHEST CASH PRICES PAID 
for entire shoe stocks. We also buy your 


term 
off your hands. Wire or AF meh =. Corres) 
ence confidential. Established 1890. 
MAX CLAumEne 
w - Church _y~ maytag 
e purchase thing, ts, furnishin 
goods, etc. Phone Canal 6940 








We buy ich end pay Mohest cash price 
for retail col uncles itocks of shoes or any 
other merchandise. ~~" no object. 

For 30 years our specialty. 

Bank and mercantile reference. 


BROOKLYN PURCHASING SYNDICATE 


——_ WALKER, Proprietor 
610 Broadway, Brooklyn 
Phone Stagg 17 





Made Only of Wood 
for all lines 
IMMEDIATE 
SHIPMENTS 
Send for Catalog 
THe Oscar OnKen Co. 
611 Ww. FOURTH ST. 
CINCINNATI, he 


not ma 
Metat Fiatures or Show Cases 


ESTABLISHED 1880 











DIES 


% inch at 12 cents per 
running inch. 
14% inch at 17 cents per 
running inch. 

Minimum 15 inches 


PROMPT ou oualry 


DELIVERY 


FOLEY & HALLQUIST 
1313 North 7th St. 








‘a ST. LOUIS MO. ag 





HIGHEST PRICE PAID 


SHOE STORES 
OR SURPLUS STOCK 
Also Purchase Gent's Furnishings, Clothing, etc 
YOUNG & CO. — 
315-317 Church St.—New York, N. Y. 
Telephone Canal 0356 








IDEAL ROLLING 
LADDERS 








are 
25% Chea; 

a eccnaies 

Write for Catalog 
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ADVERTISING RATES—Card of Advertising 
Rates furnished on application. For rates for 
bs aa For Sales, etc., see Want Page. 


ecaution is taken - BOOT AND 
SHOE” ‘CORDER to rinting any 
statement likely to mislead its condos. The 
pwbhlishers reserve the right to reject any 
advertising or reading sentir eahieh to 008 te 
line with this policy. 





OFFICES IN 


poston OFFICE: 207 South Street. 
~~. KTON —— 224 Moraine St. Geo. 


W. R. Hill, Manager, Telephone 
CHICAGO OFFICES I te West Madison St. Tele- 
Maine B. C. Bowen, iy 
ST. LOUIS OFFICE. 1627 Locust St. H. M. 
Bowen -_ C. Bowen, Manager). Telephone 


NEWS YORK OFFICE: Room 101, Graham 
27 Duane St. H. a Scott, Manager, Tel- 


phone Whitehall 7454 
PHILADELPHIA OFFICE: Room 524 Perry 
Bldg, a Chestnut St. H. Walter Scott, 


me Locust 3868. 
HAVE NMILL © ICE: Chamber of Commerce 
ey, ational Bank Bldg. Geo. 


CINCINNATI "oFric E: Second National Bank 
| ee . M. (B. C. Bowen, Manager). 


Canal 1368 
ROG TER OFFICE: 626 Powers Bldg. Ro- 
— L. Seward, W. ae York Repre- 


tative. T Stone 1 
LYNN OFFICE: Fred A. Gannon 
MILWAUKEE OFFICE: Leonard E. 
Bowen, Saenenry, 405 Broadway. T: 


Investment Bldg, 1 é 
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bi = ey het Orrick. 
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BRAZIL: Gerente, John S. Fitch, 33 Rue General 
Cc 88 Sob. 
Sas Md and WB Rosas 1123-1127. Otto- 
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JAPANESE OFFICE: Yokohama. J. F. Wager, 
anager. 
SPAIN: Gerente, Leoncio de Miguel, Librere 
Editor, 20. Fuencarealy Madrid: 





MISCELLANEOUS 








Metal Shoe Fitting Stools 


and Fioor 


No. 141 


} Sar Bap THE CHICAGO 
ond price WIRE CHAIR CO. 


621 N. La Salle’ Street, Chicage, Mil. 
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1,215 factories: 


WASHINGTON, D. C., December 9, 1924.—The 
Department of Commerce announces the following 
information with regard to the production of boots 
and shoes in October, 1924, based on reports re- 
ceived from 1,094 manufacturers, 


The total production of boots and shoes during 
the month of October, 1924, amounted to 30,534,039 
pairs, as compared with 27,715,872 pairs in Septem- 
ber, 25,473,054 pairs in August, 30,704,883 pairs in 
October, 1923, and 30,365,648 pairs in October, 
1922. Comparative figures for January-October 


Production of Boots and Shoes for October, 1924 


show 263,013,594 pairs produced in 1924 and 301,- 
491,668 pairs produced for the same period in 1923. 

The October production included 8,315,878 pairs 
of men’s shoes (high- and low-cut, leather), 2,155,- 
717 pairs of boys’ shoes, 10,995,447 pairs of women’s 
shoes, 3,116,237 pairs of misses’ and children’s 
shoes, 1,979,015 pairs of infants’ shoes, 467,583 
pairs of athletic and sporting shoes (leather), 
419,936 pairs of shoes with canvas, satin, and other 
fabric uppers, 2,298,749 pairs of slippers for house 
wear, and 785,477 pairs of all other leather or part- 
leather footwear. 


representing 














KIND 


Men’s 


Infants’ 
Athletic and sporting (leather) 
Canvas, satin and other fabrict 








Boots and shoes, total .................... 
High- and low-cut (leather) total.. 


Slippers for house wear................. 
All other leather or part-leather 
I<, .cckedscds ulidblied tian 


* Figures revised after publication of September report. 
t Excludes rubber-soled footwear. 


October September* 
1924 1924 

90,534,039 27,715,872 

26,562,294 24,264,843 

8,315,878 7,592,349 

2,155,717 1,793,012 

.. 10,995,477 9,951,500 

3,116,237 3,009,460 

.. 1,979,015 1,918,522 

467,583 351,914 

419,936 512,622 

.. 2,298,749 2,017,820 

ne 785,477 568,673 








NUMBER OF PAIRS 


August October 
1924 1923 
25,473,054 30,704,883 
22,292,424 25,954,023 
7,177,985 8,896,372 
1,798,377 1,968,927 
8,718,703 9,616,945 
2,712,456 3,211,777 
1,884,903 2,260,002 

299,092 360,336 
448,590 534,082 
1,963,306 2,887,059 
469,642 969,383 


















Leather Trim Is Gaining 
Steadily 


Leather trimmings take to them- 
selves more and more power as the 
season advances. Colored kid skin 
or suede trimming on_ sports 
dresses is much to the fore, usually 
in the form of a wide belt, collar 
and cuffs, or even a plastron. 

Gold kid appeared frequently in 
band effects to resemble metal. 
Other times a touch was used 
throughout the dress. Nor is it only 
on sports dresses leather is used, 
for a black crepe gown adopted a 
yoke and deep band round the bot- 
tom of white suede fringed in 
leather and trimmed in bugles and 
metal discs. Again, a smart woman 
on Fifth Avenue wore a blouse of 
tan suede to match her hat. A new 
suit at Franklin Simon’s combines 
a colored suede jacket collared in 
fur with a natural colored cash- 
mere skirt, which fabric also lines 
the coat. 

The newest thing in leather is 
the envelope and belt to match as 
shown by Bruck-Weiss in tan suede, 
partly embroidered in gold thread 





and coral beads. At B. Altman & 
Co. it takes the form of a mar- 
bleized goat skin envelope and soft 
wide belt. Marbleized leather is 
featured more and more, sets of 
coat, shoes, hat and bag being spon- 
sored by leading stores in black 
and white, red and white, or yellow 
and white. Collar and cuff sets also 
appear in this medium. 





Mother-of-Pearl and Mirror 
Dise Trimming 

Mother-of-pearl, heralded at the 
August Paris openings as the com- 
ing form of ornamentation, is per- 
ceived more and more in leading 
specialty houses. Harry Collins and 
Maison Maurice use it in combina- 
tion with gold thread on black 
velvet in interesting designs, while 
McVeady interprets it on red kasha. 
Bergdorf-Goodman and Bruck 


Weiss introduce this mode of trim- 
ming on imported suede and maro- 
cain bags. A smart woman on Fifth 
Avenue was glimpsed wearing 
gloves, the cuffs of which were out- 
lined in mother-of-pearl. 

The mirrors of fashion are on 






evening gowns. Mirror discs now 
scintillate everywhere on dinner 
and dance frocks. These mirrors, 
applied to georgette or crepe Roma, 
are usually combined with crystal 
bugles. Red mirrors and bugles on 
rose chiffon achieve a startling ef- 
fect. The use of mirrors sponsored 
by Paris at the fall openings now 
reaches decided notoriety in New 
York. 





An Invitation 


Retail Shoe Salesmen are invit- 
ed to write to the Retail Shoe 
Salesmen’s Department of the 
Boot and Shoe Recorder and tell 
us what subjects or problems you 
would like discussed in this, your 
department. 





WANTED TO PURCHASE 


CASH PAID 


for entire shoe stocks or lus stocks of 
shoes or other merchandise. y quantity. 
Prompt attention given. 


KIRSCH-BLACHER Cco., Inc. 


622-624 Broadway, New York, N. Y. 
Phone 1443 
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NOW IN STOCK ae RUGBY 


(Dept. B) Tan Edinmoor Calf 
3 C, 
No. 701 


Same Style in Black 
Edinmoor Calf 


M. A. PACKARD COMPANY 


Brockton, Massachusetts 
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REG. U.S. PAT OFF. 


Black Eyed Susan— 
A Slipper Novelty 


Style 330—Brown Pompom, Orange Inlay, Women’s 
F elt Everett, Roll Edge. 


Style 513—Women’s Glazed Kid Slipper, Pompom 
Ornament. 


While in Boston we would be pleased to have you 
call at 139 Lincoln Street and inspect our 1925 
samples. Mr. Kenney and Mr. Briel will be very glad 
to show samples and quote prices. 


C. A. GROSVENOR SHOE CO. 
WORCESTER MASSACHUSETTS 


When writing to the above advertisers please mention Boot and Shoe Recorder 








The Man who has a 


very 7 definite prefer- 
ence for comfortable 


footwear 2 2? insists on 
#?shoes with: 


-LACING HOOKS 


_Jish for shoes with lacing hooks 
o 


TUBULAR RIVET AND STUD COMPANY 


UNITED SHOE MACHINERY CORPORATION ; 





When writing te Unrrzp Suoz Macuineany Conrornarion please mention Boot and Shee Recorder 
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BETTER PROFIT---AND MORE 
OF IT 


HELM HOLZ SHOES ON YOUR SHELVES 
MEAN MORE SALES AND BETTER 
PROFIT AND THESE COME FROM SAT- 
ISFACTION THAT IS HONESTLY. DE- 
LIVERED. 


HELM HOLZ SHOES FOR CHILDREN ARE 
DISTINCTLY MADE IN A FACTORY EX- 
CLUSIVELY DEVOTED TO THE MANU- 
FACTURE OF ONE TYPE OF CHILDREN’S 
FOOTWEAR. 


QUALITY OF MATERIALS IS THE BEST 
THAT CAN RE HAD FOR THE MONEY. 
THE PATTERNS ALONE MAKE THEM 


READY SELLERS. 


WRITE US AND WE WILL SEND SAMPLES 
OR SALESMAN. 








HELMHOLZ SHoeE Mee. Co. 


HIGH GRADE SHOES 
FOR CHILDREN. 


MILWAUKEE J. K. Orr Shoe Company, Atlanta, Ga. WISCONSIN 
Exclusive Distributors 
eorgia, No. and So. Carolina 


« Theyre Better Stitchdowns + 
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ver Aas 15, 1922, at the Post Office at Boston, Mass., under the act of Congress of March 23, 1879. Teieestbdion guns Wade gon pean Printed in U.S.A. 











BOOT AND SHOE RECORDER January 17, 1925 


LEVOR WHITE LEVOR 
GRA KID GRAS GOAT 
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There’s Never an Eclipse 
of White Leather Footwear 


The staple, regular, recurrent demand 
for white leather footwear shines brighter 
with each succeeding season. 


AS. 


Boston Gloversville New York (ity 


A. S. Parren Leatuer Co., St. Louis E. D. Zortaut, Milwaukee 
G. W. Newman Leatuer Co., Cincinnati N. W. & A, L. Frrepman, San Francisco 





When writing to advertisers please mention Boot anv Suor Recorper 
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LOWELL, MASS. 
8ST. LOUIS, MO. 
GRIFFIN, GA. 


WAREHOUSE 
AND FACTORIES: 


1000 WASHINGTON 
STREET, 
BOSTON, MASS. 


SHOE GOODS 


THE LONGEST AND BEST LINE IN THE COUNTRY 


Sole Selling Agents 


SAUQUOIT SHOE SATINS 


Designed and constructed exclusively for shoe 
purposes. None better made. A grade for 
every type of shoe. 


Made by a mill with over half a century of experience 
in making satins 


Samples on Request 


NATIONAL FABRIC AND FINISHING COMPANY 


LINCOLN AND ESSEX STREETS 
BOSTON “t+ -i- MASS. 
SUCCEEDING 


FARNSWORTH-HOYT CO. KALLMAN-NEWCOMB CO. W. H. HOLBROOK CO. 
W. A. LIPPINCOTT CO. THE SELSER & BALLANTYNE CO. 





























When writing to advertisers please mention Boor anv Snot Recorper 
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THE STRATFORD™ 


A shoe of today— One thal exem- 


plities all that the name cdwin Clapp 
stands for - Excellence of material. 
workmanship and design. 





EDWIN CLappP & Son, INC. 
EAST WEYMOUTH, MASS. 


When writing to advertisers please mention Boot anv Snort Rec 
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The 
Style Leather 
of America~ 


‘ae ‘Kid 


Sold by the {eading Manufacturers 
to the Best Merchants 








The Assurance of 


Satisfaction 


AFFOR KID brings the assurance of full satis- 
faction to the wise shoe merchant who specifies 
this ultra-service leather in the shoes that he buys. 


Satisfaction is made certain in KAFFOR KID by the 
distinct process of tannage that this calf leather goes 
through with the result that KAFFOR KID has all 
of the smoothness and fine working qualities of kid— 
with its excellent glovelike fitting value, combined 
with the sturdiness and non-scuffing quality of calf. 


KAFFOR KID in Black, Arab Tan and Morro Brown 
gives a color range that is ample for present-day styling. 
The shoe illustrated is the Gore Oxford from the 
famous Bettman Dunlap line made in Cincinnati, Ohio 


Write us for any Write for booklet 
information desired “The Story of Leather” 
about leather. Sent Gratis. 


Onto feather Comp onus 


Girard ~Ohio 


“This is a Calf Year” 


Shoe Stores of Style Leadership 


The “Gore Oxford,”’ Sheik last, made of Kaffor Kid by The 
Bettman-Dunlap Co., Cincinnati, Ohio. 


The Boulevard of Fashion 
Church St., at Fifth Av., 
Nashville, Tenn. 








When writing to adwertieiee please mention Boot anv Snot Recorver 
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**For **For 
Better Style” Better Fitting” 


Money-Making Models That Can 
Be Shipped Upon Receipt of Order 


| Pee 31 | 





— 
Lib 








1 


B 0679 A $5.15 B 0619 D $5.50 
Net 30 Days : Net 30 Days 
Women’s black kid quarter and vamp, two- Women’s all-patent two-strap Regent 
strap Delia sandal, welt sole, HH 640 last, sandal, welt sole, HH 640 last, perforated 
perforated imitation collar, vamp, and tip, imitation tip, vamp, and collar, special HEEL 
special HEEL HUGGER patterns, 1)4-inch HUGGER patterns, 1)4-inch military heel 
military heel with rubber top lift. with rubber top lift. 
AAAS to8% B4 to9 AAAS to9 B4 two9 
AA5 to9 C3% two 8 AA 4% to. 9 C 3% to 8 


A 4% to 9 D 3% to 8 IN STOCK A 4% to 9 














The value and the wearing service 
of Utz & Dunn shoes have satisfied 
an exacting public for over forty years. 


‘he 


Shall we have one of our salesmen call on you? 


UTZ # DUNN CO. 


ROCHESTER, NEW YORK 


DENVER OFFICE NEW YORK OFFICE Los — eto 
218 Charles Buildin Bush Terminal Sales Buildin 709 Fo Building 
TIGER aha are’ 130-132 West 42nd St, Room 1521 6.C. McATEE 
Representatives F.L.ARMSTRONG, Representative Representative 
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Shoes by Courtesy 
of 
Ham & Doremus 
INC 
325 Gold St. 
Brooklyn, N. Y. 
Patent Vamp and 
Collar; Vode Kid 
Color 11 RUST 
quarter and under- 


lay. 
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Vode Kid for har- 
monizing linings 
in BROWNS, 
GRAYS, CHAM- 
PAGNEor White. 
All these shades 
bein g aniline 
dyed with no sur- 
face finish, lessen 
crocking of ho- 
siery. ; 
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tn Shoes for Spreng 


C- again predominate in contrast 
and harmony—and colored kid leads the 
van, for the demand is for that lightness, 
daintiness and brightness which colored kid 
provides as does no other leather. 


Artist shoemakers are unmistakably show- 
ing their preference for Vode Kid—especially 


RUST and APRICOT 


Color 11 Color 112 


Next infavor arecolor 70English GRAY,color 
170 Priscilla Gray, color 51 Champagne, 
color 50 White, and color B JAVA Brown. 


It costs no more to have Vode Kid colors in 
your shoes and the liveliness and correctness 
of Vode colors make a decided difference in 
the mind of those critical women whom you 
must please in order to sell. 


We recommend the following “ode Kid Colors: 


Color Color Color 

zz RUST 7o ENGLISH GRAY yo WHITE 

112 APRICOT 170 PRISCILLA GRAY 8% BRONZE 
B JAVA BROWN yt CHAMPAGNE BLACK 


THE STANDARD KID CO. 


209 South Street, Boston, Mass. 


Branch Offices Agencies 


100 Gold Street Chicago Cincinnati 
New York, N. Y. Montreal St. Louis 


Rochester 
70 North 4th Street and all cokes centers 


Philadelphia, Pa. of the world 


We are making Color 1:—RUST 
in suitable weight for men's shoes; 
on which we are making prompt 
deliveries. 

















Color 11—RUST 
for tops, with pat- 
ent vamps or 
quarters, makes 
the smartest chil- 
dren’s shoes im- 
aginable. This 
png cs is 
very ular in 
the we grades 
of children's 
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Harmonizing 
Kid Footwear 


Footwear follows dress tendencies. The 
‘‘ensemble’’—all parts of the costume to 
harmonize from hat to shoes—is the mode. 
Contrasts will be in tones of the same colors 
shading from beige to brown. 





F. B. & C. Colors 


CHOW CARAMEL 
OAK LEAF GOLDEN BROWN 
CHESTNUT BROWN TITIAN 

RED ASH THIRTY-ONE 


WRITE FOR BOOKLET OF THESE LATEST SHADES 


EBEC 
KID 
Sse 


AMALGAMATED LEATHER COS., Inc. 


22-24 North 5th St., Philadelphia, U. S. A. 
FACTORIES: WILMINGTON, DEL. 
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eA nnouncing the new 7 Point Shoe 


“A Foot of 
(Comfort Means 
eMiles of 


Happiness” No. 110 


$3.85 


IN STOCK 
A, B, C, D, E 


The 7 Points 
of Merit 
that make 
Constant Comfort 
Sure: 


1 Cushion insole that 
conforms with the 
natural outline of the 
foot. 


Repeating 
Profit 


EPEATING profit, like quick turnover, puts solid 
flesh on a bigger business. Sells easy, repeats often— 
that’s the Constant Comfort Shoe. 


Rubber heel to cushion 
every step. 


A Reinforced moulded 
counter to prevent 
running over at the 


We believe no shoe in recent years has had the quick sales- 
success of Constant Comfort. And no wonder: consider the 


Flexible sole insuring 
glove-like freedom for heel. 


woman’s active hours. brad 
A rigid stee! shank 


Heavier sole for more 
comfortable walking. 


A toe and heel that give 
plenty of room and 
graceful style. 


giving needed support 
to the sensitive foot 
arch. 


Tite-fit ankle, holding 
the heel snugly and 
the stocking smooth- 
ly: preventing slipping 
and gaping. 


price, figure your profit—think of the remarkable value you 
can give for the money! Furthermore, we furnish, free 


eA Window Display that Sells ’Em 


Ask our Salesman to Call 


Ault-Williamson Shoe Co. 


Factory and Eastern Sales Office, Dept. R, Auburn, Me. 
Western and Southern Branch, 414-R North 12th St., St. Louis, Mo. 





This Coupon will Bring the Salesman 
Ault-Williamson Shoe Co., (write nearest office, see addresses) : 
Dept. R, Auburn, Me., or 414-R North 12th St., St. Louis, Mo. 
Gentlemen: We would like to know the full “Repeating Profit” story. Have 
your salesman call. 
Name 
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10 East 43d Street 
New York City Boston, 


— 


he 1925 Line 


is Ready 


UR salesmen are now on the road with the 1925 

line of Daniel Green Comfy Slippers. In addition 
to those numbers that have proven so popular in the 
past, the 1925 line contains more new ideas than any 
year in the past decade. 
In spite of the enormous increase in raw material, and 
the fact that the wool market is higher now than at 
any time since the war, our prices are but slightly 
advanced over those of 1924. 
1925 will see a greater demand for quality goods than 
for many years past. Every indication points to the 
largest Comfy year ever known for our dealers as well 
as ourselves. Last year we were unable to completely 
supply the demand. In order to prevent the recurrence 
of this condition, we suggest that you place your orders 
early, so that we can give you the service you require. 
Daniel Green dominance in the slipper field is so well 
established that very few dealers will be tempted to 
experiment with little known or unbranded lines of 
doubtful quality. If, however, your needs are such 
that you cannot wait for the Daniel Green salesman, 
to make his regular call, write us, and we will see that 
he gets in touch with you at the earliest possible 
moment. 


DANIEL GREEN FELT SHOE CO. 


Sie ie _~ 
7 . . 7 
DanielfGreen Advertising in Color for 1925 
Just as Daniel Green quality dominates every competitor, so does Daniel Green Advertising. For 
1925 new plans are greatly enlarged. Full pages in rich, striking colors throughout the year, in the 
Ladies Home Journal—and large space in Good Housekeeping and Vogue. Almost every 
well-to-do home will receive the Daniel Green advertising with its new and compelling message. 


General Offices: DOLGEVILLE, NEW YORK 


Daniel Green 
Comfy Slippers 





January 17, 1925 








When writing te advertisers please mention Boot anv Snot Recorper 


Jai 


—s 


ZA\\ Nam 


WZ 


“ 


| 





925 


January 17,1925 | AND SHOE RECORDER 


BIN 


FANS 


ZF 


a 


ZA\\\\\\eA 


Wes 


Stock No. 055-B—“Clod” 
Last. Made of medium-light 
shade of Tan Scotch Grain, with 
Calf quarter lining. Regular box 
toe. Two full soles. B, C and 

| ee ae 
Stock No. 050-B—Same, ex- 
cept made of Black Scotch 


bd dans bskove seas 


Early Spring Oxfords 


(y= of our biggest sellers for late Winter and early Spring ‘is this 
*““Clod” model made in both Tan and Black Scotch Grain. Its 


shape—the new squarish brogue effect—constitutes part of its popu- 
larity, and its sturdiness—including two full soles—makes it an ideal 
shoe for the remainder of the rough-weather season. 


We carry both shoes in stock, in the full range of selling sizes, and can 
make immediate deliveries. 


We supply newspaper electrotypes for Bates Stock 
Shoes. Ask for our special Portfolio, showing seven 
groups of Bates ‘‘Shoes for the Occasion.”’ 


A. J. BATES CO. 


WEBSTER, MASSACHUSETTS 


1 
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\ 
Choose an “Established 
Quality” Line 


You need to pick the line of men’s 
shoes on which you intend to con- 
centrate with utmost care. 


Weser Union Mape Suozrs—line that 
has for many years specialized in 
utmost value and style at moderate 
price will give you that solid support 
that makes steadtast confidence. 


The Famowms 





Shoe = MEN 


UNION MADE 
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To Retail at $s to 37.50 


WeseEr Bros. SHOE Co. 
North Adams, Mass. 


New York Office: 1328 Broapway, Marsripvce Boo. 
H. Harris, Rep. 


ee ee 


Style 734B 
Dark Tan Willow Cai! 
117 Lace Oxford 
Wizard Last 
Bleached Calf Lining 
Price $3.85 
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Repeat Sales 


Dr. Darling Arch Support shoes and oxfords 
bring repeat business in every shoe store where 
they are featured. They also insure the merchants 
building a reputation for Fit and Service. 


Dr. Darling shoes and oxfords are built over 
special lasts and patterns which give them exclusive 
features that insure absolute fit and comfort. A 
line that deserves your immediate consideration on 

















Arch Support Surgeon Oxford 


Stock No. B-604—Black Glazed Kid, 12/8 
Cuban Heel, Rubber Top Lift, Perforated 
Tip and Lace Stay, 8-Iron Edge, Arch Sup- 
porting Counter, Stee! Spring Arch Sup- 
porting Shank, Willard Last. 


AA, 446-9; A and B, 4-9; C, Dand E, 3-9. 
$4.25 


Stock No. B-606—Same in Brown Glazed 
Kid. Same sizes — 


account of their profit-making and prestige-building 
possibilities, 


SHERWOOD SHOE COMPANY 


Originators of Quality McKays 


ROCHESTER, N. Y. 


—— — 
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A-266—Kate B 
White Canvas One-Strap 
Leather Trimming 


White Shoes! 


XPERIENCE and reputation for good values 
—these are the reasons for our position in 


the fabric shoe field. 


Prepare now for the big demand for white shoes 
the coming summer will bring. 


DINGLEY-FOss SHOE COMPANY 
“Sabrie ShoeManutacturers 


To the Wholesale Trade - 
ALIBURN, MAINE 


BOSTON OFFICES, 52 LINCOLN STREET 

















When writing to advertisers please mention Boot AND Snort RecorvEeR 
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The PURITAN 
A Timely Model 


Sells in yearly greater volume 
to men who must have EXTRA 

WE AR, EXTRA COMFORT 
plus GOOD LOOKS—such as 
Policemen, Trainmen, or Post- 
men 


In stock in three leathers, 
Black Calf. Tan Calf. and 
Ruby Luzon Calf. heavy Full 
Double Sole. Twin Stitched. 
heel extension. Rubber heel 


$6.50 


HERE are, and always will be, plenty of men to 

whom nothing appeals so much as that which 
they can trust. Crossett shoes—the shoes of un- 
changed quality—are made for such men. 


The confidence created in men everywhere by 
the Crossett name thru forty years of constant 
quality is an ever increasing asset to the shoe 
merchant who knows that customer loyalty is the 
corner stone of his business now, as never before. 


LEWIS A. CROSSETT CO. 


NORTH ABINGTON, MASS. 
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Style Balance Supremely Important 


Allied Trade Leaders Urge Merchants to Guard Against the Runaway 
Market Which Would Result from Buying Too Heavily 
of a Few Style Highlights 


The predominant note for spring as seen 
today, is the interest in the lighter shades 
of tan. But when all the shoe world is 
looking so intently in one direction, a word 
/ of caution may be necessary. 

* Guard carefully against an over- 

emphasis on any one shade, or ma- 
terial, or pattern. A nice sense of balance is 
always desirable. For unless balance is pre- 
served, a runaway market starts, with soar- 
ing prices and fictitious values. 

Merchandise already on shelves must not be al- 
lowed to deteriorate because of publicity given the one 
or two highlights of the spring season. 

Let us, then, study carefully a balance in style, in 
colors, in materials, in patterns—all have a definite 
place. 

This was the lesson taught at the quarterly allied 
styles conference, held in Boston, January 13. Those 
who were in attendance “recited” this lesson in unison 
and they bought accordingly. 





Sane Permanency of Style Advocated 


Harry C. M-Laughlin, general chairman of the 
Styles Committ. of the N. S. R. A. group, opened the 
quarterly styles discussion, introducing Herman 
Meyer, chairman of the Styles Committee of the Na- 

, tional Boot and Shoe Manufacturers’ Association, who, 
in turn, introduced John {. McKeon, president of the 
latter association. ar) 

Mr. McKeon said thet, not denying the fact that 
every one of the producers desired to put his individu- 
ality into his own product and into his store merchan- 
dise, the joint committee was endeavoring to prepare 
a style forecast for a season of the year that he did 
not think had been provided for, as far as the retail 
merchants’ stocks were concerned. 


Mr. McKeon said he felt that the matter under con- 
sideration was one to be approached very carefully, 
because the retailing period under discussion will have 
much to do with the success, or otherwise, of 1925, as 
a year of volume business. 

Mr. McKeon stressed what he has said before, which 
is “sane permanency of style.” 

“Some,” he said, “have the foolish notion 
of ‘something new all the time.’ It is true that 
we must have something new all the time, 
but don’t let us get the periods for new things 
so concentrated that we don’t give ourselves a 
chance to dispose of those we have. I dare not 
call them old styles, because they are not old 
styles. They are good styles. I believe that 
styles should last, either from a viewpoint of 
pattern, or color, for some reasonable length 
of time. I believe in a duplicate order, if such 
a thing is possible. I believe that in most of 
the larger centers there are plenty of people 
to draw from who are still interested in styles 
which have been bought—say, two or three 
months ago, and delivered during the last 
several weeks. 

“Let us, therefore, have that in mind, that as we 
regulate this style program along sane, sound lines, 
that we regulate it also for the purpose of buying 
shoes that will sell, and buying enough of them and 
enough sizes to provide for the demand, and provide 
for that demand in the right way, not through nib- 
bling.” 

Shoe Prices May Advance 


B. W. Rankin made his report for the tanners’ 
group, and stated that the leather industry has been 
through a very arduous period of four or five years 
and has been operating practically at a loss, but 





































































strenuous methods have been 
taken to curtail, so that today 
tanners are operating on a bet- 
ter basis. By doing this, leather 
men have also gone against the 
raw stock man, and it is a fact 
that shoe manufacturers will 
have to get a little more for 
shoes, because tanners must get 
a little more for leather. 


Frank B. King, chairman of 
the N. S. T. A. Styles Committee, 
said that the findings of his 
committee were that around the 
holidays and since the holidays 
there has been activity in retail 
stocks, and through the efforts 
of all branches of the shoe busi- 
ness new things have developed 
which have rounded out the sug- 
gestions made at the last meet- 
ing. Merchants can, therefore, go 
into different lines representa- 
tive of merchandise in their 
grades and add to the sugges- 
tions submitted at the last quar- 
terly styles meeting. 





Analysis of Style Discussion 


The discussion of styles for 
April, May and June, as submitted to the meeting, 
was very interesting. The first question asked from 
the floor was: “What kind of heels in the 8/8-13|8 
range was meant—straight heels?’”’ Answer came back 
—Yes.” 


The next question was the phrase, “crepe soles pre- 
dominating” under the caption “Sport Wear Shoes for 
Women.” Mr. McKeon did not think that the specify- 
ing of crepe is exactly in accordance with the idea of 
co-operation in the shoe industry, which had been 
stressed in the various gatherings. He offered as a 
substitute wording—‘“Sport Soles.” It was finally de- 
cided to omit all reference to soles for sport shoes. 


Gores Discussed 


“Gore fitted pumps, with or without buckles or 
bows,” came in for discussion. Mr. McKeon talked 
about the value of economy in its application to style 
requirements—economy as to consumption of material, 
and economy in production as applied to the fitting of 
shoes; economy as it applies to fitting, when the retail 
merchant gets these shoes, and economy as to pat- 
terns. He suggested in addition to the classification— 
“Gore fitted pumps, with or without buckles or bows” 
—“A form of construction permitting of smartly 
shaped or ornamented tongues.” He pointed out that 
many do not want a plain gore—some want a buckle. 
Many do not want a bow—some want it; and that 
there is a construction which permits of a straight- 
away tongue effect which lends itself well to being 
ornamented or can be left plain. 
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Appliques Suggested 


He also expressed the idea that the “soft pedal’ 
should be put on cut-outs, and, to overcome the ex- 
tremeness of plainness, appliques might be used for 
ornamentation. In this way a combination of colors 
could be effected; that plain leathers in a combination 
of shades might be mentioned permitting of the use, 
too, of novelty leathers. The conference decided to ac- 
cept Mr. McKeon’s recommendation of an addenda to 
the phraseology of the report. 


Gores and Straps Compared 


The meeting then proceeded to discuss gore fitted 
pumps as compared with straps for popularity. One 
merchant asked if it were not a mistake to put gores 
first on the list. He felt that for the benefit of the 
small merchant, straps should come first. Another 
merchant said he felt straps should come first, operas 
second and gores last. Mr. McKeon felt that the sub- 
ject of straps and gores should be handled very care- 
fully—under no consideration should it be broadcasted 
that straps will not sell, otherwise many merchants 
would find that these items would be added to their 
frozen assets, and that it should be distinctly under- 
stood that strap effects will sell well, and that there 
will be no weakening in their style value, even though 
mentioned second. 


The recommendation therefore went through 
with straps second, but with the understand- 
ing that their importance as a style propo- 
sition was not diminished by such a listing. 


Tan and Its Shadings Discussed 


Under “Materials,” tan and brown were originally 
specified by the committee. Mr. Weiss said that the 
meeting must decide whether tan and brown leathers 
for all types of shoes would sell bigger than anything 
else. A merchant said that if we study women’s gar- 
ments we will see that “brown” is not a correct desig- 
nation, for when the word “brown” is used the average 
merchant interprets it to mean a dark shade. This 
merchant said that he bought women’s apparel as well 
as shoes and that, consequently, he was a student of 
women’s garment colors. He, therefore, felt that the 
style recommendations for spring should read— 
“Lighter shades of browns and tans’; that light 
shades of tan are the colors which are going to be 
used and that it should be so stated. Mr. McKeon 
stated—“Medium tan, tan leathers, and golden brown 
leathers, light and medium.” H. E. Slayton of the F. 
M. Hoyt Shoe Co., Manchester, felt that the wording 
should be “Tan and light brown.” Another retail mer- 
chant said that he felt that the word “brown” should 
be eliminated. 


Black in Combination 


Another merchant said that notwithstanding the 
fact there would be blending combinations, the con- 
ference must not lose sight of the fact that the coming 
season is going to be a blond season—a light tan sea- 
son. Another merchant thought that “tan and tan in 
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combination with black” would be the correct designa- 
tion. Another asked about black in other combinations 
such as black and gray. 


Patent Leather Discussed 


The discussion of black led the way for a discussion 
of patent. 

Mr. McKeon suggested that patent combinations 
might be recommended as “Patent with contrasting 
combinations.” Mr. Meyer suggested the wording as 
“Patent leather, and patent leather with combinations” 
as one of the early listings on the recommendations. 
Mr. Slayton felt that patent leather should not be men- 
tioned as second on the list, and that combinations 
should come in after tans. Mr. McKeon said that he 
felt that it might read, “Patent and contrasting com- 
binations” and leave it to the individual as to whether 
they would be given equal importance in the recom- 
mendations. 

Mr. Harper of Philadelphia said that it was neces- 
sary to decide whether combinations were going to 
have second place, or whether patents were going to 
be second—that patents may be the most important, 
and among the combinations, patent and tan were 
good. He asked where satins were going to be placed. 
Another merchant said the small retail merchants be- 
lieve that patent leather will outsell combinations. 


Styles are Sectional 


Mr. Harper of Philadelphia offered the suggestion 
that these matters are, after all, sectional and the com- 
mittee might perhaps recommend that each section of 
the country interpret the situation for itself as it per- 
tained to a consideration of patent leather, black satin, 
or combinations. 


Tom Scoggins said that possibly the style 
committee did not take into consideration 
that the situation in the East and North is 
different from in the South, for the spring 
season is already “here” in his section of the 
country. Mr. Scoggins said that in his section 
of the country combinations had been selling 
for over two months; blonde satins were 
strong, and white had arrived. 


One merchant arose and said that he was selling 
patent leathers very strongly in his section of the 
country, which was the Southwest. A vote was taken 
on the order of the recommendations on materials, re- 
sulting in patent leather being classified as No. 2; 
black satin No. 3; patent and contrasting combina- 
tions, 4; white leathers and fabrics, 5; colored kid 
leather, 6; and blonde and similar shades of satin, 7. 


Consult Women Stylists 


J. Sherwood Smith, of Harper’s Bazaar, argued that 
shoe styles cannot, from the point of view of anybody, 
change more often than do apparel styles. A shoe is a 
part of a costume. A woman selects it as something to 
wear with her hat, her dress, her coat.~There have 
been any quantity of styles produced, hit or miss, by 
all sorts of manufacturers which has resulted in the 
most abominable group of fashion atrocities that a 
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smart woman could imagine. They were not good, he 
said, and that is why they did not last—that is why 
the retail shoe merchant was always reaching out for 
something new—he was not guided by the really 
fundamental principles of fashion which are dependent 
upon the remaining part of a woman’s costume. 

Shoes cannot be considered “per se” or by them- 
selves, as they were eight or ten years ago—a woman 
thinks of shoes, not in terms of a half dozen pairs, but 
in terms of a pair for every costume she buys—and 
shoes that are appropriate for this costume. If the 
shoes are not the correct complement of the costume, 
she does not want them. The apparel mode works along 
fairly orderly lines. 

There are certain recognized sources of inspiration 
and creative ability. 


Urges More Thought in Style Creation 


The next speaker was Miss Mary Bendalari, an 
American girl, who recently started in the shoe- 
making business in Paris. She said in part: 

“What are we shoe people going to add to the cos- 
tume of the well-dressed woman in America today. 
I think that shoes have not quite kept up with hats 
and coats and dresses and gloves—because in the past 
we women had been accustomed to make one pair of 
shoes do for all occasions and it has been difficult to 
get away from that idea.” 

She explained why the French woman has always 
given style ideas—because she has had to dress well on 
a very little. Each little mannequin createst an ensem- 
ble. She buys carefully—she does not buy for quality, 
but for effect, and when one has chosen each item of 
clothes with much thought and put on that article of 
clothing with the same thought a very well-dressed 
woman is the result. 

Mile. Bendalari urged more 
shoe thought in America. The 
realization of the value of de- 
signing, of knowing beautiful 
line and color. 

“I was talking to one very 
well-known retailer yesterday 
and I said, ‘Now, take for in- 
stance, the matter of evening 
slippers. Americans always 
buy gold and silver evening 
slippers.’ 

“He said: ‘What else can 
we sell them? They go with 
all their dresses.’ 

“I said, ‘You’ve got to sell 
them a new idea. You see style 
swing from one material into 
another. You have to swing 
with that idea. It is time in 
the shoe industry because 
they are ready now to take 
ideas.” 

“Once you sell a woman an 
idea of having at least four 
different styles then you make 
the industry interesting.” 
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Footwear Styles for Late Spring and Summer 


Detailed ‘Report cAdopted 
at-Meeting Held in Boston, 


January 13, by National 
Styles (ommittee of the Shoe 
and Leather Trades 


Women’s Styles 
Types for General Use 
This does not take into account corrective, staple 


or standard shoes as each merchant is best fitted to 
figure out his own demand under this classification. 


Patterns Straps, oxfords and gore fitted pat- 
terns. 

Lasts Prevalent types of medium toes will 
continue. 

8/8’s to 13/8’s. 

Black leathers, tan leathers and white 
leathers and fabrics for the late spring 


and summer period. 


Heels 


Materials 


Sport Wear 

For actual sport wear (golf, tennis, etc.), ox- 
fords and straps—plain toes, wing tips and saddle 
effects. 

Low heels. 
Materials Elk leathers, buck leathers and com- 

binations. 

Colors Dominated by whites and tans. 


Women’s styles, turn types and light fashioned 
welts for 


Smart Dress, Afternoon and Informal Wear 


Gore fitted pumps with or without 
buckles or bows and a form of con- 


Patterns 


struction providing for smartly shaped 
and ornamental tongues. 


Strap effects. 


No Radical (Changes -Are 
‘Recommended in Women’s 


Shoes—Lighter Weight Ox- 
fords for Men to Be ‘Pushed. 
Style Stability Emphasized 





Sandal types. 

Regent and opera pumps. 

Medium toes will prevail. 

Block heels, 8/8’s to 13/8’s; breasted 
or full Louis, 13/8’s to 17/8’s; shape 
tending to straight backs. 


Lasts 


Heels 


‘ Materials Tan and light brown leathers. 


Patent leather. 

Black satin, blond satin and similar 
shades. 

Combinations—patents with contrast- 
ing combinations. 

Tans with blending shades. 

White leathers and fabrics. 

Colored kid leathers. 


Evening Slippers 


Prevailing types and patterns, lasts, heels and 
materials will continue. 


Herman Meyer, Chairman. 
Maurice WEIss. 


(Norte: Style will permit of the frequent use of 
novelty leathers for combinations, trimmings and 


appliques. ) 


Young Men’s Styles 
Shoes for General Wear 
85 per cent oxfords; 15 per cent boots. 


Medium and Conservative Men’s Styles 
70 per cent oxfords; 30 per cent boots. 
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(Buyers must regulate their percentage to meet 
any unusual local condition. ) 


Lasts 


Heels 


Colors 


Leathers 


Lasts to sell in the order named: 
Brogue. 

Wider French. 

New full brogue. 


Conservative. 


7/8’s and 8/8’s as before in keeping 
with the lasts. 


In the order named: 

Light tan calf. 

Medium tan calf. 

Brown shades of calf. 

Black will continue to be popular. 


Smooth, bright finish calfskins. A few 
boarded calfskins. Black and tan and 
brown kid. Patent leather. 


Shoes for Informal Wear 


Light-weight oxfords in calfskins. Medium 
round and close trimmed brogues predominating. 


Shoes for Formal Wear 


Plain toe welt oxfords. 


Lasts 


Heels 


Medium and wider toes, close trimmed. 


Shapely low 
heels. 


Vaterials Patent leather. 


Shoes for General Sports 


Lasts 


W ear 


Brogue type. 
Extreme pat- 
terns. 


Patterns 


Leathers 


Patterns 


Leathers 


Patterns 


Leathers 


For “Sane ‘Permanency”’ 


“VT ET us create just a little bit of 
sane permanency in style. I can- 
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There’s a wide variety of materials and colors from which to build your line of women’s 
smart dress footwear and footwear for afternoon and informal wear. Tan and light brown 
leathers are recommended by the conference, as are also patent, black satin, blond and similar 
shades of satin, patent with contrasting leathers, tans with blending colors, white leathers and 


fabrics, and colored kid. 


Juvenile Styles 


Shoes for School W ear 

Growing Girls: Southern ties, straps, 
sizings of oxfords. 

Misses and Children: Southern ties, 
straps and oxfords. 

Growing Girls: Tan leathers, elks and 
black leathers. 

Misses and Children: Elks, tan leathers 
and black leathers. 


Play Shoes 
Moccasins, oxfords, straps and bare- 
foot sandals. 
Elks in tans and smokes. 


~ 


Dress Occasions 

Straps, gore effect pumps, sailor ties 
and smart sandal effects. 

Patents, whites, tans and a few com- 
binations. 

Growing Girls: Straps, gore effect 
pumps, sailor ties and smart sandal 
effects. 

Boys and Youths: Following the men’s, 
featuring the new broad Haig or the 
so-called balloon last. 

Nore: Play shoes should 
be worked with soft or 
plain toes with uppers of 
elkskin which is soft and 
pliable and almost scuff- 
proof. 


Soles should be flexible 
so that every muscle of 
the foot is brought into 
play with every step, 


Go the limit in patterns 
and leather to produce 
sporty styles. Buy few 
styles. Crepe and other 
rubber soles predominate. 


A. E. Taytor, 


Chairman Men’s Styles 
Committee 


not too vigorously stress the idea a lot 
of us have of something new all the 
time. It is true that we must have 
something new all the time but don’t 
let’s get the periods for new things 
so concentrated that we don’t give 
ourselves a chance to dispose of those 
that we have.” (From address before 
Allied Styles Conference by John C. 
McKeon.) 


Sport soles, which in- 
cludes composition rubber 
and crepe, should be 
bought freely during the 
spring and summer 
months. 


(Signed) 
Maurice Yoskin, 
Chairman. 
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Remarkable Buying Movement 


HE first fifteen days of January indicate a 
"aaa year ahead. When merchants at 
St. Louis fell over themselves to place orders for 
footwear in all grades it signified the beginning 
of a grand rush. But St. Louis was only the be- 
ginning. 

Boston swept the majority of factories in all 
grades into a pitch of high enthusiasm. The ma- 
jority of factories were entirely unprepared for 
such an outburst. The significant thing about the 
methods of buying was the difference.in tactics 
in the different grades. In low priced footwear 
it was a case of mass buying. 

In analyzing the business done by one house, to 
indicate by example, the method was as follows: 
90 per cent of the business was placed on three 
styles and the balance was spread around in 200 
variations of lasts, patterns, heels and colors, in a 
variety of shoes to sweeten the store’s stock. 
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In the grades selling from $6.00 to $10.00, 
owing to the fact that the majority of factories 
are not equipped to run at full capacity the orders 
were subject to confirmation as to prices of ma- 
terials, for the rising material markets will in- 
fluence these prices. After ordertaking the manu- 
facturers must shop around to find blond satin, 
Moire silk, basket weave finished leathers, Russia 
calf and the fancy trimmings selected for Easter, 
all in limited supply. 

“Anything pretty sold” in the classification of 
shoes from $10.00 up. There was as much activity 
on straps, as was vlaced on step-ins and gore 
pumps, combinations and distinctive patterns. 

The sharp-shooting in the top grades made the 
orders in this field larger in proportion because so 
many manufacturers were caught short on new 
patterns and were forced to jockey their numbers 
so that big merchants in big cities would not have 
interfering numbers one with another. 

Just at this point, are we not about 
ready for co-operative merchandising in 
line with the resolution passed by the 
N.S. R. A? Isn’t there some logic in hav- 
ing a group of merchants in a town sell 
the same number, thereby establishing 
the mode for that community? 


As no general estimate of business can be made 
that would be true of all houses, let it be known 
that some of the men’s factories were not so for- 
tunate in the bulk of orders obtained, perhaps due 
to the fact that the stimulation of men’s business 
through style has not happened as yet. 

There is an answer, too, to the lack of attend- 
ance in the convention forum due to the fact that 
merchants, hungry to buy shoes, considered the 
placing of orders as of first importance. - 

As an exposition and a buying period, the week 
not only in Boston but every other shoe market 
in the country, was conspicuous for its buying 
fervor. We have twin explanations for this—first, 
general feeling that business is on the up swing; 
and second that merchants are making the Easter 
period the peak for loading stock in their stores. 
This means that they want to have plenty of sizes 
and widths to start the season. They know they 
are protected in a profitable way if the demand 
does start off strong, and in a stock keeping way 
(with shoes all of a low type and in patterns of 
better taste) if they are salable through the sum- 
mer months. 

The past experiences with whites developed 
some timidity, but the season is young yet, and 
the sandal vogue in the new basket and cut-up 
fronts indicates opportunity in that direction for 
a good summer business. There is little fear of a 
speculative shoe market. The buying for the first 
weeks of January is simply the rounded-up accu- 
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mulation of what would normally be bought over 
a period of four to six months. The weeks be- 
tween now and Easter are so few that production 
is limited for such a policy of speedy operation 
and the tanner months ago started his policy of 
only producing what he could sell at a profit. 
These are factors that enter into the stimulat- 
ing buying period of early January. They have 
their bearing on a better feeling in all of the 
trades. We are reasonably optimistic in the belief 
that such a general movement in the purchase of 
footwear will develop a wholesome spirit in the 
industry which can now see a profit after many 
unfortunate and bitter months of hazard and 
hesitation. 


What’s Wrong With 


Conventions ? 

OMETHING lacks fire in the program of con- 
ventions. Something has got to be done to sell 

the programs of the conventions to merchants be- 
fore they come to the meeting place. It is hardly 
to be expected that merchants will jump up and 
wave their arms in enthusiasm over such sub- 
jects as Window Trimming, Insurance, etc., with 
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ried the brunt of the work will become dis- 
couraged and fail to make their appearance. When 
that time comes the independent retail shoe mer- 
chant will be in a lamentable position. He will 
need the conference and suggestion of other men 
who have gone through the very experience on 
which he needs guidance. 

We hope that 1925 will be a year for the reviv- 
ifying of associations. Some place, somewhere they 
should start a crusade to eliminate ponderous and 
lengthy speeches and to make each man in at- 
tendance a participant in the discussion. The idea 
of a style forum with actual shoes to discuss is 
worthy of national consideration; the idea of 
dramatizing and staging the convention with 
charts and actual figures of operation to give to 
the eye something to carry away that the ear can- 
not hold is also something to be considered. Just 
as the town meeting is the place of active partici- 
pation of every citizen, so the local group of men 
in a town or state, section or nation should be the 
outlet for pent up questions and problems. 

We are going to coin a new version of the old 
saying that you get out of a convention what you 
put in. In the early days, under the leadership of 








a few speakers on the 
platform and the audience 
absolutely inarticulate. 
The mind gets weary and 
the note book and pencil 
are abandoned. 

Seaton Alexander said 
it was a case of general 
apathy while Andy Mc- 
Gowin indicated that shoe 
stores were not so many 
years ago on a par with 
the pawn shop and that 
their new place in the 
scheme of merchandising 
wasn’t really nationally 
appreciated. At any rate, 
the fact remains very ap- 
parent that something 
has got to be done to 
make convention sessions 
practical and helpful in 
getting shoes sold. 

These points are not on- 
ly true of the National con- 
vention but of every local 
association meeting, for 
the same apathy applies 
all over the country. It 
results in a diminishing 
membership roll and be- 
fore long those leading 
merchants who have car- 


Highlights from First Day’s 
Distribution Conference 
in Washington, D. C. 

Resolution requesting that Hoover ap- 
point representative committee of business 
men to devise plans for census of distribu- 
tion. Understand from high authority that 
Owen D. Young will be chairman. 

Representative of credit men’s associa- 
tion told conference losses in trade from 
criminal causes amounted to $160,000,000 
during 1924. A. Lincoln Filene of Boston 
proposed permanent organization to handle 
bad trade practices by keeping official rec- 
ords of unethical deals, etc. Filene was 
appointed chairman of the Trade Relations 
Committee which will study this problem. 
Five other committees named to consider 
other phases of distribution. 

Secretary Hoover, in keynote speech, said 
that the problem could only be solved by 
co-operative action; first by investigation 
and information; second by conference of 
producer and consumer and his various 
representatives. An agreement to abide by 
principles was laid down. Education is the 
only remedy, Hoover said, 

Hoover said, “Quite a minor element of 
our retail traders are so ignorant of the 
primus of accounting that they unconscious- 
ly deplete their capital to a point of exhaus- 
tion before they cease operations. It is 
generally apparent that such people are 
dangerous competitors who undermine the 
whole scheme of fair competition, and thus 
do more damage than their numbers might 
imply.” 





Andrew C. McGowin, 
when the association idea 
was new, every man got 
not only the equivalent of 
what he put in, but one 
hundred times as much 
or the multiplication of 
the number of men in at- 
tendance. Old Andy was 
a school master and 
forced truth into the in- 
telligence of his audience. 
He held the convention in 
strict reign, not permit- 
ting a deviation from the 
topic and when the solu- 
tion had been achieved, 
the subject was dropped 
and a new one taken up. 

If we are to have con- 
ventions that are vigor- 
ous, educational instru- 
ments, they have got to 
be seriously considered 
and as such, prepared for 
in advance and sold to the 
members just as a preach- 
er sells his sermons and to 
be of such compelling in- 
terest that merchants will 
flock to the meetings 
without ballyhoo. 
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PRESIDENT JOHN J. BAIRD 


National Shoe Retailers’ Association 


His first message: 


“In accepting the office of President of the National Shoe Retailers’ Association, I 
promise my earnest, best efforts and a complete devotion to the work and responsibility 
entrusted to me. 


“T call upon the members of the N. S. R. A. and all retail shoe merchants for their 
support in the work and purpose of the association. There is much to be accomplished 
and much to be attempted. The problems encompassing our entire industry center in 
the retail shoe store; our association must do its full part in their solution and in 
carrying forward the best interests of all. 


“The unselfish and intelligent co-operation of all branches and all individuals in 
the whole industry will be warmly welcomed by the National Shoe Retailers’ Association 
in its efforts for the betterment of retail shoe conditions everywhere.” 


JOHN J. BAIRD. 
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N.S. R.A. Convention Resolves Itself 
Into a Buying Carnwal 


Good Program But Slim Attendance; Chicago Tentatively Decided 
on as Next Meeting Place 


the 1925 event being held in Mechanics Building, 

Boston, January 12, 13, 14 and 15. Despite the 
fact that an excellently well-balanced program has 
been arranged, attendance at the convention sessions 
was decidedly scant, the old reliables being there, and 
few more. 

As a convention, therefore, it cannot be considered 
to have been a success, although those who attended 
were treated to an array of addresses on topics which 
it would have been well worth the while of thousands 
to have heard—and grasped. 

Practically every phase of the retail merchandising 
of shoes was covered competently by men who know 
their business but there were few to listen or to take 
part in the open forum discussions. 


N GAIN we have had an N. S. R. A. convention, 


As a stimulant to business, however, the 
Boston gathering was a huge success. In fact, 
it wasn’t a convention at all but a buying 
show—in this respect, at least, far exceeding 
the anticipations of many of the most opti- 
mistic exhibitors. 


The actual buying was done in the sample rooms, 
housed in the large chain of hotels scattered about 
Boston, and in the Boston city offices. Reports from 
manufacturers in every hostelry were unusually opti- 
mistic in the volume of business entered on the order 
sheets. In a great many cases they admitted that it 
was greater than anticipated. 

The attendance and buying at this convention was 
national in scope with more merchants from Califor- 
nia than from Maine. 


Large Buyers in Boston 


A big proportion of the retail shoe merchants in 
attendance were the large operators, proprietors of big 
exclusive stores, buyers from the large department 
stores, and operators of chain stores. 

Particular interest has been shown in many new 
lines. Particular mention is being made by many 
manufacturers of the new accounts that have been 
opened at this show. Buying lines instead of dozen 
pairs is the spirit of the day. The idea of “100 per cent 
within the grade and type of shoes of a house” is a 
new development that is urged as a service plan to the 
merchant. 


John J. Baird Named President 


The convention ended January 14 with the election 
of John J. Baird, veteran merchant of Columbus, Ohio, 


as president; to be assisted by Frank P. Meyer, of 
Danville, Ill., as first vice-president; N. E. Jacobs, of 
New Orleans as second vice-president; Irving B. Howe, 
of Boston, general chairman of the convention com- 
mittee, as third vice-president; and Martin Murray, of 
Wilkes-Barre, Pa., as fourth vice-president. Directors 
elected include C. E. Williams, of St. Louis; Harry 
Fontius, of Denver; F. E. Foster, of Chicago; A. H. 
Geuting, of Philadelphia; Otto Hassel, of Chicago; 
H. C. McLaughlin, of Cincinnati; Mr. Meyer, E. N. 
Park, of Syracuse, N. Y., and Mr. Baird, the newly- 
elected president. : 


First Day’s Session 


The first day’s session opened promptly on time at 
1:30 P.M. with President Alexander in the chair, and 
with aneloquent invocation by Chaplain-emeritus Elmer 
D. Gildersleeve of Poughkeepsie, N. Y. In opening the 
session General Chairman Irving B. Howe stressed the 
fact that the style show, to be held three times during 
the course of the convention, would be broadcast over 
the radio, the garb and shoes of each model, as she 
appeared, being described by a professional announcer. 
In concluding, he said: 

“It seems to me that there never was a period in 
the history of the world when the individual has been 
so conscious of the need of unified activity. The fact 
that we come together each year in a common purpose, 
from practically every State in the Union, is evidence 
of the growing realization among shoemen, as among 
other business men, that unity of purpose and co- 
operative effort are essential elements in the success 
of any enterprise.” 


Election Hours Changed 


Routine business prior to the annual message of the 
president included the reading of a letter of welcome 
from Alvan T. Fuller, Governor of Massachusetts; the 
approval of the minutes of the 1924 convention in 
Chicago; and the adoption of a resolution changing 
the hours between which votes for the new officers 
could be cast. 

In his annual message, President Alexander said: 

“We have just rounded out a year, the results of 
which will not make it stand out as the best in history; 
however, I venture to say the majority present at this 
meeting came through in fairly good shape, and that 
you will say with me it is largely because of the active 
interest you have taken in Association work, the help 
you have been to your fellow member and the help he 
has been to you. 
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FRANK P. MEYER 
First Vice-President 


Retail Stocks in Good Shape 


“I find that almost invariably members have their 
stocks in good shape and their business well in hand 
because of information furnished them through the 
various channels operated by the Association, while 
the wise boy—the one who springs that old bromide 
about his business being different from others, etc., 
and who will not affiliate or co-operate with anyone— 
is doing some floundering around in the deep water of 
over-loaded shelves and under-loaded bank account. 

“Gentlemen, that the shoe industry, as a whole, is 
not in the healthy condition its important position in 
the world’s industries would warrant, is plain to all— 
that the only way possible to place it in that position 
is by honest, earnest, co-operative efforts on the part 
of all connected with the business in any manner. 


Over-Production the Chief Evil 


“Our main trouble today is over-production. In 1923 
we produced 375,000,000 pairs of shoes, while the con- 
suming capacity of this country, as figured by the 
most optimistic statisticians in our industry, is 300,- 
000,000 pairs a year, so we started 1924 with a 25 per 
cent surplus. In 1924 we produced approximately 
340,000,000 pairs; as our exports are practically nil 
you can see where we have, right now, more than 
100,000,000 pairs surplus, and the producers are still 
producing. 

“So long as this continues, there will of necessity 
be sold millions of pairs at less than cost of production, 
thereby keeping the whole industry disturbed and 
worse, from the retailer’s angle, every pair thus sold 
takes the place of a pair that should have been put on 


N. E. JACOBS 
Second Vice-President 
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I. B. HOWE 
Third Vice-President 


the consumer’s feet at a fair and reasonable profit to 
us. 
Good Outlook for 1925 


“It is not within the power of this Association to 
alone bring about a remedy for this condition, but we 
can go a long way. The N. S. R. A. stands ready to join 
with all allies of the industry in making a safe and 
sane adjustment of conditions that will be to the inter- 
ests of not only our craft but the public as well. 


“The outlook for 1925 is bright. All agree 
it will be a good year, but don’t be stam- 
peded. Buy freely but not recklessly. Keep 
in mind that million surplus pairs. Boost 
your Association. Boost the manufacturer 
and the traveling salesman in every honest 
effort they make toward cultivating a better 
spirit of good will. 


“Make use of the information that comes from the 
N. S. R. A. headquarters, and write Manager Spangler 
for more. Know yourself; know your stock; know 
your overhead.” 


More Business in Government 


Merle Thorpe, editor of The Nation’s Business, a 
Washington publication, followed with a remarkable 
address on “Business is Business.” 

“This phrase, ‘Business is Business,’ ” he said, “is an 
innocent sounding phrase. It is found in seven lan- 
guages, and in every language it carries the same 
implication, the same innuendo that business is con- 
ducted on a different standard of ethics and morals . 
than other callings and professions. ‘Business is busi- 
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MARTIN MURRAY 
Fourth Vice-President 


ness’ means you had better look out, there’s danger 
ahead. We have used it, you know, as a justification 
for sharp practices. 


How Politics Has Hurt Business 


“Up and down the land the people have been taught 
to believe that business is business, that sentiment has 
become a part of them. Unscrupulous politicians have 
found it to their advantage to keep it alive, and have 
said: ‘Elect me to office and I will put these merciless, 
profiteering retailers in jail, and I will get the middle 
men and I will string them up and I will bust open 
these big combinations of business,’ and as a result 
we’ve got thousands and thousands of laws on our 
State and Federal statute books that are restricting 
and limiting the honest and legitimate activities of 
business men.” 

_Mr. Thorpe cited as one of the governmental agen- 
cies which “has got off on the wrong foot,” the Federal 
Trade Commission which, he declared, had failed of its 
responsibility because “it took its cue not from the law 
authorizing it but from this sentiment out over the 
country that ‘business is business,’ business is crooked, 
we’ve got to watch business and at every opportunity 
we must put it in jail. 

“The Federal Trade Commission became the perse- 
cutor, the judge and the hangman,” he added. 

At this point Mr. Thorpe put in a good word for 
men in public office. “I think,” he said, “I can count on 
the fingers of one hand those men in public office who 
would take a bribe. They are the hardest working men 
in the world down there at Washington. The difficulty 
is not that they are openly venal or secretly venal. The 
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OTTO H. HASSEL 
Secretary-Treasurer 


HARRY FONTIUS 
Director for three years 


difficulty, as I see it, is that our business structure, 
our industry, has become so intricate, complex—you 
touch something in Maine and it flies up and hits us 
in California—that no one mind can comprehend all 
this business and we are calling upon Washington and 
upon State capitals to pass more and more laws doing 
the things for business that we as business men ought 
to do for ourselves. 


Federal Reserve System Slipping 


“One big governmental problem today is finance. 
The Federal Reserve System is slipping. I don’t know 
what you think about the Federal Reserve System but 
I, for one, believe it has done a great deal to keep us 
out of panics in the last few years; it has given us a 
greater degree of prosperity, but Controller Dawes 
said, just the other day, that national banks are leav- 
ing the Federal Reserve System like rats deserting a 
sinking ship. Why? Because the restrictions placed 
upon national banks have made it more profitable to 
operate in the State Bank field. In Detroit there are 
only two national banks left; in Chicago only two are 
left; and I happen to know that their legal depart- 
ments have recommended that they give up their 
National Bank charters and go into the State Bank 
field, and that is a question of finance.” 

Other problems harassing the government are 
transportation with its Railroad Labor Board, the pro- 
posed consolidation of railroads, ocean transpdrtation 
and even air transportation, declared Mr. Thorpe. 

“TI believe,” he said, “we are sitting right on the 
edge of a great transportation era. For the last ten 
years there has been no mileage built by the railroads. 
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F. E. FOSTER 


Director for three years 


There has been a loss in mileage of trolley construc- 
tion. The air is certainly going to carry on, and the 
trucks are going to carry on, and we are facing a new 
era in transportation. 

“On the sea Lloyds, last week, showed for the first 
time that there were more of the motor ships being 
built than steam ships, and I am not sure but on sea 
transportation we are just looking backward over an 
era of steam shipping, and that the motor ship with 
the Diesel engine will come along now and push the 
steam ships off the seas as steam and steel did the 
clipper ships a hundred years ago. 

“And there is manufacturing, standardization and 
simplification of styles and waste and maintenance of 
re-sale price, and all of those questions under fabrica- 
tion and manufacturing before the White House today, 
and distribution, and the middle man, and the ware- 
house man, and the cold storage man,—all those bills 
up seeking to tell business how it must operate and 
how far it can go and how far it can’t go. 

“And there is a question of natural resources—coal. 
I can’t go into all of these. Coal and oil and timber 
and reclaimed lands, 200 million acres of them. We 
had a coal commission the other day that, after 14 
months’ work and spending $690,000, with a report 
this high (indicating about 30 inches) which I had to 
wade through as a part of my job, and about the only 
thing constructive I could find was a recommendation 
to make the Commission permanent. 


Too Little Business Counsel 


“I say there is too little business counsel and advice 
and the highest development that has come about has 


C. E. WILLIAMS 
Director for three years 
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H. C. MCLAUGHLIN 
Director for three years 


been that which has been brought about by members, 
organizations of which you are members back home, 


trade associations. 

“Trade associations today, 258 of them, have met 
and have given us that code of ethics and business 
practice that the Federal Trade Commission forgot to 
give us, and with Chambers of Commerce, 1400 in all, 
you, realizing this situation at Washington, have built 
up there, what? A clearing house where the business 
counsel of these 700,000 business men affiliated with 
these associations can say, ‘We believe that business 
experience dictates that this be handled in this way,’ 
and that clearing house, the organization which I have 
the honor to represent, carries your opinion to the 
Congressman and lays it on his desk and says, ‘You 
can take it or leave it, Mr. Jones.’ 

“There’s no lobbying, no button-holing; simply, 
‘This is the business counsel, non-partisan, unbiased, 
non-sectional.’ Dubuque, Iowa, and Seattle, Wash., 
with the same vote that New York city has. 

“And I am glad to report to you today that John 
Jones is more and more eager and pleased to get that 
non-partisan help on these great economic questions. 

“I have two other indictments against that phrase, 
‘Business is business.’ 


“As I go up and down the land and I hear 
agitators tell about business, how crooked 
it is, how unscrupulous it is, how it is dog 
eat dog, how we must watch business men 
above all others, I marvel at the fact that 90 
per cent of the business of this country is 
conducted on credit, and credit is nothing 
more nor less than confidence, one business 
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A. H. GEUTING 
Director for three years 


man in another, that he will do what he says 
he will do. 


“A real friend of the people is business, business 
that does not leave the people poor, find them poor and 
leave them poor. The General Electric finds them in 
darkness and leaves them in light; the American 
Radiator finds them cold and leaves them warm; the 
International Harvester finds them bending their 
backs over scythes and hoes, and it leaves them riding 
unconquered over their fields; the Standard Oil and 
Henry Ford find them shackied to their front porches 
and give them the whole world for their front yard. 

“Business is the real friend of the people, and if 
some of us business men who have grown too fat to 
fight and too lazy to run and are taking our lickings 
lying down, when these men get up and attack our 
business, tell the people that it is ‘business is business’ 
and we could destroy a few of these old slogans like 
‘friend of the people’ and ‘big business’ and ‘Wall 
Street’ and ‘special privileges’ and ‘the interests’; we’d 
take away some of their ammunition and make it a 
little bit more difficult for radicals to get a hearing.” 


Advantages of Business Training in College 


The address of D. K. David, assistant dean of the 
Harvard Business School, which followed, covered 
mostly the benefits to be derived from co-operating 
with this and similar schools and showed the tremen- 
dous advantage of having men in business who have 
had the advantages of studying in those institutions. 

Particularly he stressed the value of a knowledge 
of general business methods and practices, and the 
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E. N. PARK 
Director for three years 


GEO. M. SPANGLER 
Manager 


value of a knowledge of fundamental economics. He 
illustrated by citing the case of a number of companies 
who, in 1920, and because of their lack of economic 
background, could not see the price drop coming and 
were forced to accept heavy financial loss. 

“Business,” he said, “will become a profession. It 
is rapidly becoming a profession.” 


Committees Appointed 


Then followed committee appointments as follows: 

Committee on Resolutions—Christian Ludebuehl, 
Pittsburgh, chairman; Charles Livingston, Clarks- 
burg; S. W. Napier, Omaha; A. G. Ruby, Chicago; 
Lincoln G. Haines, Springfield, Mass. 

Committee on Resolutions—Christian Ludebuehl, 
chairman; Mark F. Cosgrove, Worcester; T. A. Bax- 
ter, Seattle; D. J. Meyers, Dayton, O.; P. M. Van de 
Venter, Rochester. 

The last two speakers on the program for the day, 
A. H. Geuting of Philadelphia, a past president and 
one of the founders of the N. S. R. A., and John C. 
McKeon, also of Philadelphia, and president of the 
National Boot and Shoe Manufacturers’ Association, 
both spoke briefly and to the point on the relationships 
existing between the various branches of the industry 
and of the vital necessity of bringing these groups 
into closer harmony. 

Said Mr. Geuting: 

“If the manufacturer doesn’t properly co-operate 
with the tanner and with the retailer and all the 
branches of business co-operate together for one com- 
mon purpose of serving the public the best at the least 

(Continued on page 31) 
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Resolutions Adopted by the N.S. R. A. 
at Its 1925 Convention 


We pledge ourselves in 1925 to the development of the retail 
shoe merchant as the selector of footwear and purchasing agent 
of his community, and the making of his service to mankind on 
the highest standards of truth and integrity. 

We pledge a service that is: ethical <1 AEREEPY the bet- 
terment of fitting practice, and will make every effort to gain 
the confidence of the American public, so that it will be more 
appreciative of the place and purpose of the merchant. 

Inspired by the bringing of merchants together under the N. S. 
.R. A.-let us make of 1925 a year of true co-operation, inter- 
dependence of one merchant upon another, arbitration of all 
differences, and the close fraternity of tanner, manufacturer, 
wholesaler, traveling salesman, business papers, and men of the 
craft, to the end that each by service rendered may achieve com- 
mensurate compensation. 
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Our Business Platform 


Business is the vital factor in the prosperity, growth and de- 
velopment of our nation, and we express our opposition to any 
governmental interference through regulatory legislation based 
on paternal experiments in the control of distribution; recalling 
Abraham Lincoln’s simple definition that “government is insti- 
tuted to do those things for us, as we, in our individual capacity 
cannot do for ourselves, or as well.” 
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Our Style Platform 


After five years of study of style we have reached the point 
where national experience proves that too many numbers from 
too many sources of supply weaken the stock turnover, increase 
liability, and bring about duplication of stock detrimental to 
profitable management and divide the year into too many un- 
profitable sales periods. We, therefore, recommend that each mer- 
chant buy only what he needs from the viewpoint of his own 
community and that he buy from fewer sources, so that he can 
get adequate representation of sizes and widths within the pre- 
dominating styles. Such concentration of effort will help to make 
1925 a progressive and prosperous year. 


* * * * 


Platform on Collective Effort 


Collective merchandising is ‘the new instrument of efficient 
distribution, and we urge merchants in cities and towns to co- 
operate in seasonal campaigns and special features such as “Shoes 
for the Occasion”; “Walk and be Healthy”; “Dress Well and 
Succeed,” and to unite in getting more shoes sold right, for by 
such effort a union of purpose is achieved. 


* * * * 


Platform of Style Interpretation 


The ‘continuance, development and expansion of the National 
Style Conference of merchants, manufacturers and allied organ- 
izations in its work of quarterly style analysis and forecast, is 
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held up to the industry as an accomplishment worthy of national 

acceptance, and adherence to the recommendations will bring 

about a more rational system of buying for each advance season, 

and we thank our committees for their efforts in our behalf. 
coe 


Platform of N.S. R. A. Service 


Development of the local, state and sectional associations is 
the basis of the strength of the National Shoe Retailers’ Associ- 
ation, and we call upon Headquarters to organize and stimulate 
association work, to prepare educational programs and to secure 
and direct speakers and open forums, As an army depends upon 
its soldiers, so the National depends upon the company of its 
junior associations to give it true representative power. Let us 
increase the allegiance and co-operation of all local,"state and 
sectional organizations within the N. S. R. A. Let us make of 
1925 the great membership year and start an aggressive campaign 
immediately. 
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Platform of Appreciation 


Contributing to our exposition-convention full measure of 
support, enthusiasm and inspiration, we thank, collectively, the 
exhibitors and participants who helped to make the markets of 
shoes, leather and supplies available to the inspection of our 
members. We salute with affection and appreciation the trav- 
eling shoe salesmen, who not only attended but contributed their 
time and services in registration and hospitality work. They are 
the genial men of contact between us and our sources of style 
and stock, and are deserving of our consideration at all times. 
We acknowledge the hospitality of Boston, the untiring work 
of our hosts, the Boston Convention Committee led by Irving B. 
Howe, and express our thanks to all committees, speakers and 
workers contributing to the success of our great meeting. 


* * * * 


Memorial Resolutions 


The National Shoe Retailers’ Association records with great 
sorrow the untimely death of Fred S. Stewart, past director. His 
wise counsel will be greatly missed by his associates, and his 
zeal, devotion to service and faithfulness to the highest ideals 
were, in a marked degree, most hélpful to this organization. We 
testify our high esteem, sincere respect and heartfelt sympathy 
in his loss. 
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Resolution from the Floor 


Be it resolved that we, the members of the N. S. R. A., do 
recommend the maintenance of the Field Secretary and Harvard 
Bureau of Business Research and the curtailment of expenses of 
the Association in such other departments as the general secretary 
or manager, and any other parts of the staff that can be reduced 
in numbers or salary, in keeping with the desire of the members. 
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possible expense and in the best posible way, there 
will be no excuse whatever for the Government to in- 
terfere, and that cannot be done without preserving 
the proper ethics. 

“No retailer has a right to have a traveling man 
lie around a hotel two or three days wasting his time, 
and not give him an audience when he is entitled to 
it. No retailer has a right to ignore a traveling man 
that is on his mission, a proper mission of introducing 
his wares to you. There is no reason for it. You can 
tell this man whether you are interested in his goods 
or not in a minute. You know just about where you 
stand, whether you want to see him or not, and you 
can give him your answer and let him go on his way 
and not waste his time. That is one of the principles 
or a part of the ethics that I think we are entitled to 
observe and is properly due to one branch of the 
business. 


What the Merchants Do 


“You have no right to place an order with a travel- 
ing man and have the manufacturer seriously enter 
that order on his books and after a brief time find 
you don’t want those goods and so cancel the order. 
That is not proper ethics. 

“You have no right to have those goods shipped into 
your house, and, because you made a mistake in judg- 
ment, say that the shoes don’t fit or they are not up 
to sample, and return them. 
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Trade Arbitration Favored 


“When you have a legitimate dispute between the 
manufacturer and the retailer, why not settle it be- 
tween yourselves? Why go to court? We have an arbi- 
tration committee and it is made up of people that 
know their business and they can render judgment 
and fair judgment in a very few minutes, and are in- 
clined to give you a better judgment than any court in 
the United States.” 

Said Mr. McKeon: 

“Have we not, as manufacturers and retailers, a mu- 
tuality of interest that we fail to observe? Are we not 
more or less partners in this big scheme of what might 
be termed national service? And after all, is not our 
problem primarily that of providing the wearing pub- 
lic of the United States with footwear commensurate 
with price demand, with the general expectation of 
durability, and style in keeping with custom or general 
trend? 

“It is hardly my thought to control abuses that exist 
to an extent in all branches of our industry by observ- 
ance of a generally recognized code of ethics, as while 
the code may not entirely eliminate these abuses, it 
can do much to reduce them to a rigid minimum. The 
mutual interests of manufacturing and retailing, 
based upon business wisdom, consist primarily in mul- 
tiplying demand, in utilizing materials and resources, 
and in keeping a constant, wholesome mercantile ac- 
tivity. 
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“Now, then, how can this be done? Primarily, by 
study naturally of one’s own interest first; then by a 
still more careful study of business connections, an at- 
tempt to realize as far as possible the practical diffi- 
culties constantly in the way, making it almost im- 
possible to accomplish efficiency desired, but recogniz- 
ing at the same time that years of experience and 
years of honorable trading relations count for much 
in the way of results. 


Mistakes Made by Merchants 


“I believe many retailers, through mistaken enthu- 
siasm or over-zealousness or personal aggrandizement, 
frequently go out of their way to ‘kill’ a style prema- 
turely, and this element of style is very frequently a 
factor in the many disputes which creep up between 
manufacturer and distributor based upon the claim 
‘failure of quality, failure of fit, or failure of delivery.’ 

“On the other hand, applicable to the question of 
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delivery, a manufacturer must realize that the efficient 
retailer orders footwaer for a purpose—either to be 
sold during a reasonably short selling season from a 
viewpoint of style or color, and this particularly is ap- 
plicable to the white season; or he buys his shoes in a 
reasonably normal way so that they can be sold during 
the retailing periods of the year which are readily rec- 
ognized as the pivotal periods of activity, such as early 
spring, early fall, Easter, and similar sub-divisions 
of the year; and the manufacturer cannot expect to 
take unusual liberties with the process of shoemaking 
and delivery without vigorous protest from his dis- 
tributor. 

“At the same time, however, there should be reason- 
able leeway allowed by the distributor in order that 
such difficulties as always beset the process of manu- 
facturing can be overcome without such radical 
changes in production as may influence quality, fit or 
durability.” 


How to Keep Accurate Records and — 
How to Use Them 


“Record Keeping” was the subject of a departmental 
meeting at which Charles L. Mathis of Mathis, Kamm 
& Shibe, retail shoe merchants of Jacksonville, IIl., 
spoke, Tuesday morning. The subject was confined to 
record keeping as it related to keeping an account with 
the stock. A good deal of interest was manifested and 
Mr. Mathis went into great detail in explaining how 
he obtained a very intimate knowledge of his stock by 
installing a simple record system which he has fol- 
lowed now for more than 20 years. 

The simple system consisted of three books—a num- 
ber register, containing the number of every pair of 
shoes as received. The corresponding numbers ap- 
peared in the lining of the shoe and the register. Two 
index books, one for style, the other showing shipment 
records are also part of the system. 


How to Use Records 


The speaker handled his subject very well, giving 
vivid pictures of practical incidents, in most cases 
knotty problems, which were handled in a very effi- 
cient way, due to the application of the recording 
system. In part he said: 

“If we retail shoe merchants had cash deposited in 
our shoe boxes, I’ll bet every one of us would know at 
the end of the day just how much was contained in 
the store. It is even more important that we have an 
accurate knowledge of our shoe stocks, because unlike 
money, shoe styles, as they are today, change in valu- 
ation speedily.” 


Every Pair Numbered 


Briefly Mr. Mathis’ stock recording system follows: 
Letters are used as a style index. Numbers take 
care of every pair of shoes in stock. The number reg- 
ister is a thick book, numbered throughout. As soon 
as a shipment is received it is recorded in the number 


register. The leading number, for instance, 8400, is 
the first number in this allotment. Beside it the date 
of shipment, style characteristics and date of sale are 
posted. When the pair is sold, the number 8400, ac- 
companied by the style letter A or X, is recorded on 
the sales slip, and if, subsequently, reference is made 
to the sale, or if an exchange or refund is to be made, 
the sales slip, and if, subsequently, reference is made 
reference. If a shoe is returned it is marked so be- 
side the date of sale entry. There is ample room for 
this additional marking, and the speaker stated it was 
not confusing. 

Sales slips are analyzed and corresponding numbers 
on the number register are crossed off the morning 
following the day of sale. This is not a lengthy task 
and the efficiency of the system depends on this being 
done daily. . 


Leads into Other Subjects 


Mr. Mathis diverged into other shoe merchandising 
channels as the natural result of what his system ac- 
complished. Some of the most important facts re- 
ported : 

The cost mark is posted on only one carton, the first 
in a pattern section. Will do more harm for public to 
know cost price than good. 

The salesman often gets more tired of styles than 
the customer. Neglect by sales force frequently is the 
direct cause for accumulation of stocks, rather than 
the disposition of the customers. 

Individual sales are ruled off the number register in 
red ink, so it may serve as a sales barometer by hast- 
ily surveying it. 

Give salesmen inducements in the form of P. M.s 
to move slow stock. 

The average customer bringing back shoes for a re- 
fund or exchange usually has them more than twice 








January 17, 1925 








as long as he or she contends. The speaker reported 
this to be the result of a fair analysis made by him 
personally. He said his system, showing the date of 
sale, even though the customer did not bring back a 
sales slip, was a guard against this problem. 


Guide Against Misfitting 


New salesmen are very susceptible to make errors 
in fitting. They can have a guide by referring to the 
register number stamped on the tongue of the old 
shoe worn by the customer, if he bought them there. 
There’s nothing that shakes the customer’s confidence 
any more than to have a salesman miss his size by a 
“mile.” 

The easiest persons to satisfy are those who return 
for shoes, asking for them by numbers. 

The remainder of the day’s proceedings were de- 
voted to style discussions, a full report of which ap- 
pears elsewhere in this issue. 


Extra Sales By Suggestion 


E. C. Orr of the Potter Shoe Co., Cincinnati, deliv- 
ered an interesting and instructive talk on “Suggest- 
ing Extra Sales” on Wednesday. He related how his 
firm promoted a suggestion sales campaign last sum- 
mer which resulted in 10,000 extra sales being made. 
The employees were divided into two armies—the 
Reds and Blues. A general meeting was held and en- 
thusiasm was aroused. Prizes were put up as an in- 
centive. Any sale made after the first purchase count- 
ed in favor of the salesman. Daily records were kept 
so that competitive spirit was always at a maximum. 
The campaign resulted in the sales force concentrating 
on suggesting extra sales to the customer. It tended 
toward making the individual members of the force 





The style show started with a ballet which danced 
forth from a gigantic shoe while a new version of 
the “Old Woman Who Lived in a Shoe,” was ren- 
dered by a soloist accompanied by a full orchestra 


more resourceful and tactful, and moved considerable 
merchandise. 
Keeping the Sales Force Informed 


M. A. Condon of Charleston, S. C., president of the 
Southeastern Shoe Retailers’ Association, submitted 
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a paper on “Keeping the Selling Force Informed.” 


“In our store,” he said, “we have two frame boards, 
each 24 inches wide by 27 inches long, with glass front 
and beaver board back, with thumb screw fastening, 
into which each day is placed the day’s ad, whether 
large or small. On the top of the glass is printed in 
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Overhead draperies and booths becomingly dec- 

orated with flowers and plants added much to the 

general appearance of the building where shoe 
exhibits were housed 


large type—TODAY’S AD’—while at the bottom in 
equally large type is the question, ‘HAVE YOU READ 
IT?’ In the center is placed the store’s advertisement, 
which is always kept up to date. One of these boards 
or picture frames is hung directly above the time clock 
and every member of the selling force cannot help but 
see it four times a day. The other frame is hung in a 
prominent position near the wrapping counter.” 


Help Received from Manufacturers 


“Many manufacturers are getting out monthly 
charts or pamphlets in which they get over, in an in- 
teresting manner, the particular quality or selling 
features of their shoes, and practically in all cases 
they are quite willing to mail them direct to each of 
our salespeople’s homes, and we have used these with 
great success and through them have raised the stand- 
ard of our sales force to a far more intelligent and 
efficient basis, as well as in their general selling. 

“About four times a year, usually at the beginning 
of each season, we feature in small type in a promin- 
ent position in our advertisement a list of the names 
of our salespeople, with a heading calling attention to 
the efficient, courteous attention that every customer 
can expect and will receive at our store from the sell- 
ing force. This gives each salesman or saleswoman a 
feeling of being more directly interested in the adver- 
tising of our store and also makes his or her friends 
feel more interested in the store’s advertising.” 


Good Window Displays—How to Plan Them 


C. M. Stendal of Minneapolis, Minn., characterized 
the windows as “the eyes of the store.” He gave a very 
instructive and entertaining address on his subject. 
“Timely Windows in Keeping with Ads” was an inter- 
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During the progress of the 
the stage to a specially constructed “gang-plank” arrangement, up which they walked to the 
balcony runway. 


esting topic, and in part the speaker said: “I place 
great value on my windows. They are kept illuminated 
all day, regardless of the strength of the sunlight. I be- 
lieve in having the best windows in my city. If any of 
my contemporaries spent $5,000 in installing new win- 
dows, I’d go them one better and beat them, if it cost 
$10,000. They’re so important that part of the adver- 
tising appropriation should be allotted to them. 
“Windows should act as a barometer in determining 
what strength new styles are to have. After I put a 
new pattern in my windows, it’s only a brief time until 
I know whether it’s a ‘dead one’ or a popular number. 


Trims Should Be Changed Frequently 


“Set your windows like a stage. Make them just as 
attractive; make them sparkle and stagger the women 
as they pass. Change your trims very frequently and 
women will observe this fact. They change their fur- 
niture arrangement at home constantly and show ex- 
treme interest in this respect. Good window trims will 
bring about results that will be noticed by you and 
attributed to this condition of attentively caring for 
the ‘eyes of your store.’” 

James S. Kemper, of Chicago, manager of the Na- 
tional Retailers’ Mutual Insurance Company, outlined 
briefly the insurance service. 

“The Geuting Rules of 4 and 6: Mark-Up, Turn- 
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Over, Net Profits’ was the subject of A. H. Geuting 
of Philadelphia, past president of the N. S. R. A. 

Mr. Geuting touched on some very important ideals 
concerned with retail shoe merchandising before 
launching into his specific subject. In part, he said, 
“Leadership is the most precious thing that God gives 
us. It is very essential in carrying out our N. S. R. A. 
programs and will have a favorable reflection on in- 
dividual members. 

“In many lines of business too much is expected to 
result from experimentation. The most constructive 
things come about gradually. They do not develop 
from great reforms. There are too many shoe mer- 
chants doing business on a blind alley basis. The Har- 
vard Bureau of Business Research statistics show 
that the average merchant gets less than a two-time 
turn-over in a year. There is no reason why it shouldn’t 
be three instead of two.” 


Figuring Mark-Up to Get the Desired Profit 


Mr. Geuting explained that it cost 26 per cent to do 
business, and that a 40 per cent mark-up is a safe way 
of insuring about a 7, 8 or 9 per cent net profit. He 
allowed a 14 per cent leeway, explaining that it was 
one thing to mark-up and another thing to get it. 

On the turn-over subject Mr. Geuting said: “In our 
store we want a three-time turn-over—no more and 
no less. Turn-over is governed directly by conditions in 
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communities. If we aimed for more than a three-time 
turn-over in our store we would be restricted in styles 
and sizes and would not be able to satisfy the demands 
of our customers. If a woman comes in and fails to 


get a certain shoe for which she asks, it means a loss 


of good-will, and that should be avoided.” 
Otto Hassel, of Chicago, was introduced by Presi- 
dent Alexander as the man who has made more money 
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than anyone else in the retail shoe game. Mr. Hassel 
said in part: “The whole object of the retail shoe mer- 
chant is not to make money, he must give service, and 
the man who gives service will be successful. I think 
it is true that generally the shoe merchants who sell 
retail do not study their own problems enough. We 
have watched every angle of our business and have 
made money every year.” 


Methods Employed in Training 
Retail Salesmen 


At the Wednesday morning session, Arthur Ebbs of 
the Swope Shoe Company of St. Louis, attracted many 
important retail merchants with his address “Selling 
and the Eccentric Customer.” Ebbs outlined the 
method employed in his store in training salesmen. 
After going over the routine of charges, policy and 
exchanges he is placed on the floor. However, he is not 
permitted to sell shoes before two days, which is de- 
voted to learning the stock. Each Wednesday morning 
the sales force meets where it is advised of the 
new merchandise, its selling points and fitting quali- 
ties. The sales force is sold the merchandise before an 
attempt to influence the customer is made. 

“Don’t attempt to pass on a customer’s disposition,” 
is advice given to all sales people. If there is apparent 
some resistance on the customer’s part, or the sales- 
man’s enthusiasm for that particular customer is not 
at the peak, he is requested to turn her over to the 
floorman who can, prevent a walk-out in many in- 
stances. 

Points on Store Turn-over 


Don’t wear out the customer before turning her 
over to another salesman, was a pertinent thought 
brought out in the discussion on this point. The best 
customer of any store is the individual who has been 
dubbed a crank, stated Ebbs. The individual hard to 
fit and difficult to satisfy, when pleased, will go to 
great lengths in recommending your store. 

In a discussion on mail order business for retail 
shoe stores, it was the consensus of opinion that at 
best it was only possible to break even each year. The 
advertising that a store receives in its particular com- 
munity justifies the continuance of this activity. 

The building of a mailing list prdved to be interest- 
ing, and the method adopted by J. V. Byrn of Kansas 
City, Mo., wherein no shoes are permitted to be 
wrapped unless the name and address appears on the 
sales check, was one of the best suggestions brought 
out. No objection is raised by the customer when de- 
manding this information, stated Byrn. 


Building a Mailing List 


The list proves most effective in announcing legiti- 
mate sales through direct mail advertising before an 
announcement is made in the daily papers. Direct 
mail advertising received good support from those 
present, especially where newspaper rates are exor- 
bitant. 


The theory that it was better to give P. M.’s to sales- 
men on slow moving numbers than to cut prices and 
pass it on to the public, met with approval of the ma- 
jority present. 

By making equal opportunities for all salesmen it 
was felt a great amount of labor turn-over could be 
eliminated. 


A Wednesday Storm 


An incident of Wednesday afternoon’s session that 
gave a worth-while thrill to the convention session was 
the sharp debate between I. H. Morse, Carrol Scog- 
gins, Reuben Metz, Seaton Alexander, N. E. Jacobs, 
Martin Murray, I. B. Howe, and a number of mer- 
chants on the floor, who discussed pro and con the 
place and purpose of the Field Secretaryship and the 
Harvard Bureau of Business Research work for the as- . 
sociation, and whether they should be eliminated or 
not on the grounds of economy. The spark came out of 
the meeting of the State Presidents the previous eve- 
ning, and was touched off by I. H. Morse. 

This animated incident resulted in the resolution 
which was in the form of a recommendation to the 
Board of Directors, and it is published with the for- 
mal resolutions elsewhere in this issue. 

The sparkling features of this little session, attend- 
ed by 133 shoe men, was capped by Andrew C. Mc- 
Gowin, the veteran mariner of convention procedure, 
who poured oil on troubled waters, and called for 
greater effort in behalf of the National. 

Carrol Scoggins, of Texas, who had carried the 
brunt of the opposition to a displacement of the Field 
Secretaryship and the Harvard Bureau of Business 
Research, fell in line with his suggestion and 
apologized. 

It is a good thing in association work to have differ- 
ences of opinion, and the convention floor is the place 
for the discussion thereof. 


The Fourth Day of the Convention 


The final session of the convention was not held. 
There were 500 empty seats, and a few reporters, the 
cheer leader and the official stenographer were held in 
suspense while the directors met for two hours. This 
was a situation that couldn’t be helped very well, be- 
cause the faithful who had sat through the three days’ 
sessions wanted to do some buying before the exhibits 
were packed up and the sample rooms abandoned. *~- 











The session of the Board of Directors was an inter- 
esting one, attended by fifteen of the board, resulting 
in the election of John J. Baird, president; first vice- 
president, F. P. Meyer; second vice-president, N. E. 
Jacobs; third vice-president, Irving B. Howe; fourth 
vice-president, Martin Murray and secretary-treasurer 
Otto H. Hassell. At the directors’ meeting the plan of 
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MERLE THORPE 
He is editor of “The Nation’s Busi- 
ness” and his address on “Business 
Is Business” proved one of the 
best features of the convention. 


work for the new year was discussed, and it was in- 
dicated that Chicago would be the next convention 
city; that Sam Davis had completed his work for the 
N. S. R. A., and that something would be done for a 
limited continuation of the Harvard Bureau Shoe Re- 
search. 

The exposition and display were housed in Mechanics 
Building and Paul Revere Hall. The booths were 
simple in design. Lower than those of previous con- 
ventions but roomier and more attractive. The individ- 
ual effort to make them attractive was commendable. 
The lines of shoes were well displayed and the profuse 
use of fresh flowers gave a most unusual touch to many 
of the booths. 


Harvard Bureau Had Big Space 


No, the displays were not all shoes. Accessories, 
leather, even the U. S. Government had been attracted 
by the importance of this big N. S. R. A. convention. 

The Harvard Bureau of Business Research, that ef- 
ficient organization ever willing to assist the retail 
shoe merchant in his business problems, was quartered 
in the Mechanics Building. In the hall where the style 
revue was given was another group of booths just as 
interesting and pretty as in the other hall. 


No Group Displays This Year 


The regular convention delegate missed from this 
exposition the former large group displays which have 
been so popular at past conventions. However, in the 
displays every shoe center of importance had substan- 
tial representation. 
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The roof of the hall housing the runway was canopied 
with a striped awning colorful enough to be the envy 
of a Venetian. Around the balcony was built the run- 
way upon which was presented the style promenade. 
Seven tiers of seats rose in the balcony from the run- 


“way. 


The huge stage at one end of the building was elab- 
orate in decoration. It was here that the models 
emerged in all their loveliness, approaching the gang- 
plank effect up which they walked to the runway. 


Runway Presents “Good Sellers” 


The Premiere Shoe Style Revue presented a pleasing 
array of “good sellers” for spring and summer. 
Nothing radical was shown, newspaper reports to the 
contrary notwithstanding. One buyer whispered to 
another: “I have a style coming into my store for im- 
mediate delivery, which is just like that shoe with 
light tan calf vamp, alligator quarter, 14/8 heel.” An- 
other buyer said: “I am going to order on that black 
and white interwoven vamp and black quarter. 

It was a selling revue. All were pleased with the 
new-method-to-Boston of shoe style presentation. Di- 
rector Ed Beck, and his assistants, were the recipients 
of many hearty congratulations on “Putting it over the 
top.” There was just enough vaudeville to give the 
right “snap” to the three runway performances. Ballet 
and song, around the theme of “The Old Woman Who 
Lived in a Shoe,” with a big shoe in the center, made 
an artistic prologue. The models tripped down the ter- 
raced steps of a beautiful garden and on their balcony 





MARIE BENDELARI 
This American girl, head of a 
firm of shoe manufacturers in 
Paris, traveled 4000 miles to 
attend and lend her help in the 
discussion of style problems. 


runway walk were at no time over twelve feet away 
from the audience. 


Light Brown Shades Led 


Light shades of brown were prominently featured. 
There were a large number of spike heels. Heels were 
7/8 and 8/8 on strictly sport models—there were some 
10/8’s and 12/8’s and many from that height up to 
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19/8. White came in for a strong showing and black 
and white. There was a good display of gore patterns— 
some front and some side—buckles and bows in abund- 
ance, and many side effects. A girl in gray, from large 
chiffon hat, rose pink faced, to gray kid shoes, with 
14/8 heels—a front gore pattern, “led the way” on the 
closing night. 


Black, and Black in Combinations 


Black and gray and black and light tan, ranging 
down to faintest orchid, were effectively combined. 
Lizards in black and gray—kids in all the light brown 
shades, mosaics in green and gold, gold and silver bro- 
cades, plain gold and silver kids, sometimes with jew- 
eled heels, were featured. There were as many straps 
as pumps. Black satin pumps, trimmed with rhinestone 
buckles, or adorned with rhinestone beading, were ef- 
fectively combined with black gowns, or with gowns 
in light shades. 


Iridescent Patent Is New 


A dainty rose kid pump was “shot” with gold. A 
decided novelty in an iridescent patent leather, in 
which shades of green and blue and black pleasingly 
blended, was presented in a step-in pump; this shoe 
was given character with a white kid trim. Silver kid 
and gold kid, sometimes with jeweled heels, and some- 
times with buttons; orchid, blonde, and rosewood satin 
straps and pumps with spike heels, were presented 
with evening dress. 
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On sport shoes, crepe soles divided favor with other 
sport soles of leather or rubber. 


Interwoven Effects Strong 


There were many interwoven effects—for vamp, 
with plain quarter—or an entirely interwoven shoe— 
as for instance, black and white, or brown and white, 
or all in one shade of very light tan. 

In the men’s models, light weights were featured 
strongly. Light tans, in calf, some blacks, with wide, 
or modified toes and for dress, plain patent leathers, 
with London toe, were featured. 

In children’s shoes, sandals led—an attractive model 
in black patent vamp, with gray kid quarter was ef- 
fective. 


Some Models in Booths 


With ideal surroundings, the newest creations in 
men’s, women’s and children’s shoes made an effective 
impression. Some living models were employed in dis- 
playing various styles at some of the booths. 

In women’s lines, tan calf was the most conspicuous 
material. Many very striking styles made in this ma- 
terial were seen all through the hall. Tan calf in com- 
binations, with patent being used in most cases, was 
also a strong number generally. Then again tan calf 
in slender strap designs, with patent applied as a 
trimming, appeared frequently. Tan calf tones varied 
from a medium light shade to a dark brown. 





Showing the standard booth arrangement in 


the various “style avenues” of the exhibit. 








38 BOOT AND SHOE RECORDER 








Boot and Shoe Recorder booth. 


Color Combinations Many in Number 


Strap effects, both front and side gores, step-ins, ox- 
fords and ties were generally the patterns displayed 
at women’s booths. Besides tan calf, black materials 
as body materials, were common. Patent and suede 
were used in many good-looking models. Some patterns 
were shown with black suede in the vamp and black 
satin as the quarter. 


Whites" loomed up brightly, probably because of the 
ideal background of darker colors. Tan and black calf 
materials were used as trimmings in sport oxfords, 
carrying the body material of white. Blonde satin, fea- 
tured in slender straps, step-ins and concealed gore 
types, was common. 

A wide variety of patterns featured the exhibits of 
men’s shoes. The range covered from the feather- 
weight oxford in tan and black to heavy brogue types 
of grain leathers. Distinctive perforation and pinking 
designs were employed freely in stressing individual- 
ity. There were more patterns featuring perforations 
as a means for stressing style than shoes carrying sev- 
eral rows of stitchings. Fancy stitchings and, in many 


cases, a few rows of plain stitchings of the same hue : 


as the material in the body of the shoe, were used, too, 
but not so much as perforations. 

Several companies put the spotlight on their feather- 
weight style—the pattern for summer and late spring 
wear. They made it so light, applying a lighter upper, 
sole and stock used in the insole, etc., that the con- 


trast between the shoes being worn now is very 
marked. It’s one step in the right direction toward in- 
fluencing the man to wear seasonal footwear. 
Children’s shoes, especially those for girls and young 
misses, follow closely the trend in the women’s field. 





Executive Committee Named by 
President Baird 


The first official duty of President-elect John J. 
Baird was the appointment of his executive commit- 
tee. An entirely new slate is the result, with men of 
new ideas and new interpretations of what the mer- 
chant members want. 

The committee is headed by Seaton Alexander of 
Wheeling, W. Va., associated with whom are Martin 
Murray of Wilkes-Barre, Pa.; N. E. Jacobs of New 
Orleans; J. C. Fedler of Louisville, and Edward W. 
Hahn of Washington, D. C. The new board will act 
immediately in planning the work of the year. 





Lynn Has New Shoe Firm 
Colella & Leighton start Monday morning, January 
19, to make fine novelty style shoes at 25 Marshall’s 
wharf, Lynn. The firm is made up of “Patsy” Colella, 
formerly superintendent for P. J. Harney Shoe Co., 
and later with Rice & Hutchins and H. P. Leighton, 
widely known salesman. 
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Who Is This Man John J. Baird? 


N.S. R.A. President Just a Plain Merchant Who Has Worked His Way to 
Store Ownership, and Who Now Plans to Give It to 
Those Who Have Stuck with Him 


lished a story to the effect that when Seaton 

Alexander was proposed for a director of the 
National Shoe Retailers’ Association by John J. Baird, 
of Columbus, the question was asked, “Who is he?” 
Baird answered, “He is my friend.” And, on Thurs- 
day, January 14, with a humorous twinkle in his eye, 
Seaton Alexander made the same answer to a similar 
query. 

Just before the completion of the term of Seaton 
Alexander, as president of the N. S. R. A., he had the 
opportunity to explain that five years ago at the Bos- 
ton convention he had been introduced by “Tony” 
Geuting as Mr. Wheeling from West Virginia. And in 
like fashion, Seaton, on the fifth anniversary of that 
occasion to the very day, introduced as speaker Mr. 
Philadelphia of Pennsylvania. Such were the making 
of repartee. 


\ YEAR ago the Boot and Shoe Recorder pub- 


The Boy Who Became President 

But to stick to our subject, John J. Baird’s story 
reads like a business romance. From a Canadian farm 
near Montreal, the township of Granby, came a husky, 
strapping young fellow of twenty-two, to visit an 
uncle located just outside of Columbus. By some quirk 
of fate he decided to take business training, and as 
he succeeded in borrowing the necessary funds from 
his uncle, went through the business college and be- 
came the bookkeeper for the Pitts Shoe Store at the 
magnificent salary of six simoleons per week. Of 
course, in those’ days, there were no movies, no auto- 
mobiles, none of many of the other modern thrillers, 
and young Jock, as John J. Baird was known in 1887, 
when he became associated with the Pitts Shoe Store, 
had before him only work, 
and more work. 


Merchandising in the Good 
Old Days 

From that time the 
growth and development of 
the Pitts Shoe Co. may pro- 
perly date its birth. John 
Baird put not only his ro- 
bust health and muscle back 
of the business, but his 
brains also. He dissected 
wooden shoe cases, painted 
the boards black, and then 
in white letters placed on 
them the advertisement of , 
the Pitts Store. Then he 
would drive around in the 
country tacking these boards 





The American flag was used to drape supporting 
pillars. 


up on trees, fences; and every place where they would 
do good. 

Since then, the business has become a real institu- 
tion. Employing some fifty or more people, it occupies 
a four-story and basement building and holds a very 
valuable lease, having a long term of years to run. 

A sidelight into the character of John J. Baird 
which might prove of interest to his many friends is 
his extreme modesty. In civic affairs he is called upon 
very frequently to give of his time and energies, but 
never does he seek one of these honors. He is a worker 
in any cause on which he is sold—but the honor must 
seek him. He will never look for it. 


How many of his most intimate friends 
know that he has so arranged his affairs that 
siz of his older employees are to own the busi- 
ness in eight more years? 


This is not a purchase proposition. It is a down- 
right gift. Not a dollar is to change hands through 
this arrangement. He has apportioned his holdings in 
the business to six people who are to continue the 
operation of the business as their own after eight 
more years. He is looked upon by his subordinates 
and associates as a friend, not as an employer. 

There you have a picture of a strong man, ready 
for a difficult task, the strengthening of the National 
Shoe Retailers’ Association. 





Here’s a New Method of Compensating 
Salesmen 

An interesting event of the N. S. R. A. Convention 
was a meeting to discuss sales expense, presided over 
by W. E. Wood, general 
manager of the I. H. Morse 
chain of stores operating in 
New England. Much of the 
first part of the meeting 
was devoted to an explana- 
tion of the commission form 
of payment as installed in 
the Wm. Hahn Co. stores in 
Washington, D. C. 

“We pay different rates 
of commission on different 
shoes,” explained Mr. Hahn. 
“We have three grades of 
commission. We have an A, 
B and C grade of commis- 
sion, and the A, B and C 
grade is different in all three 
of our departments. We have 
men’s, women’s, children’s 
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How the System Works 

“We'll say, for example, that the lowest rate of 
commission is 5 per cent in women’s department; if 
he sells an A grade shoe at $10, he gets 50 cents; if 
he sells a $5 shoe, he gets 25 cents. Some of the $5 
shoes we are more anxious to sell than some of the 
$10 shoes,—discontinued styles, broken styles or 
something of that sort,—so we might pay as high as 
10 per cent on a $5 shoe in some cases. 

“It isn’t as complicated as it sounds. Our plan is 
that we have a carton ticket on each one of our boxes. 
When the sale is made this carton ticket is removed 
and goes up into our office along with the sale. The 
information as to the salesman’s commission is ob- 
tained from this carton ticket. If itis a grade A shoe, 
which is our lowest rate of commission, it is just a plain 
carton ticket. If it is a B grade, one hole is punched 
in it. We have a punch something like they used to 
use on a street car for punching the street car tickets. 
If it’s a C grade, there are two punches in it, so that 
it is very easy for our office to take a man’s sales at 
the end of the day and collect these carton tickets, 
which, of course, have the price of the shoe on it, and 
they will put together all of the A grade shoes, so on 
with the B and the C. 


Helps to Move First the Merchandise Which Should 
Be Moved Fast 


“As Mr. Woods pointed out, the problem is two- 
fold. First, to move our higher priced merchandise 
and, second, to move our slow-moving merchandise 
such as discontinued styles, broken lots; and we be- 
lieve that eventually it is going to work out all right 
and will reduce our selling costs. 

“There is also one other very big advantage to it, 
which is probably the biggest advantage of all, and 
that is that every salesman gets exactly what he 
earns. We find it impossible to pay men on a fair basis. 
You take a man in and pay him $25 a week. He may 
earn $25, he may not be earning $20, or he may be 
earning $50. This plan gives every salesman in our 
store a chance to make just what he earns.” 





National Officers Guests of Boot and 
Shoe Club 


Boston, Mass., Jan. 15—President Seaton Alexander 
and John J. Baird, president-elect of the N. S. R. A., 
were special guests at the dinner meeting of the Bos- 
ton Boot and Shoe Club held at Hotel Vendome, Wed- 
nesday night. Other leading retail shoe merchants of 
the country were also guests, as was Sam wavie, field 
secretary of the N. S. R. A. 

Probably the most impressive feature of the meeting 
was the sentiment expressed by every speaker—that 
the shoe industry and its allied branches were com- 
mencing an era of prosperity. Speakers included Mr. 
Alexander, Elisha W. Cobb of Boston, William M. Bul- 
livant of Boston, Frank G. Briggs of Boston and A. H. 
Lockwood, editor of the Shoe and Leather Reporter. 
President John A. Gardner presided. An encouraging 
statement from the remarks made by Mr. Cobb con- 
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cerned the improvement in the leather situation. He 
said that the conditions in the leather industry today 
were from 50 to 75 per cent better than they were any 
time during the past four years. He said “The making 
of leather calls for the application of art today in con- 
trast to the old rule of making leather 90 days ahead.” 

Mr. Lockwood said that the world needs more raw 
stock to make leather. He predicted that shoes were 
going to be higher. 

Secretary Thomas F. Anderson announced that the 
annual meeting will be held February 18, at which time 
officers will be elected. 





Wholesalers Hold Meeting in Boston 

Another national gathering of the week, in Boston, 
was that of the National Association of Shoe Whole- 
salers held in the Copley-Plaza Hotel. Because it was 
held later in the week than the N. S. R. A. gathering, 
we find it impossible to cover it adequately in this 
week’s issue. In our issue of January 24, however, the 
complete report will appear. 





Germany Making Cheaper Shoes 


New York, N. Y., Jan. 8—The Shoe and Leather 
Division of the Bureau of Foreign and Domestic 
Commerce has been advised from Berlin that: “In 
general the German shoe industry is now specializ- 
ing in cheaper varieties. The market for men’s heavy 
winter boots, hunting boots, etc., has shown a con- 
siderable improvement. Also there is a lively busi- 
ness in house shoes, especially in ladies’ felt slippers. 

“It is reported that a new shoe factory is to be 
built at Weissenfels in Saxony. This province is 
greatly increasing its importance in the German 
shoe trade and it can be expected that the total shoe 
production in the future will not be far below that of 
Pirmasens.” 





Against Prison-Made Products for 
Public Consumption 


Washington, D. C.—At a recent meeting of the 
Board of Directors of the Chamber of Commerce of 
the United States, which followed soon after a con- 
ference between Secretary of Commerce Herbert 
Hoover and representatives of the garment, textile, 
furniture, shoe and cordage industries, a resolution 
was adopted advocating adapting prison-made pro- 
duction to the state’s own use; that it would be 
“particularly unfair to private industry to unnec- 
essarily compete with state goods which are the 
production of involuntary labor.” 

There is a general feeling against the production 
of commodities in prisons being dumped on the open 
market in competition with those of free labor and 


it is felt that the commodities made in prisons should 


only be for the use of inmates of prisons and 
eleemosynary institutions and not in any way be 
sold in competition with independent manufacturing 
companies. 
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‘THE Retart SHOE SALESMAN 





Getting More Shoes 
Sold Right 
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Devoted to the Interests of that Great Army of Workers 


Family Spirit 

Up in London, Ontario, Rowland 
Hill runs a retail shoe store suc- 
cessfully and has a lot of fun and 
happiness doing it. It is run as a 
sort of home for a happy family, 
and Mr. Hill and the clerks think 
a lot of each other and prove it by 
the way they work together. 

These folks a while ago decided 
that they would learn more about 
their business. So they met together 
for study and discussion once a 
week. Where? At the store? No, at 
the homes of the various men. 
They would put in an hour or so in 
discussing some reading they had 
been doing or a store subject, and 
exchanging ideas, opinions, ex- 
periences, facts. Then came some 
fun. Friendships cemented. A won- 
derful store spirit resulted with co- 
hesion and concentration of effort 
and ambition. 

If you have any particular bent 
on any miscellaneous idea now and 
then, use it. The manager of a lead- 
ing department store was, in an 
early job, impressed with the inef- 
ficiency of the shelving and origi- 
nated a plan for rearranging it so 
that 30 per cent of handling time 
was saved. In another store some 
one had the idea of making time 
studies of selling. One clerk was 














One clerk was observed 
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Windjamming 


observed for 181 minutes. He had 
five customers, spent 36 minutes on 
each sale, including interims, and 
sold a total of $9.25. This discovery 
caused certain adjustments to be 
made in the clerk’s methods, with 
the result that a second observation 
of 181 minutes showed him serving 
11 customers, with an average of 
16.5 minutes per sale, and a total 
of $18.25.—Edward Mott Wooley. 


Windjamming 

“He’s a good man if he would 
learn not to talk so much,” said the 
shoe store proprietor, looking to- 
ward one of his salesmen who stood 
conversing energetically with an- 
other who was busily putting shoes 
into their proper cartons. 

“He (or she) talks too much,” is 
the summary of failure in more 
than one case. When working, work. 
Do not use the time for gossip, for 
no. employer can afford to pay for 
help who consider it necessary to 
spend a few minutes at least out of 
every hour talking over neighbor- 
hood or national events with fel- 
low clerks. 


Thumb Nail Topics 


R. H. Fyfe, the great Detroit 
shoe merchant, started his success- 


Which Personally Serves the Public 


ful career as a retail shoe clerk with 
T. K. Adams, in 1857. Mr. Fyfe is 
85 years old. 


W. W. Willson, well-known Bos- 
ton retail shoe dealer and a promi- 
nent figure at association gather- 
ings, began his shoe career at the 
bottom, in a small town in Maine. 


Leonard W. Volk, prominent Dal- 
las shoe dealer, went to work 35 
years ago as a clerk with Logan, 
Evans & Smith, in that city. 


A. H. Geuting, Philadelphia re- 
tail shoe dealer and former pres- 
ident of the National Shoe Retail- 
ers’ Association, started in this 
business in Milwaukee at $3.50 per 
week, as salesman, bookkeeper, 
scrubber, window cleaner, collector 
and buyer. He says: “It may be of 
interest to know, we used to haggle 
over the price of a pair of boots 
with a farmer for as much as an 
hour. I often took him across the 
street and bought him a glass of 
beer to close the deal. It was our 
custom never to lose a sale as long 
as we could get a price above the 
cost. 


“It was a crude way of doing 
business, but was a wonderful train- 
ing in the study of human nature 
and salesmanship.” 





4 


6% 











We used to haggle over the price 





BOOT AND SHOE RECORDER 


Retail Shoe Salesmen’s Forum 


Written by ‘‘ Recorder’’ Readers 
in the Front Line Trenches 


The Finesse of Turning Over 
a Customer 
By MARTIN J. SIGWALD 


With James F. Condon & Sons, 
Charleston, S. C. 


WHEN—As soon as the sales- 
man sees the customer hesitating 
he should not by any means wear 
the customer out by showing styles 
that do not interest, just to pass 
time, or discuss them so they may 
leave, but should immediately call 
another salesman so that he may try 
to please the customer. Thus you 
help the firm who are giving you a 
living. 

HOW—This part of the problem 
should be carefully done. Turn the 
customer over by getting another 
salesman, introducing him as: 
“This is Mr. So and So. He has 
charge of this stock, therefore he is 
more familiar with the different 
and latest styles. I know it will be 
a pleasure for him to try to please 
you.” After this put all the shoes 
you have shown the customer back 





into stock as the salesman may not 
sell the shoes you have just shown. 


Goodyear Welts and 
McKays 
By ARTHUR J. WITT, 
With Stein Bros.Co., Hastings, Neb. 


A shoe made by the Goodyear 
Welt process is considered by many 
one of the best made shoes. It will 
wear and hold its shape longer than 
any other shoe. 

The foundation of a Goodyear 
welt shoe is a good inner sole and 
lasting. When well constructed and 
well lasted they will certainly give 
wear and service. 

In a few of the operations of a 
welt shoe we find the upper is 
tacked to the insole, which is chan- 
neled by sewing the welt with the 
welt machine; the tacks are then 
taken out and it becomes a welt 
shoe. The welt machine is used and 


sews so that the stitching will not 
come through the insole and we find 
the welt is grooved so the stitching 
will be protected. This strip of 
leather, called the welt, is made es- 





pecially for the purpose of welting 
and is one of the corner stones of a 
shoe. 

A McKay sewed shoe obtains its 
name from the McKay machine 
which was invented before the welt 
machine and we find the market 
flooded with McKay sewed shoes. 

We find in a McKay sewed shoe 
that the insoles are not channeled 
like a welt and are not as good as 
most welt insoles. When on the last 
the upper is tacked with channel 
tacks to hold the upper to the insole. 
A filler is then used and placed be- 
tween the outer sole and insole. The 
outer soles of all McKay shoes are 
channeled; then the shoes are tak- 
en to the McKay machine where the 
outer sole is sewed to the upper and 
insole in one operation. Now we 
find a row of stitching in the inner 
sole of the shoe which is finished 
by placing a sock lining in the shoe. 

A McKay shoe can be half soled 
as we find our modern shoe repair 
men have the McKay machine and 
if nat they tack them. 


A Correctly Fitted Shoe 
By N. J. ROSENBAUM, 


With the Bon Marche, 
Seattle, Washington 

A shoe fits correctly: 

When the ball of the foot or the 
big toe joint rests just forward of 
the end of the inner curve of the 
shank of the shoe, with the per- 
son’s weight on the foot. 

When every toe rests on the inner 
sole. 

When the shoe is just snug with 
the person’s weight on the foot. (A 
shoe may be loose enough with no 
weight on the foot and yet be too 
tight when the person’s weight is 
on the foot. The foot should not 
overlap the edge of the sole at the 
ball.) 
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When the upper fits snugly up 
into the arch of the foot. 

When the heel of the foot is held 
snugly in the heel of the shoe. (In 
the case of an oxford or a pump the 
toe of the quarter will just sur- 
round the ankle smoothly without 
gaping on either side. In the case 
of a high shoe it will lace up with 
hardly any wrinkles.) 

When the shoe has just enough 
length, the toe of the foot cominy 
not too near to nor too far from 
the end of the shoe. That means that 
the short type of foot being fitted 
should be fitted with a short vamp 
shoe, and a long slender foot should 
be fitted with a longer vamp shoe, 
in order to have the length just 
right. Even, though the ball of a 
short, fleshy foot came in the righi 
place in a wide long-vamped shoe, 
it would be misfitted by having too 
much extra space in the toe. 


Salesman Must Distinguish 
Leathers 
By DAVID GOLDSTEIN, 
With Regal Shoe Company, 
Brooklyn, N. Y. 

The retail shoe salesman must 
first be able to distinguish one 
leather from the other; for in- 
stance, calf from cordovan; boarded 
calf from grain, etc. It is essential 
that he should be acquainted with 
the different animals that the va- 
rious leathers come from. 

In order to appreciate the quali- 
ties of skins and hides, it is wise 
for the man who sells shoes to know 
something of the process of tan- 
ning that leathers go through. 

How many salesmen can tell what 
part of the horse cordovan is cut 
from, or how patent colt skins are 
enameled and baked? It is neces- 


sary to be able to answer the above 
questions, and many more like them, 
in order to have a fair knowledge 
of leathers. 


Turn Over Before Danger 
of Losing Sale 
By J. H. POOL, 
With Parker, Bridget & Co., 
Washington, D.C. 
I herewith submit for your ap- 
proval three reasons why, when and 
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how a customer should be turned 
over: . 
WHY—Because the first sales- 
man may not impress the customer 
and he owes it to his employer to 
have the sale made if possible. 
WHEN—wWhen she feels that 
none of the styles that he has shown 
appeals to the customer and she is 
on the verge of walking out. 
HOW—First he should step over 
to another salesman and bring him 
back to the customer, and in a 





pleasing way, say “This is Mr. 
Smith who has charge of the 
ladies’ shoes, and if you don’t mind 
I feel sure that he can show you 
something different from what I 
have shown you. He will only take 
a few minutes of your time. Now, 
Mr. Smith, will you please show the 
lady some of those new styles.” 


First Fit the Eye 
By ROBERT O. MEYER, 
Moyer Shoe Store, Limon, Colo. 


A shoe is not correctly fitted un- 
less it is first fitted to the eye of 
the customer. Above all things, sat- 
isfy her before you fit her. The 
shoe should not bulge over the sole. 

It must be three-fourths of an 
inch longer than the foot. It must 
fit snugly, but not tightly, especially 
in the arch and heel. 


How to Help Increase the 
Store’s Business 


By Ralph Mecum, with Shield’s 
Boot Shop, Rochester, N. Y. 


The retail shoe salesman or 
saleslady can bring new customers 
to his or her store by being trust- 
worthy and congenial, always; by 
fitting the customer correctly—in 
size is the chief solution. 

The satisfied customer is the 
chief object. When the customer 
is fitted correctly, comfortably, 


wear is sure to be noticed. The 


satisfied customer, undoubtedly ad- 
vises her friends to purchase her 
footwear from this salesman or 
saleslady whom the purchaser has 
recommended, because of her ex- 
perience. Therefore, the satisfied 
customer is the chief observer and 
the invisible advertiser for the 
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salesperson. This means new cus- 
tomers for the store. 


Study Foot Conformation 
By TOM F. DIEMER, 


With Walk-Over Boot Shop, 
Fort Wayne, Ind. 


In fitting a shoe correctly, I first 
have the customer stand with full 
weight on her or his foot. Then 
measure the length with a regula- 
tion measuring stick. 

Then get an idea while still stand- 
ing whether a short, long or me- 
dium vamp is required and also 
whether the customer has a low, 
high or weak arch. 

When the arches are flat or weak 
I would use a combination last 
blucher with medium toe and a 
heavy shank, and for a high arch, 
a straight lace, or blucher if pre- 
ferred, standard pattern last. I 
would also learn if the customer has 
tender feet. If so I would insist on 
fitting them in a vici kid or kanga- 
roo kid. 

After the shoe is on the foot the 
length can be determined by seeing 
that the ball of the foot sets exact- 


ly at the curve of the shank and the 
width to be judged by the feeling 
of comfort of the customer. 


The Last Is Most Important 
By ARTHUR A. ROBERGE, 


With Cropley & Anderson, 
Portland, Maine 


The first and most important 
thing to fit a shoe correctly is to 
find a last that is best adapted to 
the type foot that you are about to 
fit. 

Then you must concentrate your 
whole mind on fitting the proper 
size; a man has to know his busi- 
ness quite thoroughly to do this 
right as there are no two feet alike 
in this world. 

First, notice how much a person’s 
foot will lengthen when he or she 
puts full weight on it, as you must 
allow for this in choosing the length 
of the shoe. 

A shoe fits properly when, after 
a person has stood in it the ball 
of the foot rests exactly where 
the widest part of the shoe is. I 
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mean by that, that the foot must 
rest naturally in the shoe without 
cramping the small toes or forcing 
the first metatarsal outward. The 
shoe must also be snug and smooth 


4 


in shank, otherwise called arch. 
The heel must also rest naturally 
without any gaping at the sides. 

I think that if every man fitted 
according to this rule that there 
would be much less foot trouble. 
But the most important thing of all 
is the proper last for the type foot 
that you happen to be fitting. 





Facts for Use in Selling 


Piping is a thin, narrow folded 
piece of leather used between 
seams or at an edge. 

A rand is a piece of leather, 
horse-shoe shaped, fitted around 
the heel seat between the heel and 
upper. It closes the gap at this 
point. Not used with wood heels, 
which are themselves hollowed at 
the top sufficient for the purpose. 

One mark of good shoemaking 
is folded edges; of course, some 
cheaper shoes also have folded 
edges. 

One test of shoemaking is the 
way the back seam lines up; it 
should be straight and true. 

In fine shoes the many little ex- 
tra touches here and there should 
be known by the salesman and if 
need be, pointed out to the hesi- 
tating customer. 

A good McKay is better than an 
inferior turn; a good turn is bet- 
ter than an inferior McKay; a 
good McKay or turn is better than 
an inferior welt. It isn’t so much 
the process as it is the quality of 
materials and construction. Each 
variety has its own special place, 
as well as a good deal of over- 
lapping. 





Do You? 


Do you keep a careful record of 
your daily, weekly, monthly and 
yearly sales? Do you keep this 
record by classifications, such as 
pairs, prices, styles, findings, 
hosiery, P.M.’s, returns, exchanges, 
etc.? In other words, do you know 
your exact producing power? 
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He Wins the $10 Bill 


Donald Hoyt, a retail salesman with the Hoyt Shoe Co., Seattle, 
Wash., is the winner of the prize of $10 for the best answer to the 
December problem: “What Is Meant by Stock Turnover?” 

Dale J. McCreary, with the WaJk-Over Boot Shop, Springfield, Ohio, 
wins the second prize of $5. We received several most excellent articles 
on this subject from shoe store proprietors, but were obliged to bar these 
from the contest, which is confined to retail sales-people. 


Mr. Hoyt’s article follows: 


Before we can analyze the expres- 
sion “stock turnover” we must first 
realize that whatever it is, it is a 
highly complex thing. But in a re- 
tail shoe store its complexities may 
be reduced to about three parts; in 
other words there are about three 
types of turnover. 

The first type might be called in- 
dividual style turnover. If the buy- 
er is lucky and picks a style that the 
women go crazy over the entire 
amount of that pattern might go 
out of the store in a week or two. 
But at the same time he might pick 
one which would be a “bug” and it 
might stay on the shelves indefinite- 
ly. This illustrates what I mean by 
“Style Turnover.” 

Then again we may have a second 
type of turnover which might be 
termed “Line Turnover.” A com- 
mon saying among shoemen is: “If 
it fits we can sell it.” This simple 
expression gives us a clue to what 
“Line Turnover” is. In some lines 
of shoes one can almost pick any 
pattern and it will fit, and thus 
sell quick, or to speak in turnover 
terms, turn over quick. But again 
a line of shoes may have wonderful 
stock in them and be beautiful shoes 
but they may turn over ex- 
ceedingly slowly because they 
don’t fit. 

These two illustrations of 
different speeds of turnover 
of different shoes makes us 
search for a third type of 
turnover which will express 
the average turn between 
the fast and the slow ones. 
This we might call the 
“Composite or Entire 
Stock Turnover,” and might 
define it as the number of 
times goods, with a value of 
the average amount of stock 
in trade, have passed through 
the store in a given period 
of time. This, as you notice, 
not only takes in certain 
shoes but covers the entire 
stock from rubber boots to 
Roman sandals. 

With the above definition 
in mind it will not be hard 














Problem for January 


The Boot AND SHOE RE- 
CORDER will give a prize of $10 
to the retail shoe salesman 
who submits the best answer 
te this problem. A prize of $5 
will be given for the second 
best answer. 

Get together your ideas and 
experiences on this subject; 
write them out in your own 
way and send in to the Editor 
of the Retail Shoe Salesman, 
BOOT AND SHOE RECORDER, 207 
South Street, Boston, Mass. 

The winning article will be 
published in this department. 

















numbers. The entire amount of 
goods passing through the store 
for a given period of time is easily 
found. This may be done by -sub- 
tracting the amount of goods left at 
the end of the period from the 
amount on hand at the beginning 
plus the amount purchased during 
the period. This figure represents 
the year’s sales at cost price. It fol- 
lows then that if we divide this fig- 





to find a rule which will 
express turnover in definite 


Some shoes move through the store very rapidly 
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ure by the average amount of goods 
on hand we will have the number 
of times it passes through the store, 
or, as we defined it, the turnover. 
This average may be found roughly 
by taking one-half of the inventory 
at the beginning of the period plus 
one-half of the inventory at the 
end of the period. A closer approxi- 
mation would be the average of the 
monthly inventories. 

To state in a concrete formula: 

Turnover equals cost of goods 
sold divided by one-half of the total 
of the last inventory plus the pres- 
ent inventory. 

But there is more to turnover 
than just finding it. What use is it 


- to the Sales Manager and the Buy- 


er? They know that the owner is in 
business to make money and not for 
his health and so if they can, by 
use of turnover figures, increase it 
from five to six turns, for instance, 
they have made a great stride to- 
ward increasing profits. They can 
only do this by planning ahead, they 
must see whether the inventory has 
been too large or not. If it has been 
too large, it slows down turnover. 
On the other hand if it has been 
too small, sales might be missed and 
this also decreases turnover. 

Of course to be more accurate in 
a shoe store we must find the turn- 
over of each section, such as: High 
shoes, low shoes, rubber goods, can- 
vas goods, etc., and this will give a 
ag to any possible lag there might 


The careful manager will always 
watch the turnover figures and if 
he reads them right the business 

cannot go very far wrong. 


Traveling Salesmen 


Acquaintance with travel- 
ing salesmen is a real road 
to improvement for the re- 
tail salesman. 

These factory and whole- 
salers’ representatives are 
mines of information, ex- 
perience, observation and 
opinion. They know that the 
store salesmen are the ones 
who do the business . for 
them. They almost always 
welcome opportunities to 
give retail salesmen the 
benefit of their own ex- 
perience. 

Without interfering with 
your work, avail yourselves 
of all legitimate opportuni- 
ties to improve your own 
stock of preparedness 
through this diversified 
source. 
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Co-operation the Keynote of N.S. T. A. 
Convention in Boston 


To Work Hand in Hand with Other Branches of Shoe 
and Leather Industry 


HE National Shoe Travelers’ 
| Association, Inc., has met in 
fourteenth annual executive 
session. The two days’ session came 
to a close with a big banquet at the 
Hotel Somerset in Boston on Satur- 
day evening, January 10. On this oc- 
casion the Boston Shoe Travelers’ 
Association, the Southern Shoe Trav- 
elers’ Association, and the Boston 
Shoe Associates were hosts to the 
allied trades. 

The convention opened on Friday 
morning, January 9. Buford Mc- 
Whirter, 1924 President, was in the 
chair, and gave an inspiring talk on 
the future welfare of the association. 
The chairmen of the various commit- 
tees gave reports. C. W. Evans, head- 
ing the railroad committee, for the 
past four years, and with a member- 
ship of twenty-two men from each 
local comprising the N. 8. T. A., gave 
a fine outline of the work accom- 
plished for the securing of inter- 
changeable mileage, which if effect- 
ive will mean a 20 per cent reduction in railroad rates. 
L. D. Ream, chairman of the membership committee, 
rendered a comprehensive report; T. A. Delany, 
chairman of the publicity committee, stressed the co- 
operation that had been extended to his committee by 
the business publications. 


Progress in Legislation 


Later, during the sessions, Charles W. Morrill, 
chairman of the Legislative Committee, gave a splen- 
did report-on the work of his committee; Frank B. 
King, chairman of the Style Committee, gave his 
report on what had been accomplished in the way of a 
better style understanding through co-operative effort. 

While the afternoon conference of January 9 was 
in session a wire from Attorney Blumberg came from 
Washington to F. L. Armstrong, president of the Boot 
and Shoe Travelers’ Association of New York, stating 
that February 5 had been set as the date for further 
oral argument on interchangeable mileage; and that 
all evidence was in on the Pullman surcharge and a 
decision would soon be given. 

John D. Baxter, chairman of the Hotel Committee, 
made in his report some very valuable suggestions— 
such as insurance on guaranteed reservations, cashing 
of checks and obtaining more favorable rates. 

T. A. Delany gave a progressive report on insurance, 
and it was decided that this matter would be given to 
a committee to work on and to give a report to mem- 


JAMES L. SCANLON 


Elected president of the N. S. 
T. A. at its convention in Boston. 


bers just as soon as a definite plan 
could be submitted. Committee ap- 
pointed, as follows: Charles W. Mor- 
rill, T. A. Delany, W. M. Oakman, 
Frank Fanning and Buford McWhir- 
ter. The report of Treasurer Dave 
Davis was especially commended. 


Continued Affiliation with I. F. 
C. F:'O, 

R. F. Libby, past president of the 
International Federation of Commer- 
cial Travelers’ Organizations spoke 
on the work of his organization, with 
which the National Shoe Travelers’ 
Organization is affiliated, especially 
in relation to legislative work, con- 
sisting of remedial measures affect- 
ing the internal revenue and income 
tax; interchangeable mileage and 
Pullman surcharge. It was brought 
out in later discussion that this or- 
ganization had some 600,000 mem- 
bers; after much debate, it was vot- 
ed that the National Shoe Travelers’ 
Association, Inc., should continue its 
affiliation with the International Federation. 


Proxies Discussed 


The matter of proxies came up for early and pro- 
longed discussion. The final amendment to Article 13, 
Section 2, of the Constitution and By-Laws, was, as 
follows: 

“It shall be lawful for any affiliated association, or 
any member of the board of governors to vote by proxy 
at annual meetings, provided such proxy shall be in 
writing and is signed by the President and the Secre- 
tary of the association which said member represents, 
and that said proxy must be made to a member of the 
board of governors of said corporation, or to a mem- 
ber in good standing of any local association—no mem- 
ber to hold more than one proxy.” 


Important Resolutions Framed 


The drafting of resolutions was most thoroughly 
considered, the subject matter being taken from re- 
ports and recommendations of the delegates. The Pa- 
cific Coast boys recommended that steps be taken to 
correct the evil of the sale of foreign made shoes, and 
suggested a protective tariff. The wish of the Pacific 
Coast men was incorporated in the following resolu- 
tion, which was presented quite fully by the Rochester 
Association, as follows: 
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Two N.S. T. A. Officers Re-Elected 


For Tariff Law 
Revision 

Resolved — That 
this association 
take such action as 
it shall deem wise 
and proper looking 
to the revision of 
our federal tariff 
laws in order that 
a protective tariff 
be placed on shoes 
and other footwear 
of leather and oth- 
er materials, both 
finished and in 
process of manufac- 
ture. And that this 
association com- 
municate with other 
associations in this 
and affiliated 
trades, asking for 
co-operation insuch 
remedial legisla- 
tion, in order that our American industry may be pro- 
tected from further serious inroads made by reason 
of the fact that our American manufacturers are un- 
able to compete with the cheap foreign labor market. 
A copy of this resolution to go to the National Boot 
and Shoe Manufacturers’ Association and the National 
Shoe Retailers’ Association. 


DAVE DAVIS 
Treasurer 


Trades Co-operative Committee Formed 

The Philadelphia boys were very much in favor of 
the Trades Co-operative Committee. This resolution, 
sponsored by President James L. Scanlon was adopted, 
as follows: 

Resolved—That a committee, to be known as The 
Trades Co-operative Committee be appointed for the 
purpose of meeting with like committees of the allied 
trades, to better effect harmony of action and rela- 
tions. 

For Better Contracts 

Frank B. King, and others, emphasized the need of 
a better working arrangement between salesmen and 
manufacturers and as the result of an extensive and 
interesting discussion, the following resolution was 
adopted: 

Resolved—That the N. S. T. A., in convention as- 
sembled, go on record that in the making of all new 
contracts, the right of salesmen be recognized as be- 
ing entitled to credit for commissions on all shoes 
shipped into his specified territory. 

Resolved—That all members of the N. S. T. A. shall 
discourage any negotiation with any manufacturer who 
refuses to assume a financial responsibility. 

Resolved—That it is the sense of this convention 
that for the protection of the employer, all members 
of the N.S. T. A. shall fulfil all of their contracts with 
the employer to the best of their ability; and that, 
after a thorough investigation, proving that the sales- 
man was at fault, the N. S. T. A. shall drop such 
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guilty member from 
its membership, and 
all secretaries be 
so notified. 


For Better Hotel 
Conditions 

As a result of 
discussion develop- 
ing from report of 
John D. Baxter, 
Chairman of the 
Hotel Committee, 
the following reso- 
lution was framed: 

Resolved — That 
N. S. T. A. mem- 
bers shall use the 
utmost care of all 
rooms and condemn 
methods of misus- 
ing furniture and 
carpets of the room, 
or rooms, occupied 
by them, and by so 
doing, protect the property of the hotels we patronize 
—thus making it possible for hotels to lessen their ex- 
pense. A copy of this resolution to be sent to the Na- 
tional Hotel Association. 


Code of Ethics Adopted 

The Southwestern Shoe Travelers’ Association, 
through its President, Tom D. Collins, presented the 
following resolution, which was adopted: 

Whereas—It is affirmed in Section 1—Article II, of 
the N. S. T. A., Constitution and By-Laws, that one 
of the objects of this association shall be to elevate 
and improve the moral and commercial standard of 
the traveling salesman and to discredit the unjust 
and dishonorable member. Be it 

Resolved—That as a means of furthering this ob- 
ject, a code of ethics be formulated and adopted by this 
association; that a copy of the following code of ethics 
be sent to each member of the N. S. T. A., with code 
attached: 

1—wWe affirm that the vocation of traveling shoe 
salesman is an honorable and worthy one, and is justi- 
fied by its opportunity for service. 

2.—We announce our ambition to elevate the stand- 
ards of our vocation and it is our desire and purpose 
to conduct our business dealings and personal relations 
in such manner as to make manifest our sincere en- 
deavor. 

3.—We believe that the greatest efficiency can only 
be attained by the highest ideals. Therefore, we 
measure our efforts by the standards of courtesy, hon- 
esty and truth. , 

4.—We believe that since the law of barter makes 
the buyer and seller equal factors in every sale, that 
each is amenable to the same standards of courtesy 
and honor. 

5.—We recognize fair competition as a legitimate 
factor in the progress of the industry, and believe in 


THOMAS A. DELANY 
Secretary 
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a spirit of emulation as a means of rendering the 
greatest service. 

6.—We believe in individual responsibility, initiative 
and action. And, therefore, proclaim the right of 
separate contract as opposed to collective bargaining. 

We declare the right of everyone to all emoluments 
and accruments justly earned and resulting from the 
exchange of his services; and denounce any attempt to 
deprive, or abridge this right as unfair, unjust, or 
prejudicial, to the best interests of the industry. 

8.—We affirm the justness of the constitutional 
right of every citizen to the free exercise of his politi- 
cal. and religious belief and, therefore, resent any dis- 
crimination because of such belief. 

9—We acclaim success won by merit and abhor 
any success attained by deception, fraud, or by the 
circulating of harmful rumors respecting a competi- 
tor’s product, prices, business, or personal standing. 

10.—We believe good citizenship is a basis for good 
salesmanship. We, therefore, pledge our assistance to 
the Government in which we live, whenever, and wher- 
ever needed, and will support and participate in all 
worthy movements for the public welfare. 

The personnel of the resolutions committee was as 
follows: Clarke B. Rowley, James L. Scanlon, F. L. 
Armstrong, Tom Collins, T. A. Delany, Fred Stanton, 
Harry Wilson, Dave Solomon, John J. Whalen. 


Indiana’s Suggestions Adopted 


The communication from the Indiana Shoe Travel- 
ers’ Association covered suggestions for the better 
“selling” the N. S. T. A. to the shoe travelers of the 


country and the trade in general; on increased rev- 
enues through advertising in the annual “National 


Magazine”; and through an official monthly and 
mimeographed bulletin, which would carry advertising 
—to sum up, a broad plan of intensive methods for 
the betterment of the N. S. T. A., socially and financial- 
ly. This communication was given especial consid- 
eration and it was decided to work toward the accom- 
plishment of the suggested projects. 


Tribute to Samuel A. McOmber 

A very fine tribute to the memory 
of the late Samuel A. McOmber, Sec- 
retary-Treasurer of the Boot and 
Shoe Travelers’ Association of New 
York, and the first Treasurer of the 
N. S. T. A., was paid by F. L. Arm- 
strong, President of the New York 
Association. Mr. Armstrong’s memo- 
rial was a masterpiece in delivery 
and composition. He well referred to 
him as the man, who, after a thirty- 
five-year career of real achievements 
in shoe selling, “made secure his 
bridges, so that the young salesman 
might find clear the path over the 
dangerous stream.” 

The Ohio Shoe Travelers’ Associa- 
tion dropped its affiliation with the 
National Association, and the In- 
diana Association “went over the 
top” as to new members. President 
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Wilbur J. Newberg, of Indianapolis, carried back wit 
him the silver cup. 


Letters of Thanks 


It was voted that the secretary be instructed to 
write a letter to the President of the N. S. R. A. at 
the beginning of its convention, extending their ser- 
vices and best efforts to make of their convention a 
success—and for a continued co-operation. A similar 
letter, extending co-operation for the ensuing year, 
was.authorized to be sent to John C. McKeon, Presi- 
dent of the National Boot and Shoe Manufacturers’ 
Association. As a practical beginning of this offer of 
co-operation, a large number of the N. S. T. A. mem- 
bers volunteered as official registrars at the N. S. 
R. A. convention. 


Election of Officers 


In a very graceful speech, Arthur (“Daddy”) Earle 
of Philadelphia, nominated James L. Scanlon of Phila- 
delphia as president for 1925—Clarke Rowley of 
Rochester seconded the nomination. As there was no 
opposing candidate Mr. Scanlon was unanimously” 
elected, and in a well-phrased talk defined his policies 
for 1925. The election tellers were John J. Whalen of 
Boston, E. A. Bailey of Minneapolis, Frank Fitz- 
patrick of Philadelphia. 

Frank B. King nominated Charles W. Evans of 
Chicago as vice-president; this nomination was sec- 
onded by F. L. Armstrong of New York. 

Paul Lippincott, Jr., nominated T. A. Delany, secre- 
tary; nomination was seconded by C. W. Evans. 
Charles Wilson nominated Dave Davis as treasurer; 
nomination seconded by George L. Starks. There were 
no opposing candidates. Election of officers for 1925, 
as follows: President, James L. Scanlon of Philadel- 
phia; vice-president Charles W. Evans of Chicago; 
secretary, T. A. Delany (re-elected) ; treasurer, Dave 

Davis (re-elected). 


Some committee appointments 

President Scanlon made the fol- 
lowing appointments for chairmen of 
the various N. 8S. T. A. committees 
for 1925: 

Publicity, T. A. Delany of Boston; 
Railroad, Homer Beals, Indiana Shoe 
Travelers’ Association; Style, Frank 
B. King of Chicago; Transfer and 
Baggage, E. A. Bailey, Minneapolis; 
Legislation, Charles W. Morrill, Bos- 
ton; Hotel, John D. Baxter; Member- 
ship, chairman to be announced later. 

The members of the committee on 
Trade Co-operation include: Joseph 
Byrne, Rochester; A. Mealey, Phila- 
delphia; Frank B. King, Chicago; 
L. C. Hart, New York City, and 
S. Preston Moses, Boston. 


CHARLES W. EVANS 


Chicago traveler elected vice- 
president of the N.S. T. A. 


Urges Greater Interest in Politics 
Lieutenant-Governor Frank G. 
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Allen, former state senator, brought the greetings of 
the Governor of the Commonwealth of Massachusetts, 
and gave a very interesting account of the business- 
like conduct of the affairs of State under the budget 
system. 

Seaton Alexander, N. S. R. A. president, urged the 
shoe travelers to support the National Shoe Travelers’ 
Association to the limit. He said that the N. S. R. A. 
is working all the time to make the shoe situation 
better—he believed that this can be made better by 
the proper co-operation between all—manufacturers, 
retail merchants and travelers. 

Sam Davis, N. S. R. A. field secretary, spoke on 
Service, Truth and Action, and the application of 
these characteristics to the shoe business. His talk was 
inspirational and was replete with “peppy” phrases. 

At the banquet of Saturday evening, January 10, 
Charles W. Morrill was the chairman; the national 
secretary, T. A. Delany, was toastmaster; E. Mark 
Sullivan, corporation counsel of the City of Boston, 
was the first speaker, stressing in his talk the value 
of united effort as exemplified in the National Shoe 
Travelers’ Association and in the allied trades. 

John C. McKeon spoke about what 1925 held in 
store for the trade. He stressed the point that all 
branches must work together—that the success of one 
was the success of all—that the big problem for 1925 
might be solved by a study of the customer and possi- 
ble customers—their characteristics and the general 
conditions of the country, 

Charles J. Pearse, of Leicester, England, who repre- 
sents the Gleasonite Products Co. in the British Isles, 
and is sales director for Larkman & Co., Ltd., of Nor- 
wich, England; also a vice-admiral in the British 
navy and one of the councilors of the City of Leicester, 
gave a few remarks in which he praised the progress 
of America, its industries and institutions and said 
that it was necessary for England to send its goods to 
the United States, if it was to pay its debt to this 
country; that the English people were burdened with 
heavy taxation. 

Everit B. Terhune, treasurer and general manager 
of the Boot and Shoe Recorder, and James H. Stone, 
editor of The Shoe Retailer, were among the other 
speakers. 





London Company New Service of 
National Scope 


New York, Jan. 14—A new idea in the way of a 
merchandising service for shoe merchants all over 
the country has recently been inaugurated by the 
London Shoe Company, which conducts a chain of 
four exclusive men’s shoe stores in New York City 
and one in Newark, N. J. The idea back of the ser- 
vice is to give retail shoe merchants selling men’s 
shoes in other cities an opportunity to duplicate the 
success of the London shops in New York, which 
last year did a business of over $3,000,000. 

The new service, which the London Shoe Company 
is offering, is designated as the London Character 
Service and will bé available to one merchant in 
each city. It will open up to the merchants taking it 
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the sources of supply of the London Shoe Company, 
market information of all sorts, style information 
and a complete advertising service, weekly, through 
which all advertising of the London shops in New 
York will be available in copy or matrix form to 
those taking the service. Retail merchants, who take 
the service also will be permitted to use the London 
character trade-mark and to advertise London shoes. 
Mail orders arising in their territory also will be 
turned over to them to fill. The London Shoe Com- 
pany is planning an extensive consumer advertising 
campaign in national publications. Material detailing 
the methods of window display and direct-by-mail 
advertising as used by the London Shoe Company 
will be included in the service. 


Officials of the company, in announcing the new 
service, make it plain that no shoes will be sold by 
the company to other retail shoe merchants. Also 
that the prime object of the service is not to bring 
additional revenue directly to the London company, 
as the cost of furnishing the service is just about 
covered by the price charged. It is hoped, however, 
that by increasing the volume of orders to the sources 
of supply from which the London company buys 
its shoes, to enable manufacturers to make economies 
in production and thereby reduce prices. The main 
lines of London character shoes are now sold here at 
$7 a pair, against a former price of $8 a pair. This 
reduction, it is explained, has been made possible 
through the big increase in volume. 

The service offered, in short, is an intimate and 
detailed insight into the manner of conducting busi- 
ness by the London Shoe Company, which will enable 
other merchants to duplicate its success. 





John A. Barbour Dead 


Boston, Jan. 13—John A. Barbour, senior member 
of the Barbour Welting Co., of Brockton, Mass., the 
leading concern of its kind in the world, died January 
9, at his home in Brookline. He was 57 years of age. 

In April, 1892, John Barbour Sr., father of John 
A., commenced manufacturing rands in a small fac- 
tory in Brockton, the former Lilly Brackett shoe plant. 
A partnership was formed, with John A. joining his 
father. For many years the firm was known as the 
Brockton Rand Co. and the business expanded 
steadily. It was only a few years ago that the firm 
name was changed to the Barbour Welting Co. 

Heels and welting were made besides rands, and 
subsequently the concern, due to the vision and busi- 
ness instinct of its members abandoned making rands 
and heels and specialized in producing welting. The 
business developed gradually into the leading firm of 
its kind. Perley A. Barbour, brother of John A., joined 
the firm 15 years ago. He is mayor of Quincy, Mass. 

John A. Barbour possessed exceptional business 
judgment and applied his valuable qualities to direct- 
ing the growth of his company. The Barbour storm- 
welt, given national prominence, is the most recent 
single product which has met with wide success. 

Besides Perley E. Barbour, he is survived by a 
wife; daughter, Mrs. Sheldon M. Booth of Chicago. 


























“SABLE BROWN” 


rich, lustrous Srown, which blends in 
harmoniously with all popular Paris 
and New York shades of the same color. 
7s contrast with hrown shades of dress 
goods tabrics may Le decided, yet the 


color scheme remains pleasing fo the eye. 


Cart E.Scumipt & Co. lnc. 


Tanners of the Schmidt Calf Leathers 


DerTreroiT, U.S.A. Boston, u. SA. 
Representatives 
H.B.ALTENDERFER:> A.J. & J-R. COOK, 
Philadelphia, USA. Jan Francisco, v SA. 


















































THE SCHMIDT CALF LEATHERS 
FOR ELEGANT FOOTWEAR 


Cart E.Scumipt & Co.,Ine. 


Tanners of the Schmidt Calf Leathers 
DerrRoit, U.S.A. Boston, USA. 


Repres entatives 
H.B.ALTENDERFER. A.d.& d.R.COOK> 
Philadelphia, USA. Jan Francisco, USA. 
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N every line there is a fimest. In rub- 
ber heels, it is the Goodyear Wingfoot 
Heel. Finest because highest in quality— 
the live, tough resilient rubber that wears 
longer and retains its spring. Finest be- 
cause correctly designed for style. No 
wonder more people walk on Goodyear 
Rubber Heels than on any other kind. 


GOODYEAR WINGFOOT HEELS 


are guaranteed to outlast any other heels 











When writing to advertisers please mention Boot anND Snoe Recorver 
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A newgaiter for —. 
the New Year~ 


Here is the Countess—a new gaiter with an automatic 
fastener. It is made of Jersey Cloth with a snug fitting 
collar. It is stylish, serviceable and quickly adjusted. 
The automatic fastener consists of a patented device 
which is practical and operated with the greatest ease. 
Made in Women’s, Misses’ and Children’s sizes. 

Before placing your 1925 order for this style of gaiter, 
wait and see the Countess. Salesmen are on the way to 
you now with samples. 


United States Rubber Company 














Trim and neat in appear- 
ance—snug in fit—and 
long in wear. 


oe ee 
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Can be worn open or with 
top turned down if de- 
sired to meet the present 
style demand. 


Ample room when 
fully opened to pull 
on quickly over the 
shoe. 




















When writing to advertisers please mention Boot anv Suoz Recorver 
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Gaiters and Rubbers Continue Selling 


at a Steady Rate 


ter weather, ideal for moving 

rubber footwear, have pre- 
vailed generally throughout the 
country at quite regular intervals 
and have been a great stimulus in 
creating a good demand for this 
type of foot covering. The healthy 
tone characterizing the rubber foot- 
wear trade in retail shoe stores, 
which has been assuming a more 
pronounced condition since the first 
of January, is not confined to any 
one section. From the far west, 
middle west and east come reports 
of a similar nature—wet, snowy 
and slushy weather prevailing now 
and then has made for steady runs 
on rubbers and galoshes. 

In contrast to last year, there has 
been considerably less price-cutting. 
Novelty types have taken hold very 
well, but the adjustable four-buckle 
style as a whole is the leader. St. 
Louis merchants found a big run on 
novelties when snow and slush 
paved the way for a splendid trade 
on rubber merchandise. 

New York stores have felt the 
benefit of winter weather reflected 
in rubber stocks and a-late report 
follows: 

“A good feature of the retail 
shoe business in the last two weeks 
has been the good demand for rub- 
ber footwear. The first storm of the 
season, which arrived on January 
1, has left its traces on New York’s 
streets in the form of mud, slush 
and deep snowbanks. Galoshes and 
ordinary rubbers have beenin strong 
demand. In fact, some retail mer- 
chants have been cleaned out of 
them and have found it necessary to 
replenish their stocks from the 
jobbers. The galosh business is not 
as large as it was a couple of years 
ago when the craze was at its 
height. Storm rubbers appear to be 
about the best selling item in the 
rubber footwear line at present, for 
both men and women. The galosh 
trade has passed from the flapper 
to the suburbanite.” 


(te weather periods of win- 





Novelty Furs Are All the Go 


Leopard is decidedly in the spot- 
light of fashion at the moment, not 
only for fur coats, but also as 
trimming on cloth gowns. As col- 
lar and cuffs, cravats, bandings, 
touches of various sorts and even 


vests, leopard is repeatedly seen, 
as is also leopard cat. Flared cuffs 
and deep godets of this and other 
furs are the season’s mark of dis- 
tinction. 

Such is the influence of this 


feline that Paris now makes a new 
silk, an exact reproduction of 
leopard fur, using it for her smart- 
est gowns in ensemble suits. Chip- 
munk and krimmer remain voguish 
novelties. 





GRIESINGERS 
SHOE STORE 


65 Years Old 


Yes, the store is just sixty-five years old—dldest shoe store that we know of in Ohio—sixty 
years in the same location. We are proud to say last Tuesday was the biggest day in the his- 
tory of this store. Never such a crowd of people. Why? Because our shoes are good 
and our prices are right, and that’s all there isto it—but never mind—we are going to cele- 
brate—just a GREAT BIG TEN DAY SALE— 

We'll give you some shoe ins that will make you believe in us—believe we do as we 
advertise—we must—or we ’t be going SIXTY-FIVE YEARS. 





1924 
65th ANNIVERSARY 
Special 10 Day Sale—Dec. 6 to 16th 
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Brown Calf 
Dull Calf 


if 


ef! 


Satins 
Patent Straps 
Suedes $3.90 
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Special Prices in every department- 
10 DAYS ONLY 








The above advertisement was printed before the Christmas holidays 
and one of the significant features is the attractive border. It’s a holiday 
border, but nevertheless is indicative of the fact that almost every daily 
newspaper has a stock of attractive borders on hand that can be worked 
into shoe-store advertising. It will do a lot toward making the ad more 
impressive and gets away from the most commonly-used borders, black 


lines. By using several cuts, the ad presents a appearance. 
The occasion for the spread is explanatory from the contents—it was 
Griesingers’ sizty-fifth anniversary at Medina, Ohio. 
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RADDOCK 


+LYNCHBURG 


MCELROY-SLOAN SHOE CO. GEO.D.WITT SHOE CO. 
ST. LOUIS, MO. LYNCHBURG , VA. 
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> STEADY GROWTH 
because each brought 


a greater profit to our 
customers 


RADDOCK-TERRY customers built this business. 

Because it is reasonable to think that the big, rock-bottom 
reason our output of men’s, women’s, and children’s footwear has 
grown to a Twenty Million Dollar annual valuation is because more 
and more merchants have discovered the salable qualities of our 
shoes each year. 








Certain features of this business are more profitable for the mer- 
chant than any other shoe factory in America can show. In succeeding 
advertisements we will bring them to merchants attention: 

(1) What was the matter with the shoe business last year— 


and the constructive help the Craddock-Terry organi- 
zation plans to offer the industry. 


(2) Why you should make our 10 great combined specialty 
factories a part of your store organization. 


(3) There is no other place in the country where a man can 
get as good shoes to retail from $4.00 to $6.00 as from 
the Craddock-Terry organization. 


(4) The centralized Style Department of the Craddock- 
Terry Company—and its meaning to your business. 


(5) The ability and willingness of the Craddock-Terry 
Company to carry the burden of your surplus stock. 


(6) The Men behind the Concentration and Co-operation of 
the Craddock-Terry Company. 


TERRY CO. 


VIRGINIA = 


CRADDOCK-TERRY CO. HARSH & CHAPLINE SHOE co. 
BALTIMORE, MD. MILWAUKEE , WIS. 
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R more than fifty years the Goodyear Rubber Company of New 
York and the Lambertville Rubber Company of Lambertville} N. J., 
have been operated independently; building up two of the most success- 
ful businesses in the rubberwear industry. Now these well-known organ- 
izations have joined forces and hereafter all business of both concerns 
will be transacted under the name of the Goodyear Rubber Company. 


Lambertville “Snag-Proof” goods, as well as the Goodyear “Gold 
Seal” line, will be stocked at all Goodyear branches and sold through 
our regular established channels in all territories. Dealers every- 
where will be assured of unequalled delivery service on both lines 
from Goodyear branch warehouses with the added advantage of being 
able to* buy complete lines of super-quality and standard-quality 
rubber footwear from one concern. By selling the combined “Gold 
Seal” and “‘Snag-Proof” lines you will be prepared to meet everyrubber 


GOLD SEAL | 


"Rubber Footwear| | 
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footwear need both in standard-priced as well as higher priced goods. 
You can guarantee satisfaction to your customers. 

The farm trade in your territory will be familiarized with the joining of the 
“Gold Seal” and “Snag-Proof” lines through an outstanding advertising 
campaign in leading farm papers. Cash in on this advertising! Make your 
store headquarters for these two big leaders! 

In the future the Lambertville Rubber Company’s products will be sold 
and distributed by the Goodyear Rubber Company’s branches exclusively, 
and not direct from the Lambertville factory as in the past. 

If your stock of rubber footwear is low, “fill in” with “Gold Seal” and 
“Snag-Proof” goods from our nearest branch house. 


GOODYEAR RUBBER CO., General Offices: 787-89 Broadway, New York 


Branch Offices: 
Philadelphia, Pa., 26 North Fourth St. Kansas City, Mo., 807 Baltimore Ave. 
Chicago, Ill., 31 South Franklin St. St. Louis, Mo., 1103 Was on Ave. 
Milwaukee, Wis., - 85-89 Buffalo St. > -» - + 61-67 Fourth St. 
St. Paul, Minn., - - 371-77 Sibley St. 539 Mission St. 


‘|For Every Need” 
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’ 8 . 
Russell Moccasin Footwear 
Will Sellin YOUR Store 
Whether you do business in a big city or a small village, people 
who take a live interest in outdoor sports look into your windows 
and enter your store every day. Let them know that 


you sell Russell Moccasin Footwear, and you'll make 
profitable sales that you would otherwise miss altogether. 


ussells 


Neverleak Chief 


is a leader among singie vamp boots—-a boot that seasoned sports- 
men swear by and any hunter, fisherman or hiker will “take to” ~ 
on sight. Made of carefully chosen, waterproof Paris veal chrome 
tanned leather, selected oak soles and “Never-Rip” seams around 
the toe piece. All heights, 6 to 20 inches; all sizes; army last. 





Our catalog describes a wonderfully complete line of sports- 
men’s boots, moccasins, golf shoes, slip»ers, etc.—made for 
enduring service and extensively advertised. Write for this 
boot and dealer discounts today. 


THE W.C. RUSSELL MOCCASIN CoO. 


927 Capron St. - - Berlin, Wisconsin 














> 
Your White Shoe Trade || 


The Old Dependable Cake Pn 


Dressing for White Shoes 


‘The Name Blanco Is Signal of the Best 
Available White Cleaner” 


LAING, HARRAR & CHAMBERLIN 


Sole Distributors for the United States 
; : ; Carried Also in Khaki 
43 North Third Street - - Philadelphia and Web 


JOSEPH PICKERING & SONS SHEFFIELD, ENGLAND Manypfacturers iS 
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FOR STYLE ~ QUALITY~ SATISFACTION 

















The CHARLES MEIS SH “: ©." ANY 
Factory and Ger-ral Office, Cinct:: ati, Ohio 


The CHARLES MEIS SHOE COMPANY Factory at 
Lebanon, Ohio 


There is a place in every shoe 
store in the United States 
for a Cincinnati-made line. 
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*AVPay? 








Our customers are merchants who demand shoes with an 
established reputation for consistent salability. 


The STANLEY DUTTENHOFER SHOE CO. 
1401 PLUM ST. - . CINCINNATI, O. 













ae = 
“4 US 
THE- QUALITY SHOE (satPneeneth MARKET OF AMERICA « 
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HOME AGAIN! 


All Set for Concentration 


c 


ACK from the Convention — ready 

to snap into the work of the day 
with renewed interest—ready to put 
into effect some of the good ideas we 
‘heard discussed by convention speakers. 





And, speaking of new ideas; "2" 
you'll find few suggestions, 
more valuable than the -’ 
advice about concentrated 
buying. 


Pick out a few good manu- 
facturers and give them 
real orders. That's a system 
that gives cards and spades 
(Continued on Page 66) 
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newness are sure to grow very 
delivery—you can get them A 
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Four Advance Designs 


Yoo can safely place an advance order for these four distinctively new patterns as they have assured correct 
styling and quality. There isn’t a thing questionable about them. They fit splendidly and with their charming 
ular between now and Easter. Best of all, we have them i 


FOr 





No. 3057 


Soft Tan Russia Calf “Cross 
Word” Pump with Cranberry 
Patent Inlaid Front; Matched 
Pearl Milo Buttons; 14/8-inch 
Covered Heel; Extra Flexible 
Single Sole McKay sewed. A, 4 
to 8; B, 3% to 8; C, 3 to 8. 
Price 


$4.60 





No. 3156 


Soft Tan Russia Calf Four Strap 
“June” Pump with cut-out sides 
as illustrated; 14/8-inch Covered 
Heel; Extra Flexible Single Sole 
McKay sewed. A, 4 to 8; B, 3% 
to 8; C, 3 to 8. Price 


$4.00 

















No. 3157 





No. 3058 


Soft Tan Russia Calf *Sinbad™ 
One-Eyelet Pump with Cran- 
berry Patent Inlaid Front; Tan 
Silk Grosgrain Tie; 14/8-inch 
Covered Heel; Extra Flexible 
Single Sole McKay sewed. A, 4 
to 8; B, 3% to 8; C, 3 to 8. Price 


$4.60 


No. 3157 © 


Soft Tan Russia Calf One-Eye- 
let “Mardi Gras” Pump; dia- 
mond cut-out sides; Tan Silk 
Grosgrain Tie; 14/8-inch Cov- 
ered Heel; Extra Flexible Single 
Sole McKay sewed. A, 4 to 8; 
B, 3} to 8; C, 3 to 8. Price 


$4.00 


N-STOCK for immediate 
INCE. Avoid going on the back-order list by ordering today! 
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ACTION in your store 
every day this year 
with the NEW B. W. 4-STRAP 
CORRECTIVE SLIPPER 


Get an introduction to this fashionable new member of the famous 
B. W. family and see that your customers get well acquainted with it. 

The deft combination of arch-fit and zippy style makes the B. W. 
4-Strap the outstanding shoe of 1925. It's an every-day seller from 
January | to December 31. 


IN STOCK—READY TO SHIP—Net 30 Days 
Black Kid B. W. Corrective Strap 








The Zephyr 

















No. S—405 
—~, AAA 5-9 AA 5-9 A49 
$ B39 C3349 D359 
( $5.20 
, Write for Sample or a Run of Sizes 
B. W. OXFORDS 
, No. S—400 No. S—401 
See the latest breath of fashion in a BLACK KID OXFORD BROWN KID OXFORD 
One-strap Satin Slipper as inter- AAA,5 -10 B, 314-10 AAA.5 ~-9 B.4 -9 
( preted by the Roth stylists. Write AA, 5 -10 C3 =10 AA. H -9 C3 ~ 
' c sample (not carried in stock). or Po _ 44-9 3% 
Black Satin Moire Silk Quarter — 60 $4.60 $5.00 
All Patent ----* ° 75 No. S—403 No. S—404 
All TanCalf - - --- - i 75 BLACK KID OXFORD BROWN KID OXFORD 
(Arch Corrective) (Arch Corrective) 
map Biri = MAES Bites 
A4 -10 wee A4 9 D4 -9 
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a, OR several months past 
pet of our good friends 
and customers have repeatedly 
remarked, if we could only pro- 
duce something different in 
shoes, something that would be 
outstanding, something that 
would appeal to Mothers and 
Daughters alike, it would help 
materially just at this time. We therefore set to 
work to do this and the Balloon Last was carefully 
planned and worked out. Needless to say, it has 
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It’s different 









Grecian Sandal, 
Balloon Last, 
14/8 heel 





gone over with “a Bang!” 
It's different and has met with the approval of the live ones in the industry 


today. Wire for samples and insist upon the one and original Balloon Last first 
shown and adopted by the Vollman, Lawrence Co. 











Walk and Be Healthy 


Te; Von ban, Layyeenee; Co, 


STATION A 
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The ig Rapid Trans-Kit—a miniature 
sample the newest models to 

The she shoes in the photograph are shown 
merely to give an idea ofthe inside of the Trans. 
Kit—the models, themselves, are c 
frequently in accordance with the Holters’ 
policy of up-to-the-minute styles, leathers, and 
materials. e 

















Do you know about Holters’ Rapid Trans-Kit— 
the Shoe Express? 

It is a miniature traveling sample room—con- 
taining eight up-to-the-minute models—fashion- 
able, fast-moving and retailing at a popular price. 
It comes to your door, express prepaid, along with 
an order blank and full instructions on how to 
order, enables you to make your own selections— 
in your own Office, at your own convenience. You 
simply fill out the order blank—then express the 
kit back to us—at our expense. 


Merchants who appreciate the cash value of speed 





Chicago Office 
210 Security Building 


Use it Now 








A Traveling Sample Room 


... With quick service for you 


will appreciate the Trans-Kit. For there is a con- 
stant flow of the shoes shown through the factory 
and we can usually ship almost any shoe in the 
kit in from 15 to 18 days after receipt of your 
order. It simplifies buying and assures you quick, 
reliable shipments. Of course, our regular sales- 
man will also continue to call as usual. 


That's the Holters’ Rapid Trans-Kit—the travel- 
ing sample room that means quick service for you. 
It costs you nothing—we pay express charges both 
ways—just fill out the coupon and we'll do the 
rest. 


THE HOLTERS COMPANY, Cincinnati 
Branch of The United States Shoe Company 


Minneapolis Office om York Offic 
723 Boston Block 404 Bush Terminal Bidg. 


Here’s your Shoe Express Ticket...... 





The Holters Com 

(Branch of The wal States Shoe Com pany) 

Sixth and Sycamore Streets, Cincinnati, ; 
Gentlemen: Please send me your Rapid Trans-Kit 

with its line of the latest shoes. 

date Neb ee bhewad 6édt sik bdseees Suciaweesaus 

Ne etic lea ie enteceh a ae Soba bewkte 

Sp ctandlin ap iste cheateo pew CE eee eee ee 
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to the opposite method of 
scattering your purchases 
among many manufacturers, 
buying from each in com- 
paratively small lots. 


Concentrated buying means 
no duplication of styles— 
which in turn means quicker 
turnover and smaller clearances. 


Concentrated buying makes your orders 
large enough to insure the most careful 
attention on the part of the manufac- 
turer. Of course, the manufacturer tries 
to make no discrimination between the 
large and small buyers—but it’s only 
human nature to make an extra effort 
if the buyer is one whose orders help 
most to keep the factory running. You 
know that in your own business you 
have preferred customers—why not be 
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a preferred customer of a few reliable 
manufacturers? With many orders to 
many manufacturers, you lose your op- 
portunity for particular attention—for 
favorable credit arrangements, for first 
chance at factory “‘specials,”’ etc. 







Concentration pays—as experience has 
proved again and again. So—let’s con- 
centrate. Naturally, we believe that 
Cincinnati shoes are good shoes to con- 
centrate on. Good shoes have been 
made in Cincinnati for 80 years—and 
better shoes than ever 
are being made today. 
But whether or not 
you choose Cincinnati 
shoes, at any rate 
make up a few big 

orders to afew ee 
wee good people— | Af ¥ 
and let's go! \—~” 
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Traveling on the Air-Line... 


That's what the woman does who wears the 
‘‘Jennabel,”’ a three-strap and cut-out effect that is 
light, delicate and graceful. 
And Sherlock Holmes, himself, couldn't detect 
the presence of the invisible steel support which 
makes the “Jennabel”’ an Arch-Protector Shoe. 
Even the wearer realizes the arch-support only 
when she stops to think why steps are lighter and 
miles are shorter and arch ills are things of the past. 
The “‘Jennabel™ is only one of the many models 
in which we have proved that arch-support can be 
The Jennabel feather-light and gracefully fashionable. The Arch- 
Aad Petmssaan iii Wiican Protector Shoe will always appeal to a large class 
A three-strap and cut-out effect of true of women who will come back again and again for 
Gietinetion. another pair. It is a shoe you can profitably con- 
sider. 


THE VAL DUTTENHOFER SON’S COMPANY 


Branch of The United States Shoe Company, Cincinnati, Ohio 
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Desirable Footwear 


During the past year Styleful Women chose many 
different varieties of shoes. 


While the patterns are more conservative, they 
are designed to give that snug fitting appearance of 
“made to order” footwear. 


To be marketable, everything required in the 
manufacturing must be perfect. 


The proper last, the high grade designing of pat- 
terns and the factory equipment @f the highest order. 


Cahill’s Catchy Creations are made under these 
conditions—with Cincinnati skillful shoemakers. 


The Cahill Shoe Co. 


Cincinnati 


5169 B—Norma Tie 


Presented in Quality Colt made over our No. 12 
Last, carrying a 16/8” Celluloid [Spike™ Heel. 
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Niepdittiion’ Ss 
Dependable 
Shyles 


RQ? 


Will make a hit with the flapper At or TWO FAHEAD 


because it is smart and differ- 

ent. We recommend it in all 

Patent, all Russia, or Russia 

rter with Patent v: 

Gerlayed with Russie. May be Krippendorf’s shoes are recog- 

retailed at $6. nized by the leading dealers of the 
country for their superior work- 
manship and fitting qualities, plus 
style and service. 


Tbe Krippendorf Dittmann Co. 
Cincinnati, Ohio 
Style Quality Service 


Made of White kid with Patent 
trimmed tongue and cut-out 
saddle. 


“THE ASCOT” 
All Apricot satin. A smart strap 
creation with concealed goring, 
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What is ie 
“Consumer Acceptance?” OH 


(CONSUMER Acceptance is a willingness on the 

part of the public to accept, with confidence, 
certain merchandise that is offered them. This con- 
fidence is created by what. they hear favorably or by 
what they read. 



























The most readily accepted merchandise is that 
vouched for by the trade-mark of a reputable manu- 
facturer offered to the public by a reliable merchant. 






There is a ready consumer acceptance among women 
for J. @ K. shoes. For more than a quarter of a 
century, J. @ K. shoes have been favorably known— 
millions of women have worn them—amillions more 
have read and are reading J. G@ K. advertisements 
and are willing purchasers of J. @ K. shoes. 









To these women the J.& K. trade-mark is their surety 
of value, style and fitting qualities. 






This large consumer acceptance for J. & K. shoes 
can mean something to your store if you will let it. 
Communicate with us and allow one of our represen- 
tatives to show you J. @ K. shoes and tell you how 
they will bring you extra business and more profits. 


Gwe Julian So Kokenge Co- 


Makers of the famous Sto Girch Fitting Shoes for Women 
426 E 4th St. Cincinnati, Ohio. 






). 







2... 
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The “Limit” lasts were found by 
taking the measurements of thous- 
ands of feet and averaging these 
measurements to give a last ideal 
for every normal foot. Every model 
of The Red Cross Shoe is built over 
“Limit” lasts. That is why The Red 
Cross Shoe fits the foot in action and 
repose—why it is the shoe where 
fashion and comfort meet. 








‘“‘T imit’’ Last.... 








A merchandising idea that means repeat sales.... 


adds to the distinction of an already dis- 


When you sell The Red Cross Shoe you sell 
tinctive shoe. 


more than leather. You sell a unique mer- 
chandising idea—the exclusive Red Cross 


“Limit” last—that brings you the steady 
patronage of satisfied customers. 


You're not selling “price appeal" merchan- 
dise—with the chance that the “other 
fellow” will start cutting prices below yours. 


Neither are you embarking in the ‘novelty 
footwear” field, with its heavy clearances of 
“novelties” that failed to ‘catch on.” 


You are selling a distinctive feature—a 
feature that means perfect fit and con- 
tinued good appearance—a feature that 


If there is no Red Cross Shoe merchant in 
yous town, you have the opportunity to 

andle this nationally known, nationally 
advertised shoe. It means that hundreds of 
women who now “‘shop around” for shoes, 
going sometimes to your store and some- 
times to your competitors, will come to you 
again and again for footwear which gives 
them unvarying satisfaction. 


pes Red Cross a - my pe pred 
ea we Daeet eather plus a idea. 
That's why The Red Cross Shoe makes 
good business. 


The Krohn-Fechheimer Company 


(Branch of The United States Shoe Company) 


Cincinnati, Ohio 
Pacific Coast Representative: d Berner, 418 Pacific Building, San Francisco, California 
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E SHOE TRAVELER 






National ‘‘Meets’’ Over—Salesmen on Trips 


Convention*Lessons of Trade Co-operation to Be Put Into Force During 1925—Philadelphia, 
Rochester and Pacific Coast Shoe Travelers Elect Officers 










\ N ] ITH the inspiration of the 

big “meets” of the National 

Shoe Travelers’ Associa- 
tion and National Shoe Retailers’ 
Association fresh in mind, salesmen 
are starting out on their trips. A 
national convention of the craft al- 
ways brings forth a constructive 
exchange of ideas and many new 
ideas by the inspirational atmos- 
phere thus created. It brings about 
a better understanding among all 
the branches of the allied trades. 
It is a fine plan for travelers, manu- 
facturers, wholesalers and retail 
merchants to grasp each other by 
the hand and say—“My success is 
your success—let us all work to- 
gether with a unanimity of pur- 








PAUL S. LIPPINCOTT, Jr. 


President of Philadelphia Shoe 
Travelers’ Association. 


pose.” And so in this spirit of 
harmony have the salesmen started 
out for their territories, with a 
firm resolve to roll up big records 
for 1925, realizing that the progress 
which they will thus make will 
spell—the advancement of the 
American shoe industry. 


Pacific Coast Boys Meet 

At a very enthusiastic meeting 
held in Savoy Hotel, Seattle, Wash- 
ington, Saturday, December 27, by 
Pacific Coast Shoe Travelers, affi- 
liated with the National Shoe Trav- 
elers, the following officers were 
elected for the ensuing year, 1925: 
Carl H. Luderman, president; N. 
C. Violette, vice-president; F. F. 
Berry, secretary-treasurer. 

Members are very optimistic for 
the coming season. “Conditions up 
here are looking very bright,” 
writes the secretary. “The mer- 
chants had a good holiday busi- 
ness.” 

A vote of thanks was tendered to 
the Coast Shoe Reporter for many 
courtesies extended to the organ- 
ization. 


Philadelphia Holds Annual 
Meeting 

The Philadelphia Shoe Travelers’ 
Association held its annual dinner, 
convention, and election of officers 
in the City Club on Tuesday eve- 
ning, January 6. Approximately 50 
members attended. 

The following officers were elect- 
ed to serve for the ensuing year: 
President, Paul S. Lippincott, Jr.; 
first vice-president, C. R. McClel- 
lan; second vice-president, Newton 
Compton; third vice-president, 








James H. Moody; and secretary and 
treasurer, William F. Schoell. Ar- 
thur C. Earle was unanimously 
elected to the newly created office 
of Perpetual Honorary President. 
The Board of Governors, with the 
changes just made, consists of I. 
Frank Oberfield, L. B. Wood, L. 
Lester Enow, Horace F. Cunning- 
ham, and George Drysdale. 

The features of the meeting were 
the talks given by Herman Meyer, 
of Croxton, Wood & Co., Inc., chair- 
man of the general style committee 
of the National Boot and Shoe 
Manufacturers’ Association and by 
G. H. Mealley, of the Ohio Leather 
Company. 





















































A. J.. McLEOD 


President of Rochester Associa- 
tion of Traveling Shoe Sales- 
men. 
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The allurement of a lovely color 
and rich texture in leather counts 
more powerfully than ever in the 
selling of modern footwear. 


ee as color artistry in fabrics forms the basis of 
appeal in the finest gowns, so NEW CASTLE 

colors provide that vital color background on which 

the selling power of modish shoes so depends. 

Take, for instance, the presently most favored 

NEW CASTLE colors: 


APRICOT 
BLOND 


You have only to see them to realize that no ordinary 
skill produced these warm, softly glowing shades. 


That's the result of NEW CASTLE color artistry 
and craftsmanship applied to the choicest raw stock that 
grows. 

It is, therefore, natural that men who produce and 
sell the highest type of shoes should prefer NEW 
CASTLE KID. 


NEW CASTLE LEATHER CO, Inc. 
100 Gold Street 


New York City 


The range of New Castle 
colors includes every shade 
that is in harmony with 
the fashion note of the 
moment. 
Color 98 
APRICOT 
Color geo 
BLOND 
Color 99 
MOCHA 
Color 925 
SUDAN 
Color 825 
ROSEWOOD 
Color 700 
CHAMPAGNE 
Color 723 
SAND 
Color 17 
PEARL GRAY 
Color 18 
PRISCILLA GRAY 
Color 31 
HARVEST BROWN 


Color 3 
ROYAL BROWN 
Color 2 
PICCANINNY BROWN 
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CHRIS BRIEL 
Who covers the South for C. A. 


Grosvenor Shoe Co. 


“The felt slipper business is in 
the healthiest position by far in 
which it has been for the past three 
years,” said Chris Briel, who travels 
the Southland for the C. A. Gros- 
venor Shoe Co. “There is a very 
strong tendency toward an up-swing 
in prices and, best of all, a large 
volume of business is now being 
placed on felts. Felt slippers helped 
to tone up the dull months of last 
year for the retail shoe merchant. 
Special sales were run during the 
summer months, with the result 
that when the holiday season ap- 
proached, there was an actual short- 
age, and the manufacturers, jobbers 
and retail merchants have all be- 
come pretty well cleaned out. 

“The new styles in women’s felt 
slippers follow the colors of the 
negligees, and take the motif as to 
design of the women’s dress shoes— 
for instance—greens and colors in 
yellow—grays and blues—and other 
attractive combinations, and tongue 
effects.” 

Mr. Briel is a native of the South; 
he was born in Natchez, Miss. He 
is right at home in that section, and 
since his connection with the Gros- 
venor line, he spends practically 
three-quarters of his time there. 


Rochester Travelers Elect 
Officers 


The annual meeting of the Ro- 
chester Association of Traveling 
Shoe Salesmen was held at the 
Chamber of Commerce on Saturday 
January 3 when officers for the en- 
suing year were elected. 

Roland B. Woodward, secretary 
of the Chamber of Commerce, spoke 





JOSEPH J. WOODS 


Who traveled Ohio for Union 
Shoe Mfg. Co. 





on business conditions and the pros- 
pects for 1925 and future years. 
In closing Mr. Woodward urged the 
members of the R. A. T. S. S., to 
work for economy in government, 
and lauded the efforts of President 
Coolidge for a reduction of Federal 
government expenses. 

Officers for 1925 were elected as 
follows: President, A. J. McLeod; 
first vice-president, Charles J. Vil- 
gard; second vice-president, Clinton 
L. Clark; third vice-president, Jack 
Castle; fourth vice-president, Ray 
Statt; secretary and treasurer, 
Clarke B. Rowley. 


Joseph J. Woods Is Dead 


The many friends of Joseph J. 
Woods will regret his death, Decem- 
ber 25, 1924. For 365 years, up until 
his retirement four years ago, Mr. 
Woods, or “Uncle Joe” as most of 
the trade knows him, traveled the 
Ohio section for the Union Shoe 
Mfg. Co. of Chillicothe, Ohio. 

Mr. Woods was 81 years old when 
he died. He was known throughout 
Ohio. The grand old man was a 
friend to everybody, and no man 
ever carried a grip who was more 
respected than he. 


Cincinnati Travelers Elect 
The Cincinnati Shoe Travelers’ 
Association held its annual elec- 
tion Friday, January 2. The fol- 
lowing are the officers and: direct- 
ors for the coming year: president, 
Geo. H. Schuette; vice-president, 
Edgar A. Peck; secretary-treasur- 
er, Wm. K. Harrison; two-year 
directors, Sim. Fechheimer and 
Frank J. Weber; one-year director, 
J. Jaffe. This association now 
consists of 81 members in good 
standing, and every member is go- 
ing to make a special effort in the 
coming year to increase the mem- 
bership. : 
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ARTHUR 8. RAPHAEL 


Who now travels his old terri- 
tory for Sportocasin Co. and 
sections of the South. 


Arthur 8S. Raphael who for the 
last eight years has traveled Penn- 
sylvania, New Jersey, Delaware 
and Maryland for Nahm Brothers 
of Philadelphia, has resigned his 
position with that company to take 
on the line of the Sportocasin Com- 
pany of Yarmouth, Maine. Mr. 
Raphael will continue to cover the 
same territory, adding, however, 
the states of Virginia, North and 
South Carolina, Georgia, Alabama 
and Florida. Mr. Raphael has car- 
ried the Sportocasin line as a side 
line for the past year but now will 
devote his entire time to selling the 
products of the Sportocasin fac- 
tory. 


Wisconsin Travelers Elect 

Milton Meissner of the Selz- 
Schwab Shoe Co., was elected 
president of the Wisconsin Shoe 
Travelers’ Association at the annual 
meeting of that organization. Other 
officers elected were: Henry Kuehn, 
of the F. G. Rhodes Co., Chicago, 
vice-president; and W. C. Johnson 
of the Adams Shoe Co., secretary 
and treasurer. 


Le Pine with Sherwood 

Frank J. LePine, represents the 
Sherwood Shoe Company of Ro- 
chester in the following cities: Chi- 
cago, Milwaukee, Madison, St. Paul, 
Minneapolis, Duluth. Mr. LePine 
was formerly Pacific Coast repre- 
sentative for D. Armstrong & Co. 
He is well known in the trade and 
an active worker in the Chicago 
Shoe Travelers’ Association. 
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BARBOURWELT in Sport Shoes 


A sport shoe in the Moccasin Pattern, with a Crepe 
Sole and Barbour Dresswelt. Made by Nunn, 
Bush & Weldon Shoe Co., Milwaukee, Wisconsin. 


Retailers everywhere have sold shoes made with BARBOURWELT 
(‘““Stormwelt”’) in a very satisfactory volume this season. 


The merits of Genuine BARBOURWELT construction are being 
better understood daily, and the national publicity in the Saturday 
Evening Post, Vogue and Vanity Fair stimulates consumer 
demand, which helps every dealer who stocks these shoes. 


AND NOW: For Spring and Summer—This same construction, 
with the same shape-retaining feature—the same damp-resisting 
feature—trefined to a lighter weight and a smaller bead effect—The 


DRESSWELT. 


Barbour Welting Company 


BROCKTON, MASS. 


Sole Manufacturers of 
BARBOURWELT 


“STORMWELT”’ for Winter — ‘*‘DRESSWELT’”’ for Summer 


When writing to advertisers please mention Boor anv Suor Recorper 
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Chicago Merchants Intent 
on Cleaning Up Stocks 


CHICAGO—Shoe merchants are 
making time and doing their level 
best to clean up stocks for 1925 
business. Shoe sales are in full 
progress all over Chicago and the 
loop stores have apparently thrown 
into the maelstrom almost every- 
thing that is to be found in their 
stocks. 

Literally they have no aspect of 
sales for there is a noticeable lack 
of what is usually termed “shelf 
warmers” and “slow” stock. An in- 
spection of the average store offer- 
ing discloses the whole gamut of 
patterns that were listed among the 
good sellers all through the fall. 

There is evidence of careful buy- 
ing in these sales—especially re- 
garding leather and pattern for 
there is little of the novelty types. 
Few novelty leathers are to be 
seen—few extremes of pattern. 
Colors are confined to shades that 
were fashionable a month ago—and 
are fashionable now. 


Two Tones Are Numerous 


Very little new merchandise is on 
display even in the more exclusive 
shops save the new two-toned ef- 
fects that have come in and the 
bulk of these favor fhe pump and 
tie types in black patént, black calf 
and tan combinations. Some are to 
be seen in gray and tan suede with 
black calf and patent and some with 
tan calf quarters combined with 
suede. . 

The men’s business has had a 
very satisfactory pick-up and the 
men’s stores have experienced a 
small amount of the patronage that 
should have been consistent through 
the fall and winter months up to 
Christmase Sales on galoshes have 
been larger in most stores than last 
year and there is a shortage of the 
more popular styles. Spats continue 
to sell readily in the men’s stores 
with a constantly increasing de- 
mand. 


Styles Are Satisfactory 


The question of “what’s style” 
for spring still seems to be upper- 
most in the minds of most retail 
merchants and there is a most se- 
rious interest in what is supposed 
to be coming that will create a tre- 
mendous volume for slow business- 
es. This is a mistake on the part of 
the merchant whose stock must even 
now contain plenty of dainty foot- 





wear that only requires intelligent 
pushing to make salable. 
Predictions are generally made 
that spring must offer some new 
sensation if footwear business is 
good and there seems little reason 
for this feeling when one sees the 
wealth of beautiful gore, strap and 
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pump patterns on display in State 


street windows. 


Expect Big Spring 


Ben Sinsheimer and A. Wellans 
of Sinsheimer Brothers Co., makers 
of the Sinbac line of children’s and 
misses’ footwear, attended the N. S. 
R. A. convention at Boston. Mr. 
Sinsheimer expresses a great opti- 
mism in the shoe business for 
spring. 





Milwaukee Stocks Moving 
at a Satisfactory Rate 


MILWAUKEE—Clearance sales 
in Milwaukee stores are progress- 
ing very well, according to reports 
for the week ending January 10, 
and merchants expect to have their 
stocks fairly clean by the end of 
the month in preparation for the 
opening of spring business. Activity 
is quite general, including men’s, 
women’s and children’s shoes, it is 
reported at the majority of stores, 
although some note that women’s 
shoes are moving more freely. 
There ‘seems to be a note of op- 
timism throughout the local trade, 
resulting from response to the sales, 
and the outlook for spring is re- 
garded as encouraging. 

One store notes particularly that 
men are favoring wide square toes 
in light tan oxfords at the present 
time, and take this as an indication 
that light tan shades rather than 
the darker colors with reddish 
casts. will be in demand during the 
spring. 

While department stores are run- 
ning clearance specials in hosiery, 
shoe store hosiery departments are 
holding to regular prices on most 
of their stock, except for a few 
fancy numbers in broken size lots. 
Fancy stuff in silk and wool is still 
of note and little change is reported 
in the demand for silk hosiery. 


Outlook Encouraging 

The general outlook as reported 
by authorities in the various lines 
of industry is encouraging, accord- 
ing to Robert Wittig, district man- 
ager at Milwaukee for R. G. Dun 
& Co., and industry is entering the 
new year with a most general feel- 
ing of optimism. Mr. Wittig states 
that shoe manufacturers continue to 
report favorably, and business in 
this line seems assured, at least for 
some time. The hosiery industry is 





described as very favorable, and 
general information is that the com- 
ing year will be very active. 


Tanners Confident, Says 
Vogel 

“After four years of depression, 
a ray of sunshine has appeared in 
the leather industry,” stated August 
H. Vogel, vice-president of the 
Pfister & Vogel Leather Co., in a 
review of present conditions in that 
industry. “For the last four months 
the long and trying process of cur- 
tailment and sale of surplus mer- 
chandise has at last had its effect, 
and tanners are again able to look 
forward with confidence to the fu- 
ture.” 

Mr. Vogel quoted figures showing 
restricted imports and unusual ex- 
ports for the fiscal year ending July 
1, 1924, and stated that this had re- 
sulted in a decreased supply of cat- 
tle hides in the United States of 
about 30 per cent. Curtailment of 
tannery operations at the same time 
has resulted in the largest reduction 
of finished merchandise known in 
the history of the trade for a simi- 
lar period, he states. 


Holds Opening 

Harold Meyer, formerly of Green 
Bay, Wis., held the formal opening 
of his shoe store at Neenah, Wis., 
which he recently purchased from 
M. C. Cohn. The store has been 
opened under the name of the 
Meyer Bootery. 


Caspari Elected President 
At the January meeting of the 
Milwaukee Shoe Retailers’ Associa- 
tion, A. B. Caspari, one of the lead- 
ing shoe merchants of the city, was 
elected president for the coming 
year. Mr. Caspari has been actively 





BOOT AND SHOE RECORDER January 17, 1925 








As Solid As 
New England 


Woc-O-Mocs 


and 


Rangeley Moccasins 








Every live-wire merchant should be equip- 
ped to take care of today’s increasing 
demand for shoes to wear Out-of-Doors. 


For half a century G. H. Bass & Company have 
specialized in the manufacture of Out-Door 
Footwear of thejhighest quality. 





For shoe satisfaction and absolute comfort noth- 
ing can compare with Rangeley Moccasins and 
Woc-O-Mocs. This line in your store will make 
money for you. 


Increase your sales and please your customers 
this Spring and Summer by featuring the Bass 
line. 





The two numbers illustrated and 


many other popular styles are 
IN STOCK. Write Dept. B for latest 
catalog. 


G.H.Bass «Co. 
Wilton Me. 
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connected with the local organiza- 
tion since its inception. He was 
president during the year 1921, and 
has always held some position as 
officer or director. In addition to his 
activities in the local association, 
Mr. Caspari is a director of the 
National Shoe Retailers’ Associa- 
tion, and has been a prominent fig- 
ure in the state organization. 


Other officers of the local associa- 
tion were re-elected including 
Charles Collar, vice-president; W. F. 
Wuerl, secretary; and J. A. Schu- 
macher, treasurer; Max Diamond, 
retiring president; Oscar Labude 
and Henry Lemay were elected di- 
rectors for three years; and Charles 
A. Gesch was elected director for 
two years. 





Retail Trade on Normal 
Basis Cincinnati Reports 


CINCINNATI—The retail shoe 
business during the week ending 
January 10, was only fair, but most 
merchants report they are doing a 
normal business for this time of the 
year. Stores holding sales are do- 
ing a good business, but many are 
holding off until later in the month. 

Step-In Patterns Popular 

Step-in patterns and pumps con- 
tinue to attract great attention, and 
many retail merchants are confi- 
dent that these patterns will go big 
throughout the spring. The demand 
is beginning to spring up for com- 
binations with colored quarters and 
patent leather vamps; also with al- 
ligator quarters and patent leather 
vamps. 

One of the leading stores reports 
that they are receiving a great 
many calls for white shoes from 
Southern tourists, mostly in white 
kid, and some white cloth. 


More Activity in Manufac- 
turing 

Manufacturing has taken a spurt 
and factories will be kept busy for 
some time in order to get out the 
shoes. A big volume of business was 
booked both at the St. Louis and 
Boston shows. Orders received have 
been for patent leather, tan calf, 
and colored. It appears that there 
will be a big volume of business 
done on this material for spring. 
Step-in patterns, pumps and ribbon 
ties are popular. 

Charley Puchta, superintendent of 
the Cahill Shoe Co., Cincinnati, re- 
ports that the factory is working 
up to capacity. Tom Cahill and Rob- 
ert Cahill report they booked a big 
volume of business at both the St. 
Louis and Boston shows. 


Trend Is Upward 


The Monthly Business Review 
for the Fourth Federal Reserve 
District by the Federal Reserve 


Bank of Cleveland, reports on busi- 
ness as follows: “Business condi- 
tions at present are somewhat spot- 
ted. Some industries, notably iron 
and steel, have continued to gain 
ground during the past month. 
Others have shown only a very 
moderate improvement. On the 
whole, the trend of business has 
been upward, but the advance has 
not reached a stage which could be 
designated as a boom. 
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Patent and Tan Calf 
Lead 

The stores are not showing 
any new styles at present, but 
the trend remains the same as 
it has been for the past month. 
Many of the Cincinnati mer- 
chants attended the St. Louis 
and Boston Shows, and have 
held off buying on that ac- 
count. The demand is for pat- 
ent leather and tan calf. 
Blonde satin is gaining favor, 
and the retail merchants ex- 
pect a big demand for this in 
the spring. 











“While the Fourth District has 
witnessed no marked change in the 
situation in the boot and shoe in- 
dustry during the past month, aside 
from purely seasonal variations, 
advices from manufacturers and re- 
tail merchants alike indicate a 
greater degree of optimism than 
has been shown for several months.” 





Rubber Stocks 


Diminish 


Rapidly Detroit Reports 


DETROIT—Winter weather pre- 
vailed here during early January 
and resulted in a splendid all- 
around trade in most shoe stores. 
The rubber stocks in most stores 
have melted away to the great satis- 
faction of merchants. The rubber 
demand was confined to a brief pe- 
riod, which was during the time 
when cold weather was punctuated 
by frequent snowfalls. 

Most Detroit merchants are hold- 
ing back announcements of clear- 
ance sales, although many stores 
are having special sales of individ- 
ualplines and of collected assort- 
ments of odds and ends. These sales 
are bringing business and prove to 
be the needed stimulant to make 
January business normal in volume. 
At Fyfe’s, a recent sale of $8.50 to 
$10 short lines at $5.90 brought 
many women to the third floor de- 
partment where the sale was held. 
At McBryde’s, evening slippers 


were divided into two lots and of- 
fered at $8.75 and $10.75. 


R. H. Fyfe Is 86 


R. H. Fyfe, president of R. H. 
Fyfe & Co., celebrated his 86th 
birthday January 5. Mr. Fyfe is 
hale and hearty and takes consider- 


able interest in the business he has 
built, which now occupies 10 floors 
of the Fyfe building. Heads of de- 
partments presented him with 
roses. 


Changes in Detroit 


Crowley, Milner Co. purchased 
the Luscomb stock and moved it to 
its shoe department where a big 
sale was held, the event being ad- 
vertised in a full newspaper adver- 
tisement. 

The Cantilever Shoe Shop will 
move from Adams avenue to a new 
store being built at 2088 Park ave- 
nue, about March 1. 

Clement’s Foot Bridge Shop, 232 
State street, is closed and the stock 
is in the hands of a trustee. 


To Hold Style Show 


The Lafayette Building is one of 
the important shoe centers in Michi- 
gan. The representatives of 25 firms 
have sample rooms permanently lo- 
cated there. The second annual re- 
ception staged by the representa- 
tives for retail shoe merchants and 
their employees will be held January 
19, 20 and 21. Various offices in this 
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So that your ship may come in sooner 





From tl: top down —the 
Evon, Calendar Style for 
January, and its letter and 
advertisement, and the 
new gorgeous Calendar 
Style Service Window 
Display. Hand carved; 
richly decorated. Fur- 
nished to Calendar Style 
subscribers at cost price. 





SS pene your ship comes in” 
. » « when you have the 
most respected shoe business in 
town, when you are the style 
authority, when your income is 
commensurate with such repute. 
A yearagowe started the Calen- 
dar Style Service, to give the shoe 
merchants a more even distribu- 
tion of styles. Once each month 
we provided them with that 
month’s smartest, best selling 
shoe . . . in tities to suit 
their business. Brilliant little ad- 
vertisements were furnished free, 
letters were sent direct from St. 
Louis to the customer lists they 
furnished, heralding the coming 
of the Calendar Shoe. 
Never before had so great a 
measure of sales co-operation 
come from any manufacturer. 


Hundreds of merchants took the 
service. 

The shoes sold well . . . every- 
thing worked according to plan. 
Merchants began to find their es- 
tablishments“‘style headquarters.” 

As one merchant expressed it 
. . . “The Calendar Siyle Service 
is all the publicity my store needs, 
because it conveys the message 
that means most to me!” Think ot 
that! . . . the Calendar Style 
Service serving aguante than a 
len, campaign of institutional 
ms nme Fey fn addition to giving 
him styles that no competitor 
could offer. 

The Calendar Style Service 
shears off years of waiting . . . 
many of those years of waiting for 
your ship to come in! 

Ask Toheases for the details. 


CN JOHANSEN BROS. SHOE CO., Sz. Louis 





° 


|OHANSEN == 
i Calendar 
j Style Service 


When writing to advertisers ‘please mention Boot anv Snot Recorver 
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building occupied by shoe firms will 
be decorated and open house recep- 
tions will be in order. On the eve- 
ning of January 21, a smoker and 


entertainment will be given in the 
Hotel Tuller Roof Gardens. This 
promises to be a lively affair with 
prospects of a large attendance. 





Tan Calf and Patent Are 
Leaders in San Francisco 


SAN FRANCISCO—January 
promises to be a good month in the 
shoe stores here. Sales are being 
held by Rosentha!’s Inc., Sommer 
& Kaufmann, Frank More’s, Frank 
Werner’s, Hamilton’s, Philadelphia 
Shoe Company, Walk-Over, F. L. 
Heim & Sons, the White House. 

Harry A. Gibson of the White 
House reported women are prefer- 
ring tan Russias and patent leath- 
ers. Patent leathers with colored 
kid combinations are good sellers. 
Patent with blonde kid, and patent 
with Russian kid are displayed 
prominently. Step-in pumps, espe- 
cially with a little gore, are very 
good. One-strap effects are also in 
demand by smart dressers, the strap 
being either quite broad or very 
narrow. Medium and low heels are 
the most in demand for street 
wear, spike heels reserved more 
for afternoon and dress occasions. 


Open Third Store 


Feltman & Curme took posses- 
sion of what will be their third 
San Francisco store on January 1. 
It is at 930 Market street, and De 


Witt C. Davis, district manager, 
expects they will be ready to open 
for business on February 1. On 
that date, they will obtain posses- 
sion of the store at 1120 Washing- 
ton street, Oakland, and plan to 
open it on March 1. 


Regal Moves Office 


R. H. Hibbard, district manager 
of the Regal Shoe Company, reports 
the district office has been moved 
to the new men’s store at 807 Mar- 
ket street. 


Royal Selling Out 

The Royal Shoe Store, 923 Mar- 
ket street, is selling out all its 
stock. In a short time, important 
improvements will be made, and 
Tieburg will have entire charge of 
the store. Mr. Tieburg states that 
Tieburg Bros. are giving up their 
Portland store, but not till April 1. 
The Fithian-Barker Shoe Com- 
pany, wholesalers, is going into 
the retail business in Portland, 
and this will be its second retail 
store there. 





Healthy Trend Develops 
in Cleveland Shoe Stores 


CLEVELAND—January sales 
are on full blast. In all stores in all 
lines, including shoe stores as well, 
crowds are milling about for bar- 
gains, and there are plenty of them. 
The sizes and ranges of models now 
are pretty fair, and the shoppers 
are able to find what they want 
without any difficulty. 

The first week in January com- 
menced with good business. If any- 
thing, the general situation in this 
city is better now than it was a year 
ago. Shoe merchants report that 
their special sales were very well 
patronized, and that sales of two 
pairs were made to numerous pa- 
trons. In many of the stores, mer- 
chants report they have seen ten- 
dencies on the part of customers to 
stock up. The women are doing it 


and the mothers are reported to be 
laying in extra pairs of shoes for 
their children. 

The general conditions in the city 
have brought an optimistic mood 
that has continued to grow until 
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Black Favored Color 
in Women’s Lines 


One of the reasons attribut- 
ed for the great interest in 
gaiters by women is the popu- 
larity for low shoes as an all- 
year-round proposition. Black 
is probably the favorite color 
with the women, and men 
seem to be about equally di- 
vided between tan and black. 
Patent leathers are still selling 
as well as is any other model. 
Gun metal is another strong 
favorite, although the tan ox- 
fords are probably going bet- 
-ter to women. 











now every one is looking for good 
times in the present year. 


Many Men at Boston 


Quite a delegation of Cleveland 
shoe merchants attended the Na- 
tional Shoe Retailers’ Convention 
held in Boston this week. 


Big Demand for Overshoes 


Cleveland streets are filled again 
this year with young women, and 
women whose feet are clad in gai- 
ters. There seems to be a close race 
between the four-buckle gaiter and 
the novelty types for popularity. 
Merchants interviewed report that 
the sales of the gaiters this year 
have come right up to the records 
made in past years. 





In Germany Snake Skin 
Hosiery Appears 

Berlin, Germany — The latest 
novelty in women’s hosiery are 
snakeskin designs. They are in vari- 
ous colors, but the most popular is a 
coffee and milk shade with vertical 
stripes. A more vivid style is the 
garter snake number; long yellow 
stripes with a touch of brown and 
black. 





Generous Amount of Buying 
at St. Louis Style Pageant 


ST. LOUIS—The aftermath of 
the St. Louis Pageant of Footwear 
Fashions held here on January 5, 
6, and 7 indicates one of the most 
intensive buying programs expe- 
rienced in the St. Louis market in 
a long while. From figures avail- 
able, it is estimated that between 


$6,000,000 and $7,000,000 of foot- 
wear was sold during the pageant. 
Whatever the accurate figures 
may prove when they are finally 
known it is impossible to predict as 
to the volume, but admission has 
been made by a majority of the St. 
(Continued on page 96) 
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Satin Pumps and Russia Calf 
Step-In Pumps 


In Stock 





SIZES AND WIDTHS 


Black Satin Strap Pump, Bla Russia Calf Step-In Pump, Alliga 


Ooze Trimmed, 262 Last, 13/8 tor Grain Saddle, 264 Last, 12/8 
Cuban Heel. Welt. Terms: Net 30 Days Wood Cuban Heel. Wilson Process. 











C. P. FORD & COMPANY 


INCORPORATED 
NEW YORK: Marbridge Bldg. ROCHESTER, N. Y. 


























f he INSURED ARC 


INSURED ARCH shoes are not a new kind or 
constructed shoe on the market, for at the present 
time there are two hundred and twelve retail stores who carry them and 
who have built up a well established trade. 


In accordance with our usual conservative ways we have marketed 
INSURED ARCH shoes quite a few years before we brought them 
before the general retailing public. Why did we do this? Because we are 
anxious to put only a shoe on the market that we know will be the best 
and one that has been proven so from every standpoint by real service. 

In the same manner all the materials for INSURED ARCH shoes are 
selected and we feel that we can honestly offer you a scientifically suc- 
cessful shoe and one that is not in the experimental stage or without 

real merits. 
There are eight complete lines of Insured 
Arch shoes in stock including boots, straps 
and oxfords on several 
lasts. We would advise 
your writing for our cata- 
logue for further informa- 
tion on them. 


No. 27--Black Kid Goodyear Welt, 13/8 IN STOC kk No. 28—Black Kid Good 
Military Heel, 244 to 8 Ato E. "84-45 Military Heel, 234 to8 AteD.. "ge 4s 
No. 37—Same in Havana Brown Kid $4.85 No. 30—Same in Patent Leather.... 
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Steady Tone to Buying 
Noted in Boston Houses 


BOSTON—There was a contin- 
ued briskness to the retail shoe buy- 
ing in stores here during the week 
ending January 10. January prom- 
ises to be a good month. Some 
stores advertised clearance sales 
during the week, but the majority 
are holding off. The general im- 
provement applies to men’s trade as 
well as women’s. From some 
sources, merchants expressed a 
great deal of favor with the free 
buying being done by men. It was 
until only recently that men have 
bought with any degree of steadi- 
ness. 

Tan calf is selling much stronger 
than any other material in women’s 
shoes. Evening slippers have been 
going well, due directly to the im- 
petus provided by the great many 
social functions being held. 

Oxfords, straps, and concealed 
gores types are selling well. In 
the medium.and low-priced stores 
operas are having a splendid run. 

One of the leading $6 stores, sell- 
ing only *vomen’s shoes, is doing 
steady * ade on button oxfords of 
two tone; of the same material; for 
example, a brown suede quarter 
with a brown kid vamp; and the 
same style in black suede and kid. 


Visit Shoe Stores 


Merchants, attending the Nation- 
al Shoe Retailers’ Association con- 
vention at Mechanics Building, 
made informal tours of the shoe 
stores during the week. They were 
cordially received by the many local 
merchants and there was a mutual 
benefit resulting from the visits, 
due to exchanges in style and mer- 
ehandising ideas. 


J. Henry Emery Dead 


J. Henry Emery, for many years 
a prominent member of the shoe 
findings and leather trade, is dead. 
He passed away after about a year’s 
illness on Sunday afternoon, Jan- 
uary 11, at the Corey Hospital, 
Boston; in his 81st year. Mr. Emery 
was one of the best known and 
most highly respected men in the 
trade. Especially had he endeared 
himself to members of the older 
generation. 

He commenced his career in the 
sheepskin business with the old firm 
of J. Alba Davis & Co. ‘He went 
from there to the firm of Converse 





The first real snow storm of 
the season came on Monday, 
January 12, and resulted in a 
stimulation to the overshoe 
and rubber trade in shoe 
stores. There were several flur- 
ries earlier in the season, but 
they lacked the characteristics 
of Monday’s storm. A biting 
cold accompanied the snow, 
which commenced to fall early 
in the day. Almost every store 
did a big business on four- 
buckle and novelty galoshes 
for women; four-buckles for 
men and rubbers for both men 
and women. 











& Stanwood, now Converse & Co., 
sheepskin dealers of South street. 
He then became a partner from 
1883-1893 with Frank W. Whitcher, 
in the firm of Whitcher & Emery; 
later he was in the firm of Emery 
& Crane. His home was in Quincy, 
Mass., from where the funeral was 
held. 


Corcoran Co. Moves to Rice 
Building 
The Boston office of the Joseph 
F. Corcoran Shoe Co. of Brockton, 
Mass., is now at room 321 in the 
Rice Building, 10 High street. 


Meisler Celebrates Wallace 
Connection 


Nat Meisler, manager of the Ar- 
thur Wallace store at 622 Washing- 
ton street, has been 10 years in that 
position and to celebrate the event 
on January 6 gave a dinner and 
theatre party to 10 of the shoe 
salesmen at this store, as follows: 





Albert Coin, M. Snyder, Frank J. 
Valenti, Robert Bloom, Joseph Sil- 
verman, Philip Berkman, Harry 
Sheriff, Captain Sterns, and James 
Welsh. 


Sam Lipsett Is Dead 


Sam Lipsett of Boston and New 
York died January 9, after an ill- 
ness of several months. Mr. Lip- 
sett was well known in the shoe and 
leather districts of the two big 
cities, through his connection of 25 
years with Kalter, Cerf & Co. 


Clever Window Trim 


Jones, Peterson & Newhall Co., 
high grade family shoe store of 
Temple Place, always has an attrac- 
tive window, for this window must 
always tell the story that this store 
features the latest in men’s, wom- 
en’s and children’s shoes and hosi- 
ery—and yet, it must not look 
crowded. Charles Ferrers, buyer for 
this house, is in charge of the win- 
dow trims. He believes in tieing up 
with clever ads. If an ad puts par- 
ticular stress on women’s shoes, the 
window for that week features the 
particular styles of which the ad 
speaks; the same with men’s lines, 
and with children’s, also. 

Just now, the two-tone tan 
effects, in tan calf and Jay suede 
quarter, Gibson tie effect, and 
14/8 boxwood heel—also gores 
front and side in alligator and tan, 
or lizard and tan, are big sellers. 
Mr. Ferrers believes that they will 
also be good for spring. The trade 
of this store likes heel from 10/8 
to 14/8. Sport shoes will be popu- 
lar for spring, and here again, Mr. 
Ferrers believes that they will be 
good in the very light brown shades, 
with coffee elk trim or plain tan 
calf, with crepe rubber soles. White 
kid, with cut-outs at instep, in 
gore patterns, and plain white one- 
straps, are already selling well for 
Palm Beach trade. 





Rochester Merchants Elect 
Officers for the New Year 


ROCHESTER—The annual meet- 
ing of the Rochester Retail Shoe 
Dealers’ Association was held at 
the Chamber of Commerce on Wed- 
nesday, January 7, and offers 
were elected for the coming year. 
H. J. Van Arsdale, manager of the 
Walk-Over Shop was elected presi- 
dent; Fred L. Myers, proprietor of 





the LaSalle Boot Shop, first vice- 
president; Louis Fuller, proprietor 
of Fuller’s Shoe Store, second vice- 
president; James F. Olmstead, man- 
ager of McCurdy’s shoe department, 
third vice-president; J. H. Collett, 
proprietor of Collett’s Boot Shop, 
fourth vice-president and Allen 
Draper, associated with William 
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ou can stretch ahinas oidy 


on Repco Stretchers. 


VERY shoeman knows that great care 

must be taken in stretching shoes. Sud- 
den pressure inside a shoe will break even 
the most responsive leather. 


The regular, easy action of Repco Stretcher elimi- 
nates sudden and jerky pressure and assures safe 
stretching. 


Repco Shoe Stretchers contain no springs, arrows 
or other delicate or easily injured parts. 


The blocks are made of fully seasoned maple, care- 
fully shaped and smoothly finished, and are held 
together by a strong steel hinge. 


The stretching action is by means of a toggle joint, 
controlled by a square-threaded screw of large pitch. 


Every shoe store should be equipped with the 
entire nine sizes of Repco Shoe Stretchers. 
No. 000 down to No. 6. Corn and bunion 
plates are packed with every stretcher. 


UNITED SHOE MACHINERY CORPORATION 
BOSTON 
SAN FRANCISCO BRANCH, 859 MISSION STREET 
J. K. KRIEG COMPANY 
39 WARREN STREET, NEW YORK 
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Pidgeon, Jr., secretary and treas- 
urer. 


Reduced Price Sale a Social 
Event 


Jim Olmstead, proprietor of Mc- 
Curdy’s Shoe Department, put over 
a new idea in his annual mid-winter 
sale of women’s footwear which 
helped materially to make this sale 
the most successful that this store 
has held since the opening of the 
shoe department. 

Instead of featuring price reduc- 
tions as the main feature of the 
sale, Mr. Olmstead featured the sale 
as a social event and in all his ad- 
vertising, he mentioned the fact 
that McCurdy’s shoe sales are al- 
ways honored by the attendance of 
the socially prominent, by the pres- 
ence of Rochester women who know 
and demand the best in footwear. 

The following excerpt from the 
McCurdy advertisement which ap- 
peared on the second day of the 
sale is typical of the advertising 
announcing this sale event. 

“Society Puts Her Best Foot For- 
ward. Could we give the names of 
women in attendance at McCurdy’s 
Semi-Annual Sale of Shoes, enter- 
ing into its second great day to- 
morrow, they would read like a 
goodly section of Rochester’s social 
register. 

“There is no other store event in 
Rochester with a patronage in vol- 
ume so exclusive. As one fair visit- 
or put it yesterday, ‘At such times 
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one learns from McCurdy’s shoe 
stocks what is being worn in foot- 
wear and from the garb of cus- 
tomers in the department one en- 
joys a veritable style show of 
Rochesters’ better dressed fair 
femininity doing her season’s shoe 
marketing.’ ” 


A. F. Smith Honored 


A. F. Smith, manager of the 
Main street D. J. Burke Store, and 
retiring secretary-treasurer of the 
Rochester Retail Shoe Dealers’ As- 
sociation, has been elected patriotic 
instructor of the United Spanish 
War Veterans, L. Boardman Smith 
Camp No. 25, State of New York. 


Imperial Company Conven- 
tion 

Salesmen representing the Im- 
perial Children’s Shoe Corporation 
of Rochester, N. Y. gathered at the 
factory last week for their semi- 
annual sales and style conference. 

Three days of real work and dis- 
cussions of current problems took 
up most of the time of the sixteen 
members of the sales organization. 
On Monday evening the men were 
entertained with a dinner at the 
Odenback restaurant followed by a 
theatre party. On Tuesday evening 
a banquet was held at the Saga- 
more Hotel and a sales address was 
made by Wellington Potter, former- 
ly of the Boot and Shoe Recorder, 
who spoke on “The Salesman and 
His Problems.” 





Brockton Making Lighter 
Weight Shoes for Spring 


BROCKTON—Buyers of men’s 
shoes made in Brockton are selling 
spring lines in a great variety of 
light weight oxfords. It is the opin- 
ion of Brockton manufacturers, as 
well as their customers, that busi- 
ness in men’s shoes can be stimu- 
lated for the spring and summer by 


_ advising the buying of lighter 


weights as appropriate to the sea- 
son. Heavy weight oxfords have 
dominated the sale of men’s foot- 
wear during the past year or more, 
with the result that sales have been 
restricted through the long service 
which these heavy sole and upper 
leathers have given to the wearers. 
Now, with lighter weights being 
brought to the attention of buyers, 
and the effective contrast which 
they afford to the heavy shoes 





which have been so long in vogue, 
it is believed that a considerable 
amount of business, which previous- 
ly has not been secured, will be ob- 
tained by retail merchants. 

In fact, this idea has already been 
adopted by retail shoe buyers as 
one which will be of benefit to them 
from the standpoint of added volume 
and consequent increased profits. 
Spring buying in Boston and 
Brockton the past week has been 
such as to foreshadow a decided im- 
provement in business at Brock- 
ton factories during the next few 
weeks. Merchants from all over the 
country, who have visited manufac- 
turers’ booths at the style show, as 
well as sample rooms elsewhere, 
have been receptive to the lighter 
weight styles which have been 











Many Sport Styles for 
Spring 

The largest amount of men’s 

and women’s sport footwear 


ever produced in Brockton 
factories is predicted by local 
manufacturers as a result of 
orders received during the 
past few weeks. The increased 
interest which men and wom- 
en in all parts of the country 
are manifesting in outdoor 
sports is reflected in the larger 
showing of women’s and men’s 
sport footwear and the con- 
sequent doubling-up of sales 
as compared with the previous 
year 

Specialties in sport foot- 
wear will be an important part 
of Brockton shoe factory pro- 
duction during the next few 
months. Already, a consider- 
able amount of this class of 
goods has been shipped to 
winter resorts in Florida and 
other parts of the South. 
These will be supplemented 
later by shoes sent to points 
farther north as the season 
advances. Brockton manufac- 
turers are well equipped to 
produce sport footwear. Pat- 
terns are artistic as well as 
practical. Factory stock de- 
partments which specialize in 
this class of goods are having 
a large call for shoes for im- 
mediate shipment. Advance 
orders for sport footwear are 
larger at this season than at 
any other time. It looks like a 
big season for sport footwear 
for Brockton-made shoes in 
particular and the shoe trade 
in general. 











shown and have in the aggregate 
placed a large volume of business on 
this class of goods for deliveries in 
the late winter and early spring 
months. 


Douglas Company Elects 
Officers 


The annual meeting of the stock- 
holders of W. L. Douglas Shoe Co., 
was held January 8. All officers and 
directors of the company were re- 
elected. These included Herbert L. 
Tinkham, president; Daniel W. 
Packard, vice-president; Charles 
D. Nevins, treasurer; Warren A. 
Weeks, assistant treasurer, and 
Burton J. Torrey, clerk. Directors 
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A Leather Entirely Unique & Bs 

ie =*| u 

HETHER or not there is a call for the 5 “ 
regular run of Scotch Leathers GLASS | ' 
CALF retains its permanent place as a ready _| |eeeeeteneeees d 
seller. Y SS ; 
} 

WHY? 

* C 

GLASS- CALF altho’ suggesting the “doggy” i 

effect of Scotch leathers, still emphasizes the re- 


fined conservatism of the dress shoe. 
GLASS CALF does not “pull out” at the toe. 


GLASS CALF is full aniline dye, with no pig- 
ment whatsoever. 


GLASS CALF has a rich, full lustre—and retains 
this bright appearance thru strenuous wear. 


GLASS CALF is glovelike on the foot. 
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are: Herbert L. Tinkham, Daniel 
W. Packard, Charles D. Nevins, 
Frank L. Erskine, Burton J. Torrey, 
Judge Warren A. Reed and Ernest 
S. Rogers. The latter is a newly- 
elected director. He has been as- 
sociated with the business for a 
period of 26 years, his work being 
connected with the stores depart- 
ment. 


Brockton Business Man 
Inaugurated Mayor 


Perley E. Barbour of Barbour 
Welting Company, with factory in 
Brockton, on January 5 was inaug- 
urated mayor for two years of the 
neighborirg city of Quincy, Mass. 
Mr. Barbour has been a resident of 
that municipality for several years, 
during which time he served in the 
city government and has taken a 
prominent part in civic affairs. 
Mayor Barbour is one of New Eng- 
land’s substantial business men. The 
concern of which he is the active 
head sells its product to shoe manu- 
facturing houses all over the United 
States, also in many foreign coun- 
tries. 


Keith’s Ancestors Were All 
Shoemakers 

In a recent issue of “Walk-Over 
Shoe Prints,” a magazine published 
by Geo. E. Keith Company, there is 
an article tracing the antecedents 
of the heads of this Brockton shoe 
house back through many genera- 
tions. Rev. James Keith, the first 
minister of Bridgewater, Mass., who 
came from Scotland in 1662, had as 
descendants a long line of shoemak- 
ers. Levi Keith, who was a great- 
grandson of Rev. Mr. Keith, was the 
three times great grandfather of 
Harold C. Keith, present head of the 
George E. Keith Co. In connection 
with the article in the Walk-Over 
Shoe Prints, there was shown a pic- 
ture of the Rev. James Keith house 
in West Bridgewater, Mass., built 
in 1662, and still standing. 


Disposition of Rice’s . 
Bequest 
Harry L. and Fred B. Rice, heirs 
of the late William B. Rice, the lat- 
ter one of the founders of Rice & 


Hutchins, Inc., well-known shoe 
manufacturers, have agreed to turn 
over to the Eventide Home of Quin- 
cy, Mass., the $350,000 endowment 
left by their father, for the aged 
of Quincy and surrounding towns. 
Conditions attached are: first, that 
when the Home is re-established the 
title shall contain the name of Wil- 


liam B. Rice; and second, that the 
citizens of Quincy and thereabouts 
shall contribute $50,000 to the new 
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building fund. Both conditions have 
been accepted by the trustees of the 
Home. 





Patent Leather Sells Best 
in Most Baltimore Stores 


BALTIMORE—A general sur- 
vey of the retail shoe stores shows 
there is a good tone to the buying 
of all types of shoes and merchants 
are looking forward with favor to 
spring selling. 


For Early Spring 

One store has just received a 
shipment of spring shoes from 
Switzerland. Among the new shoes 
is a pump with a cross-word puzzle 
effect or basket weave, and is made 
up in white and black combination, 
champagne kid and brown kid com- 
bination, patent with mat kid, light 
tan calf with dark tan calf trim- 
ming. All these styles have a nar- 
row strap which buttons. The heel 
is a 12/8 Cuban. Another is a pat- 





Opera Patterns Leaders 


Opera pumps are leading 
with patent selling best; one- 
strap pumps are second, but 
black velvet is very good and a 
few retailers say blond satin 
has been selling well again. 
Combination pumps embracing 
alligator quarters, with patent 
vamp, and all-alligator with a 
small tongue are very popular. 
Patent with tan quariers is 
also a very good seller. One of 
the best shops is showing an 
opera pump perforated all 
over and can be had in patent 
or tan calf, with 17/8. spike 
heel. 











ent opera pump with tan underlay 
in half moon effects. This also comes 
in tan with two-tone effects. 


Stores Closed 


Robert Berberichs of Washing- 
ton, D. C., who operated the shoe 
store at the Quality Shop, 106 E. 
Baltimore street, closed its doors 
January 3. The shoe department at 
the main store, Baltimore and 
Liberty streets, will be continued. 

John Bright Shoe Co., 1 N. Hol- 
liday street, closed January 1. 


Elgar Co. Expands 


Elgar Shoe Shop, Inc., is taking 
over the entire building at 101 W. 
Lexington street, February 1. This 
means that the shop will have use of 
four windows instead of two. Mr. 
Elinoff is doing away with the $5.00 
shoe department and will concen- 
trate on higher priced shoes, prices 
ranging from $8 to $14. Since the 
closing out of this department, busi- 
ness has increased. There will be a 
special department for dress shoes, 
another for sport and walking 
shoes. The second floor will be used 
for evening slippers only. 


Banks in Good Condition 


The monthly review of business 
conditions in the Fifth District re- 
ports the banks as a class in a 
strong position. The deposits of 
customers are high and debits to in- 
dividual accounts are running 
above that of last year. Business 
failures are not common. 





Haverhilt-Gets Substantial 
“Orders for Styleful Shoes 


HAVERHILL—P retty shoes 
with which Haverhill is thoroughly 
identified in the production of wom- 
en’s novelty footwear, brought a 
good business to local manufactur- 
ers during the past week. Results 
obtained from exhibits at the 
booths in the N. S. R. A. Conven- 
tion Hall, coupled with attractive 
novelties shown at the Boston of- 


fices and hotel sample rooms, 
brought results which assure busy 
times’at local factories for weeks to 
come, “Although,” said a member 
of the local trade, “much has been 
said in style talks about the ten- 
dency towards plain effects in wom- 
en’s footwear, the bulk of our busi- 
ness, and I believe that of all Ha- 
verhill manufacturers, is obtained 
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on fancy patterns. The demand is 
unmistakably for that sort of shoes. 
Weare here tosupply thesedemands. 
Merchants want pretty shoes, which 
translated into present style tenden- 
cies, means plenty of cut-outs, two- 
tone effects, and similar ‘dolling 
up.’ An extreme illustration of the 
cut-out pattern is one having 94 
cut-outs to the pair. Ranging from 
this number down to a comparative- 
ly few cut-outs, these represent the 
styles which our customers require 
for their spring and Easter trade. 
Plain patterns are seen in the very 
highest grade of footwear. In the 
popular-priced lines, which repre- 
sent Haverhill’s principal output, 
the decorative effects are many and 
varied. Two-tone effects will have 
a big run for the Easter trade, 
judging by the orders which have 
been taken by Haverhill factories 
during the past week.” 

Haverhill manufacturers had fre- 
quent opportunities during the past 
week to meet hundreds of retail 
shoe merchants from all parts of 
the United States. According to re- 
ports from these visitors the retail 
shoe trade has not been all that 
was expected. Yet there is a general 
feeling of optimism among the 
visiting merchants regarding 
spring business. 


In Strong Industrial Posi- 
tion 

Edwin Newdick, chairman of the 
Haverhill Shoe Board and arbiter 
of prices and conditions in local fac- 
tories, is of the opinion that the 
Haverhill industrial outlook is ex- 
cellent and that it shows a sounder 
basis for optimism than any time 
during the past four years. General 
industrial and financial conditions 
throughout the country are re- 
viewed by Mr. Newdick together 
with statements regarding the im- 
proved condition of foreign mar- 
kets. In the latter, he says, Haver- 
hill will benefit directly from its in- 
crease of business with Cuba and 
Porto Rico. Referring to increases 
in leather prices, Mr. Newdick be- 
lieves that this will be beneficial to 
the shoe industry as leather is only 
returning to a normal line with 
other prices. Stocks with shoe 
wholesalers and retail merchants 
are small, he says, which assures 
an increase in manufacturing ac- 
tivities immediately following. im- 
provement in the retail trade. 

Novelty styles of shoes in which 
Haverhill specializes, he adds, can- 
not safely be manufactured far in 
advance of orders, so there is never 
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a large stock of such goods on hand. 
These are now believed to be lower 
than normal owing to cautious buy- 
ing on the part of dealers during 
the past year. Mention is made of 
the tendency on the part of Haver- 
hill manufacturers to do business 
directly with the retail merchant 
rather than through the jobber; 
also of the tremendous growth of 
chain stores, which has further in- 
creased direct selling. Rapid strides, 
he says, are being made by manu- 
facturers in this direction, assisted 
by what he alludes to as the great- 
est of present day assets in connec- 
tion with women’s shoes—the abil- 
ity to deliver goods quickly. Haver- 
hill’s outlook for 1925, he concludes, 
rests on good prospects for the shoe 
industry in New England and in 
Haverhill’s own industrial equip- 
ment. The improved relations be- 
tween manufacturer and employee 
will, in Mr. Newdick’s opinion, 
enable the local industry to get 
somewhat more than Haverhill’s 








usual share of the general pros- 
perity. 


Death of Manufacturer’s 
ife 


Universal trade sympathy will be 
extended to Frank J. Bradley, head 
of Hazen B. Goodrich & Co., also 
his son, Everett Bradley of Bradley 
Shoe Co., upon the death of Mrs. 
Frank J. Bradley which occurred at 
the family residence in Haverhill, 
January 5. Although Mrs. Bradley 
had been an invalid for a consider- 
able period, her death came quite 
suddenly. It was a severe blow to 
the family as well as to many 
friends in Haverhill and elsewhere. 
Mrs. Bradley was identified with 
many social, religious and charita- 
ble interests in the city. Besides her 
husband, she is survived by a bro- 
ther; a daughter, Mrs. Geo. M. 
Langdon, Jr., a son, Everett Brad- 
ley, and three grandchildren. 





January Clearance Sales 


Are On 


PHILADELPHIA—Shoe stores 
here are featuring January clear- 
ance sales. The Frank and Seder 
store is offering oxfords, pumps 
and sandals in black kid, tan, and 
in velvets, satins, and patents; and 
a collection of novelty footwear in 
calf, suedes, satins, and velvets. 

The Sorosis Shoe Company is 
clearing out a lot of its $10 and $11 
pumps. 

The Winkelman store is featur- 
ing a lot of operas, operettas, tie- 
pumps, strap slippers, and tongue 
pumps in patent, tan calf, and col- 
ored satins and velvets. 

Lit Brothers are offering a lot of 
patterns in black suede, brown 
suede, gray suede, black satin, 
brown satin, patent colt, black kid, 
tan calf, and brown calf, and in a 
variety of combinations of suede, 
satin, and kid. 

The Strawbridge and Clothier 
January sale was featured by an 
offering of Laird, Schober footwear. 
The selection included strap pumps, 
oxfords, step-in models, and gore 
effects in satin, gun-metal, glazed 
kid, suede, and tan calf. 


Development of Trade 


Figures show the development of 
the shoe and leather industry in 
Philadelphia from 1910 to 1922. Ac- 


in Philadelphia 


cording to these figures, there were 
in the former year 3,466 wage earn- 
ers in the boot and shoe industry 
with a production valued at $6,517,- 
000. In 1922 there were 3,705 wage 
earners who produced boots and 
shoes valued at $13,769,600. In the 
tanning industry there were, in 
1910, 5,972 wage earners with a 
production valued at 23,526,000. In 
1922 there were 4,470 wage earners 
with a production whose value 
reached $38,112,200. 


Factories Report Outlook 
Good 


The outlook for factory activity 
during the coming months is said 
by manufacturers here to be very 
good. Demand will be scattered over 
one- and two-strap effects, front 
gores, and side gores with fancy 
fronts. One manufacturer says 
there are signs of new life in black 
satin, patent leather, and other ma- 
terials which for some time had 
been quiet. This firm is getting 
some orders for brown kid and a 
few for various shades of gray kid. 
Its business in staple shoes of black 
kid is also of fair volume. The most 
active material on the market today 
is tan calf. Patterns are rather 
fancy, although there is still a good 
market for plain effects. Prices of 
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Lets Get Down to Brass Tacks 


E all know that co-operative effort is the shortest means to an end—that 

“there is wisdom in a multitude of Counsel.” That is why we have invited 
the Shoe Merchants of New Jersey, Delaware, Virginia and the District of 
Columbia to join us in forming a Regional Convention—so we can have greater 
co-operative effort over a larger spread of territory and so we can have a larger 
multitude and a correspondingly larger amount of wisdom in our ranks. 


One Hundred Lines Under One Roof! 


Our 1925 Convention is going to be the biggest and most successful one we've 
ever held. The location is superb—not only geographically, but because At- 
lantic City affords more amusements and greater exhibition facilities than any 
city in the country. Climate is fine and all amusements are open. 


We will have 100 lines on exhibition and Chester I. Campbell will stage a 
beautiful Style Show, with 25 models in it, some of them bathing beauties. 


Come to this Convention—become a charter member of the new Regional 
Association—have a good time in Atlantic City. 


11TH ANNUAL CONVENTION 
and Style Show 


Pennsylvania Shoe Retailers’ Association 
Hotel Traymore, Atlantic City February 2, 3, 4 
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raw materials continue on the high- 
er level established some time ago, 
but quite a few shoe manufacturers 
are still hesitant about advancing 
their quotations to cover the in- 
creased manufacturing costs. 


Bright Outlook for Trade 


According to Dun’s review of 
local business conditions the new 
year opened with most favorable in- 
dications for both wholesale and re- 
tail trade. Optimism prevails in all 
lines with the assurance that busi- 
ness is moving back to normal con- 
ditions. The improvement was in 
large part the result of the extraor- 


dinary holiday business which de- 
pleted shelves of department stores 
and many other retailers. This is 
expected to be followed later by 
general re-stocking. 

The review states that manufac- 
turers of shoes look forward to an 
active season. Some companies re- 
port that sales during the past two 
months ranged about 50 per cent 
above the sales for the correspond- 
ing period of a year ago. Orders al- 
ready booked also show some ad- 
vances over those of a year ago. 
Leather has improved but stock is 
difficult to replace on account of the 
constant upturn in raw material. 





New York Merchants Are 
Clearing Shelves at Sales 


NEW YORK — Winter weather, 
with numerous sales in progress, 
has helped the shoe trade here to 
reach a state of activity that it has 
not enjoyed in several months. 
There may not be much profit for 
the retail merchants in the business 
now passing, but it is serving to 
clear the shelves of stocks, put 
money into the till, and pave the 
way for a good business in the 
spring. 

While the January clearance sales 
are widespread, prices have not 
been cut as radically as they have 
in some sales in past years. Appar- 
ently retail merchants’ stocks were 
not so top heavy that the poor busi- 
ness of the early fall months neces- 





Spring Styles Devel- 
oping 

Development of the style 
trend for spring is progres- 
sing. Practically all retail mer- 
chants have some new models 
that are being tried out in an 
effort to gauge the popular 
trend of fashion. Combina- 
tions, particularly those in 
which the light brown shades 
of kid are employed, look to 
be one of the good bets for 
early spring selling. How long 
they will last is a question 
that few retail shoe merchants 
are prepared to express an 
opinion on. There is some talk 
in retail circles here of solid 
shade kids in light sandal 
effects as good possibilities to 
follow the combinations. 














sitated the taking of big losses in 
order to clear out the merchandise. 


Sandals Trimmed With Kid 


The tan calf and patent combina- 
tions are going fairly well at pres- 
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ent, but there are few retail mer- 
chants who expect them to carry 
over strongly into the spring. It 
seems to be the concensus of opinion 
that demand for spring will shift 
strongly to kids. 

Alligator or crocodile and even 
lizard leather combinations are 
holding fairly well. A number of 
light sandal effects in kid or suede 
trimmed with lizard have been sold 
for southern resort wear. 

The current run on suedes is a 
surprise to some retail merchants 
and has given rise to speculation 
concerning suede either by itself 
or in combinations as a spring ma- 
terial. There are some retail mer- 
chants who have bought some suedes 
and suede combinations, but they 
are playing them rather lightly. 





Rosenstone Buys Building 


Lodi, N. J.—Rosenstone’s Sample 
Shoe Store recently moved from 67 
Main street to 485 Passaic avenue, 
where A. Rosenstone purchased a 
building. 





Satin Styles Enjoying 
a Great Run in Lynn 


LYNN—Manufacturers await the 
judgment of buyers in the Boston 
market this week on the details of 
prices and styles. They are optimis- 
tic about the future, foreseeing fur- 
ther improvernents in shoemaking, 


especially the making of light and 
dainty footwear; as well as further 
development of novelty styles. 
The salient feature of prices was 
the advance of sole leather and cut 
(Continued on page 94) 





A photo showing the entrance to Chisolm’s Boot Shop, 417 Adams street, 
Toledo, Ohio. 
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Answers the comfort appeal 
of the tired foot 


HE SHOE with the Crawford Arch Sup- 

‘porting Shank not only relieves the tired 
foot but holds the foot in a position not 
readily susceptible to fatigue. 


i) 
The Crawford Shank is a resilient brace 
holding the shank of the shoe close to 
the foot when relaxed and support- 
ingitwhen under weight of body. 


Put Crawford Arch Support- 
ing Shank Shoes on your 
customers’ feet. It will 

prove a profitable 
experiment. 


SPLIT RIVET 
COCKING SHANK 
TO INSOLE 


t 


“The Shoe with the Craroford 
Arch Supporting Shank 


United Shoe Machi nery Corporation 


BOSTON, MASSACHUSETTS 





_ Sameer ei 


When writing to advertisers please mention Boot anv Suor Recorper 





1925 


January 17, 1925 BOOT AND SHOE RECORDER 


We Make Fine White and Gray Kid 


but our 


QUAKER BROWN 


ay has met with such suc- 
> oi cess that we are now 
: obliged to make it ex- 
clusively, in order to 
‘partly supply the de- 


LWW ¥Gat y 


iN y <A! 
Mit Ucn eer I= 
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 , NS 
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= 
it 
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iF 
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Pro gress” 
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Color 22 


We have now reached 
the limit of our produc- 
tion (800 dozen skins 
daily)—a fact that, like 
QUAKER CITY KID, 
speaks for itself. 


DOO 





«Made in Black 
And the Following Standard (olors 


Color 17 HAVANA BROWN 
Color 22 QUAKER BROWN 
Color 25 GRAY 

Color 20 WHITE 


=. QUAKER CITY MOROCCO CO. 
Tt i Oe 519 Huntingdon Street, Philadelphia 
TET \¢5 95 South Street, Boston 





When writing to advertisers please mention Boot anp SHor RecokpER 


? 





BOOT AND SHOE RECORDER 











| Howard BPE °. 
BROCKTON, MASS. 
Address all communications te the factery. 

















NETTLETON 
Shoes of Worth 


A. E. IN 
Syracuse, N.Y., U.S. A. 
MEN'S FINE SHOES EXCLUSIVELY 








HURLEY 
sips (77 / PA ARCH 
SHOE 











Lynn 
(Continued from page 91) 

soles last week, in the Lynn market. 
Leather, such as is used in the bot- 
toms of Lynn shoes, went up an- 
other cent. This makes an advance 
of approximately 20 per cent over 
prices of last August. That amounts 
to 10 cents a pair on a pair of 50 
cent soles. 

Prices of upper leather are chief- 
ly dependent upon the style demand. 


New Color Effects 


New Lynn shoes show new color 
effects. Marble kid is among the 
newest. They are in grays, and 
browns, and show several shades 
and tones of each color. They afe 
used for whole shoes to some extent, 
but chiefly for quarters, in combina- 
tion with patent, or tan calf vamps. 

Soft lamb skins, of delicate hues, 
a glove-like leather, is among the 
new and delicate materials for 
Lynn shoes. 

Tan shoes of calf are getting 
lighter in color. A little more alliga- 
tor is being used for quarters. Pat- 
ent vamps and colored quarters, 
and satin vamps and novelty quar- 
ters are in brisk demand. 

The showing of white shoes, for 
summer, is large, and present pros- 
pects indicate that they will sell 
briskly in the summer. This applies 
to both all-white shoes and white 
shoes with colored trimmings. 


Scroll Stitching 


Lynn samples show new stitched 
designs, that are classified as scroll 
or grapevine stitchings. These de- 
signs are to be seen mostly on satin 
shoes. The thread weaves in and out, 
or whirls around and around on the 
vamps and along the quarters. The 
stitching is done according to a 
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THE SH E FOR MEN 


ELLIOT SHOB CO. 

















SNAPPY SHOES 
FOR YOUNG MEN 


. Be minute Styles. Selling 

unsurpassed. Priced to please. 
Investigate. 

CRAIG-REED & EMERSON, Inc. 


ton, M 
Boston Office, 10 High St., Room 304 











Big Run on Satins 


A major feature of Lynn’s 
business is the run on satin 
shoes. Fashionable shades of 
satins, like blonde and rose- 
wood, are hard to get in de- 
sired quantities. 

Gimp, and like novelty 
stitching, aids the style of 
satin shoes. A manufacturer 
can get fancy stitched effects 
on satins that are impracti- 
cable on leather shoes. At all 
events, sales of satin shoes are 
running ahead of all previous 
records. 











BRIDGEWATER 
WORKERS’ 
CO-OPERATIVE 
ASSOCIATION 


Factory, Bridgewater, Mass. 


4, fj] 

NOG Ola, 

Boston Office, 183 Essex Street 
Room 307 


Naseer 














88-90 Reade St. New York 
AUCTION TRADE SALES. 


of 
SHOES AND RUBBERS 
Every Wednesday and Friday 


Stock Dept. 5 | 

Is At Your Service 

THE STETSON SHOE CO. (Ine.) 
South Weymouth, Mass. 
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CUaLrry comp On 


—— Me = nan and 
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ty In Sock. Sead for test price. 











DR. CAMPBELL’S HEALTH SHOES 


Women’s Boots In Stock 
5 LASTS—12 STYLES 
B-EEE—2-9 , $4.60 to $5.25 
BEST Quality Throughout 
POWELL & CAMPBELL 
Mfg. Wheiesalers of Dr. Campbell's Health Shoes 
122-124 Duane St., New York, N.Y. 




















Corviad irs Shock enc etched 
Bliss & Richardson, Shoe Co. 














c. H. PHILLIPS 


‘tag # SHOE ILLUSTRATIONS 


Steer AOveRTIsNG FOR 


109 KINGSTON ST. 
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Be 161 
 Sunwner SEBOSTON. \7sai 4 





pre-determined design. If the 
threads are of contrasting color, as 
a silver thread on a black satin 
shoe, the scroll stitching is a strik- 
ing adornment of the shoe. 


To Increase Production 

John R. Donovan Co., makers of 
popular grades of welts and Mc- 
Kays, plan to increase their produc- 
tion in 1925. Several reports are in 
circulation about their taking an- 
other factory. John R. Donovan, 
president of the company, says he 
has looked over several factories, in 
Lynn and elsewhere, but has not 
yet decided upon what shop he will 
take, as an addition to his main 
plant. 





Johnson Has New Form 


Lynn, Mass.—George C. John- 
son has resigned as secretary of 
the Lynn Manufacturers’ Associa- 
tion. He has formed the Johnson 
Shoe Co., which was recently in- 
corporated. This firm is to make 
women’s novelty style shoes at 
Newburyport. 


Moore-Merritt Rubber Co. 
Incorporates 

Chattanooga, Tenn.—The Moore- 
Merritt Rubber Co. was recently 
organized and is almost ready to 
launch a new composition sole on 
the market. Officers of the com- 
pany are: Thomas L. Moore, presi- 
dent; C. W. Merritt, vice-president; 
R. A. Barber, secretary; C. E. Bar- 
ber, assistant secretary-treasurer; 
board of directors, F. M. Ferguson, 
H. B. Moore and L. H. Theobald. 


A Good-Will Builder 

Webster, Mass.—The A. J. Bates 
Co., shoe manufacturers, has en- 
joyed great success in promoting 
a friendly spirit among office em- 
ployees by holding each year a 
party during the holiday season 
when each person purchases two 
gifts, one valued at about 10 cents, 
the other at 50 cents. Much fun 
and good-will is derived by the ex- 
change. 











Yale Co. Opens in Long 
Island City, N. Y. 

Long Island City, N. Y.—The 
Yale Shoe Co., a retail shoe store 
here, is the most recent addition to 
this phase of retail merchandising. 
It is located at 390 Steinway ave- 
nue, Astoria, and is specializing in 
men’s and women’s shoes at $5 and 


$6. 


BOOT AND SHOE RECORDER 





eraser 


FOR INFANTS ,CHILDREN 
AND YOUNG LADIES 





“ELAM” 
Flexible Turn Shoes 
Fee the Jobbing Trade Buctustvely 
F. 8S. ELAM SHOE Co. 
ROCHESTER, N.Y. 

Besten ies i¢ Columbts Mevect 








‘Bonita Shoe & Baby 


TURNS and SOFT SOLES 


In Stock 


Send /tr Cata' 


ALH.MartinG@ 


Meher ROCHESTER NY 











In Stock—Soft Soles 


Also new line Elk Moccasin 
First Steps — Sizes 1 to 6. 
SEND FOR SAMPLES. 








A Shoe for Boys 
That Wears 








IN STOCK MADE TO,ORDER 
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St. Louis 


(Continued from page 81) 
Louis manufacturers that business ~ 
booked at the St. Louis show was 
beyond their greatest hope. 
From the largest general line 
houses. right down to the specialty 
PARISTYLE FOOTWEAR MFG. 60., INC. manufacturers, together with the 
Le eee ee wtss.. 100 Reotirg my. babies of the industry everyone 
HIGH GRADE MULES AND D’ORSAYS shared in the avalanche of orders 
that swept the St. Louis shoe mar- 
ket. So far as the show itself was 
concerned, without any egotism, the Mire. of High Grade Athletie Shoes 
retail shoe merchants in attendance o0 Ge. 00 Cot - + Ce, Me. 
' were pleased with the premier pres- 
ee BALLET] entation, particularly the showing Sumith 
ae - odie tinea of the garment, the millinery, and BALLETS 
$18 14s ats the shoe, in proper harmony. 
ae . a, po auxen The principal style note sounded 
Manufacturers | at the pageant and the buying 
309-315 yt Street! which merchants did, was the un- onanuteuatiien ul 
abated tan calf trend. This material CHICAGO 
in sandal patterns was bought as W2 SUMNER SMITH 


se SBeST = For the the leading style number and the 
i. a* 
































early spring demand should be 
heavy for this type of footwear. 
BEST EVER Ties were sought eagerly and are 
. BosdolreandNeovsity | pronounced good for spring. Satins 
Write for Prices of the blonde, rosewood and penny 
BEST-EVER SLIPPER CO., lnc., BROOKLYN, N.Y. shades are receiving much favor in 
the advance style notes. Ties and 
Z Le pump effects are the principal pat- 
tern types which are being approved 

fo OLGA ry a by the retail shoe merchants. 
2 tg vd The Johansen Bros. Shoe Com- 


jeremy Gar pany culminated its sales confer- 
RED BLACK TAN ence with a banquet at the Statler 


SWAN SHOE CO. Baltimore,Md. | Hotel, January 3, at which were it Deets ete 
present the entire sales force. 
Pelt and Leather Harry Johansen, president of the | BALLET SLIPPERS IN STOCK Bi. Indis 

fey ty er company, acted as toastmaster. Ad- et 8! 
No. 7300 Satin in these} dresses were made by Sam Beeson, Ba. EG, out 
— Old Rose, sales and advertising manager of vi s, 
Levegder, 8.) Bice, the company; J. Aubrey of Aubrey- 

lor Pr Moore Advertising Co.; Julian Field punavesn enes.ea.” 

of the same company and Doctor J. 10 High St., Reem 527 Boston, Mass. 
Sheldon Blotzer Feeture Arch Dem- 
onstrator. The three prize winners 
in the contest for opening the most 
new account on the Feeture Arch 
Line were John L. Sullivan, W. T. 
Johnson and Norris Johnson. 












































Central Shoe Co. Salesmen 
Meet 
MANHATTAN FINDING CO. The Central Shoe Co. held its an- 

107 pe me New ba City nual sales banquet Saturday night, 

“KOM-FUT" January 3, at the Gatesworth Hotel. 

| An elaborate entertainment pro- 

N STOCK gram was given under the super- 

— 5 $115 Mier $1 a — vision of Walter Mencke advertis- 
ing manager of the company. 

An address was made by John A. 
Bush, executive head of the com- 
pany who outlined the improve- From Your Manufacturer 
ments to be noted in the new line. | AND BE ASSURED OF STYLE 
Among other important advance- AND FITTING QUALITIES 


ments made by the company he 
mentioned the new extension at IN YOUR SHOES. 
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Charleston, Ill., where an increase 
in the output will be approximately 
2000 pairs. of shoes a day. Also a 
new factory at Salem, Missouri, 
will be completed during the year. 
J. J. Martin, general manager of 
the company, announced that the 
company had closed the most suc- 


















































cessful year in its history. This J. R. BEATON COMPANY, Ine. 
Waterproot | achievement was made in spite of a 881 FOURTH AVE., NEW YORK 
— not too prosperous year in general 
’ tains a Pelish.| Dusiness. A greater volume of 
: business during 1925 was urged 
Poneosies 0S Ee Sten, Max, | 2nd with the co-operation of the 
= sales force this, he believed, could 
, be accomplished. 
Further addresses were made by 
Colored C. L. Drake, sales-manager, and 
Chrome W. E. Tarlton, secretary of the com- 
Sides — 
Beggs & Cobb, Inc., Boston, Mass. 
7 COR ti ieee 
“| F. E. JONES CO. . 
. FANCY COLORS Y ‘pt most of them 
i M AT K I D TOLMAN PRINT, INC. x31 
% SOUTH STREET ## BOSTON, MASS. 
+4 COATED GEM DUCK J 
ADHESIVE BACKING CLOTH : UNIVERSITY 
: Saag ort iee TROTYPE FOUR 
: eran ELE 
" B. P. 
“ he Se 
— ALL 
a ° WIDTHS ATLANTIC PRINTING CO. 
ft 0 ALL Producers ef Distinctive 
“ pempang a a 
ts 
“a | Russell ManufacturingCo. MRS. J. T. IORRESUN ; 201 Seuth Street Boston, Mass. 
Middletown, Conn. Chairman women’s entertain- Telephone, LiRerty 8678 
all ment committee of St. Louis 
Pageant of Footwear Fashions. 
She headed a group of St. P ‘ 
rm Lewis wemen whe were hest- prem ay sa - 
x] esses to the wives of the visit- eats y wy ey a, nit 
, ing shoe merchants. chairman 0 t e executive commit- 
“ah tee International Association of 
Display Men. Mr. Whitnah is one 
rk ° of the leaders in modern window 
Move-More-Merchandise display and is an _ experienced 
EMIL RUBLACK Conference February 9 speaker. He has conducted courses 
Maker of Artistic St. Louis, Jan. 14—Retail mer- for the extension departments of 
PRICE TICKETS chants themselves had an important several universities, and has a fund 
> Shee trade my specialty part in planning the topics and se- of valuable information for retail 
Savoie anand Gesaeenenen lecting the speakers for the Move- merchants, whether they come from 
Established 1983 More Merchandise Conference to be the small towns or large cities. 
_sesagi pion 3" 29" 00. 9s eet paaipwar held at the Statler Hotel in St. Some startling facts about “leaks” 
* Louis, February 9,10 and 11, by the in the operation of a retail store 
Advertising Club of St. Louis. The will be given by E. U. Berdahl in 
} INFORMATION conference will be held in conjunc- his talk on “Unseen Losses—Why 
tion with the semi-annual meeting They Exist and How to Prevent 
4 of the American Retailers’ Associa- Them.” Situations few retail mer- 
; tion. chants know exist will be described 
“The Importance of Window Dis- in Mr. Berdahl’s talk, based on facts 
=, play” will be discussed by R. T. gathered at first hand. 
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Retail Salesmen 


Wanted 


A Splendid Opportunity 
for the Right Men 


The J. C. Penney Company—a nation-wide institu- 
tion—needs capable salesmen; young men between 
the ages of 25 and 35 years who have had thorough 
experience in one or more of our lines, and can give 
us the highest references. 


Our company, which started in 1902 with one store. 

= a sage My — —_ in 41 — We sell 

goods, shoes, notions, clothing and furnishings 

for men, women and children. We do a strictly cash 

business. Our sales in 1923 were $62,188,978. We 

opened 115 stores in 1920, 59 stores in 1922, 104 
stores in 1923 and 96 stores this year. 


By industry, study and determination your prog- 

ress will be rapid in our organization. Under our 

enced managers you are trained to become a 
manager. When you have qualified 


You are Promoted 
to be 


Manager of a Store 


in which you own a one-third interest, to be paid 
for out of the profits of the business. 


Experience has taught us that some of the greatest successes 
come from the ranks men. » 


mo today for yd booklet, a Mm 

mney Com * ive your and num 

perience in cur iene of merchan in your first letter. We may 
arrange for a personal interview later. All correspondence 
strictly confidential. 


Address your letter to our nearest employment effice: 


J. C. PENNEY CO., Inc. 


1205 Olive Street, St. Louis, Mo. 
370 7th Avenue, New York City 


January 17, 1925 


“Clifton”’ 
GEM DUCK 


Used with our wet process it produces 
a perfect innersole, as it is easily formed 
in and hugs the lip, providing strength 
where strength is most needed. 


“CLIFTON” COVERING — 
CLOTHS 


“Clifton” backing and plumbing cloths are recom- 
mended for satisfactory results. 

In profitable shoemaking all “Clifton” specialties reg- 
ister high. 


CLIFTON MFG. CO. 


65 BROOKSIDE AVENUE, JAMAICA PLAIN 
BOSTON, MASS. 











Fine Calf Leathers 


Manufacturers of 


Velvetta Calf— 
Tuscan Calf— 
Russia Calf—- 











Strictly Fine Full-grain Calf Leather 


HUNT-RANKIN LEATHER CO. 
106 Beach St., Boston, Mass., U.S. A. 


APPROVED BY 
MEDICAL MEN 

Srowing ‘children and as a. fay 
Foot 


foe re ey 











1156 No. Main Street | 
Brockton, Mass. 
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HEY want that new tan shade 

that all the highest class stores are 

showing and they want it in a moderate 
price shoe. 


You can provide it exactly if 
your shoes are made of 


Color 10 


SAHARA 
SIDES 


Many a customer has said to 
us of COLOR 10—‘“‘ That ts the 
best light tan shade I have seen 
in any leather.”’ 


TOLMAN, Dow & Co.., 
176-180 LINCOLN STREET 
BOSTON, MASS. 


Greater New York Rochester, N. Y. 





INC. 





St. Louis, Mo. 


Cincinnati, Ohio 


New Castle Leather Co. A. E. Perry F. George Mohr T. M. Fitzgerald & Co. l 

100 Gold St. 22 Andrews St. 202 E. 7th St. 1602 Locust St. / 
General Representatives for Continental Europe, New Castle Leather Co. 

Headquarters: Paris, France | 
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CLASSIFIED AND OPPORTUNITIES DEPARTMENT 


OSITIONS WANTED—Four cents per word for each insertion, 
Mi , seventy-five cents. For other “Want” 


ini- 
will be received 
vertisers 


Recorder rates for space less than one-eighth page per 
; advertisements, seven cents per word for 
7 times 13 times 26 times 52 times mum amount $1.25. Ads under this 
$4.00 $3.50 $3.00 $2.50 

8.00 7.00 6.00 5.00 
12.00 10.50 9.00 7.50 
16.00 14.00 12.00 10.00 





Payment in advance is required, except when regular advertisers, as amounts are too small to open accounts 














SALESMEN WANTED 


SALESMEN WANTED 


SALESMEN WANTED 





EXPERIENCED SALESMAN wanted to carry 

on commission line of Infants’, Children’s 

and Misses’, Kesco gg 2  y Stitchdowns, in 

Montana, N. Dakota, th Dakota, Minne- 

sota, Wisconsin and Michigans Address with 

—- -y The Kepner-Seott Shoe Co., Orwigs- 
rg, Fa. 


EPRESENTATIVES WANTED—Live wire 

shoe salesman. To carry a fast, snappy 
line of popular-priced women’s novelty McKays, 
in the following territories: Alabama, Arkan- 
sas, Georgia, Iowa, Illinois, Kansas, Kentucky, 
Louisiana, Mississippi, Missouri, Montana, 
Nebraska, Nevada, No. Carolina, So. Carolina, 
No. Dakota, So. Dakota, Oklahoma, Tennessee, 
Utah, Virginia, Wyoming. No objection to side 
line man who can produce. Commission only. 
Please forward references with application. 
Shu Stiles, Incorporated, 1422 Washington St., 
St. Louis, Mo. 


ALESMEN WANTED—Liberal commission 

only. Fine and medium turns and stitchdowns 
in infants’, children’s and m ". Strictly up 
to the minute lasts and patterns. This is an 
exceptional opportunity to the right man. 
Territory open—West and Mid-West. Give 
reference and territory wanted in first letter. 
Address B-236, care Boot and Shoe Recorder, 
207 South St., Boston, Mass. 


WANTED. -New York representative for 

finest line of shoe dressings on market. 

be hustler and acquainted with best 

. Each item in line is big seller and 

Liberal commission to right man. 

Christ A. Zoes, 166-168 North Sangamon St., 
Chicago, Illinois. 

















SHOE SALESMEN WANTED 


If you contemplate a change on January 1, or care to add an- 
other line to those you are now carrying, get in touch with us 
at once, as we have some desirable territory open. We make 
Men’s Unlined Working Shoes, Goodyear Welt and Nailed, 
medium price, but high in quality. When you write give us full 
particulars as to experience and qualifications. 


NORTH LEBANON SHOE FACTORY, 
Lebanon, Pa. 








W ANTED—Live salesmen for the city of 
Detroit, also the states of Michigan, Wis- 
consin, Minnesota, Washington, Oregon, Cali- 
fornia, New Mexico and Arizona to carry as a 
side line a line of infants’, children’s ahd 
misses’ turns and stitchdowns on commission 
basis. No drawing account allowed. Address, 
with references, B-235, care Boot and Shoe 
Recorder, 207 South St., Boston, Mass. 





W ANTED—Salesman by one of the oldest 
and largest juvenile turn manufacturers 
with a splendid reputation and standing— 
whose prices and discounts are exceptionally 
i to volume buyers—on strictly commis- 





!ALESMEN calling on shoe trade—side line 
that is very lucrative. Write now for par- 

ticulars. Address B-237, care Boot and Shoe 

Recorder, 189 W. Madison St., Chicago, III. 





XPERIENCED shoe salesman wanted who 

has thorough knowledge and established 
trade through the entire South and Southwest, 
including California, to cover that territory 
with a line of high-grade ladies’ Brooklyn 
turns, best reference required, excellent oppor- 
tunity for right man. Address B-234, care Boot 
op4 pao Recorder, 127 Duane St., New York, 








For a Chosen Few 


One of the livest, smartest iene. of 
Women’s Popular Priced New 

Made Novelties (You know the name 
end so Woes every dealer in coun- 
try), is ° the states: 
Alabama, ~ Louisiana, 
New York State and Tennessee. These 
territories will go to the men who can 











tion basis, for the South, including Texas and 
Oklahoma, Arkansas. No objection to non- 
conflicting line. A rare opportunity for a real 
salesman with a real ability and trade ac- 
quaintance. Give all n information in 
first letter. Held strictly confidential. Address 
B-238, care Boot and Shoe Recorder, 207 South 
St., Boston, Mass. 


ALESMEN WANTED: To carry our ~ 

r priced line of Children’s Novelty 
and Stitchdowns. Up-to-the-minute aeee. 
Stock Proposition. 7% Commission. Samples 
ready. Sizes in First Steps, 5/8’s and 814/11’s. 
Territory open in Washington, Oregon, North 
and South Dakotas, Wisconsin, Minnesota, 
Colorado, Arizona, New Mexico, Kentucky, 
Tennessee, Georgia and . 2 Flexible Shoe 
Company, Rochester, N. Y. 


GIDE LINE SALESMEN everywhere who call 
on shoe dealers. Pocket sample, 25% com- 
ge Cramer Arch Cushion Co., Denver, 








ALESMEN WANTED for Alabama, Tennes- 

see, Arkansas, Missouri, and Kansas, to 
sell snappy line , men’s dress welt shoes, 
ranging in price from $3.60 to $4.00. Kindly 
give reference and experience in first letter. 
E. B. Piekenbrock & Sons, Dubuque, Iowa. 


GALESMEN WANTED to sell popular-priced 
line infants’ 1/6 flexible turn and 2/11 stitch- 
shoes of merit, in con with line 
now handling; over fifty styles in stock; 7 
commission. Give references and full particu- 
a Shoe Co., 420 St. Paul St., Roches- 


GHOE SALESMEN—Side line Men’s Leather 

we — a. one pus vy open. 
ire for nae m. Felt it i Co., 

Dolgeville, N. ¥. — 


ALESMAN to carry nationally-known line 
of Turn Boudoirs, in colored leathers and 
quilted satins (leather soles) ; also Ballet Slip- 
i soft and toes, as side line. Address 
care the Boot and Shoe and Shoe Re- 

ae. 2 207 South Street, Boston, Mass. 


GALESMEN for a real snappy condensed spe- 
cialty line, branded ladies’ and men’s nik 
hosiery. Sold with a guarantee to the 
Goods, Shoes and Specialty shops 

the country ; easily carried ; 
ering and ~y now handling Address B-172, 
care Boot and Shoe order, 207 South Street, 

















Manufacturer of women’s medium 


Street, Boston, Mass. 








Steven Strong Shoe Company has 
openings for several high-grade sales- 
men in each of the following territories: 
—Tennessee, Minnesota, Colorado, Iowa 
and Pennsylvania. In stating your 
qualifications please give us at least 
three references and your sales record 
for the past three seasons. We have a 
real proposition for big league sales- 
men. Steven Strong Shoe Company, 
Milwaukee, Wisconsin. 
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SALESMEN WANTED 


POSITION WANTED 


POSITION WANTED 





GIDE LINE: We want 10 or 12 men to carry 
© our “In-Stock” shoes. Just one case of sam- 
ples, representing twenty snappy and staple 
eyles. Liberal commission. Must have men 
with record and established 

now carrying and amount of 

devote to our line. Address B-226, care Boot 
and = ¥ Recorder, 189 W. Madison St., Chi- 
cago, Ill. 





SALESMAN WANTED for Central and 
Southern > to sell a snappy line of 


$3. 60 to $4.00. Give references and experience 
in first letter. E. B. Piekenbrock & Sons, Du- 
buque, Iowa. 





W ANTED—Experienced salesmen, on strict- 
(some thitty samplee of high-grade arch 
some ety samuplee arch 

net Enna & wats wi 


weferences 
217% W. Water St., Pn N. Y. 








REPRESENTATIVE WANTED 


REPRESENTATIVE required, good con- 
C. - with all shoe branches to get sub- 
scribers for the “Album de la CHAUSSURE 
PARISIENNE, ” 20 Quai Megisserie, Paris. 








. 


PARTNER WANTED 


p ARTNER WANTED—For two departments, 
carrying ladies’ high-grade shoes and 
hosiery, in two best stores of two large 
cities. For particulars address B-242,, care 
Boot = Shoe Recorder, 207 South St., Bos- 
ton, Mass. 





GHOE buyer and manager, now employed, is 
ing bigger possibilities as well as re 
sponsibilities. Wants to associate himself with 
a live-wire shoe store or department, catering 
to popular prices. Address B-240, care Boot 
ont Shoe Recorder, 207 South St., Boston, 
ass. 


Y OUNG man, married, eight years in the 
retail business would like to connect with 
a wholesale house or manufacturer; is well 
known in Long Island and Westchester County. 
Would consider any offer for a start. Address 
Box K-744, care Boot and Shoe Recorder, 127 
Duane St., New York. 








LINE WANTED 


EXPERIENCED SALESMAN wishes con- 
nection with progressive firm, preferably 
Hudson Valley, New York, and adjacent terri- 
pg Jensen, 28 Lincoln Ave., Poughkeep- 
sie, N. 





Does Your Store Demand : 
A Better Manager? 


High-grade man who knows fine merchandising and can manage 
an exclusive store or department to anyone’s taste. Has gone as 
far as he can in his present job and is ripe to make more money 
for some other store—and himself. There must be a number of 
good stores who would welcome the strength which this man will 
bring to their organization. No question whatever about char- 
acter or ability. He can prove both quickly to anyone interested 
in an interview. Arrange this by addressing B-241, care Boot 
and Shoe Recorder, 207 South St., Boston, Mass. 





FOR SALE 


LAINFIELD shoe store, $100,000 business. 

Established 1914. Must have cash. Will sell 
good-will and fixtures, including $7,000 stock, 
all for $5,000. Will arrange terms. J. 
Sehwartz, 240 West Front St., Plainfield, N. J. 


re SALE~—Shoe store, Highland Park, near 

New Brunswick, New Jersey, population 
8000, sole shoe store in town, reasonab’ le long 
penne obtainable. Bears Bros., New Brunswick, 











Fok SALE—New modern shoe store, in a 
prosperous city of Vermont; stock under 
$5,000. All merchandise and fixtures purchased 
within six months. Sales good for $30,000. Jan. 
to Mar. excellent months for business. This is 
a money maker. For full information apply 
to Isadore Green, Green Bros., 2185 Washing- 
ton St., Boston, Mass. 





BUYER WANTED 








SALESMAN, ten years’ experience acquainted 
with trade in New York City, New Jersey 
and surroundings desires line of medium grade 
ladies’, misses’ and children’s welts or McKays. 
Address K-742, care Boot and Shoe Recorder, 
127 Duane St., New York. 


TO LET 








SHOE BUYER WANTED 


CROWLEY MILNER AND CO. 
Detroit, Michigan 














BUSINESS OPPORTUNITY 








A Brooklyn manufacturer, mak- 
ing semi-orthopedic and correc- 
tive shoes, established over fifty 
years, having a splendid trade, 
name and following, would be 
interested in opening stores in 
cities where not now repre- 
sented. We will finance to the 
extent of fifty per cent. Bona 
fide proposition and only ex- 
perienced men will be consid- 
ered. Address B-243, care Boot 
and Shoe Recorder, 127 Duane 
St., New York, N. Y. 











GHOE retailer in small town, would like 
devote four or five days a week as trating 


207 South St., Boston, Mass. 





FOR RENT 


Fee RENT—Will rent four-story and elevator 
building, unusually well adapted as a whole- 
sale shoe and rubber house in Elmira, N. Y. 
None here at present. Building semi-mill con- 





growing 

of 560,000 “population, served by four 

railroads, This is a young man’s opportunity— 

well worth investigation. Address E. V. 
Sheely, 248 W. Water St., Elmira, N. Y. 


ya RENT—Floor space for men’s and boys’ 
department in a high-class men’s and 





reply. Address B-244, care ~~ 
corder, 207 South St., Boston, Mass. 


OR RENT—Store in Erie, Pa., city of 
a a. Store located in same 
department store. P. C. 

Guaaieghem. 104 Palace Bldg., Erie, Pa. 








FOR SALE 


Fo® SALE—Shoe store, including stock, fix- 
tures, and lease, at bargai 

inventory around $6000. 

care Boot and Shoe Recorder, 127 Duane St., 
New York, N. Y. 





Floor Space 
TO LET 


For MANUFACTURING 
AT 
ATHOL, MASS. 


Any part of 100,000 sq. ft. 
Four buildings Al. Low 
rate, plenty of help. No 
labor troubles. Write to 


BOARD OF TRADE 
Athol, Mass. 














MISCELLANEOUS 











—, ROLLING 
LADOERS 











259% Cheaper 


Write for Catalog 
Success Furniture 


Corp., St. Louis, 
Kirkwood, Mo. 
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MISCELLANEOUS 


MISCELLANEOUS 











A SHOE STORE NECESSITY 


“VARNUM” 


(Trade Mark Reg. U. 8, Pat. Off.) 


SIZE STICK 


The Most Popular Stick 
Used Today 


WHAT DO YOU USE? 


*“VARNUM” 
Marked with Standard 
American, French, English 
Measures 
Three Styles 1-2-3 


RETAIL SHOE 
STORES USE 


No. 3 
$1.50 Each 


“Varnum”™ Size Sticks 

are made of Extra 

Quality Maple Wood 
with Nickel- Plated Trimmings. 
Make an attractive fixture for 
the store, also a long wearing 
and useful one as well. 


Specify ““VARNUM” 
To Your Jobber or Write Direct 


Manufacturers 


F. W. Whitcher Co. “ctiz:;<"n* 











“MANCHESTER” 


(Trade Mark Reg. U.S. Pat. Off.) 


CURVED JAW NIPPER 


Just the Tool for That Tack 


The only nipper 
made which is just 
the right shape to cut 
out tacks on the inside 
of shoes. 


**Manchester”’ 
Trade Mark Reg. U. S. 
Pat. Off. 


nippers are made of 
high-grade tool steel, 
nickel plated, with a 
curved jaw that en- 
ables you to cut the 
tacks close to the in- 
sole. 

Be sure and specify 

muine 

“MANCHESTER” 


curved jaw when or- 
dering. 
Write us direct if your 


dealer cannot supply. 


Frank W. Whitcher Co. 


Patentees and Manufacturers 


Chi Branch 
Boston, Mass. {aueape, Brensh 











 Caltever toy amu te. 
Write for complete catalog 


Milbradt Manufacturing Co. 


2416 No, 10th St. 


MILBRADT 
Rolling Ladders 
and 


BICYCLE 
Rolling Ladders 


St. Louis, Mo 











Made Only of Wood 
for all lines 


IMMEDIATE 
SHIPMENTS 
Send for Catalog 


THe Oscar OnKEN CO. 
611 Ww. FOURTH ST. 
CINCINNATI, O. 

We do not make 

Metal Fixtures or Show Cases 





WANTED TO PURCHASE 








THE NEW YORK EXPORT 
Puna, COSTORATON 
Phene—Canal tera” ys 








591 Broadway, New York City 
Phone Spring 5160-5161-5162 














HIGHEST CASH PRICES PAID 


se 


MAX GLAUBERG 
425 Grant Street, New York City 
We also purchase clothing, hats, furnishing 
goods, etc. Dry Dock 035 




















HIGHEST PRICE PAID 


SHOE STORES 
OR SURPLUS STOCK 
Also Purchase Gent's Furnishings, Clothing, etc 
YOUNG & CO. 
315-317 Church St.—New York, N. Y. 
Telephone Canal 0356 














CASH PAID 


for entire shoe stocks or surplus stocks of 
other merchandise. Any quantity. 


KIRSCH-BLACHER CO., Inc. 
622-624 Broadway, New York, N. Y. 
Phone 1443 
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A new shoe form, made of cellu- 
Joid, and known as the Fairy Form, 
has recently been put on the market 
by the Shoe Form Company of Au- 
burn, N. Y. For this form is claimed 
the exceptional advantage of light- 
ness with its consequent saving in 
the weight of the contents of sam- 
ple trunks. Other advantages urged 
are its ability to spring back into 
its natural shape after being dis- 
torted, its durability and the ease 
with which it can be handled and in- 
serted into the shoe. Patent rights 
are pending not only on the form it- 
self but also on the special machine- 
ry necessary to make it. 





Triumph Hosiery Co. Sales 
Force Has Dinner 


The Triumph Hosiery Mills, Inc., 
sales force of New York, N. Y. held 
a dinner and entertainment at Ho- 
tel Pennsylvania recently. Among 
those taking part in the program 
were: Julian Elfenbein, B. H. Good- 
man, J. A. MacAdam, A. Lichtman, 
Henry Erdos, Milton Brown, Isaac 
Hiller, George Schlessinger, Wil- 
liam L. Brown, Joe Klapp, Bert 
Lamkay, Ira Goldman, Jesse Roth, 


New Light-Weight 
Shoe Form 








Applies for Patent on 
ross-Word Fabric 
Boston, Mass., Jan. 14—The 
Peters Manufacturing Com- 
pany, originators of Reign- 
skin, have applied for a pat- 
ent on material being used in 
the making of cross-word 
puzzle shoes, one of the latest 
features in women’s shoe 
styles. The patent ‘has been 
applied for the use of “Cross- 
Word Puzzle Fabric” in mer- 
chandising its product. 











Sigmund Arje, Jerry Baumblatt, 
John Fletcher, Frank Savage, John 
Logan, Denis O’Brien, William 
Bruggeman. 





Changes in Business 
Bonition, O.—Anderson-Giddi Co., shoes, 
rted qussestian by 1B Giddings. 
Philadlp sand repetri Gerber (69th 
oF retail basteees ily ef 
boldt, Ten 


Dry Goods Co., 
by Warmath- 


tt Co. 
we Wis.—E. W. Eichelberger, shoes, 
Milwaukee, W Mfg. Co., 


manufacturers, reported succeeded by wa. 
lauer-Noll Shoe Mfg. Co. 
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Boot and Shoe Recorder 


PUBLISHED WEEKLY IN THE INTEREST 
OF THE RETAIL SHOE MERCHANT 
by the 
BOOT AND SHOE RECORDER 
PUBLISHING COMPANY 
(Incorporated under Massachusetts Laws) 
CAPITAL $150,000 





ADVERTISING RATES—Card of Advertising 
Rates furnished on application. For rates for 
Want For Sales, “aa. ean Weak eae. 

ution is taken by the BOOT AND 

SHOE” ECORDER to 

statement likely to mis 

publishers reserve the right to reject any 

advertising or reading matter which ts not in 

line with this policy 





OFFICES IN 


BOSTON OFFICE: 207 South Street. 
te — 224 Moraine St. Geo. 


W. R. Hill, Manager, Telephone 507. 
CHICAGO OFFICE. 1 pie West Madison St. Tele- 
Maine 1089. B. C. Bowen, Manager 
LOUIS OFFICE: 1627 Locust St. -H. M. 
Bowen > = Bowen, Manager). Telephone 


Olive 
NEW YORK OFFICE: Room 101, Graham 4 
127 Duane St. H. = Scott, Manager, T 


pe 
PHILADELPHIA OFFICE: Row 524 
Mt $30, 
HAVER OPrICE. : Chamber of ag 
. Hi ‘tional 
CINCINNATI OFFICE: Second National Bank 
a. H. M ee (B. C. Bowen, Manager). 
Teleope Cana Fick 
ROC ER OFFICE: 626 Powers -y 
siter L. Seward, hy anny A ol York 
Lice. ro pepnene Shene 12 
N OFFICE: Fred A. 
MILWAUKEE OFFICE: Leonard E. Meyer (B. 
“ee 3 Manager), 405 Broadway. T 
WASHINGTON OFFICE: William L. Daley 
Investment 15th and K Sts., N. W. 
PARIS OFFICE: hue des Italiens. L. Hubbard, 
LONDON OFFICE: P. d; eT: Manager, 
ll noymestet, } Basten. 
LIAN 439° 
AUidbourse, G “OFFICE: 39 te, ™~ 
CONTINENTAL OFFICE: Wine, i Sciemen. 
ARGENTINA: Bucwen Buenos Aires, Rivedavia. 2 2721. 
te. 
BRAZIL: Gerenie, John S. Fitch, 33 Rue General 
CHILE: Se Rosas 1123-1127. Otto- 
Fuhrimann 
CUBA: Mr. H. nome Corrales 2A, Havana 
JAPANESE OFFICE: Yokohama. J. F. Wager, 


Manager. 
SPAIN: G Geren Leoncito de Librere 
te, - Miguel, 











Information for Shoe Merchants 


“Where to Buy” constitutes a source of 
knowledge 20 that he who rune through these 
pages may read—and learn. 














it in mind—and in action. 





WHERE THE BUYER 
SEEKS THE SELLER 


In the CLASSIFIED ADVERTISING SEC- 
TION of the Boot and Shoe Recorder. 


The “want ad” does not attempt to create 
desire. The desire already exists in the prospective 
buyer’s mind, and he seeks out'the want ad. It is a 
case of the buyer seeking the seller. 


Boot and Shoe Recorder Classified Advertising 
can do for you what it is doing for others. Keep 








SX Nothing Takes the Place of Leather 2% 
for Good Soles 





If your jobber cannot supply you, write me 


A. W. GREELEY 
JAY 12 Duncan St. - oe Haverhill, Mass. 5X 


The soles of my boudoirs are made 
of good leather. That is one reason 
why we shipped twice as 
many boudoirs during the 
past three months de in the 
on period a year 

fects bipck, ond 
a. Leather or rubber - 
heels. 


At Once Deliveries 











a 
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MOST SHOE LACES 
ARE LIKE PEAS IN A POD 


They have 
DK. \\ no marked 
i i, WW me ij featur —_— f 

individuality 





ULMUU 





Cordo-Hyde has nothing in common with ordinary 
laces. It is—“‘wear resisting’’—outwearing by months 
the general run of laces. Attractive because it blends 
with the leather and looks the part. Convenient, for 
it always stays tied. 

You’ll make friends with Cordo-Hyde. Make it a 


feature in your Findings case, also in the shoes you 
sell. 

Some of the manufacturers are voluntarily using 
Cordo-Hyde, but you can be sure of having the shoes 
you buy come Cordo-Hyde equipped by putting on 
your orders: 


“USE CORDO-HYDE LACES IN THESE SHOES” 
SHOE LACE DIVISION 


O. A. MILLER TREEING MACHINE CO. 
BROCKTON, MASS. 
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The Man who has a 


very 7 definite prefer- 

ence for comfortable 

footwear 2 2 insists on 
7shoes with: 


LACING HOOKS | 


Sisk for shoes with lacing hooks 
w 


TUBULAR RIVET AND STUD COMPANY 


UNITED SHOE MACHINERY CORPORATION 
Selling Agents 
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ONLY THE BEST AND 

MOST SEASONED: CRAFIS 

MEN CAN MAKE SHOBS 
‘THE ADAMS WAY. 
HAND TURNEDO<O 














\ “ash F. E. Adams Shoe Compan 


New England States—Louis Boni Chi ict —Fra nk Parker Easter 
; ” Mi ddle ‘Sta che rles Reedholm 





fe Seabrook, N. 1 
BOSTON NEW. YORK CHICAGO 
215 Essex Street Marbridge Bidg., Room 433 Chicago Bidg., Room 816 
| ’ pm oe 
Pacific - Co’ st—Geo. R. Rule New Yo noes ab Her ie, Chee R. Doremus Southern Sta eagee— Charlee Bi s R. Dore emu 
| tates—fFra 
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PROFIT IN THE OTHER 
FELLOW’S MISTAKES 


HERE’S many a shoe merchant losing good 
business and profit by selling the wrong kind of 
work footwear. 


The Original Chippewa line will bring you the profit 
from the “other fellow’s” mistake in not selling sub- 
stantial value and certain service. 


The Original Chippewas have always had one lead- 
ing characteristic and that’s quality. Quality that’s 
measured in miles of service and smiles of comfort. 


The Original Chippewas are yours—for better profit. 


No. B258—Men's 6-inch Chocolate Elk Goodyear 
Welt. Unlined. Machine-sewed Vamp. Pac Style. 
Si Sole. Rubber Heel. Last 36. Widths 1 to 5. 
In Stock, 4 and 5 wide... ........ 6. senses $3.50 
No. B258X—Same as above with Uskide Sole $3.50 
No. B780—Same as No. B258 in Tan Soo Calf $3.50 
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CHIPPEWA SHOE MF6G.CO. 
CHIPPEWA FALLS. WISCONSIN 











FACTORY DISTRIBUTORS 
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i : | 7232 —Instock—$5.00 


AA, 8 to 11 

A, 7 to 11 

B, 6 to 11 
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A MOST PROSPEROUS 1925 








is in store for dealers who feature J. P. Smith Shoes. 
Because of their “Stay Smart with Long Service” repu- 
tation they will be much in demand... Styles 7132 and 
7232 should be prominently displayed throughout the 


winter... A man can’t wear dress or semi-dress clothes 


correctly without one or the other of these oxfords. 
All orders will be shipped at once. 


J. P. SMITH SHOE Co. 


CHICAGO NEW YORK 


671 N. Sangamon St. 148 Duane Street 
Tel. Monroe 4550 Ss. Ded Koos, Tel. Whitehall 7546 
— 
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AA, 8 to 11 

A, 7 to 11 

B, 6 to 11 
C&D, 5 toll 
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7132—Instock—$5.00 
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Concegifratton- 



































—— | Resolution as adopted by National Shoe Retailers’ Association, ,. 





OUR. STYLE PLATFORM: After five years of 

— study of ‘style we have reached the point where 
= national experience proves that too many numbers 
from too many sources of supply weaken the stock 
turn-over, increase ‘liabilities, and bring to you 
duplication of stock detrimental to profitable man- 
agement, and divide the year into too many 
unprofitable*sales periods. 
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NE of the strongest highlights of this month’s National Retail 

Shoe Convention was the general realization that “buying too 

many makes” of shoes is a practice that must be forsaken by the 
retail shoe merchant. 


This resolution quoted from the Association’s 1925 platform tells why. 
It is direct, authoritative confirmation of our statements in this series, 
that CONCENTRATION is the order of the day. 


You want to stay in business and make it pay. Here, then, is our 
message to you. 


The Queen Quality line is America’s broadest and strongest line for 
women and young women. 


At rearranged prices, based on pronounced production economies 
and the established and increasing demand for Queen Quality shoes, 
it offers the best answer to the average demand for VALUE—in 
STYLE and QUALITY. 
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the Plattorm of the NISRA. 
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ation®, session at Boston, Massachusetts, January 14, 1925— 





We, therefore, recommend that each merchant 
buy only what he needs from the viewpoint of his 
$ own community, and that he buy from fewer 
sources, so that he can get adequate representa- 
tion of sizes and widths within the predominating 

style. Such concentration of effort will help to | 
make 1925 a progressive and prosperous year. | 
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Here’s the summing up in brief: 


The leading name in women’s shoes, covering the entire range of 
production— 





The line on which you can concentrate up to 100 per cent of your 
requirements on all the styles, sizes and widths that you can profit- 
ably sell— 








Backed by the service of three In-Stock Departments at Boston, New 
York, and Chicago— wt 


And the trade drawing power and confidence reposed in AMERICA’S 
BEST-KNOWN BRAND. 


Will you wait for the Queen Quality salesman? Or if you can’t wait, 
will you write or wire— NOW —to the house? 


THOMAS. G. PLANT COMPANY 


BOSTON (30), MASS,, U. S. A. 
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Sturdy---FLEXIBLE~-Comfortable 


—and profitable to thousands of merchants. 


These new Honorbilt Flexible Service Shoes have 

already taken rapid strides toward their inevitable 

and widespread popularity. 

Unusual high quality—extreme flexibilty—and 

popular price are responsible for the immediate 
acceptance of these fine shoes by re- 


tailers and consumers everywhere. 








an assortment now 
uro them over qui 


.. $3.15 
No. 4804—T. occasin ible Stitchdown 
3 inch, same as No “4800. Price $3.50 ‘Panco Sole. Price sae hinanlpepaereben tg EIS! $3.00 


—— MAYER BOOT & SHOE CO. 5. ai | 


sisniahsenls br S00 WISCONSIN a, 
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To those who called upon us during Show Week, and to whom we 
could not show our line because of too busy sample rooms, we 
would again say “we are sorry.’’ We appreciate your call, and 
express the hope that we may have the pleasure of serving you 
soon. 


NANT 


j 
| 


HH] MUAH 


tif} 


We had a full week, and we are happy at the endorsement given our 
year old factory product. 


il 


Brophy Bros. Modish McKays— 
Quality Shoes—Popularly Priced—is a duplicate order line. 


BROPHY BROS. SHOE CO. 


SOUTH BOSTON, MASS. 


BOSTON SALESROOM NEW YORK SALESROOM 
89 BEDFORD ST. 755 MARBRIDGE BLDG. 


RTT 





| 
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What s the matter with the Shoe 


Business -and what can we do 
about it ? : 


es -STUFFING with cream puffs and 
French pastry always brings illness to the body. 


Shoe store shelves crammed, as they were in 1924, with 
the} lollipop. styles of many disconnected factories 
brought certain illness to the entire industry . 


‘That is the trouble with the shoe business—a glut of 
impracticable styles, a chaos of unsalable odds and ends. 


The retail net profit in style shoes is always in the sale 
of a maximum proportion of the purchase, at a fair 
margin. Under present conditions the net profit of the 
dealer is too often tied up in non-movable odds and ends 
of so-called “style shoes” that nobody wants at any price. 


We believe that costly experience of this sort has at 
last convinced the dealer of the necessity of adopting 
new and sounder methods in his buying policy. 


The Craddock-Terry Company wishes the retail trade 
to make money in 1925 and is equipped to help them 
do this; our business is built around that wish. 


The Craddock-Terry plan of co-operation makes money 
for the dealers. 


Only those dealers who are resolved to make a profit 
will be interested in our plan. 


To these dealers everywhere the Craddock -Terry 
Company offers a proved and tested plan for co-opera- 
tion, for simplified, stabilized buying in 1925, built on 
these factors: 
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great factories, making men’ s, women’s and children’s 


1 Standardized, specialized, perfected products of 10 
e shoes. 


1 


) | Large volume production, by methods of the utmost 
perfection of standardization and economy, assuring 
e lowest possible costs. 


of information in the crystallized trend of design and 
material:. By one style department that knows its 
business. 


4 Concentration of style, based on thorough accuracy 
a 


has built its reputation for 35 years first of all on 

e these two vital elements. That reputation we 

shall faithfully guard. It is one of the great assets not only 

for our company but of our customers, whose property it 
is as much as our own. 


| Assured quality and workmanship: This Company 


Company. The product of this Company's great 
factories is carried at points of convenient distribu- 
tion—Lynchburg, St. Louis, Baltimore and Milwaukee. 


4 Your surplus stock carried by Craddock-Terry 
a7 


Quick and convenient service for the convenience and profit 
of shoe merchants. 


This is your safeguard against losses from an unbalanced 


stock of odds and ends. - 
LMM fan 


CRADDOCK- TERRY COMPANY 


LYNCHBURG VIRGINIA 














McELROY - SLOAN VS Ny HARSH & CHAPLINE 
SHOE COMPANY LCFO, SHOE COMPANY 


ST LOUIS. MISSOURI —> = MILWAUKEE, WISCONSIN 


GEO D WITT SHOE COMPANY CRADDOCK-TERRY COMPANY 
BALTIMORE , MD. 


YNCHBURG , VA 








When writing to advertisers please mention Boot anv Suoz REcoRDER 





BOOT AND SHOE RECORDER January 24, 1925 
Ja 











T needed only the. unqualified interest and 
| approval of the many shoemen who visited 
our Booth at the N. S. R. A. Convention to 
convince us that 


— 





———eeeoeeneeeennn Oe ee 
Has Hit the Bull’s-eye 


The first colored composition sole ever 
produced that will not crack—not only 
wears indefinitely but also does not 
mark floors. 


Asa sole for children it is just what 


they want. 


ALFRED HALE RUBBER CO. 
ATLANTIC, MASS. 
Established 1837 
Originators and Sole Manufacturers of 


. The Gb Sole 
This ae y’’ characteristic of 


HALESOLE is what keeps it from Laing, Harrar & Chamberlain 
cracking. It stays where it is placed. Philadelphia, Pa. 

It can "t “belly out’’ at the bottom. Distributors to the Leather and Findings Dealers 
It can’t sand blister. 
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NEW SNAP AND DISTINCTIVENESS 
IN OXFORDS, STRAPS, SANDALS, 
SPORT SHOES AND COMBINATIONS 


The Pied Piper line of little infants’, infants’, children’s, misses’ and growing 
girls’ shoes for Spring and Summer, 1925, is unexcelled in variety and com- 
prehensiveness. 

The number of styles, sizes and widths featured for IN STOCK is more com- 
plete than any other line of high grade juvenile footwear. 

All Pied Piper Shoes are made by the Pentler & Short Patented Improved 
Welt Process—THE GREATEST TRIUMPH IN PRESENT-DAY SHOEMAK- 
ING. As a result they are positively without equal for smoothness, clean-cut 
appearance, flexibility and long wear. 

To stores who have the courage to get away from the ordinary and have the 
desire to secure dominance of their local children’s business, the Pied Piper 
line and merchandising proposition carry a powerful appeal. 


Matathon Shoe Co; 


WAUSAU WISCONSIN 
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STURDY STYLISH SHOES 


IN STOCK 





DUNDEE LAST 


s Tan Scotch Oxford. 6 Rows 
Stitchi Hews le Sole, Flange Leather Heel. 
A,7 to 11;B,6to 11; CandD, 5toll $6.00 
‘Dundee Last 


ea eee eee eee 


Pee ee ei ee te te tet 
tet ttt t 4-4 4-4: 4-44-45 4-+ 4-4-4: 4: 


Ett tte tt tet te tet: 


ttt tte te tute 
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DANSANT LAST 





Stock No. 372 

Bristol Patent Colt Dance Oxford, A to D.. . .$5.00 
Stock No. 467 

Black Ivory Calf Dance Oxford, AtoD 


THE DALTON CO, Inc. 
BROCKTON, MASS. 


BOSTON: 183 poe See 
GEO. J. LOVELY, GEO. W MANSON, 


CHICAGO: 1618 Republic 290 8. State Se. 
£°S. SLocoM, ic Bldg, 398 Ss 
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MIGHTY GoobD WELTS FoR Boys 
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The above design, K7 
in our TORTOISE 
shade clocked with 
RUSSIA, received the 
award of merit at the 
recent National Shoe 
Retailers Association 
Exposition. 
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Anticipates the Fashion 


in Style and Color 


This hosiery of lasting loveliness, 
ingrain woven and dyed in the 
thread, soon convinces the wearer 
that there is nothing “‘just as good.” 





Clockings—the 


the truly well-dressed woman 


are receiving and will continue 
to receive, the makers of 
HOLYOKE SILK HOSIERY 
present you a new idea. 


With characteristic appreciation 
of the demand for clocked 
hosiery which shoe stores, cater- 
ing to theSwell-dressed woman 


preference of 


Send for the Clocking Chart 


Showing 48 Individual Clocking Patterns 


This chart enables you to choose 
stockings of any color, and have 
them beautifully embroidered 
by hand in any color or com- 
bination of colors, and in any 
of the 48 color designs you 
individually may fancy. 


Tobyghe 


NEW YORK 
358 Fifth Avenue 


Flolyohe. Mas 


The shades of the colors can 
contrast with, or match any 
costume, or we shall be glad to 
suggest color combinations in 
the clockings which would har- 
monize withthecolorof thestock- 
ings your customer may choose. 


Sith iory Cs 


BOSTON 
453 Washington Street 


Each pair of Holyoke Silk Hose is individually boxed so that your order may be as small as one pair. 
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_after all is said 
and done— 


Your success depends upon the 
salability of the shoes you 
buy. 








The inner qualities and the 
outward appearance of Davies 
Kicks for Kids make them 


quick sellers. 














The Buddy 
The Pal Style No. 757 
Style No. 756 ‘3’ See * — Blucher, Heavy © Ook Out- 


Veal Bal, Durable Oak Out-Sole, |. The strong shoe will stand tho sculing end 
of the youth. It appeals to boys because it is 

in sty! lepen ing an aw ause extra 

ityle and d d- a te its bec of its extr 
Width in Stock, D. bth in Stock D. ~~ 


Price—Boys’ 2 }4 to 
ins cceckehwte usa ct by FOR Youths’ No. 857, ae ee ee 2.60 
Youths’ No. 856, 1254 to'3: ‘ ! Little Gents’ No. 957, 9 to12.............. 2.35 


DAVIES KICKS Lens DAVIES SHOES 
For Kids 


Davies Shoe Manufacturing Co. 


FACTORY NO. 1 : : : FACTORY NO. 2 
RACINE, WISC. * Racine, Wisconsin HORICON, WISC. 
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“Twin Scouts” 


A Standardized Line of Children’s 
Shoes at Standard Prices 


We developed this Standardized Line because 
We Believe You’ve Been Waiting for Them. 


“Twin Scouts” are all leather. 

“Twin Seouts” materials are standard—always the same. 

“Twin Scouts” workmanship is expert, as examination 
quickly shows. 


“Twin Scouts” lasts fit—and they’re fashioned to shape the 
little feet as they grow. 


Sold Only Through Wholesale Distributors 
at Points Convenient to Every Dealer. 


A Line of Classy Shoes in 
boxes that will Get the 
Eye on the Shelf 

in the Window. 














‘Ask Us to 
have Samples 


Sent to You. 


[ 


WELLAUER-NOLL SHOE MFG. CO. 
MILWAUKEE WISCONSIN 











« 
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Fy. Vi \ 0 other Leathen 


f ie polish of the shoe quite literally 
reflects the buyer's judgment of its 


leather. 

-For some leathers take a high but 
temporary polish. Others hold and preserve 
their btilliancy tenaciously. 

AZTEC CALF, a Vegetable Tanned 
Leather, is famous for its ability to take 
a polish and hold it long after most 

other leathers become dull. 

Careful shoe buyers keep this fact in 
mind in their buying policy. 

This is one of the reasons for the pop- 
ularity of — 


COPPERTAN 
BONNIE BROWN 
SAFFRO 


TRADE MARK 


This leather is susceptible 
of a high polish and once 
applied it holds it. 





GALLUN 


CAlways Standards 
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lakes such a shine 





LEATHE 


of Excellence 2 
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All style indications point to AMBER 


VELOURS CALF as being the right 
leather for Spring footwear. 


It is one of our latest shades of light 
tan,coming in a smooth chrome-tanned 
leather with a tight grain and a rich 
mellow velvety feel. 
We will be glad to send you a sample 
cutting upon request. 

There has never been more than one 


VELOURS CALF—and Pfister & 
Vogel originated it. 


PFISTER & VOGEL LEATHER OU. 


MILWAUKEE, WIS. PHILADELPHIA, PA ROCHESTER, N. Y 

BOSTON, MASS. ST. LOUIS, MO. NORTHAMPTON, ENG. 

NEW YORK, N. Y. CINCINNATI, O. ; LEICESTER, ENG. 

CHICAGO, ILL. ST. PAUL, MINN. FRANKFURT, GERMANY 
SAN FRANCISCO, CAL. 
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The Shoe Store Beautiful 
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people are in a good mood for buying when 

seated in AMERICAN INTERLOCK.- 
ING SHOE STORE CHAIRS. There is about 
these chairs a general atmosphere of comfort and 
refinement which makes folks feel at home. And 
they re economical of floor space, too. 


5 2 hey’re Restful—That's one reason why 


Write for ‘The Shoe Store Beautiful 








AMERICAN SEATING oe 


ae Offices: CHICAGO, 1016;Lytton Bldg. 
PHILADELPHIA 
Reealiaee. po, 19 W. Moth Se. Room 1708, 1211 Chestnut St. 
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A Solid Display of Men’s Fine Shoes 


all made of 


TONY 


GOLD 


Was often praised at the N.S.R.A. 
CONVENTION as the most beautiful 
line on exhibition. 


HOUGH TONY GOLD has 
only just appeared, the de- 
mand for it has mounted faster 
than we have ever experienced 
for any previously originated 
TONY shade. 


Everyone who sees TONY 
GOLD tells us we have struck 
a real nugget in this new 
light tan shade. 


You should be in on this new Creese & Cook 
success. That means—ACT NOW! Looks like 
we’ll be “‘sold up’’ in another month. 


“Calf Leathers Are What They Want” 


CREESE & COOK COMPANY 


SALESROOMS 
95 SOUTH ST., BOSTON 


P. A. HENRY & CO. 
706 Broadway, Cincinnati, O. 
Leather Trades Bidg., St. Louis, Mo. 


TANNERIES 
DANVERSPORT, MASS. 


SILVEY & CHRISTMAN 
82 GOLD STREET 
NEW YORK CITY 
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IN STOCK 
Widths, AAAA to EEE, Sizes, 1 to 12 


bey 
is a we 
Shoe in Black 


Style B943 — Patent Leather four strap — 
sandal, medium toe, imitation tip, 14/8 Ooze Calf. Price $5. 25 tana medium te, itation = sa 
Wargoce Cuban heel. 301 last. —_ medium gape 


a. Se ae $5.00 


ETAILERS are beginning to realize that 

the least effective method of meeting chain- 

store or “‘price’’ competition is to sell shoes 
“at a price.” 


V ARCH FO nen RGF ii LENDER eR) 
en it omes a question of who can give the ARCH FITTER 


most for the least money, the average retailer 

finds himself up against competitors who can TRADE MARK 
underbuy him at least a dollar per pair; under- 
sell him at least two dollars per pair. 














He finds that once he “sells” the consumer on the 
proposition that the fit is what counts, price be- 
comes secondary and a profit comes easily. 


Which is one reason why more and more retailers 
find the W. B. Coon Co. line their most consis- 
tent money-maker. 


It pays the rent in some stores. 
It’ can be developed to pay the rent on your store. 
Wearers of W. B. Coon Co. shoes are dependable. 


While you will not see them as frequently, you 
will see them as regularly—as the landlord. 


Chicago Office: 189 W. Madison St. 


165 N. Water Street —=—" ROCHESTER, N. Y. 
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Phe Famous To Cover the Important 


Webor Price Range 


UNION MADE You should choose the line of men’s 
shoes on which you will concentrate 
for retailing at $5-$7.50 with great 
care. The more you tan give in style 
and value at this range of ptice the 
more your store will advertise #tself. 


Weber Shoes for men have been 
making firm friends for many years. 


Style 720B 


Light Tan Scotch Graia WEBER Bros. SHOE Co. 


98 Blucher Oxford 
Raglan Last 


Soft Ti 
Bleached Calf Lining North Adams, Mass. 
Heavy Single Sole 
Shoulder Roll Heel New York Office: 1328 Broapway, Marsripnce Bipo. 


H. Harris, Rep. 


VISSER RRRE 


~ 








SCHWARZ-RUGGLES * 
MEN’S WELTS 


“IF IT’S RIGHT WE HAVE IT” 


We have a practical in-stock plan consisting of one 
proven seller carried ready for at-once shipment. 


This shoe, which is illustrated here, is stock No. 
241. Imported No. 85 Collis calf oxford, in the 
popular short vamp pattern. It is made over our 
new Princeton last. The construction is the same as 
that of all our shoes—solid leather throughout—Calf 
lined quarter and tongue. Fine back sole. Wingfoot 
rubber heel. 
A—7\ to II 


, . B—7 toll 
<, C—6 toll 
No. 241 < oxi D—6 toll 


IN STOCK % S¢, Price $5 Terms: 2-10 net 30 days 


An order for a few pairs of these shoes will con- 
vince you, Mr. Merchant,’of their superior quality 
and workmanship. 


SCHWARZ-RUGGLES INC., FACTORY, BROCKTON, MASS. , 




















‘When writing to advertisers please mention Boot anv Suok Recorper 








as January 24, 1925 BOOT AND SHOE RECORDER 


me e Original and only 
Satisfactory Gaiter, with 
the Hookless Fastener, is 


the Z7PPER BOOT 


Don’t be misled by the countless 
so-called automatic fastener gaiters 
which will be offered you. 


Don’trun the risk of serious trouble 
with an untried proposition. Goodrich 
is now in its third year of satisfactory 
service on Zipper Boots. 


——J bedv)s os ew) ws we vw) we ws we wee) ew)! 


Goodrich salesmen are now on their 
territories with the newand improved 
Zipper Boot line-ups for 1925. Wait -—- 
for the original and best. 


Long after the price is forgotten the customer remembers Quality 


THE B. F. GOODRICH RUBBER COMPANY 


Akron New York Boston Chicago Minneapolis 
Denver Kansas City Seattle San Francisco 


— z Goodrich 
ZIPPER 


NOTHING TO BUTTON, HOOK, LACE OR TIE 
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JD 
C.H.ALDEN Ca 


0.3. 


HE ALDEN PLAN is a success because, 
by permitting better value at no sacrifice 
of profit, it is distinctly in the interest of 


ALDEN customers. 





Our plan also includes quick 
delivery service on certain lines 
altho’ this is not an in-stock 
proposition. 





C. H. ALDEN CO. 


FACTORY BOSTON OFFICE 
ABINGTON, MASS. 10 HIGH ST. 

















Made with genuine 
Barbour Storm Welt 
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Shoes by courtesy of 
Ben Lewis, New York 








ETAILERS, of the better class, who serve the well- 

dressed women of New York and other cities, 

feel secure in the service they have rendered when they 

have passed along to their customers shoes of CEDAR 
CLIFF SHOE SATIN. 





Stipulate it on the order—and rest secure on the question 


of Quality. 


EDAR CLIFF 
SHOE, QATINS 


THE CEDAR CI. IFF eee COMPANY, 251-255 Fourth Avenue, New York 
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“Sam Davis 


Has A Big Idea 








@ I want to hear at once from just twenty shoe merchants (one 
in each city) east of the Rockies, on a matter of supreme im- 
portance, and vital value to you and your community and of 
interest to local dealers in ail lines. 


@_ I can serve a limited number in a unique, practical and most 
desirable manner. 


@ Let me give this message to the first twenty to inquire. 


@ Wire or write me for free particulars in detail at Room 319, 
Surf Hotel, Surf and Pine-Grove, Chicago, II. 


SAM A. DAVIS, 
Former N.S. R.A. Field Secretary. 
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; Giant press which 
takes out the surplus 
| : moisture after the 
Fibre Board has left 

the Board Machine. 

















Make No Mistake about it— 


200 Fifth Avenue 
New York, N. Y. 


Some manufacturers regard fibre board as 
an unimportant factor in a shoe. 
Consequently, when they try to buy 
board at too close a price they expect 
variations in quality, and usually get 
them. 

But no mistake is made by those who real- 
ize what good fibre board means to a shoe. 


When they want the best board they 
specify “West Virginia,” because they 
appreciate the infinite care with which 
this fibre board is made. No detail is 
overlooked to insure the quality that has 
given West Virginia products their high 
reputation for dependability and uni- 
formity. 


Palp Products Department 


West Virginia Pulp and Paper Company 


505 Dime Bank Bldg. 
Detroit, Mich. 


Chicago, IIl. 
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We Are Sole Distributors 


for 
The UNITED STATES 


THE OLD DEPENDABLE 
~ CAKE DRESSING 

FOR WHITE 
(= SHOES 


IN WHITE, KHAKI 
AND WEB (Green) 


Laing, Harrar & Chamberlin 


41 N. 3rd Street PHILADELPHIA 
JOSEPH PICKERING & SONS, Sheffield, Eng., Manufacturers 
a a eS 
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Presents New Styles in 
Helthy-Fut Flexible Stitchdowns 


+ 


Faricy strap of ¢ ine patent 
Chrome retanned sole. Seamless Vamp. 
Spring Heel. All solid construction. 


RO66S Sizes 3 to 5, D.........c00- $1.75 
R8606 Sizes 54% to 8, CD......... 2.00 
R8607 Sizes 84% to 11, CD........ 2.35 





Same in Tan Calf with Smoked Strap 
R8635 Sizes 3 to 5, D............. $1.85 
R8636 Sizes 5% to 8, CD......... 2.10 
R8637 Sizes 844 to 11, CD........ 2.40 


Snappy Tan Calf Oxford with cutout 
trim of smoked Elk. Chrome retanned 
sole. Spring Heel. All solid construction. 


R8721 Sizes 3 to 5, D............. $1.85 
R8722 Sizes 5% to 8,CD......... 2.10 
R8723 Sizes 8% to 11, CD........ 2.40 


With Wedge Rubber Heel 
H8723 Sizes 84% to 11............. $2.45 
Same in Patent With Smoked Trim 
OO OO) ere $1.75 
R8717_ Sizes 5% to 8...........5.. 2.00 
R8718 Sizes 84% to 1l............. 2.35 
With Wedge Rubber Heel 
H8718 Sizes 814 to I1l...........6. $2.40 


Start the season right with a 
stock of the new spring styles 
shown here. Made under the most 
careful supervision in our Chicago 
factory, they are meeting the 
approval of every merchant who 
sees them. 


Features of construction include 
leather counters, combination 
lasts, chrome retanned soles and 
high quality upper stocks. 


The new catalog, showing the 
entire line, will soon be ready. Shall 
we put YOUR name on the list for 
an advance copy? 
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[HIS photograph 
shows our booth in 

the N.S.R.A. Conven- 
tion held in Boston, 
January 12 to 15, where 
we had on exhibition 223 


‘, styles of shoes and slip- 


pers loaned us by 125 
representative shoe 
manufacturers, as given 


_. 22m our advertisement in 
4 “the “Recorder, December 
* 2h, 1924, together with 


4 number of additional 
Wives by manufacturers 
whose names we were 
unable to include in the 
December 27 Recorder 
advertisement. 


J A large proportion of these shoes ranged from infants’ 
© sure you get what you —_—«irst-Steps” up to misses,’ growing girls’ and boys’ as 


order if you specify 
well. 


SPORT WILO leather is especially adapted f spall 
shoes for growing feet, as our Peysous fadve _ 


have emphasized. ; 


# 


Watch for our next Pan 5. wherein 
we will show something of decided interest. 


C. D. Kepner Leather Co. 


139 South Street, Boston, Mass. 


Sole Selling Agents of 


Sport Wilo 
Colors Include 
Red, White, “mg 


Green, 

t Sm 
Ca Beige, Silver 
Gray, Dark Gray, 
Dark Sm Cocoa, 
Pearl, Tangerine, 


Black, Olive 


10 Spruce Street, New York 308 Leather Trades Bidg., St. Louis, Mo. 
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“PROMENADE” 
ST. LOUIS PAGEANT FOOTWEAR FASHIONS 
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Lgdy Mary 


Sample No. 6873 


One-Strap Pump 


This clever model is developed in Blond 
Satin with Blond Braid to match. Built 
on our No. 70 last with 17/8 covered 
Spike heel. 

TO ORDER ONLY 


Johnson, Stephens and 


Shinkle Shoe Company 


Manufacturers 
SAINT LOUIS U.S. A. 
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‘Wonderful Shoes 
Wonderful Girls 


in Perfect Harmony with Style 








Miss Kahre wore our 
shoes during the Foot- 
wear Pageant. 
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St. louis’ most Remarkable - 
Pageant of Footwear Fashion 


Thousands of Mer chants Ai ttended and Bought 
Footwear for Spring Selling 


/ \O St. Louis goes the credit for two big 
achievements. First among these is the 
coining of a slogan which can be and 

has been made into a fact—“Shoes That 

Sell.” Second is the exploitation of those shoes 

through the medium of a style show so 

planned and so carried out as to show foot- 
wear in harmony with the correct costume 


for the occasion. 


Shoes and Gowns Harmonize 
No “trick” shoes. No glaringly inconsistent 
costume. But just what your wife and mine, 
your daughter, sister or sweetheart will wear 
next spring for sports, for street, for dress 
wear in the afternoon or for formal wear in 


the evening. 


Simplified Pattern & ffects 

Therein lies the secret of the success of the 
Pageant of Footwear Fashions, staged during 
the second week of January by the St. Louis 
Shoe Manufacturers’ and Wholesalers’ Asso- 
ciation. Couple this practical presentation of 
practical footwear with the fact that retail 
stocks are low and you have the explanation 


of the remarkable buying done during the 
progress of the pageant in the Statler Hotel. 


Dominant among the style notes sounded 
by the St. Louis market in this display were 
the simplified pattern effects and the achieve- 
ment of beauty by combinations of materials 


and colors. 


In the sport shoe group were such combina- 
tions as white and tan, two tones of tan, black 
and tan, and white trimmed with beige, 
blonde, green and champagne. 


Tan and Patent Good for Street Wear 


In street shoes the combination of tan and 
patent led all others on the runway; and 
there was also patent with colored trim 
around the collar or fancy stitchings in varied 


color effects. 


In patterns, with the usual number of ex- 
ceptions, there were the oxford type for 
sports, one-straps for street with some ox- 
fords, step-ins for afternoon and pumps for 
evening. It was in the latter classification 
that ornamentation played its most conspi- 


cuous role—cut-out leathers over satin, and 
(Continued on page 40) 


————————————————— 








Issue of January 24, 1925 


35 


Boor AND SHOE RECORDER 











| 










































SSS SSS ESS MUVMOMSMNSNSNSSi 




















































































An JIS. SE Xe YU eT SI ST T_T 













































































































































































cr ar — Sr 





= '\' 


FET & THEA 


. 
ere 


FOoTweAR) 









**“Barcelonta’’ 


A ConvENTION FavorRITE 





HIS Egyptian Sandal is shown in the new, ex- 

quisite Penny Satin vamp and quarter, with 
trimming and heel of Blonde Moire; alligator flap. 
Modeled over our new No. 69 medium round toe 
short vamp last, carrying 13/8 Spanish or wood 
Cuban heel. 


Made in all leathers and fabrics. Quick delivery. 
Price list on request. 


BOYD-WELSH SHOE COMPANY 


DESIGNERS MAKERS 


Women’s Sireet and Theatrical Footwear 


ST. LOUIS, U.S. A. 


LONDON OFFICE 


6 George Street Hanover Square 


PARIS 
France 


NEW YORK OFFICE 
810 Marbridge Bldg. 
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OUR NEW 
BELMONT STRAP PUMP 


ANOTHER EXCLUSIVE BRAUER 
CREATION 









DAINTY SIMPLICITY IS THE KEYNOTE 
OF THIS INFANTA BLUE KID STRAP 
PUMP WITH PRISCILLA GRAY KID 
TRIMMING—FEATHER EDGE SOLE—17/8 
SPANISH COVERED OCTAGON HEEL. 















BRAUER BROS. SHOE @. *i'Px's 


FASHIONERS OF WOMEN’S NOVELTY SHOES 
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HERE Style is the keynote, “Capi- 
tol McKays”’ show up at their very 
best. And all who attended the St. Louis 
Pageant of Footwear Fashions will ad- 
mit that “Style” was never before 
assembled on such a magnificent scale. 
We are proud to have shared with our 
fellow St. Louis shoe manufacturers, the 
honor of entertaining so many visiting 
retail shoe merchants, in a manner which 
is sure to’ prove very profitable to them. 





Capitol Shoemakers, Inc. 












Specialty Manufacturers of 
High-Grade Novelty McKays for Women 
Was Street at EIGHTEENTH 
St. Louis 
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Miss Nichols wearing 


Issue of January 24, 1925 


CTU TTT TTT 


















indiake 


CT eielitlikdiin aitnkinmensndediiniae diate oe Lt ete 


ES Sa ee 


ee ead 








oN 


















ST. LOUIS, 





t, § ,ghe'Worlds Shoe Aarket 











©he Beau Gie 


A NEW HEADLINER. ESPECIALLY ATTRAC- 
TIVE IN BLACK AND COLORED SATINS. 





\hoe pecially /“\anufac uring Company 


[Makers of Womens Fine Shoes 
Saint Louis, USA. 
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Sane Permanence of 
Style is the Order 
of the Day 




















kids in gold and silver. Mottled gold quarters 
struck a new high note in fancifulness. All 
colors of leathers had gold worked into the 


grain. Brocades were elaborate. 


There was a total registration of nearly 
4,000 merchants and a large portion of the 
Hotel Statler was needed to care for the 
guests who attended, for the sample rooms 


and for the Pageant itself. 


Big Orders Placed 
Eighty thousand pairs of shoes are said 
to have been on display in the manufacturers 
sample rooms. The week marked a tremen- 
dous activity in orders for immediate delivery 
and for future delivery. One of the specialty 
houses estimated its orders, which were still 


being written up some days after the Pageant 


CpPLILLTT TT TT rir 


ended, to be in the neighborhood of 


$350,000. 


One concern stated that orders taken from 
the merchants who attended the Pageant 
would keep its factories busy for eight weeks. 
It is believed that an average of six weeks’ 
activity will be needed by each company tak- 
ing part in this co-operative event to make 


up its orders. 


Six Runway Revues 


‘Lhere were three afternoon and three eve- 
ning productions of the brilliant Pageant, 
held in the ballroom of the Hotel Statler. 
Mannequins and entertainers promenaded 
from the stage down the entire length of the 
ballroom on a runway, thus allowing every- 
one in the audience to get a close view of the 
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footwear they wore. Thirty of the most 
graceful and attractive girls in St. Louis 
modeled the shoes. Promenade music was 


furnished by a nationally known orchestra. 


“Shoes for Occasions” Featured 


The four promenades featured sport, 
street, afternoon and evening shoes, respec- 
tively. The models wore harmonizing gar- 
ments that struck the spring note. A few chil- 
dren’s shoes were shown in each division. 
Between promenades a series of entertain- 
ments by singers, dancers and character per- 
formers were given. The hit of the show was 
made by Miss Marjorie Lamkin, of Clarks- 
ville, Miss., in a sketch in which she sang 
Southern “blues” songs of her own composi- 
tion, accompanying herself on a banjo. 


Each performance was opened with an ad- 
dress by Miss Lucy Park, associate editor of 
Harper’s Bazaar, who explained that the 
rapid spread of the ensemble idea was having 
a great effect on the choice of footwear. She 
gave some hints on spring fashions, and told 
how the trend would affect shoe styles. 


High Praise from Merchant 


A statement in which all who attended will 
concur, was made following the last of the 
pageant revues by a retail shoe merchant. 


“Tt was,” he said, “the most carefully, 
thought out affair of its kind I have ever seen. 
That color effects and music would be good 
was a foregone conclusion but what swept us 
all off our feet was the clever way of showing 
shoes with what all of us could recognize as 
the correct dress for that shoe, or vice versa, 
whichever you happen to think the more im- 
portant in the scheme of things. 
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“It gave us a wholly new angle on the style 
problem. We can now think more clearly in 
terms of footwear, not by itself, but as part 
of a complete costume. It makes a knowledge 
of women’s garment styles seem more im- 
portant to us than ever before and, what is 
even better than that, it gives us the comfort- 
able feeling that we will be able to do our 
part in making the American woman the best 
dressed in the world. 


“It makes the business of selling shoes 
more dignified—puts us on a higher plane so 
to speak. 


“If you must have an intensely practical 
opinion from me, also, I might add that with 
the garment style situation on the basis on 
which it is today, we can more accurately 
forecast just what will be the best bets in 
footwear for any given season.” 











The St. Louis association is to be con- 
gratulated. se 
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Ih ‘Rosewood Satin 


Ethos newest thing in 
the world of style— 


rosewood satin, a strap 
that is two straps in one, 
a stitched toe in a smart 
design—here’s a shoe the 
style leaders will be fea- 
turing! 


Miss F. Tho 


Style Show. 


rpe 
wore Johansen’s 
shoes during the 














OHANSEN 


Footwear 


JOHANSEN BROS. SHOE CO. — St. Louis 


Fashions 
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“KEEP THE QUALI ry UP 
| 
i 
“Tahiti” 
AMERICAN LaDy 
No. 7213—Patent Leather Sandal, Flexible Single 
Sole, 13/8 Covered Box Heel, 125 Last. 
4to8A 3to8B 
2% to8C 
Price $4.60 
January Delivery 
| ; I ‘HE beautiful new Spring patterns dis- 
played by Hamilton-Brown at the St. 
Louis Style Show are convincing guarantees 
of the supremacy of this line of high-grade 
footwear. The large selection of up-to-the- 
| minute patterns carried in stock puts the 
| Miss M. Thorpe modeled Hamilton-Brown dealer at a distinct advan- 
] for Hamilton-Brown dur- : ; 
ing the Footwear Pageant tage over his competitor. 
| HAMILTON-BROWN SHOE CO. 
ST. LOUIS BOSTON 
ESTVABLISHED 1872 
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UYERS who visited the Pageant 

of Footwear Fashions in St. Louis 
and the N.S.R.A. Convention in Boston 
manifested their hearty approval of 
our styles in the very substantially 
heavy volume of orders they left 
with us. 


Pe digo -_Weber Shoe (€o. 


ST. LOUIS 
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Specialty Manufacturers 
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Miss Fontana featuring 
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LADIES FINE TURNS EXCLUSIVELY 
































LORRAINE 


DISPLAY. 


MANUFACTURERS 








THIS DAINTY SLIPPER, MEETING 
THE PRESENT REQUIREMENTS OF 
BOTH STYLE AND FIT, ISA **‘WRAP- 
UP’’ FROM THE FIRST HOUR OF ITS 


TRAVASO SAOE ComPANY 


1908 LOCUST STREET SAINT LOUIS 


ALONG PERILOUS PATHS WE GO HAND IN HAND WITH FASHION 













Miss Schubert wore 






Travaso Turns dur- 
ing the Style Show. 
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Forging Ahead! 


Roe HOOD SHOES are forging ahead 
in popularity because of their great appeal 
to parents and children alike. 

They are business getters tor shoe merchants 
not only because of quality and price, but be- 
cause of the advertising features which go with 
the Robin Hood dealer agency—Robin Hood 
hats, bows and arrows and other advertising 
features make a great hit with the boys and 
girls—something distinctly new and different. 
You will increase your children shoe business 
by handling Robin Hood Shoes. Write for sales- 


man or catalogue. 





3271—Rosin Hoop 
Child’s Tan Cf. Betty-Jane Stp., PI. Toe, S.S., 
Moccasin Sole, Spg. HI., Welt, Footshaping 17 
Last, C and D, 8%4-11. Price.......... .$2.65 





3200—Rosin Hoop on Mover 
Misses’ Pat. Teddy Sandal, Pl. Toe, Moccasin 
Sole, 6/8-in. Rub. HI., Welt, Footshaping 17 
Last, B, C and D, 11%-2. Price... ... . $3.15 
Child’s same, age D, 84-11. Price... 2.85 
Girls’ same, '?B,3%- , 

Cand D, Me Price......+. 3-85 

All runs in’stock February 1 


Child’s same, D, 5-8. Price............. 2-35 

Girls’ same, B, 3-7;C and D, 24-7. Price 3.60 

Misses’ same, B, C and D, 114-2. Price, 3.00 
All runs in stock February 1 





3 & 
Omana, Nese. Inpranapouts, INp. Biruincuaw, Axa. Detroit, Mics, 
406 Arlington Block * 833 Meyer-Kiser Bank Blidg. 402 Chamber of Commerce Bldg. 403 Lafayette Building 

Cuicaco, Itt. KNoxvitie, TENN. Cincinnati, Onto Los Ancetes, Cat. 
406 Security Building St. James Hotel 68 Wiggins Block Hotel Angelus 
Mempuis, TENN. CLeveanp, Onto Kansas Crry, Mo. San Francisco 
227-8 Winfry Building 349 The Arcade Building 817 Central St. Stewart Hotel 

Dautas, Texas Seatrie, Wasz. 
1015 Commerce St. 614 Terminal Sales Bldg. 
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Dis—Wos. “Brownbilt” Pat. Diagonal Tie, Hazel Brown 
Kid Trim., Pl. Toe, 14-in. Cell. Cov. Wood Box HIL., I. 
Turn. French Last. AA 4-8, A 314-8, B 3-8, C 214-8. . $4.15 
D14—Same in Black Satin, Cov. Wood Box Hl..... 4.15 
D16—Same in Tan Calf, Cov. Wood Box HlI........ 4.60 























HE Brownbilt Models, shown at 

the St. Louis Pageant of Footwear 
Fashions, did their full share in marking 
an epoch in St. Louis leadership as a 
Shoe Style Center. 


| 
| 


“a 


We gratefully acknowledge our apprecia- 
tion of the many compliments given our 
line by the visiting retail merchants dur- 
ing the Style Show period. 





acnetasatntiasenennaslt mat 


Miss Wenzel wore Brown- 


These words of praise are always a further bilt Styles during the Pag- 


eant of Footwear Fashions. 


incentive to still greater achievement. 








DWwswes Duos GounQainay 
Standard Since 1878 


Manufacturers Saint Louis 
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} Beautiful Shoes and Beautiful Models 
§ — of course they are Shoes that Sell [ 











GLADYS NOSS 











MISS ERSIG MISS HARRELL 











eMcElroy Sloan Shoe (Company y 
é Quality Shoemakers : : : : St. Louis 4 
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Personifying the Beauty in 


49 


LOZANT and Lo50 dee 


everywhere; a beautiful leather excites 
admiration and applause; when the 
beautiful girl is combined with two beautiful 
leathers, there you have the complete person- 
ification of Beauty for anyone in the least bit 
connected with the shoe and leather industry. 


J. Yemen tony girl attracts attention 


The’ N. S. R. A. Convention—that great 
gathering of shoe retailers from all over the 
country—saw this most unusual combina- 
tion of Beauty. It was our model, wearing a 
costume made entirely of LOZANT White 
Buck and LOZELLE Russia Calf; and the 
reception accorded her at every appearance 
was a sincere compliment that we greatly 
appreciated. 














RIESS PRILKGI] 


Many were the interested inquiries about 
LOZANT and LOZELLE, and we feel sure 
that this interest became conviction and de- 
termination-to-have on the part of nearly all 
the retail buyers who visited our booth. 
With shoe manufacturers so thoroughly sold 
to the merits of LOZANT and LOZELLE, 
we were delighted to find the shoe retailers so 
heartily in accord with them. 


Some of the retailers were disappointed that 
we did not display our Apricot Suede more 
prominently;—perhaps we should have. We 
had it at the Booth and it certainly did make 
some impression! If you did not see it, or 
wish to see more of it, just give us the word, 
and we will have samples sent you. 
































. 





THE GRIESS PFLEGER TANNING CO., Boston Chicago Cincinnati New YGrk Rochester 
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Bee £SATIN] (ONE-STRAP WITH BANDS OF TROSTEL'S 
UTELLA CALF. A POPULAR PATTERN IN WOMEN’S TURNS. 





NOTE THE HUG KIMBALL & SHERMAN CO. 


AT THE HEEL— HAVERHILL, MASS. 
AND THE GRIP 


a [ BOSTON OFFICE, RICE BUILDING, 10 HIGH STREET 
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PEN STEP-IN, OF PATENT LEATHER, WITH SATIN BANDS. 
A PREVAILING MODEL OF CLASS AND CHARACTER. 


WHY CONSIDER 
ANY IMITATION? 
BUY REAL TURNS 
WITH OUR REPUTATION 


KIMBALL & SHERMAN CO. 


HAVERHILL, MASS. 


BOSTON OFFICE, RICE BUILDING, 10 HIGH STREET 
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RAMSEY’S FLEXIBLES 


“Made to Keep Youngsters Healthy” 


The Real Shoe for Kiddies 


Made on our new KID’S-FOOT LAST 
At---Well, COMPARE THE PRICES!!! 


All with P. & V. first quality retanned flexible soles. 
Sizes 542-8, 814-11, 1134-2 are made by 
Ramsey’s double stitched process. 


2te5 S54te8 B%toll I11l4%to2 
Double Double 
Stitched Stitched 
Double Rubber Rubber 
Stitched Heel Heel 


BLUCHER, UNLINED 
No. 4516—Nut Brown Spring Cailf...................90.95 $1.05 $1.35 


BLUCHER, LINED 


No. 4816—Nut Brown Spring Calf 

No. 4804—Oxblood Lotus Upper 

No. 4805—Brown Lotus U pper 

No. 4808—Black Lotus Upper :teoeeeae 
No. 4809—Patent Leather (Ilustr ated) 


FANCY TRIMMED BLUCHERS, LINED 


No. 4204—Oxblood Lotus, Brown Lotus Trimmed... . . ° 
No. 4205—Brown Lotu " Oxbloc od Trimmed. . sues e6vee Se 


Ss, Gie~tienas tenella We ay T 
The Ramsey Pat- 
ent. Two rows of 
Goodyear Stitch- 
ing on Bottom of 
Outsole. 


IN STOCK READY TO SHIP 


Send Your Orders Now 


Spring Catalog on Request 


cums 
ry CY? 347 RIDERFAVE., BRONX,{NEW YORK 





, 1925 
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so 5 ES, ers: 


pa “This Sole’s Got ’em 
che All Stopped, Joe’’ 


ubber 
Heel 





NCE let Tom experience the long wearing, comfortable and 
-—: economical qualities of an Uskide soled shoe and it isn’t long 
before he is telling Joe about it. 


That’s the way the country-wide demand for Uskide and for 


* . Uskide soled shoes has been created. That’s the reason why many 
om retailers are finding their line of heavy service shoes with Uskide 
2.10 Soles one of the fastest selling lines they carry. 
There are millions of Toms and Joes in this country who have 
been looking for a shoe that will give them the service yours will if 
o it’s soled with Uskide. 
2.25 Let us give you a few fects and figures. 


United States Rubber Company 


IP ‘ 1790 Broadway New York 


Sole and heel stocks in our following branches: 


BOSTON CHICAGO CINCINNATI NEWORLEANS NEWYORK ST.LOUIS 
PITTSBURGH PORTLAND,ORE. LOSANGELES SAN FRANCISCO 


USKIDE Soles 





CK 


When writing to advertisers please mention Boot anv Suor Recorver 
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A. C. Lawrence Leather Company 
210 South Street, Boston, Mass. 
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W OOD” 


The Color that Every- 
one lalked About at the 
N. S. R. A. Convention 


1925 January 24, 1925 
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CRRRAD SSS SSO REE 


Be the First to Show These 


New Styles 


HREE beautiful new creations, distinc- 

tive, different, high grade shoes that will 
enrich your stock. These models are carefully 
made, thoughtfully designed, with the present 
style trend and Fashion’s decree for spring 
strongly in evidence. You know from ex- 
perience that the women of your community 
are always looking for something different, 
something new, and yet not too radical. From 
the shoes shown here you will be able to gain 


Style 6681—Light Russia Calf Delia pump, new customers and a reputation for having 
16/8 Spanish heel, Widths A—D........ $4.35 , ‘ 
the New Styles First. 


Just a Suggestion — 
Place Your Order Soon 





"ait Note 


This is but a small representation 
of our very complete lines of footwear 
for the entire family. Shoes are carried 
Style, 6683— Patent. Colt, [Kenmore pump, in stock for every occasion, for every 
member of the family, at prices 
to suit all. 





RICE & HUTCHINS 


INCORPORATED 
13 HIGH ST. BOSTON, U.S.A. 


DISTRIBUTING BRANCHES 


Rice & Hutchins Chicago Co. Rice & Hutchins New York Co. 
Rice & sroeahins Goveent Se — & } ye J — Shee Co. 
Rice & Hutchins janta » as oe co ton, ass. 
See eeh beet, phy Calf pump, Ping 4 P Rice & Hutchins Baltimore Co. Jos. I. Meany & Co., Inc., Phila., Pa. 











When writing to advertisers please mention Boot anv Snore Recorver 
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Determined Effort Planned to Lower 
the Cost of Distribution 


Secretary Hoover Successful in Enlisting Services of Experts Who 
Will Report Back to National Conference 








Washington. — American 
business men have volun- 
teered to solve the trouble- 
some riddle of merchandis- 
ing: “What happens in the 
dark?” Under an agreement 
reached at the national con- 

ference on distribution called by the Chamber of Com- 
merce of the United States, six representative commit- 
tees will immediately begin an exhaustive study of dis- 
tribution in its various aspects. Their findings will 
form the basis of a program which another conference 
will consider later in the year. 

The preliminary meeting here this week was of ne- 
cessity very brief. It was an assorted gathering called 
to consider ways and means rather than to proceed in 
an effort to dispose of the subject by mere conversa- 
tion. Summarized, the conference 


ering of men, no matter how representative in charac- 
ter could reasonably expect to make marked headway 
within a period of 24 hours. Their task was to consider 
the approaches to the problem of distribution. 

That the distribution problem is of considerable 
magnitude is revealed in the fact that six major com- 
mittees have been designated to map out a nation-wide 
study. It is the intention of the committees to provide 
a ground-work for future conferences. Secretary of 
Commerce Hoover summed up the needs of American 
business in this matter by one word—education. 


What the Committee Will Investigate 


It is with an honest effort to provide this remedy by 
business and the public in general that the conference 
outlined the work of the six committees. 

This includes a survey of existing statistical sources 

and suggestions for a clearing 





of about 150 men from various 
industries came seeking informa- 
tion as to how the plans of the 
conferees would affect their own 
particular business or clients. 


Valuable Suggestions Made 


As individuals, these men of- 
fered many suggestions on meth- 
ods of procedure and the scope of 
the studies. The majority of dele- 
gates were obviously without au- 
thority to commit their groups to 
any plan. Everybody came to the 
meeting rightfully fortified with 
the knowledge that no one gath- 





What the Distribution Con- 
ference May Accomplish 


The so-called Distribution Con- 
ference is not an attempt at govern- 
mental regulation of business or of 
business practice. Briefly, what is 
to be attempted is to get the busi- 
ness men of the country together 
with the idea that, once together, 
their collective reasoning may point 
the way to a lessening of the now 
wide gap between the cost of raw 
material and the price to the con- 
sumer of the finished product. 


house of statistical information 
to obviate duplication by various 
trade associations; the analysis 
of trade practices and the de- 
vising of methods for correcting 
defects and the determination of 
the proper functions of the va- 
rious agencies of distribution 
now in existence. 


Inasmuch as there has been 
some controversy over the pro- 
posed census of distribution, a 
resolution was adopted calling 
upon Mr. Hoover to designate the 
members of the Committee on 
Business Statistics. Owen D. 
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Young of the General Electric Company, who won an 
enviable record as a member of the Dawes Commission 
in Germany, will be the chairman of this committee. 

The chairman of the other five committees are as fol- 
lows: A. Lincoln Filene, of William Filene’s Sons Com- 
pany, Boston, Trade Relations; Stanley Resor, Presi- 
dent of the J. Walter Thompson Company, Chicago, 
Market Analysis; Robert Ellis, Hossig-Ellis Drug Com- 
pany, Memphis, business methods; Dr. Melvin T. Cope- 
land, Director of the Bureau of Business Research, 
Harvard University, distribution methods; Sidney 
Anderson, former chairman of the Joint Commission 
on Agricultural Inquiry, public relation to distribution. 

Briefly, this committee will handle the following sub- 
jects and report to another conference within a few 
months: 

The collection of business figures as a 
means toward accomplishing economies in dis- 
tribution and the publication of prices for the 
benefit of buyer and seller; 
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Trade relations and trade practices and the 
promotion of ethical standards within trades. 


Market analyses, advertising and advertis- 
ing mediums and the economic aspect of ad- 
vertising ; 

Business expenses, including the establish- 
ment of uniform cost accounting methods and 
the study of simplification in relation to ez- 
cess varieties, styles and sizes and to hand-to- 
mouth buying. 

Methods of distribution—chain store and 
house to house selling. 

General conditions affecting distribution 
and government relations to distribution. 

Comment by the delegates disclosed a wide 
variety of opinions regarding defects in the 
present system of distribution which may be 
remedied and practiced through which econo- 
mies may be effected. 


Not a Problem of Chain Store vs. the Local Store 
Says Distribution Expert 


Gen. Carty in a speech to the conference made it 
clear that it was not the intention of these meetings to 
set the chain store up against the local store but to 
determine the value of these and of house to house 
canvassing and mail order houses in the economy of 
distribution. “Each,” he said, “has a function in the 
service of the public.” 

Secretary Hoover’s speech made a distinct impres- 
sion upon the delegates. He is of the opinion that there 
is sufficient room in the present spread of prices be- 
tween the producer and the consumer in all lines to 
permit marked reductions in the prices of commodi- 
ties without loss of wages or profits. He stated quite 
emphatically that this possibility lies in the elimina- 
tion of waste. The picture drawn by Mr. Hoover left 
no doubt as to the distinction between co-operation in 
waste elimination and price-fixing and restraint of 
trade. He does not believe that the remedy for waste 
can be provided by legislation. 


fs Co-operation Urged by Mr. Hoover 


“They can only be corrected by co-operative action. 
Such action can be built up first by investigation and 
information, second by conference of the producer and 
consumer in his various representatives and agree- 
ment to abide by the principles laid down. 

“Nor am I talking about abbrogating the Sherman 
Act. I have no patience with those who deliberately 
try to confuse these efforts at co-operation in waste 
elimination with price fixing and restraint of trade. 
Any intelligent person who has the patience to read and 
think these problems through and the methods we have 
developed for their correction will find these efforts to 
be in the interest of public welfare, and free from 
trade restraint. They are in fact the foundations of 
real competition.” 

In advocating a census of distribution, the Secretary 
said: 


“We are almost wholly lacking in the basic data as to 
distribution. We know our production in most im- 
portant lines of activity. We know a great deal about 
stocks of commodities in the hands of producers. We 
know very little as to stocks in the hands of consumers, 
the area of distribution in any commodity. If we had 
a census of distribution I am convinced that this in- 
formation would automatically eliminate a great 
amount of waste in the whole distribution machinery. 
High pressure selling and marketing expenditure in 
unprofitable areas is a national waste. We do not know 
where these areas are today. 


Too Little Accurate Knowledge of France 


“Few people who have examined our distributive 
methods,” he continued, “will deny that a minor element 
of our retail traders are so ignorant of the primus of 
accounting that they unconsciously deplete their capi- 
tal to the point of exhaustion before they cease oper- 
ation. It is also generally apparent that such people 
are dangerous competitors, who undermine the whole 
scheme of fair competition and thus do far more dam- 
age than their numbers might imply. These men are 
sure to result eventually in failures with a consequent 
waste of capital, which is reflected in higher costs to 
the consumer. It is not in the interest of the public to 
have so many units in any trade that they can not all 
operate efficiently at a living wage; it means a vast 
duplication and in the end imposes charges and waste 
on the ultimate purchaser. The only remedy that I 
know is education.” 


Most Attacks on Retail Merchants Unjustified 


Just how unfair and unthinking are the accusations 
against retail merchants was revealed by Theodore F. 
Whitmarsh of New York. He said in part: 

“Many there are, who, knowing of the prices ré- 
ceived by the producer for a given product, and the 
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This very effective window trim was arranged by Harold A. Grinden, 
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pall 


display manager of the Glass Block store, of Duluth, Minn. There’s’ 
nothing gaudy or elaborate about the fixtures and few incidentals 
employed in setting off the shoes. The only article used in the background, 
the mirror, seems to have accomplished a great deal in adding an appro- 
* priate atmosphere consistent with the smart appearance of the styles. 





prices they pay, as the final consumer, compute the dif- 


ference as a toll taken by a distributor and conclude 
that he gets a return out of all proportion to the ser- 
vice he renders. They overlook the very important fact 
that between origin and consumption hundreds, at 
times, thousands, of miles intervene; that in between 
are countless agencies, perhaps it would be better to 
say that in between countless services, are performed, 
all necessary in our present stage of development, to 
bring the commodity from the point where it is pro- 
duced to the point wanted. 


Few Cases of Profiteering 


“A notion that is quite widespread that the distrib- 
utor, once he owns a commodity, is free to raise its 
price to any figure he cares to. Theoretically, he can 
ask any price his fancy dictates, but practically he will 
wait a long time before getting it. Competition al- 
ways takes care of that and I do not know of any field 
where the competition is more keen. Competition has 
carefully repressed the amount of profit the distribu- 
tors may obtain and the Sherman and Clayton Acts 
have seen to it that it is not possible for them to com- 
bine to control prices. All of which, although making 
for fierce competition, at times destructive to many in 
the trade, has tended in the long run to keep prices on 
an even keel and certainly never out of touch with the 
law of supply and demand.” 

A. Lincoln Filene, of Boston, proposed the establish- 
ment by trade associations of a clearing house for the 
adjustment of disputes arising between manufacturer 
and wholesaler on the one side and the retail merchant 
on the other. “The working groups of the country,” he 


said, “must get together. A clearing house between 
the producing and distributing field will eliminate in 
the next five years a great percentage of the irritating 
happenings that arise in the course of trade and put 
business well on the way toward the solution of the 
distribution problem.” 


Cherington at Manufacturers’ Convention 


In speaking before the annual convention of the 
National Boot and Shoe Manufacturers’ Association 
at New York this week, Paul T. Cherington, former 
professor of marketing at the Graduate School of Busi- 
ness Administration, Harvard University, said: 

“We, in thinking about controlling markets, estab- 
lishing contact with a market, are, I think, too apt to 
feel that if we go and tell the public to do something, 
they won’t do it. There are ways of getting at the 
public, of reaching them, of getting them to see the 
problem in their own interest as a real problem in 
the marketing of shoes, in a way that they don’t see, 
that they never have seen before, and the thought I 
want to leave with you is that here is the great mass 
of the public, more or less remote from you, more or 
less removed from your immediate day-by-day prob- 
lems of getting the stuff out into the trade, but they 
are the ones who determine what you are to make 
and how much of it you are to make, just exactly as 
the old shoemaker’s contact was a direct contact with 
the public. They have the final word, and it is your 
task, one that you have still to work out. What is the 
best way of getting hold of the public in such matters 
as their taste, their clamoring for fashion, their rapid 
shifts in types of shoes?” 
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The banner retail shoe salesmen’s organization—the Boston boys with a few merchants 
who were once clerks. 
The Stetson girl and Wichert’s 
Peter Pan girla telling the 
new shoes what they think 
about ‘em. Youth in 
footwear bound. 
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The Lozant and Lazelle girl, leather clad, 
with Alice Clark as Martha Washing- 


ton, at coming lowa Style Show. 


Left, below—George Cogan, presi- 
dent of P. Cogan & Sons, Stone- 
ham, Masz., 


and for 
affiliated with the concern. 
Rernard Cogan at 
“Barney” Boylan at right. 


shakes hands with 
Peter L. McCarthy, office mana- 
ger, forty years 
left. 
Right, below — Huddle 


conference of London 
Shoe Co. boys. 
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Vigorous Forward Movement 


IGNIFICANT, indeed, has been the buying 
~ movement of the first three weeks of Janu- 
ary. St. Louis set the pace, Boston carried on in 
wider range of grades, and New York swept into 
line with top-grade buying of unusual proportions. 
The paramount question was “When will we get 
the goods?” so price was not the important factor 
and any pretty style in the right materials quali- 
fied on the order blank. 

A convention attended each of these movements 
—but each was subordinate to the protective in- 
stinct that business was to be had and “how to 
buy” was of first importance. Let “how to sell” 
come as it may. 

Squeeze six months of normal buying into three 
months of intensive buying and you emphasize 
the delivery problem, especially when supply 
houses have limited their production of materials 


$5.00 a year in advance, 
vane: 
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out of which footwear is made. We have a feeling 
that on blond satin and tan Russia there has been 
some overbuying as a safety move to insure an 
adequate supply. Will this lead to cancellation, 
especially on the most wanted materials which 
factories won’t actually cover for some weeks, and 
which then have to be made up and shipped? A 
strict interpretation of delivery dating will not 
be good for business for this style has April, May 
and June possibilities and is not limited to pre- 
Easter selling. 





Lengthen Style Valuation 


AY we on our part suggest a little further 

anticipation, for if styles could be designed 
and selected with a little more care their value on 
the merchant’s shelves would have the effect of 
lengthening the buying period if assured of a cor- 
responding increase of selling period per style. 

If shoes were bought with a definite reason for 
their inclusion in the store’s stock instead of by 
“hunch and hurry” they would automatically be- 
come more valuable and established in the clerk’s 
mind as satisfying a customer’s needs instead of a 
buyer’s whim. Many combination shoes have been 
bought in the feeling that change was needed and 
that the public would appreciate variety for 
variety’s sake. 

How the term “hand-to-mouth” fastened itself 
on every trade from furniture to footwear, indi- 
cates the limitations of the English language. 
Instead of “hand-to-mouth” it is “hand-to-foot,” 
and it typifies a condition of buying that is na- 
tional in scope and inclusive of all industries. The 
Chamber of Commerce of the United States says 
that “hand-to-mouth” buying is practically uni- 
versal in application from brushes to bedding, 
from paper to plumbing, steel to stoves, tacks to 
tags, hats to hosiery and especially shoes. The 
evolution in buying and selling methods is gen- 
eral. In every line of business the added expense 
for small-lot-rush manufacture has materially in- 
creased the cost to the merchant. But in each 
case the merchant considers it better to pay more 
and pass it along, rather than worry over a big 
stock which might depreciate with rapid style 
changes. 

It is now nationally proposed that each indus- 
try endeavor to make style changes less fre- 
quently and to understand something of the needs 
for uninterrupted operation, week in and out, the 
year around. A steady and even amount of busi- 
ness is preferable to “rush-and-slack” following 
one another in seasonal sequences for the pur- 
chasing power of all labor is fitful, irregular and 
helps to emphasize the “ups-and-downs” of both 
distribution and production. 
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Never was there a time when national inven- 
tories in all lines of retail businesses were lower, 
and each business is looking for a little higher 
peak of both stock and sales for Easter, so there 
is real assurance of prosperity for the coming 
spring period—but it will be lost if not sustained 
by a strong selling movement vigorously pushed 
for many months. This is the outlook, with oppor- 
tunity ahead. 


Pick Materials Rather Than 
Patterns 


NE thing is certain, satin is here to stay and 
O it is an extra pair proposition of considerable 
importance in every shoe store catering to women. 
There is something about the feel of silk, the gloss 
of satin and the harmony of both that makes it a 
pleasant sales article to the customer and profit- 
able to the merchant. 

Now we see the use of moire effects in quar- 
ters, the sampling of colors in fabrics to blend 
with the most colorful year in clothes. 

Leathers have likewise come into a new mil- 
linery prominence and we use the term advisedly 
for in hats, coat trimmings, belts, gloves and 
footwear, leather has a place. 

Tanning and coloring is a finer art and foot- 
wear benefits by the dressmaking factor entering 
all style. The cut-outs and underlays in gloves 
have favorable influences in shoes. 

Once leather selling was a matter of area, foot- 
age and price. Now it is selection, harmony and 
“any price providing it’s the right thing.” The 
wrong leather or material and the shoe is worth- 
less. 

Never was selection of materials so important. 
The freakish pattern no longer is King, for good 
taste now reigns. 


When Makers Meet 


N logical sequence comes the National Boot 
and Shoe Manufacturers’ Convention in New 
York following the meetings of merchants in sec- 
tional and national gathering. In New York on 
Tuesday and Wednesday of this week shoe manu- 
facturers representing 80 per cent of the shoe 
production of the country, met in convention. As 
a deliberation convention, it ranks high for there 
is nothing to detract from the sessions held morn- 
ing and afternoon with luncheon combined, and 
the industry’s greatest banquet at the close. 
Attendance can be considered only on a relative 
scale, for you don’t expect directors of a large 
corporation to number into the thousands, but 
consider a majority of the membership as a work- 
ing quorum. So it was with the National Boot 
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and Shoe Manufacturers’ convention, for one hun- 
dred and fifty, or the average, signifies a goodly 
proportion present. But so many of the veterans 
of shoe manufacture were absent that it gives 
cause to question again “what is wrong with con- 
ventions.” Perhaps the answer is in younger men 
making over programs to suit the jazz period— 
a little more pep and pertinent topics and less 
insurance, foreign trade and railroads. A well 
rounded program for a well balanced business 
survey was on the docket for the two brisk daily 
sessions—a program worthy of merchant as well 
as manufacturer attention. 

Working in the dark as to distribution of foot- 
wear was a topic of controversial character, for 
where the manufacturers suggested an annual 
census by pairs of stock in the possession of mer- 
chant, wholesale, in stock and reserve. Andy 
McGowin and Tony Geuting said, “Let well enough 
alone for there is too much interference of gov- 
ernment in business.” A resolution carries on the 
thought of knowing more of the facts for figures 
are now kept of tanning operations, of monthly 
manufacture and eventually we will see the figures 
of store stocks to nationally determine over- 
supply or under-consumption, year by year. 

It was to be expected that a strengthening of 
confidence would come out of the manufacturers’ 
convention, for the merchant had already pointed 
the way by buying against a better spring season 
—so with the convention preface to 1925 closed 
—let’s all work collectively. 





Production and Population 


OME pretty bold statistics were sprung this 
last week by Irving S. Paull, a business 
analyst to the effect that 15 per cent of the con- 
cerns in the industry distribute 64.48 per cent of 
the total volume of production and that 85 per 
cent of the concerns in the industry distribute 
only 35.52 per cent. These figures indicate on the 
surface the concentration of production in the 
hands of fewer concerns, but be likewise under- 
stood that the product is in the cheaper shoes. It 
is left to 85 per cent of the concerns to produce 
about one-third of the national production, mainly 
in higher-priced shoes. 

On December 27 in the Recorder we showed 
that in purchasing power, 84 per cent of the peo- 
ple employed earned $1,000 or less, 14 per cent 
earned $1,000 to $5,000 and only 2 per cent over 
$5,000. When you find 34,354,304 purchasers with 
incomes less than $1,000, it indicates mass produc- 
tion and low distributive cost to give those people 
shoes at a price. It is in the 35.52 per cent that 
larger net profits per pair are received as it is in 
the 16 per cent of the public with better incomes. 
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Radical Style Changes Condemned by 
Footwear Manufacturers 


National Association Also Goes on Record as Favoring Better 
Business Practices 


Boot and Shoe Manufacturers’ Association was 

held at Hotel Astor, New York City, on Tuesday 

and Wednesday of this week with a large representa- 
tion of leaders in the manufacturing phase of the in- 
dustry being present. Speakers of national reputation 
addressed the meetingson subjects of economic interest. 
In his address to the membership at the opening of 
the meeting on Tuesday, President John C. McKeon 
made some very pertinent statements regarding the im- 
portance of style in the manufacture of men’s and 
women’s shoes. He flatly stated his opposition to 
radical changes in 
style; the killing of 
a style prematurely 
through a mistaken 
idea of “progressive- 
ness” or “personal 
aggrandizement”; 
favored giving a lit- 
tle more considera- 
tion to the encour- 
agement of duplicate 
orders, at least on 
reasonably active 
styles. He pointed to 
this last reference as 
one way of decreas- 
ing the percentage 
of markdowns and 
supporting the ef- 
fort toward the es- 
sential element of a 
normal profit for the 
retail shoe merchant. 
Speakers on Tues- 
day included: Col. 
Paul Henderson, As- 
sistant Postmaster 
General; Hon. Ed- 
win T. Meredith, 
Secretary of Agri- 
culture during the 
administration of 
President Wilson; J. 
H. Tregoe, executive 
manager of the Na- 
tional Association of 
Credit Men, “Our 
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JOHN C. McKEON 
Re-elected president of the National Boot and Shoe Manufacturers’ 
Association. 


Responsibilities in Suppressing Commercial Crime”; 
Paul T. Cherington, former president of Marketing at 
the Graduate School of Business Administration, Har- 
vard University, Cambridge, Mass., “Some Market 
Problems of the Shoe Industry”; Hiram S. Brown, 
president of the Central Leather Company and the 
United States Leather Co. 

Secretary J. Dudley Smith’s prepared report was 
the first business transacted. It was followed by Presi- 
dent McKeon’s address, the high lights of which are: 

“It is my firm belief that if any part of our member- 
ship is anticipating price-stabilization other than on a 
basis of today, they 
are doomed to dis- 
appointment as 
there is no sound 
reason in sight to 
warrant any such 
element of | calcula- 
tion, and it seems to 
me that in view of 
these facts, which I 
feel would be readily 
acceptable, education 
is essential on our 
part with our dis- 
tributors, so that 
such co-operation as 
makes for healthy 
and profitable trad- 
ing relations can be 
accomplished and 
maintained. 

“It is my firm be- 
lief that in the 
manufacture of foot- 
wear in this country 
on an economical ba- 
sis, sold with the full 
appreciation of the 
value of volume to 
distributing connec- 
tions, that the wear- 
ing-public will be 
served in a manner 
representingthe best 
that the maximum 
of efficiency can ac- 
complish, and prices 
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providing a reasonable return on capital for both the 
manufacturer and the retailer, acceptable to the wear- 
ing-public. The situation in this respect is more than 
protected through the variety of grades, as with the 
efficiency evident in our industry and in this Associa- 
tion, the whims of the masculine and feminine element 
of the entire nation—both as applying to style and 
price—through this variety of grades, can well be 
taken care of. 


Normal Profit for Retail Merchant 


“Style, so decided a factor in the production and 
consumption of footwear for both men and women, will 
be a very essential element during the year 1925. We 
cannot too vigorously emphasize the importance of 
style in footwear. Certainly fine and fashionable shoe- 
making is a highly technical occupation and speed and 
facility in shoe-design and beautiful variation within 
the accepted mode are factors that healthify the indus- 
try as a whole. I am opposed to radical changes of 
style, I mean such changes as make valueless goods in 
the process of manufacture and on the dealer’s shelves. 
I am also opposed to the great evil of killing a style 
prematurely through a very mistaken idea of what 
might be termed “progressiveness” or “personal ag- 
grandizement,” and I honestly and sincerely believe 
that the industry in its allied branches could function 
far more successfully and enjoy just as much stimula- 
tion if a little more consideration were given to the en- 
couragement of duplicate orders, at least on reasonably 
active styles, and this comment is applicable to all 
types of footwear either for men or for women, thereby 
decreasing through this wholesome process the percent- 
age of mark-downs and supporting the effort towards 
the essential element of normal profit for the retailer. 

“Some of our members have been very enthusiastic 
in their suggestion pertaining to more varied element 
of style in men’s wear, and much of this enthusiasm is 
well-timed and based upon practical thought and detail 
already referred to the Style Committee. 

“With apologies for dwelling upon the production of 
women’s shoes alone, for the moment I would like to 
advocate the greater consideration of footwear in the 
staple and semi-staple class, and in order that this 
comment may not be looked upon as idle or non- 
constructive, I wish to say that I believe staple foot- 
wear falls by the wayside simply because it is not giv- 
en sufficient concentrated attention. Such an idea ap- 
plied to the plainer strap-effects and the oxfords, even 
though confined to the argument involving the scheme 
of health, hygiene or preservation of figure, cannot 
help but produce some results with its corresponding 
desirable effect upon factory balance and reasonable 
style-stabilization. In this respect we must not forget 
that the call of youth and for youth is ever insistent. 
Femininity desires youthfulness in actuality and in 
appearance—a figure slender and trim, and with the 


BOOT AND SHOE RECORDER 


steady development of interest in physical culture 
largely involving the exercise of walking, the desire 
can become an actuality, resulting in physical and com- 
mercial value. 


Control Changing Conditions 


“The shoe-trade has been too long hampered 
by habits and traditions and its common limi- 
tation and environment tend to make all men 
in the craft work and think alike in certain 
respects, even though it gives the best of it- 
self to the covering of feet. Ethically it is wise 
that we should all think alike, but individually 
every one of us has his own problem and, 
gentlemen, I call for a conservatively opti- 
mistic attitude for this year 1925. I call for an 
attitude of constant study and a jumping at 
every opportunity that means sound and rea- 
sonable increase in volume, but most of all do 
I recommend a constant keeping of one’s 
house in order and a careful guarding of the 
economic conduct of each individual business 
so that that business shall be in the face of 
all facts and changing conditions readily con- 
trollable. 


“As has been so frequently stated and accepted, we 
are a great nation and great because of the progressive 
spirit of its citizenship. Much of this greatness comes 
from unity of thought and co-ordination of ideas and 
practices, and the strength of intelligent commercial 
unified effort. We also, if | may make so bold as to 
thus forcibly state it, are a great Association and 
with your help, gentlemen, we shall continue to be a 
real power for good in the commercial and industrial 
progress of the United States, and I congratulate the 
membership in general upon their adherence to the 
ethics of the trade and the sincere and earnest effort 
which has been put into the conduct of individual busi- 
ness in the accomplishment of a reputation for fair 
trading and co-operative thought.” 

Col. Henderson was the first speaker and said in 
part: 

“I read in the paper this morning, The New York 
Times, that the total output of the boot and shoe in- 
dustry was about a billion dollars a year. I suppose 
that happened to be in the paper today because of your 
convention here. P 

“Now a billion dollars a year is a lot of money, and 
yet the postal service for the next fiscal year will cost 
more than six-tenths of that sum. Our appropriation 
for the running of the postal service for the fiscal 
year, 1926, which just passed Congress yesterday is 
$638,000,000, more than half the amount of money 
represented by the entire output of the boot and shoe 
industry. 
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“Since I have been second Assistant I have tried to 
put all the mail possible on American ships, with the 
net result that three years and a half ago, our pay- 
ments were 50 per cent to American ships, 50 per cent 
to foreign ships; today it is 72 per cent of nine million 
dollars to American ships and 28 per cent to foreign 
ships. To that small degree we are helping out the 
Shipping Board in its problem of putting the Merchant 
Marine on its feet.” 
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Motion pictures were shown concerning the cross 
country airplane mail service. It was a remarkably 
vivid description by picture of how the mail is speeded 
across the country by airplane. 

The following members were appointed to the budget 
committee: Messrs. Morse, Baker and Garside. Pres- 
ident McKeon appointed Messrs. Slayton, Meyer and 
Emerson for the Style Conference; Messrs. Kent, 
Bradley, Slayton and Keith on advertising. 


Why the Farmer Must Prosper if Business 
is To Be Good 


Former Secretary of Agriculture Meredith was the 
first speaker Tuesday afternoon. In part he said: 

“Agriculture is fundamental and that all business is 
influenced by conditions in agriculture is generally 
conceded, and yet the average man does not seem to 
give that fact the consideration its importance war- 
rants. What I should like to do, if possible, is to show 
first of all that agriculture is absolutely controlling in 
your business and that the opportunity to go into 
banking, the opportunity to go into the publishing 
business, the opportunity to manufacture boots and 
shoes, the opportunity to market shoes anywhere in 
the United States, in the final analysis, has been given 
us because of agriculture. 

“Then I would like to prove, if I can, that the condi- 
tions in agriculture from year to year affect every one 
of those institutions most vitally—the banker, the pub- 
lisher, the manufacturer, your business, and mine. 

“In 1870, we had 175,000,000 acres of improved land 
and 425,000 business concerns. In 1880, we had 2765,- 
000,000 acres of improved land and 746,000 business 
concerns. In 1890, we had 375,000,000 acres of im- 
proved Jand and 1,110,000 business concerns. In 1910, 
we had 475,000,000 acres of improved land and 1,500,- 
000 business concerns, and in 1920, 500,000,000 acres 
of improved land and 1,800,000 business concerns. 

“The increase in business houses has been coincident 
with the increase in the number of acres of improved 
land. It will also be noted that in 1870, we had one 
business concern for each 425 acres of improved land; 
in 1880, one for each 375 acres of land; in 1890, a 
business house for each 350 cares of land; in 1910, one 
for each 300 acres of land, and in 1920, a business con- 
cern of some kind for each 275 acres of improved land 
in the United States. It is without doubt true that as 
the agriculture of the country became more intensified, 
better methods came into general use, and the farms 
became better equipped with machinery, each farm 
could more easily support its business concern. If it 
is a fact that agriculture is fundamental and that the 
conditions in agriculture are reflected in business 
and we have one business concern to each 275 
acres, an added income to each of these farms must 


affect very decidedly the business of this country.” 

J. H. Tregoe, executive manager of the National 
Association of Credit Men, talked on “Our Respon- 
sibilities in Suppressing Commercial Crime” in part: 

“In the complexities of modern commerce, we have 
overlooked the importance of credit. The largest pro- 
portion of your problems in recent years have been 
credit problems. You don’t know what the ill was. You 
attributed it to something else, but on the surface it 
was a credit ill. 

“Not many of you realize that when you ship a bill 
of goods to any state in this union, the buyer of that 
merchandise cannot sell his stock in bulk and decamp 
with the proceeds of your commodities as he could 25 
years ago, because our organization has placed upon 
the statute books of every state what we call a bulk 
sales law. If that law is not complied with, then the 
purchaser assumes the risk, and he is responsible to 
you for the value of the merchandise. 

“I know in the heart of business there is 
integrity, there are morals, just as much so as 
any period in our history, and even more so. 
But fringes of business have been attacked. 

_Something has happened to us, and thus when 
we sit down and calculate, we find that in 
1924, the credit losses attributable to crime 
amounted to two hundred and fifty millions. 
Now you may not think that appalling, but we 
do. It isn’t the sum, men, of two hundred and 
fifty million dollars; it is tre disease that we 
see, and if it isn’t stayed it is going to become 
very serious. 

“You can’t sell to the farmer you can’t sell to any 
one unless credit is safe and the preservation of the 
credit contract, the defense of its sanctity, is our obli- 
gation with your assistance, with your sympathy, and 
we want to live up to that obligation. We want to make 
it dreadfully uncongenial for the commercial crook to 
live in the atmosphere of this country. We want the 
merchants of this country to urderstand that it isn’t 
merely standing up and saluting Old Glory, but his 
ethics, his morals tell more of his patriotism than his 
actions.” 
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HOVEY E. SLAYTON 
Manchester, N. H. 


Paul T. Cherington followed with: “Some Market- 
ing Problems of the Shoe Industry.” 

“The three points that I want to make are these: 
Your industry is an interdependent industry. Second, I 
want to touch a moment or two on the driving of you 
by the problems of styles and fashions. Third, I went to 
touch briefly on the necessity fur some sort of recog- 
nition of your direct reliance on the consumer, no 
matter how your business is coaducted. 

“The point I want to get at is that your industry 
has, more than any other of its size. depended on par- 
tial facts. You have gathered the statistics about the 
boot and shoe industry, failing to recognize the com- 
plete interdependence of those facts, that statistical 
factual material, withthe factual material of those in- 
dustries which form the rest of what is really your in- 
dustry as a whole. That is to say, figures and facts 
about the boot and shoe industry which do not take 
into account the corresponding facts about the cut 
stock business and the tanning business are incomplete 
and z<re almost certain to be misleading. And so, the 
thought I want to leave with you is this: Whatever 
your aims are and efforts are in getting at the factual 
material underlying your business, those facts are 
certain to be incomplete and misleading except when 
they can be properly hooked up with the corresponding 
factual material from the other industries with which 
you are so intimately associated 

“There is this thought that I want to lay before you 
because I am positive that after working at it in the 





A. M. CREIGHTON 
Lynn, Mass. 


many different ways, that it lies at the center of any 
possible solution of the style-driving or the style- 
compelling problems of your industry. That is the 
thought that high style merchzndise, foot millinery, 
ought to be made to stand on its own bottom—and it 
doesn’t at present prices and as the business is at 
present conducted. In other words, it seems to me that 
there are three distinct kinds of products in any field 
where styles are a factor. There are the corrections, 
there are the things that are analogous to hand paint- 
ings, to portraits. If you want to buy a Sargent por- 
trait you will pay a price that has absolutely nothing 
to do with the cost of canvas and of paint. Sargent may 
take a dollar and a half piece of canvas and about 20 
cents’ worth of paint, and he may charge you twenty 
thousand dollars for a protrait. Well, that is all right. 
That is not because what he preduces has any relation 
to the cost of production; it is because in the market 
he can get twenty thousand doll:rs for a portrait. In a 
sense that is the basis that high style merchandise 
ought to be on. If you want to follow fashion, if you 
want a Paris gown, go to Paris and buy a Paris gown 
and pay what they ask you for it. 

“A second group is in between. It is more) or less 
analogous to high-grade color reproductions. You get 
it on to a mass production basis and the style element 
is there but it is not the dominant element. The mass 
production basis brings it in between the high style 
merchandise and the staples. There the relation be- 
tween the costs of production and the price to be 
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charged is somewhat closer; and then, finally there 
are the staple lines where the profit, the mark-up must 
be exceedingly narrow and mass must be the only 
source for profit. 

“Tt seems to me that if the distinction between those 
three can be clearly kept and manufacturers could in- 
sist on this from start to finish, that to an increasing 
degree millinery stuff should bear its own weight, 
carry its own load, make the cost something like what 
it ought to cost, with all the hazard and all the risk 
and all the art features that are in it, and don’t load 
the mass production end of the business with so large 
a portion of the cost of the high art end of the 
industry. 

“The distinction between those three types of mer- 
chandise, if clearly preserved and worked out to a 
logical conclusion, seem to me to offer a basis by 
which we could arrive at a taking-hold of the style 
problem in such a way that instead of driving us, in- 
stead of keeping us always on the guess, always on the 
defensive, it would be made to carry its own weight, 
to pay its own way, to consume its own smoke, to a 
far larger degree than it now does.” 

President Hiram S. Brown of the Central Leather 
Company and the United States Leather Co. said in 
part: 


“My training prompts me to consider the 
value of any product from the standpoint of 
its cost and I assume that, while my hearers 
are not all tanners, they have a sufficient 
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knowledge of the production of leather to 
enable them to absorb a not too detailed dis- 
cussion of the elements of cost of such produc- 
tion. These elements include: 1 Hide cost; 
2 Freight on hide; 3 Tanning cost; 4 Freight 
on leather; 5 Selling cost; 6 Administrative 
cost; 7 Finance cost. 


“There is still another element which tanners are 
required to consider as an element of cost but which, 
in reality, is not properly so classified. I refer to the 
trade discount of four per cent, the purpose of which 
is too obvious to require further comment by me. 
This element is neither a cost to the tanner nor is it a 
part of the price paid by the customer provided his 
obligations are promptly met under the terms of the 
sale. It is, however, a necessary element of price. 


“After all the above elements of cost have 
been determined and totaled by the tanner, he 
still confronts the necessity of valuing his 
product for sale. He finds himself the posses- 
sor of ‘Sides’ of leather—each side being one 
half a hide. Only a small portion of a tanner’s 
product is sold in the ‘side’ form, by far the 
greater portion being sold after the sides have 
been ‘cropped’ into backs, bends, butts, heads, 
bellies and shoulders, thus producing a more 
readily merchandisable product. All tanners 
do not follow uniform practices with respect 
to ‘cropping,’ i.e., some will take off larger 
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BOOT AND SHOE RECORDER 


heads or shoulders or bellies than others, de- 
pendent upon the demands of their respec- 
tive customers. 


“Nothing would please me more than to be able to 
give you a detailed statement, based on our own ex- 
perience, showing the practical application of the 
above elements of cost to our own production, but I 
cannot properly do so. I will state, however, without 
fear of contradiction by any one, that many of our 
current sales prices are below replacement costs, in- 
cluding the elements I have described, and based on 
current established prices of hides. 

“T maintain that there is only one fair and business- 
like method of determining an offering price and that 
is on the basis of the average cost of leather actually 
produced and ready for sale—not on the basis of the 
estimated cost of leather that cannot possibly be 
offered for sale for six months or more. 


“Neither a tanner, nor a shoe manufac- 
turer, wants wide fluctuations in prices and 
the best way to avoid it is to eliminate 
speculation in hides. 


“I think I have said enough to clearly indicate to 
you what my views are as to the present and imme- 
diate future of leather from the standpoint of value, 
i.e., present values are more than justified by the aver- 
age cost of production of all finished leather in stock, 
and the values of the immediate future, on the same 
basis, are unavoidably headed in an upward direction. 
How soon they will reach the peak and start down- 
ward again depends entirely onthe cost of hides— 
which is the controlling factor.” 


President McKeon on Styles 


In the discussion of styles, Mr. McKeon said: 

“I don’t believe for a minute in killing style 
or killing initiative in style, but I think we 
are all agreed that at times the change of 
styles has been so ridiculously fast, that it is 
not only difficult for the manufacturers to 
handle with any degree of profit, but it is 
hurting the ultimate sale of the footwear to 
the public, as well as reducing the profits of 
the retailer.” 


Harry E. Clayton presented this resolution: “The 
members of the National Boot and Shoe Manufac- 
turers’ Association believe that for the best interests 
of the Allied Shoe Industry, the style conference com- 
mittee meet every six months. The present plan of 
forecasting each three months is not economical and 
without compensatory results.” It was unanimously 
carried after debate. 

Mr. Bradley of Haverhill moved, that the president 
appoint a committee to confer with a like committee 
from the Retailers’ Association, taking up with them 
the points of mutual interest for the industry. 


Favors Abandoning N.S. R. A. Style Show 


A motion was made that it is the sense of 
the manufacturers here assembled that the 
style show feature of the annual retailers’ 
convention is both uneconomical and unsound 
and that in so far as it is possible to coin- 
cide with the retailers’ own wishes that it 
be abandoned. This was unanimously carried. 


Tuesday’s session adjourned following this action. 


Radical Changes in Distribution Methods 
Are Predicted 


Ernest G.- Rowley of the Shoe Manufacturers’ Sub- 
scribers’ Reciprocal Exchange of Kansas City, Mo., 
was the first speaker at Wednesday morning’s session. 
His subject was: “Value of Industry Owned Insurance 
Companies.” Mr. Rowley thoroughly covered the in- 
surance subject. 

Other speakers at the morning session included: 
Irving S. Paull on “Unconsidered Facts in Problems 
of the Shoe Industry.” He is a nationally-known busi- 
ness analyst and former director of the Domestic 
Commerce Division of the United States Department 
of Commerce. Magnus W. Alexander, president of the 
National Industrial Conference Board, spoke on “How 
Can American Industry Organize to Meet Foreign 
Competition?” H. F. Brown spoke on, “Wages in Our 
Industry.” He used charts to illustrate his address. 


Wednesday afternoon speakers included: Thomas 
C. Powell, vice-president of the Erie Railroad; Stanley 
King, of the International Shoe Co., of St. Louis, and 
A. H. Geuting of Philadelphia. 


Mr. Paull said in part: 

“Fortunately you are beginning to give some seri- 
ous consideration to your distributive problems and 
trying to determine how to sell your product with 
greater economy, beginning to recognize the necessity 
of a degree of co-operation between yourself and the 
retailers and the tanners and the rest of your 
industry. 


“I am going to venture the prediction that 
before you gentlemen come into annual con- 
vention next year there are going to be some 
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HERBERT P. GLEASON 
Newark, N. J., manufacturer 
re-elected treasurer 


very remarkable and fundamental changes in 
the whole distributive organization in the 
United States. Why? Because merchandising 
for two reasons has caught the imagination 
of the American investing public. The Ameri- 
can public heard so much about the big profits 
in retailing that they would like to participate 
in them—if they can’t participate in them 
through lower prices, then participate in 
them through earnings. 


“Another phase: The chain store has advertised to 
the American public that through its vast buying 
power it is able to buy very much lower than the 
independent retailer and sell lower, but at the same 
time there is the suspicion that this vast power must 
retain most excellent profits. Consequently, the invest- 
ing public would like to participate in those profits 
so that capital is. more readily available for invest- 
ment in merchandising projects today than it is avail- 
able for investment in industrial stocks. 

“Here are some of the facts about your situation as 
it stands today. Fourteen and a half per cent of the 
number of concerns in your industry do 65.6 per cent 
of the total volume of business and that 14% per cent 
of your industry has the capacity and the capability 
to produce all of the shoes that the American public 
and such foreign markets as you now possess can wear. 
There is another group, 47 per cent, which employs 
86 per cent of labor and produces but 32 per cent of 
the production. That group is. well equipped, not lack- 
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J. DUDLEY SMITH 
of New York, re-elected secretary 


ing in skill of management as it pertains to produc- 
tion, but it has an inadequate market. — 

“We have been so busy with production that we have 
overlooked distribution, and now we are confronted by 
the fact that not everybody else has been overlooking 
distribution in the meantime.” 

Magnus W. Alexander’s subject was: “How Can 
American Industry Organize to Meet Foreign Compe- 
tition?” In part he said: “One of the primary factors 
in determining our international competitive strength, 
is low unit cost production. A number of factors enter 
into the proposition, all of which in a larger or smaller 
degree contribute to the final determination of price. 
Briefly, they are wages and salaries paid, cost of raw 
and semi-finished materials used, value of- equipment 
in buildings, machineries and tools, the burden of tax- 
ation, the price of the capital employed, and matters of 
that kind. 

“At the outset, let me say that in my judgment the 
most determining of these factors in the long run is 
the managerial efficiency with which all these other 
factors are used and brought into happy play. But as 
for the immediate effect, wages play the biggest roie.”’ 


Development of Mass Distribution 


Stanley King of the International Shoe Co. of St. 
Louis, in part said: 


“The shoe industry is a development of our own 
time; broadly speaking, of the past 40 years. The in- 
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vention and development of shoe machinery was fol- 
lowed by the initiation and growth of mass production. 
And now we are seeing the rapid development of mass 
distribution. The industrial process has brought with 
it a danger to the business which was almost unknown 
in an earlier period—the danger of speculation. 

“In our own industry we now know figures as to 
hide take-off, hide sales, production and stocks of 
leather, imports and exports of leather, and monthly 
production of shoes in pairs. We know through the 
statistics of the Federal Reserve Banks the sales of 
shoes by manufacturer and wholesaler and the stocks 
of shoes in the hands of wholesalers and manufactur- 
ing wholesalers. In other words, our information as to 
our principal raw materials and as to our rate of pro- 
duction in total is available to all of us. But as to what 
happens to the three hundred million pairs of shoes 
which we as an industry produce each year, we know 
little until we feel the effects, usually uncomfortable. 

“We have suggested to Mr. Hoover that the Depart- 
ment of Commerce could do no more valuable service 
for the shoe trade than to secure periodically and 
voluntarily from shoe retailers the amount in dollars 
carried by them in shoe inventories, publishing the 
total of these figures promptly for the information and 
guidance of the trade as a whole. The results, we be- 
lieve, would be beneficial to manufacturer, wholesaler, 
and retailer, enabling the manufacturer to adjust his 
manufacturing schedules and wholesaler and retailer 
their purchases to the end of an approximate balance 
between production and consumption.” 

This suggestion was later embodied in the following 
resolution : 


WHEREAS, it is of considerable value to the allied 
industry of shoes and leather to be familiar with con- 
ditions of retail stocks of shoes, 


THEREFORE BE IT RESOLVED that this As- © 


sociation endorse the plans of the Department of Com- 
merce in Washington for the obtaining of statistics 
showing the stocks of shoes on hand in the possession 
of the retailers at given periods during the year. 

A. C. MeGowin, first president and now president- 
emeritus of the National Shoe Retailers’ Association, 
spoke in opposition to the passage of the resolution. 


“Shoe Retailing an Art”—Geuting 


A. H. Geuting, one of the leading Philadelphia retail 
shoe merchants, spoke on the subject: “Stimulation of 
Mutual Interest from the Viewpoint of the Retailer.” 
He said in part: “There is only one place that we can 
get our money, and that is from the public, and, just 
to the extent that you make the retailer intelligent, 
just to the extent that you educate him, just to the ex- 
tent that that retailer becomes efficient, to that extent 
will you all prosper. I want to tell you that is the foun- 
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dation to work on, because the foundation is the public, 
and next to the public is the retailer, and you have got 
to consider the retailer. There isn’t a successful re- 
tailer in the United States who hasn’t got to educate 
his sales people, and the retailer is the sales people for 
the shoe manufacturer of the United States. 

“Shoe retailing is an art and a special division of the 
work in our craft and needs to be considered so, and no 
manufacturer, I don’t care how good he is, can ever 
compete with a good retailer who has a thorough line 
on his business from the ground up. You can start 
chains of stores, and they may be very economical, but 
what does it mean? A depreciated merchandise. I never 
saw a chain store succeed that sold shoes for over six 
dollars a pair at the present market.” 


Research Work on Leather, Etc. 


Raymond P. Morse of Morse & Burt Co., Brooklyn 
shoe manufacturers, explained the progress of research 
work on shoe manufacturing problems, particularly 
praising the work of the Bureau of Chemistry of the 
Department of Commerce. He advocated the establish- 
ment of a shoe trade laboratory. 


Meley Discusses Style Subject 


Albert W. Meley of Laird, Schober & Co., Philadel- 
phia, makers of women’s high grade shoes, addressed 
the meeting on “Style in Footwear.” 

“ Style,’ meaning ‘fashion or mode of the day,’”’ 
he said, “must be linked with this outstanding feature 
—the combination of the practical with an effect pleas- 
ing to the eye and fitting in with the costume—com- 
plete to such an extent as to convey the impression of 
taste in attire. 


Public Responsible for Style 


“As has been so frequently stated, the public—and 
not the manufacturer—is responsible for styles. Manu- 
facturers and merchants endeavor to anticipate or 
keep up with the desires of the wearing-public. Women, 
as you know, are slaves to style and style lasts but 
a short while. 

“Style has its basis in change. The whole thing is 
a mad chase, so we readily see that too frequent 
changes of style are not profitable either to the manu- 
facturer or retailer. 

“Our novelty effects, I believe, will be accomplished 
through what I call the careful consideration of colors; 
in the placing of materials together, either in the 
grain-finished class or in the flesh-finished class—in 
such a way that they either blend or contrast in a 
manner that is not jarring to the eye—and the con- 
sideration of all these things, in my opinion, is the 
one thing that makes for acceptance of style that is 


(Continued on page 79) 
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Trend of Styles in Women’s Footwear 





WELT TYPES FOR GENERAL USE 


WELT TYPES FOR SPORT WEAR 





CHRISTIAN LUDEBUEHL 
Pittsburgh, Penn. 


Patterns 


Lasts 


Heels 


Materials 





Patterns 


Lasts 





Heels 


Materials 





As Last April 
May and [— 


We Will Sell 
More Tan Calf 
Than During 
Same Period 
in 1924. 





7/8 and 8/8 





. J. BERGMAN 
THE. PiTTS SHOE CO., 
Columbus, Ohio 


Straps and 
Oxfords 


10/8 to 14/8 
Cuban 


Black and 
Brown Kid 


Tan Calf 
White Cloth 


Spring to 


10/8 Cuban 


Brown and 
Tan Elks 





FRED E. PORTER 
THAYER, McNEIL CO., 
Boston, Mass. 


12/8 to 14/8 


Tan Calf 
and Combi- 
nations 








GUDE’S, INC., 
Los Angeles, Cal. 


Oxfords 
Predom- 
inating 


Medium 


and Full Toes 


8/8 to 13/8 


Tan Russia 
Black Kid 
White Kid 
Brown Kid 


Oxfords 


8/8 to 11/8 


Tan Russia 
White Buck 
White Kid 
Plain and 
Trimmed 








STEVENS SHOE STORE 


Ottumwa, Iowa 


Oxfords 
Tailored 2, 3 
and 4 Straps 


Medium 
Full Toes 


12/8 to 14/8 





Black Kid 
Medium 
Brown 


Full Round 
Toe Plain 
or Soft 
Boxes 


Smoke Elk in 
Combination 
with Tan Elk 








GEORGE A. PIERCE, 
Minneapolis, Minn. 





Oxfords, Wide 
Yne-Straps, 3 
and 4 Straps 
Front Gores 


Rather Full 
Round Toes 
Wide Toes 


8/8 Wide 
12/8 Medium 
aay 
14/8 Military 
and Cuban 


Tan and Black 
Calf and Kid 
Combinations 
and Suedes 


Southern Ties 


Oxfords, 
Straps 


Wider Toes 


12/8 Military 
14/8 Cuban 


Smoked Elk 
Buck Grain 
Leathers, Calf 





MILO A. SLADE 
THE UTICA, 
Des Moines, Ia. 





Stra 
an 
Oxfords 


he 
of Toes 


8/8 to 14/8 


Tan, Black 
and Brown 
Leathers 


8/8 to 10/8 


™~ calf 
White Leather 





CHARLES E. PETOT, 
PETOT SHOE CO., 
Cleveland, Ohio 





Regular 
Oxfords and 
Staple Straps 


10/8 to 12/8 


Black Kid 
Brown Kid 
Tan Calf 


Wide Toes 


Spring Heels 
Regular Heels 


and 8/8 





Oxfords 
Straps 


a 
Types 


10/8 to 14/8 


Black Kid 
Tan Calf 
Patents, 

Black Calf 





T. HENRY BLACK, 
P . Me. 


9/8 to 12/8 
Block and 


t and 
jum Tans 
Patent 
Black Kid 





WILL H. KNIGHT 
KNIGHT SHOE CO., 
Portland, Ore 


. . 





8/8 to 13/8 











; Tan Calf 
Patent, Gun [T 
Calf Combi- 


nations 
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TURN TYPES FOR GENERAL USE 


AND INFORMAL WEAR 


EVENING SLIPPERS 





Patterns 


Lasts Heels 


Materials 


Lasts 


Heels 








Advise 
Caution in 
Strap Effects 
Pretty Styles 

in Ri 
‘ects. 
Step in Pum: 
With Sm 
Buckles Neat 
Gores and 
Strip Pumps 


- Patent 
% Tan 
0%. Sombine- 
tions, olors, 
Satins, etc. 








8/8 to 16/8 
13/8 Strong 


Straps and 
Pumps 


16/8 Louis 
and Spanish 


be =~ Kid 
Patent 
Black and 
Brown Satins 
Silver and 
Gold Brocade 





Straps and 
Gores 


Straps, Gores 
in Front 


Effects. Pumps} 


Conservative} 
French Toes 


11/8 to 16/8 


Oozes, 
Colored Kids 
and Alliga- 
tor 


14/8 to 17/8 


CHRISTIAN LUDEBUEHL 
Pittsburgh, Penn. 





L. J. BERGMAN 
THE PITTS SHOE CO., 
Columbus, Ohio 





Silver Kid 





9/8 to 18/8 


Tan Russia 
and Colored 
Brown Kids 
Some Gray 
Kid. Patent, 
Satin, White 
Kid. 


14/8 to 18/8 


FRED E. POTTER 
THAYER, McNEIL CO., 
Boston, Mass. 











Medium Full 


3 - 13/8 Spanish 
Full Stage | 17/8 Spanish 


Patent 


Satin 
Black Kid 
Soft Shades 
Tan Kid 


13/8 Spanish 
to 
17/8 Spanish 


GUDE’S, INC., 
Los Angeles, Cal. 





White and 
— Satin 
ers Silver 





Plain Operas 
D'Orsay, Gore 
Effects and 
Straps 


8/8 9/8 12/8 
Mili 


16/8 Spanish 


Tan Calf 
Black Calf 
Kid Patent 

Suede 


Plain 
Straps, 


Medium 
Narrow 
Full Round 


12/8 14/8 
Spanish 


panis' 
16/8 18/8 
nish 


STEVENS SHOE STORE, 
Ottumwa, Iowa 





Satin, Silver 
and Gold 
Brocade, 
a Kid 

Patent 





Straps, Plain 
and Cut-Outs, 
Gore Effects 


Step-in Pumps} 


10/8 to 16/8 


and Cuban 
Heels Covered 


Black Satin 
Patent, Tan 
Calf. Colored 


‘Satin in Brown] 
and Tan Shade 


SAME AS 19 


24 PERIOD 





Any Pattern 
that is Pretty 
and Fits 


14/8 to 16/8 
Louis and 
12/8 Box 


One Straps 


14/8 16/8 


GEORGE A. PIERCE, 
Minneapolis, Minn. 





MILO A. SLADE, 
THE UTICA, 
Des Moines, Iowa 





Satin and 
Silver Cloth 





Step-in Gore 
Fitted Pumps 
with and with- 

our Buckles 

Neat Strap 
Effects. Opera 


or Regent 
Pumps 


10/8 14/8 
Block in 
Lower Heels. 
Block and 
Breasted 
in Higher 


CHANGE F 
STYLES O 


ROM PREVA 
F WINTER 


CHARLES E. PETOT, 
PETOT SHOE CO., 
Cleveland, Ohio 





F. H. BUSH 
ETHERBY-KA YSER 
E CO 


SHO , 
Los Angeles, Cal. 





One and Two 
Straps; also 
Plain and 
Gore Effects 


Medium Toe | 10/8 to 13/8 


Straps and 
Plain Pum 


Medium Toe 


12/8 to 15/8 


Silver and 
Gold es; 


Plain or 

Trimmed with 

Silver Kid 
Satin. 


T. HENRY BLACK, 
Portland, Me. 





Strap Pumps 


Gore and Ons 
Straps 


13/8 
and Cuban 
15/8 and 17/8 
Spanish 














Medium and 
Full Toes 








13/8 15/8 17/8 
Spanish 


Silver Brocade} 





Gold and 
Silver Kid 


Blonde and 
Black Satin 





WILL H. KNIGHT, 
KNIGHT SHOE CO., 
Portland, Ore. 
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Men’s Patterns Nominated by Leading Merchants 





SHOES FOR GENERAL WEAR 


SHOES FOR INFORMAL EVENING WEAR 





CHRISTIAN LUDEBUEHL, 
Pittsburgh, Pa. 





Patterns | Lasts Heels Colors 











MEN’S STYLES WILL BE MUCH 
THE SAME AS DURING CORRESPONDING 
PERIOD OF 1924 


IN SOME SECTIONS THE 
WIDE BALLOON TOE 
WILL SELL TO YOUNG MEN 


75% Low a i id 





W. E. RUSSELL 
PITTS SHOE CO.., 
Columbus, Ohio 


75% Tan 
25% Black 


an 
25% Tan Calf 


Patents 





GUDE’S, INC, 
Los Angeles, Cal. 


Mostly 
Light 
Tans 


Medium to 
Extreme Russia Calf 


Broad 


Oxfords One-inch 


Oxfords Black 
Calfskin 


Patent 
Medium Toes Black Calf 





STEVENS SHOE STORE 


Ottumwa, Ia. 


Black 
and 
Medium 
and 
Light Tams 


ightweight 
alf and 
Kid 


Square- 
French 
to Full 
Round 
Toes 


Broad 
Fi 

Oxfords 

Calfs in 


Black Kid 
and 
Kangaroo 


Conservative 
Types 


Medium 





Ww. L. STRYKER 
Omaha, Neb. 


Lighter 
Shades 
Kid in 
Browns 


Medium Toes 
Balloons 
Extreme wide| Medium Flat 
Losing Rubber 
Favor 


Tans Lead 


75% Oxfords 
’ Some Black 


Round Toes 


Plain Calf 


Oxfords 


Medium and Patent 





GEO. E. PEIRCE 
Providence, R. I. 


Medium and 
Wide—Toe 
Brogues 
Staples No 
nge 


Browns Smooth 
Oxfords and Boarded 
Medium Tans Calf 


Oxfords 
Pumps 


Modified and 
Brogue Dull Calf 


Patent 





ARTHUR BURT CO. 
Washington, D. C. 


Smooth 


Light Tan 
and and Scotch 


Oxford 
“ane Black Calf 





Oxfords Broad Toes 
Black Grain 





























Trend of Styles in Juvenile Footwear 





FOR SCHOOL WEAR 





Leathers 


Leathers 


Patterns 


for 
Growing Girls 


Patterns 
for M 


inses for 
and Children Growing Girls 


for Misses 
and Children 


Keltie Oxfords 





L. G. WRIGHT 


BYCK BROS. & CO. 
Louisville, Ky. 


Sailor and Theo 
Tie Pumps, and 
Oxfords 


Straps, Sailors, Patent Tan Calf 
Theos and and 


Oxfords 


Patent, Tan, Calf 
and 
Ek 


Plain and 
Two-Tone Sports 





L. J. BERGMAN 
PITTS SHOE CO. 
Columbus, Ohio 


Oxfords and Straps 


Oxfords and Straps 


Sport Oxfords 
and 
Sandals 





RALPH N. BAKER 


WETHERB Y-KA YSER SHOE Co. 
Los Angeles, Cal. 


Oxfords and 
Strap Effects 
Pumps 





GEORGE P. BUSSEY 
MACON SHOE CO. 


Macon, Ga. 


Sandals 
Oxfords and 
Straps 


Tan and Black Calf 
and 


Lighter Elk 





STEVENS SHOE STORE 
Ottumwa, Ia. 


Patent 
Tan Calf 
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National Selection of Summer Styles 





SHOES FOR FORMAL DRESS WEAR SHOES FOR GENERAL SPORT WEAR 





Patterns Lasts Heels Sales Colors sat 
CHRISTIAN LUDEBUEHL, 


Pittsburgh, Pa. 


Lasts Heels Leathers 





Patterns 





W. E. RUSSELL 
PITTS SHOE CO., 
Columbus, Ohio 





75% Low 
Leather | Patent only 
25% High 





GUDE’S, INC. 


d 
One-Inch Patent Oxfords 7/8 and 
One-Inch hi Los Angeles, Cal. 





Combina- 
i STEVENS SHOE STORE 


tions 
Patent Saddles 
Ottumwa, Ia. 


and 
Ball Straps 





W. L. STRYKER 


All Leather} Patent Oxfords 
Omaha, Neb. 





Patent and GEO. E. PEIRCE 
Leather 
Combin: Providence, R. I. 


with 
Cloth Top 





ARTHUR BURT CO. 
Washington, D. C. 








Oxfords | Full Toes Patent 
Dull Calf 





























National Survey Made by the N.S. R. A. 


FOR DRESS OCCASIONS 








Growing Girls Boys and Youths 


Patterns 


Sailor and Theo Ties Patent, Satin, White Hollow Women’s, Hollow Men's L. G. WRIGHT 
Pinch Bow Pumps and Sailor, Theo and Tan and Black Calf, BYCK BROS. & CO. 
Straps Kid Pumps Ooze, Few Patents Louisville, Ky. 








L. J. BERGMAN 
Straps Patent Tan Calf and White Straps and Few Pumps Brown and Black Calf Oxfords PITTS SHOE CO. 
Columbus, Ohio 





, RALPH N. BAKER 
Brogue Lasts; Styles will | wETHERBY-KAYSER SHOE CO. 
Los Angeles, Cal. 


Patent, Whites Will Follow Women's Styles Follow Men's nge 


Tan Oxfords in Low and GEORGE P. BUSSEY 
High Shoes; Some Black MACON SHOE CO. 
Macon, Ga 





Pumps, Fancy Straps Whites, Patents, Black Satin | Pumps and Fancy Straps 





STEVENS SHOE STORE 


Patents in Straps and Black and Tan Calf Oxfords; 
Eff Full Toe Ottumwa, fa. 


Gore-Fitted Pumps and 
Straps Pump Effects 
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Distribution Problems Discussed by Wholesalers 
at Boston Convention 


Connecting Link in Chain of Distribution Between Manufacturer 
and Retail Merchant, Says One Speaker 


its twenty-sixth annual convention at the Copley- 

Plaza Hotel, Boston, January 14, 15 and 16, being 
in session on two of the days when the N. S. R. A. 
convention was held at Mechanics Building. In keep- 
ing with the policy followed by the association in 
former years, interest centered on the most vital prob- 
lems pertaining to the wholesaler and the relation of 
his service to other branches of the shoe industry. 

Several very able speakers dwelt 
on interesting and important sub- 
jects. The convention opened Wed- 
nesday evening with a dinner and 
meeting for the executive committee. 
President E. Walter Smith of Wor- 
cester, Mass., delivered his address 
Thursday morning, the busiest day 
of the three. There were addresses, 
subsequent to his talk, by J. Austin 
Smith of New York on “How Long 
Will Your Businesses Live?”; Ralph 
B. Jones of the C. A. Goodnow Shoe 
Co., Boston, Mass., “Cost Analysis of 
the Wholesale Shoe Trade”; Samuel 
Davis, field secretary for the N. S. 
R. A., “The Retailers’ Changing 
View of and His Expectations from 
the Wholesalers.” Miss Eugenie D. 
Turnage, secretary to Langhorne 
Putney, of the Stephen Putney Shoe 
Co., Richmond, Va., read a paper pre- 
pared by the latter on, “The Future 
of the Shoe Wholesaler.” 

President Smith was succeeded in 
office by Ralph B. Jones of the C. A. 
Goodnow Shoe Co., of Boston, Mass., 
who was elected to the presidency. Extreme regret 
was expressed by the association members at the 
resignation of Secretary-Treasurer Louis M. Taylor, 
who has served efficiently for several years. He was 
succeeded by Thomas F. Anderson of Boston, who has 
been secretary of the New England Shoe and Leather 
Association for many years. 

In part, President Smith said, in his opening ad- 
dress, “We are in the midst of a very serious period 
in the shoe industry. The resourcefulness of the whole- 
saler is challenged. To meet this condition we must 
take as our keynote co-operation. The house-to-house 
canvassing project is one of great danger. It en- 
croaches upon the scope of the merchant’s selling field, 
and it is growing. It may be only a passing craze, but 
nevertheless must be met by associations banding 
together.” 


Tis National Association of Shoe Wholesalers held 


RALPH B. JONES 


Of C. A. Goodnow Shoe Co., Bos- 
ton, new president of National 
Association of Shoe Wholesalers. 


Favor Standardization of Colors, etc. 


A summary of Secretary Taylor’s report follows: 
The Wholesaler’s Association has been co-operating 
with the Bureau of Standards to eliminate economic 
waste and annoyance by establishing a standard shoe 
carton; also a standard invoice form. Style confer- 
ences are fixtures of the industry. They are held quar- 
terly with every allied branch of the shoe industry 
represented. The association is interested in stand- 
ardization of colors in dress, hosiery, 
shoes, etc. Co-operation has been ex- 
tended to the N. S. T. A. in a move- 
ment to secure lower hotel rates. 

Very little has been heard recertly 
of the Shoe Tag Bill—the association 
was active in combating this meas- 
ure. The wholesalers are co-operat- 
ing in a movement to promote 
economical distribution with the end 
in view of securing lower costs to 
all and in establishing improved 
methods of distribution that can be 
standardized. 

A summary of Mr. Putney’s paper 
on the “Future of the Shoe Whole- 
saler” follows: “The fundamental 
link in the chain of distribution in 
the shoe industry is the wholesaler. 
There has been an evolution in shoe 
buying. Today the retail shoe mer- 
chant buys on a hand-to-mouth basis. 
In 1924, which was in sharp con- 
trast to 1919 when retail shoe mer- 
chants bought 100 per cent in ad- 
vance, there was very little forward 
buying. It was almost eliminated. In 1925 it will be 
wiped out. 

“The greatest problem of business men today, re- 
gardless of what industry they are concerned with, 
is distribution. For the past years the keenest minds 
of the country have been concentrated on promoting 
efficiency in production. Now the time is ripe for just 
as sharp minds to be applied to solving distribution 
problems. These things are conditions, not theories. 
Shoe tanners and manufacturers are making mer- 
chandise only on orders. 

“The retail shoe merchant is concerned mostly with 
the speed and facilitiy of turnover. The manufacturer 
should be wrapped up in his production problems, and 
the wholesaler, as I have said before, will be the con- 
necting link in the chain of distribution.” 

Charles W. Barnes of the United States Rubber 


(Photo by Bachrach) 
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Company addressed the association at its luncheon 
on conditions of the rubber industry as they pertain 
to rubbers and canvas shoes. 

During the afternoon session addresses were de- 
livered by Mr. Jones, Mr. Smith and Mr. Davis. The 
high lights of Mr. Jones’ address on “Cost Analysis” 
follow: 

“If you know the expense incurred in operating your 
business in previous years, you may use it as a guide 
in directing your activities for current time. We are in 
a general period of declining prices and it calls for 
an intensive study of business conditions in the indus- 
try. The relation of sales to expenses is necessary 
to have in an analytical way if we are to be guided 
accurately.” 

The substance of Mr. Smith’s talk and that of Mr. 
Jones was closely related. Mr. Smith was very 
emphatic in relating the condition of the shoe whole- 
sale business today, and his advice given with the 
idea of putting the business on a better basis, called 
for members to submit statements so that one standard 
chart could be devised to be of mutual value to every- 
body. Briefly it was explained as being the one way 
to show a uniform method for conducting a wholesale 
shoe business. 


Need of More Business Knowledge 


The high lights of Mr. Smith’s address follow: “The 
main cause of business debts in most cases is lack of 
knowledge of the rules of business health. Men lose 
their perspective; their viewpoint becomes distorted. 
The financial status is wrecked when a temporary 
depression comes along, and there is not enough finan- 
cial strength to withstand the strain. 

“Definite and reliable tests can be employed as a 
remedy. They are to be derived from experiences of 
those in the industry and will play the part of stand- 
ards of control. If you had accurate standards of con- 
trol, it would be an easy matter to find out what is 
wrong at any time. 

“Business failures are more common than business 
successes. Statistics show that every business needs 
an intelligent research to offset drifting along dan- 
gerous channels. During the past three years one-third 
of the wholesale shoe firms have died. You have got 
to face these facts. 

“When the life of any industry is at stake, it is 
always the aim to wipe out the middleman. You’re 
the middleman in your industry and you have got to 
fight. Establishing standards of control means a lower 
death rate in business, more profits, and the wiping 
out of business uncertainty. They will lead to a rock- 
bound foundation on which to build solid and money- 
making business.” 


To Draw Up Standards of Control 


The standards of control, as explained by the speaker, 
will be prepared from the data contained in answers 
to questionnaires sent out by the association. This work 
will be carried on during the current year and is ex- 
pected to be in definite shape at the next annual con- 
vention. 
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Sam Davis appealed for co-operation between every 
branch of the industry. He said that the retail shoe 
merchant had no changing attitude toward the whole- 
saler, but was possessed with the knowledge that con- 
ditions were changing and called for a readjustment 
all down the line. 

There was a rubber conference Friday morning, 
followed by a meeting of the executive committee and 
election of officers. 


New Officers Elected 


Besides Mr. Jones, the following officers were 
elected: William C. Herrick, of Smith & Herrick, 
Albany, New York, vice-president; Thomas F. Ander- 
son, Boston, secretary-treasurer. Directors: Leonard 
W. Bates, J. E. Bates & Co., New York; W. Lee Brand, 
Brand Shoe Co., Roanoke, Va.; Frank Mayo, H. B. 
Hanford Co., Philadelphia; Byron S. Watson, Green 
Anthony, Providence, R. I.; Carter B. Snow, W. H. 
Miles Shoe Co., Richmond, Va.; Henry Bell, Jr. Bell 
Walton Co., Philadelphia; L. S. Strauss, Fleishman 
Morris Co., Richmond, Va.; John K. Walker, Wm. H. 
Walker Co., Buffalo. 

The resolution committee submitted resolutions on 
the death of four prominent members during the past 
year, and the executive committee was directed to draw 
up suitable testimonials. 

Mr. Taylor, in the meantime, will concentrate on 
his duties as secretary-treasurer of the Wholesale 
League of New York. 





Indiana Shoe Buyers’ Week 


February 9-11 


Indianapolis, Ind.—The Annual Indiana Shoe Buy- 
ers’ Week will be held at the Claypool Hotel, Indian- 
apolis, February 9-11. The Indiana Shoe Travelers’ 
Association, as on past occasions, is solidly behind this 
event. In 1924, the Indiana Shoe Buyers’ Week was at- 
tended by over 800 buyer's and retail shoe salesmen, 
and this year, with one hundred lines on display, and 
registrations coming in heavily, a much larger atten- 
dance is anticipated. 

The entertainment committee reports that arrange- 
ments have been made for a “live” stag party and 
smoker Monday night, February 9. A Ladies’ card 
party and luncheon will be held Tuesday noon, Febru- 
ary 10, and a dance will be held in the assembly room, 
eighth floor of the hotel, Wednesday night, February 
11. There will be a free luncheon and entertainment 
during the noon hour of each day for all registered 
buyers and shoe salesmen. 

T. E. Hart is Chairman of Publicity. Charles E. 
Wilson is president of the Indiana Shoe Travelers’ 
Association. He will be assisted in “Putting Over” 
Shoe Buyers’ Week by the following: Walter F. Crooke, 
vice-president; Charles I. Slipher, secretary-treasurer ; 
William E. Ratcliffe, assistant secretary; Directors: 
Charles T. Foreman, John Lucas, George Senshanser, 
Dallas Crooke, W. W. Risher. Advisory Board: H. O. 
Warren, W. J. Newberg, Harry Springate, F. E. Hart, 
George Tovey. 





BOOT AND SHOE RECORDER 


January 24, 1925 


Arch Preserver Dealers Have Business 
Laboratory in New York Store 


New Interest in This Service Shown at Annual Luncheon 


UT en tis coun the World War 
when this country was sending 
to Europe the best shod army 
the world had ever known, Charles 
Henry Brown patentee of the Arch 
Preserver Shoe was doing his bit. 
His assignment called for the equip- 
ping and fitting of each Red Cross 
nurse with three pairs of Arch 
Preserver shoes. 

A store was opened on Thirty- 
fifth street in New York and from 
this point the thousands of American 
nurses started forth well fitted and 
prepared for long hours on their 
feet. 

At the luncheon of Arch Preserver 
dealers held at the Hotel Lenox in 
Boston during Convention Week, Mr. 
Brown told of the early work in this 
New York store and its growth into 
a broad service as an experimental 
laboratory for all Arch Preserver 
dealers. In this store new methods of 
merchandising are tried out and 
reports are made to all agents. 

A particular study is made of problems of fitting and 
the store is visited frequently by dealers from all parts 
of the country. 

J. L. Langelier, manager of the New York Store, ex- 
plained in detail the thorough system of records which 
are of such value in refitting and in holding business. 
An exhaustive study of foot anatomy has been made 
with the idea of providing just the right shoe for every 
foot and this sort of specialization is recommended to 
all Arch Preserver dealers. The New York Store is in 
no way competitive with any other agent and is main- 
tained chiefly as an aid to other agents in a study of 


<a 


WILLIAM PIDGEON, Jr. 


Rochester, N. Y., merchant who 
presided at the Annual Conven- 
tion of Arch Preserver dealers. 


merchandising and fitting problems 

There were over a hundred enthus- 
iastic dealers represented at the Bos- 
ton luncheon and the different speak- 
ers covered many of the important 
points bearing on the sale of Arch 
Preserver Shoes. E. T. Wright 
opened the program with a word of 
greeting and introduced as chairman, 
Mr. William Pidgeon, Jr., of Roches- 
ter, New York. Mr. Pidgeon proved 
himself an excellent presiding officer 
and his program of speakers and 
their subjects provided a most inter- 
esting and profitable afternoon for 
all present. 

The luncheon was given by the 
Selby Shoe Company of Portsmouth, 
O., and E. T. Wright & Co., of Rock- 
land, Mass. 





Firm of S. Rosenberg & Son 
Incorporates 


Announcement is made by S. Ros- 
enberg & Son, the well-known and 
long-established Boston wholesale shoe house, that they 
have incorporated with a paid-in capital of $400,000, 
the following being officials: 

Louis Rosenberg, president; S. Rosenberg, treasurer ; 
Joseph Marcus, secretary. These, with L. Glass and 
J. Reisman, former the Board of Directors of the 
newly incorporated company. 

Their admission to the firm worthily recognizes the 
long and faithful service of Messrs. Marcus, Glass, and 
Reisman, who have been identified with this firm for 
periods of 17, 10 and 5 years, respectively, all holding 
important positions. 
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Photograph of Arch Preserver dealers in session in Boston during 
N.S. R. A. Convention week. 
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Manufacturers’ Convention 
(Continued from page 71) 


of practical and commercial service to the trade as a 
whole. 
Avoid Radical Style Changes 


“Avoid radical changes of style. There are plenty 
of opportunities to stimulate style by changes of detail 
‘within the accepted mode,’ but I heartily agree with 
the comments of some of the sound minds in our indus- 
try when I am told that no condition can be healthy 
which involves too frequent changes of style as in 
any way to weaken the value of shoes either in the 
dealers’ shelves or in process.” 


Talks on Trade Conditions 


A. F. Bancroft, of Bancroft Walker Co., Boston, 
Mass., outlined briefly his ideas pertaining to trade 
conditions. In part, he said: “There were a great many 
of the lower-priced shoe retailers buying combina- 
tions that are too conspicuous for the women to take 
to readily. I am not speaking about New York trade. 
I am speaking about what we think of as the large 
American city trade, from that down to the medium 
sized cities of the country. 

“A year ago the danger that we ran into was sell- 
ing too many colored suedes. Of course, the manu- 
facturers suffered to a large extent because lots of 
them were returned, and as is always the case with 
unusual! things, a good many of the shoes were shipped 
late and that gives a cause for return, and the trade 
at large suffered a severe loss a year ago through the 
purchase of too many colored suede shoes. It was a 
sort of a fever, unanalyzed. 

“I think today that we are standing in that same 
danger, and I think that we should be very careful 
about selling. the retailers too conspicuous-looking 
shoes.” 


New Officers Elected 


At the meeting of the new board of directors the 
following officers were elected: President, John C. 
McKeon, Laird, Schober & Co., Philadelphia, Pa. 

Vice-presidents: A. M. Creighton, Lynn, Mass.; 
Hovey E. Slayton, F. M. Hoyt Shoe Co., Manchester, 
N. H.; Milton S. Florsheim, The Florsheim Shoe Co., 
Chicago, Ill.; Mark E. Selby, The Selby Shoe Co., 
Portsmouth, Ohio; John R. Garside, A. Garside & 
Sons, Long Island City, N. Y. 

Treasurer, Herbert P. Gleason, Johnston & Murphy, 
Newark, N. J. 

Secretary, J. Dudley Smith, New York, N. Y. 

Directors for three-year-term: 

Elmer J. Bliss, Regal Shoe Co., Whitman, Mass. 

F. Irving Sears, A. J. Bates Co., Webster, Mass. 

Herman E. Lewis, Herman E Lewis, Inc., Haverhill, 
Mass. 

James A. Monroe, E. T. Wright & Co., Inc., Rock- 
land, Mass. 

A. J. Sweet, Lunn & Sweet Co., Auburn, Maine. 
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Clarence P. Waide, Stacy-Adams Co., Brockton, 
Mass. 

L. S. Roth, Roth Shoe Mfg. Co., Cincinnati, Ohio. 

Herbert L. Tinkham, W. L Douglas Shoe Co., Brock- 
ton, Mass. 

John R. Garside, A Garside & Sons, Long Island 
City, N. Y. 

Charles G. Craddock, Craddock-Terry Co., Lynch- 
burg, Va. 

George E. Woodcock, Sherwood Shoe Co., Roches- 
ter, N. Y. : 

For one year to serve out the unexpired term of 
Mr. Frank C. Rand, whose resignation was accepted 
on account of his own business preventing him from 
serving longer—J. T. Pedigo, Pedigo-Weber Shoe Co., 
St. Louis, Mo. 

For two years, to serve out the unexpired term of 
Paul Jones, whose resignation was accepted on ac- 
count of his business—J. H. Grover, J. J. Grover Sons 
Co., Lynn, Mass. 


The Trade’s Record Banquet 


The greatest social event of the shoe industry is the 
annual banquet of the National Boot and Shoe Manu- 
facturers’ Association and this year it exceeded in 
attendance and interest over all others. It has twenty- 
one good ones to beat, in years, wet and dry, but all 
things considered it stepped ahead of banquet records 
as Paavo Nurmi steps ahead of track records. 

The usual fraternity of leaders in retailing, manu- 
facturing, banking and politics were guests and “dress 
for the occasion” did not reveal a single slip-up on 
the right shoe for the occasion—something creditable 
in an age of dress carelessness. 

President John C. McKeon rose to oratorical heights 
—he has senatorial calibre—and read letters from 
President Calvin Coolidge, Vice-President Charles G. 
Dawes, Governor Alfred E. Smith, Senator Pepper and 
Governor Pinchot. The speakers were Hon. Charles 
Nagel and Hon. Everett Colby, but it was left to that 
soldier of fortune, Capt. Irving O’Hay to hold his 
audience spellbound with experiences cited from many 
wars and meeting many heroic and famous men. His 
Irish wit and the fluency of his speech gave the ban- 
quet the long distance attention-holding record of six 
hours, from 7 P.M. to 1 A.M.—so socially the year 
starts off well, in the fraternity of one shoe man with 
another. 





An Apology 


On pages 48 and 49 of the January third issue of 
the Boot and Shoe Recorder was published an an- 
nouncement of the consolidation of the Lambertville 
Rubber Company with the Goodyear Rubber Company 
of New York City, the new corporation to operate 
under the latter name. At the bottom of the page we 
erroneously referred to the company as the Goodyear 
Tire & Rubber Company, a company with which the 
Goodyear Rubber Company has no connection. The 
line should have read: 

“When writing to the Goodyear Rubber Company, 
please mention the Boot and Shoe Recorder.” 
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From Law School 
to Shoemaking 





A Record of Remarkable 
Progress Made in the 
Last Ten Years by the 


Ault-Williamson 
Company 


HIS year the Ault-Williamson 
Shoe Company, of Auburn, 
Maine, is celebrating the 


tenth anniversary of that day when 
two young men, Charles Ault and 


C. R. WILLIAMSON 
President 


Charles R. Williamson, both des- 
tined for the law, formed a part- 
nership to supply the women of the 
country with soft-turned comfort 
shoes with style features. The dec- 
ade, they report, has been one of 
steady growth and continuous ex- 
pansion to a plant capacity of 5,000 
pairs of shoes per day. 

This tenth anniversary of the 
company’s establishment is being 
celebrated by the taking over of 
still larger quarters formerly 
known as Factory No. 2 of the 
Dingley-Foss Company. 

In addition to this, the company 
operates a distributing branch in 
St. Louis at 414 North 12th street, 

Thursday, Friday and Saturday, 
January 15, 16 and 17, were given 
over to a sales conference held in 


Shoe 
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The new Ault-Williamson factory in Auburn, Me. 


Auburn, ending with a big banquet 
Saturday evening. There were ad- 
dresses by Mr. Williamson, Mr. 
Ault, Mr. Lumbard and a falk by 
Everit B. Terhune, treasurer and 
general manager of the Boot and 
Shoe Recorder. 

Salesmen and their territories 
are as follows: R. T. Bowman—In- 
diana, Kentucky and Western Ohio; 
J. T. Carroll—Virginia, Delaware, 
Maryland and District of Colum- 
bia; L. O. Cobler, Texas; Henry 
Deidesheimer—Missouri and South- 
ern Illinois; C. W. Emrich, North 
Western Missouri; C. W. Gross— 
Missouri and Southern Nebraska; 
O. E. Hamilton—Iowa; W. K. Hart- 
zell—New York; P. R. Howard— 
Michigan; H. W. Klos—Wisconsin 
and Southern Minnesota; J. G. 
Llewellyn — Northern California; 





St. Louis Branch 


Art. Luff — Minnesota, Nebraska, 
North and South Dakotas; F. H. 
Maatsch—Oklahoma and Kansas; 
Gordon McDaniel—Alabama, Flori- 
da, Georgia and Tennessee; A. J. 


CHARLES AULT 
Treasurer 


Minshall — Massachusetts, Rhode 
Island and Connecticut; O. D. 
Morse—Southern California, New 
Mexico and Arizona; M. W. Moul- 
ton—New York City, New Jersey 
and North Eastern Pennsylvania; 
O. L. Rappleye—Illinois and Iowa; 
C. W. Reese—Alabama, Florida, 
Georgia and Tennessee; David 
Shelton— Ohio; J. W. Simon— 
Western Pennsylvania; E. F. Smith 
—Mississippi, Louisiana and Arkan- 
sas; C. G. True— Maine, New 
Hampshire, Vermont and Canada; 
F. L. Van Arsdale— North and 
South Carolina; N. W. Violette— 
Washington, Oregon, Idaho, Colo- 
rado, Utah and Wyoming; E. J. 
Walker—Chicago and vicinity. 
































here’s an opportunity for generous profit and satisfac- 
tion in the CAPTAIN KIDD line of boy’s footwear. 


Produced in a specialty plant devoted only to the manu- 
facture of boy’s footwear of a superior grade — every 
element of high grade material and workmanship has 
the careful supervision of men trained in this one 
branch of shoe making. 


CAPTAIN KIDD shoes are all Goodyear welts and 
of solid leather construction from top to toe. 


The choicest calf skin upperstocks and the finest grades 
of ten iron soles with all top facings and quarter linings 
of calfskin make CAPTAIN KIDD shoes give the ut- 


most in service. 


The fit and comfort of CAPTAIN KIDD shoes has 
been assured by special boy’s lasts with narrow heels 
and roomy ball and instep. 


All styles shown in this booklet are carried in stock so 
that CAPTAIN KIDD dealers are sure of a perfect 


shoe service. 


A live, capable and aggressive advertising department 
at the factory is always at the service of CAPTAIN 
KIDD dealers. 




















Juvenile Shoe Corporation 
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No. 6570 — Boarded Brown Calf, Circu- 
lar Fox Cap Toe, Lace Bal., Goodyear 
Welt, Flanged Leather Heel Base, 
Rubber Lift. 

B, C,D Widths $3.50 

C,D Widths 3.15 

D Width 2.75 

No. 9570 — Same as 6570 in Black Calf. 


Sizes 9/13% and 1/2 sizes have wider 
toe, as shown in sketch. 








No. 9977 — Boarded Morrow Calf, Cap 
Toe Blucher, Brass Hooks and Eye- 
lets, Goodyear Welt, Flanged Leather 
Heel Base, Rubber Lift. 


2342/6 C and D Widths $3.60 
D Width 3.25 
D Width 2,85 


No. 9577 — Same as 9977 in Boarded 
Black Calf. 


Sizes 9/13% and 1/2 sizes have wider 
toe, as shown in sketch, 



































No. 1498 — Tan Calf, Seamless Vamp, Pinked 
Cap Toe, Lace _ year Welt, 
Flanged Leather Heel Base, Rubber Lift. 

2% /6 B, C,D Widths $3.75 

1/2 D Width 3.35 

No. 1793 — Same as No. 

1493 in Black Calf. 


1/2 sizes have wider toe, 
as shown in sketch. 


No. 01248 — Brown Elk, Soft Box Cap Toe, 
Lace Blucher, Goodyear Welt, Flanged 
Leather Heel Base, Rubber Lift. 


214 /6 C and D Widths $3.50 
1/2 D Width 8.15 


1/2 sizes have wider toe, as shown in sketch. 
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Seamless Vamp, Cap, 
Toe, Lace Bal., Good- 
year Welt, Flanged 
je Heel, Rubber 


t. 
2144/6 B,C,D Widths $3.75 
1/2 C,D,E Widths 3.35 
9/1344 C,D,E Widths 2,90 


No. 17243 — Same as 14243 
in Black Calf. 


Sizes 9/13% and 1/2 sizes 
have wider toe, as shown 
in sketch. 


No. 65232 —Boarded Brown Calf, 
Plain Toe, Soft Box, Blucher, 
Goodyear Welt, Flanged Leather 
Heel Base, Rubber Lift. 

C & D Widths $3.60 

1/2 D & E Widths 3.25 

9 23 16 D & E Widths 2.85 

Sizes 9/13% and 1/2 sizes have wider 

toe, as shown in sketch. 
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Javenile Shoe Corporation 
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No. H788— Tan Calf Lace Oxford, Heavy 
Perforation, Pinked Tip, Rubber Top Flange 
Heel, Storm Welt. 

242 /6 B, C, D Widths $3.75 

1/2 B, C, D Widths 3.35 


No. 9588 — Black Calf Lace Oxford, Heavy 
Perforation, Pinked Tip, Storm Welt, Rub- 
ber Top Flange Heel. 


214 /6 B,C, D Widths $3.75 
1/2 B, C,D Widths 8.35 


No. M889 — Tan Calf Lace Oxford, 4 Row 
Stitched, Brass Eyelets, Rubber Top 
Flange Heel, Goodyear Welt. 


244 /6 B, C, D Widths $3.60 
1/2 B,C, D Widths 3.25 












































No. 1481 Tan Calf, Full Quarter, Cap Toe, Lace Oxford, 
Goodyear Welt, Flanged Leather Heel Base, Rubber Lift. 
244 /6 B, C,D Widths $3.50 
1/2 B, C, D Widths 3.15 

No. 1781 — Same as 1481 in Black Calf. 


1/2 sizes have wider toe, as shown in sketch. 
arr 


No. 14239 — Tan Calf, Full Quarter, Cap Toe, 
Lace Bal Oxford, Goodyear Welt, Flanged 
Leather Heel Base, Rubber Lift. 


B, C,D Widths $3.50 
C,D Widths 3.15 
C,D Widths 2,75 


Small sizes all made over full (five toe) lasts. 


No. 7486 — Brown Calf, Plain Toe, Soft Box, 
Blucher Oxford, Goodyear Welt, Flanged 
Leather Heel Base, Rubber Lift. 


236 /6 B, C,D Widths $3.50 
1/2 B,C, D Widths 3.15 
9/13% C,D Widths 2.75 


No. — as 7486 in Boarded Black 


Small sizes made over full (five toe) lasts. 
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Juvenile Shoe Corporation 
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No. H7900 — Light Tan Calf Goodyear Welt, 
Flanged Leather Heel Base, Rubber Lift. 


2% /6 C and D Widths $3.85 


<a) 


No. M8901 — Boarded Tan Calf, ear 
ha Flanged Leather Heel Base, “Ea 
Li 


21% /6 C and D Widths $3.85 


No. G6250 — Tan Elk Trimmed with Airedale 
Elk, Plain Toe, Soft Box Blucher, Lace Ox- 
ford, Crepe Rubber Sole. 


C and D Widths $4,00 
D Width 3.50 
D Width 3,00 


1/2 and 9/13% sizes have wider toe, as shown 
in sketch. 
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nd for the CAPTAIN KIDD dealer we have a 
most complete and capable Advertising service de- 
partment that has prepared an interesting propo- 
sition for live wire dealers. 


Complete co-operation is offered to the shoe mer- 
chants who carry the CAPTAIN KIDD line of 
boy’s, youth’s, and little gent’s footwear based on 
our slogan that the shoe is “not sold until on the 
customer’s foot’’. 


Advertising novelties and selling helps are on hand 
for our customers that will make your store the 
center of interest for all the boys in your com- 
munity. 

These helps are unusually attractive and are typi- 
cally “Juvenile” in their originality. They will 
make the sale of CAPTAIN KIDD shoes easy. 


They will make boy customers who will insist that 
their shoes be the CAPTAIN KIDD line. 


CAPTAIN KIDD “Selling Aids” 


Swords Nose Rings or ear rings 
Flash Lights 





Bandanna Handkerchiefs 
Watch Fobs Mailing Circulars (Consumer) 
Sail Boats Newspaper Cuts 
Pirate Mustaches Electros 
Tops 
Base Balls 
Foot Balls 
Ball Bats 
. Stilts 
Balloons 
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"THE JUVENILE SHOE CORPORATION 


OF AMERICA 
MANUFACTURERS CARTHAGE, MO. 
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A DOMIN ANT ATTRACTION 
AT THE BOSTON _— SHOW 
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| M.N. ARNOLD SHOE COMPANY 


NORTH ABINGTON, MASS. 





When writing to advertiser: please mention Boot anno Suoz Recoapza 
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THE ONE OUTSTANDING NOVELTY OF 
THE N.S.R.A. CONVENTION AT BOSTON 


Ninety-four Manufacturers 
Have Sampled the New 


ZEBRA WELT 


Ask Your Manufacturer to Show You a Shoe Made with It 














BARBOUR WELTING COMPANY 


BROCKTON, MASSACHUSETTS 














When writing te advertisers please mention Boor anv Suox Reconpea 





BOOT AND SHOE RECORDER January 24, 1925 


es 





SHOE 








‘Bates “Bantam Weights 





On the Dresswell Last and made with 
heavy flexible inner sole and best grade 
light weight oak tanned outer sole, this 
BATES BANTAM is just the shoe for 
summer selling. Special combination pump 
last insures snug fit on heel. 


Merchandise seasonable shoes—selling 
Winter weight oxfords in Summer does 
not increase your pair sales. 











A. J. BATES COMPANY 


Exclusively Men’s Shoes 
WEBSTER, MASS. 




















When writing to advertisers please mention Boor anv Suoz Reconper 
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odes in Merchandising 


Safe Styles for Everyone 











FEATURE of the style discussion, which marked the quarterly 

conference in Boston, was the emphasis placed on whether or no 
patterns, colors and leathers under discussion were good for the ‘‘little 
fellow’’ as well as for the big city retail shoe merchant. 


““What has the merchant on his shelves?"’ 
‘*He must be given a chance to dispose of those styles which he has.”’ 


These two thoughts were stressed time and time again. And each 
new Spring style, as it came under the magnifying glass of the experts, 
was forced to pass a rigid test as to its availability for service in the 
field of volume business. 


Take the case of opera pumps, for example. After a discussion which 
lasted almost half an hour they were placed at the end of the list because, 
although many big city merchants believe they will sell ahead of other 
styles for afternoon and informal wear, it was felt that other types will 
sell in greater volume throughout the country, taken as a whole. 


Also, in materials, the same thought held sway. Satins of rosewood 
and ‘blond attracted much favorable comment as a high style proposi- 
tion and yet, with the great majority in mind, the official recommenda- 
tion went forth giving first place to tan and light brown leathers; second 
to patent leather and third ,to black jsatin, blond satin ‘‘and similar 
shades.”’ 


The same motif evidenced itself again in the consideration of young 
men's styles, where the brogue last was placed again at the top of the 
heap because it was felt that its usefulness has by no means been out- 
lived. In colors, light tan calf was given first place for the same reason; 
and sporty styles generally were recommended. 





This thought cannot be too strongly emphasized—that the men who 
build the style platforms of the shoe industry are conscientiously work- 
ing for the majority; and that their recommendations, therefore, are 
well worth the serious consideration of every retail shoe merchant in 
the land. 





























—The Piccadilly— 


An Open-Work Pump that attracted 
the widest attention at the Show. 





Here is a number that all live retailers 
should have. 




















BURROWS SHOE CO, INC. 


ROCHESTER, N. Y. 


NEW YORK CITY: 504 MARBRIDGE BLDG. 
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—the “Belwood” 


Correct in style, yet comfortable, the 
“Belwood” is setting a new mark of 
— with discriminating men 

ith a reputation of over seventy 
yeafs to — the “Belwood” is 


typical of a line of footwear finer than 


ever before. 











EDWIN CLAPP & SON, INé 


EAST WEYMOUTH, MASS. 
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The Swag ger Model 


(A Creighton Creation) 





The Swagger made of patent leather 
with Caramel kid quarter and overlay— 
13/8 box heel was the big hit of the 
Boston Convention. 

This stylish pattern with the new shade 
of kid is indicative of the advance 
position of the Creighton line of 
Fashion Footweat. 














A. M. CREIGHTON 


LYNN, MASSACHUSETTS 
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The ‘Roline 


As an indication that our line has its full mea- 
sure of models that meet the demand for style 
footwear, The Roline, illustrated above, met 
with the approval of many buyers during the 
recent Boston Convention. 


This style is made with patent leather vamp 
and a pearl gray quarter; it has a front gore with 
buckle and can be made up in several combina- 
tions of leathers as well as in fabrics. 














CUSHMAN-HOLLIS COMPANY 


Factory and Home Office Albany Building 
AUBURN, MAINE BOSTON, MASS. 
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5 year 1925 beckons to the shoe industry with new and unusual 
opportunities. The past year has witnessed a notable development in 
the general appreciation of good footwear and the important place 
it fills in the scheme of dress. Never before have styles been better cal- 
culated or designed to win the pleasure of the public with consequent 
profit to the retail merchant. 


After five years of experimentation, style in footwear has swung into 
a new and longer cycle where good taste dominates and a good shoe is 
known by the length of its popularity, rather than through the freakish 
cut of its pattern. 


It is the most natural thing for an industry to come into this new mer- 
chandising thought after five years of disconnected and disturbed style. 
An industry switching over from standard and staple merchandise to 
styleful and —- merchandise must go through the illness that 
comes with change of dict. 


Human nature is competitive, the shoe industry is intensely com- 
petitive. Competition for the good-will of the merchant through the 
showings of styles during the convention season is one of the big factors 
in cnublishing the mode of the coming season. Styles of a season are made 
in the selections of a convention. 


We are secing in the opening days of 1925 the development of Ameri- 
can originality in footwear — after a period of five years of gro- 
_— imitations and freakish creations foisted on the public in the name 
of Paris patterns. Many of these designs are a gross perversion of the 
traditional French tastefulness. 


American merchants, manufacturers and the public as well, are choos- 
ing from well designed patterns, the best in fashion and footwear. They 
reject what is grotesque and ugly and in 1925 the trend is to accept only 
what is within the limits of good taste an “Ke or change as the public 

leases, suggestions which come from abroad. The process of adaptation 
is observed everywhere. 

American shoe fashions have in the opening weeks of 1925 shown that 


they have worked themselves almost wholly free from any foreign in- 
fluence. Not only that, but they have had a powerful influence in modify- 


lodes in 


Developing an Enthusiasm 
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for Footwear and Fashion 








wh 


ing foreign designs themselves. This has come about largely through the 
sheer excellence of design of recent American footwear, and we are proud 
to show in this section footwear in keeping with that American theme. 


Best of all we have developed foot shapes and lasts for women of such 
adaptability to the human foot that they are now standard and universal. 
There is no longer a need to change the lasts of a store radically with each 
new season's showing of footwear. We have achieved a constant factor in 
the vamp and last, leaving to fashion the variations in patterns and 
the selection of the material. 


The retail shoe merchant in 1925 is stepping into a period of profitable 
merchandising through an appreciation by him of the part he plays as 
purchasing agent in his community. 


It is for him to select the best in the grades he carries. 


It is for him to select footwear of such good taste for men, women and 
children, that the life of each as a selling number in the store will be 
weeks and months longer than the freakish patterns of the past. 


It is for him to select merchandise pleasurable to the public, and 
profitable to his store. 


A strong American keynote is sounding on the cash register of every 
shoe store handling men's shoes. Foreign influences brought us lasts 
after the war which were roomy but not particularly good fitting in the 
uppers. After much experimentation in 1924, the shoe stores of America 
step into 1925 with lasts that are typically American and have plenty of 
fitting room, smartness and salability. 


The balloon last was purely American and its follow-up, the two- 
and three-eyelet tie, is more so. The light shades of tan in the smarter 
patterns make two pairs sell where one sold before. 


fetticd) lladevern: 


Editor-in-Chief 
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NO. 4620 }4. CROSS-WORD PUMP HOLD, IN BLACK 


“DALCO' SHOE ORNAMENTS 


THE HIT OF THE SHOW 


Their great variety was a surprise to all visitors at our booth. The beauty of their 
designs inspired most complimentary remarks. The manner in which they are put up 
for_retailing won favor. Prices were admittedly right, by the volume of sales. 


THE “DALCO” PUMP HOLD 


attracted great attention. The Cross-Word Puzzle Pattern shown 
above, aroused much interest. This practical novelty is selling well 
everywhere. Pattern number 4589 shown below is a very good seller. 
Let us send you samples of this and other ‘‘Dalco’’ pump holds. 
Order today, now, while the matter is before you. Ask for an 
assorted dozen. 


PATTERN NO. 4589 


DALRYMPLE-DUDLEY CO. 


HAVERHILL, MASS. 











When writing to advertisers please mention Boot anv Suoz Recoaper 





1925 
January 24, 1925 BOOT AND SHOE RECORDER 





Rely on the ‘Dunbar Treasure Chest 





Just as the unseen but irresistible tides 
move beneath the ocean’s surface, so 
the creative Style Power of the Dunbar 
Pattern Co. was a great unseen factor 
behind the successful new models 
exhibited at Boston. 











Your exclusive designs are safe when 
locked in the Dunbar Treasure Chest. 


DUNBAR PATTERN CO. 


SHOE ‘ MAKERS 











eee 
BOSTON ~BROCKTON ~NEW YORK agua UT Vy a pie 
= nes 
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ENDICOTT-JOHNSON 
“HI-KICKS" 


**HI-KICKS "* received the Award of Merit 
at the National Shoe Retailers’ Convention. 


A ‘ees: serviceable play shoe, ideal for Base- 
ball and all out-of-door and in-door sports. 


Made in many leathers and canvas with Crepe 
Rubber or Para Soles. 


A Baseball Free with every pair you sell makes 
this shoe extremely popular with the boys in 
your neighborhood. 


ENDICOTT-JOHNSON CORP. 


JERSEY CITY, N. J ENDICOTT, N. Y. ST. LOUIS, MO. 











When writing to advertisers please mention Boot anv Snon Recoaper 








1925 January 24, 1925 BOOT AND SHOE RECORDER 














House of Sandals in attractiveness and 
salability 


We will have in stock for spring shipment 
eight or ten lines of low heel turn 
Sandals. Our in-stock folder will be ready 
for mailing February 1. 











THE L. B. EVANS’ SON COMPANY 


“The House of Sandals” 
WAKEFIELD, MASS. 











: We are still talking and thinking Sandals 
: for spring. The model shown above is a 
new Evans’ creation characteristic of the 
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Rough Faced Gleasonite Soles 


With their original suction buttons 


HOE manufacturers know that properly 

constructed composition soles are here to 

stay. The shoe buying public have 
become acquainted with the merits of the 
successful brands of this class of material, and 
have learned their trade names, as well as 
features. 


Several years have cla since GLEASON- 
ITE was introduced to the shoe manufacturing 
and shoe repairing trades. 


Its wearing qualities have been fully demon- 
strated and its practicability from a shoe manu- 
facturing standpoint is today beyond question. 


The five suction button GLEASONITE sole, 
with its four months’ guarantee, has been 
carefully watched by millions of wearers. 


The suction buttons have not only prevented 
slipping on wet and greasy sidewalks and 
streets, but have acted as a WEAR BARO- 
METER that easily distinguishes a GLEA- 
SONITE sole long after the name has been 
worn off. 


These suction buttons are a permanent trade 
mark for GLEASONITE soles. 


The Gleasonite Products received 
an award of merit at the Retail Shoe 
Fair in Boston, January 6, 7, 8; the 
judges commenting very favorably 
on the novelty of this type of Gleason- 
ite Rough Faced Sole. 


BLACK and TAN 


This sole has the same five suction button 
feature as their regular sole, but the surface 
is roughened to give a very pretty effect on the 
sole, and has been especially designed by them 
for High-Grade Men's Shoes. 

This sole will be known as ROUGH FACE 
GLEASONITE and will be manufactured in 
black and tan. 

The black will be the same in quality as the 
present GLEASONITE. 

The tan is something new in soling material. 
Patents to protect this new tan product are 
now pending. 

One of the outstanding features of the tan 
sole is that the fibres are faid in one direction. 
As a result of this construction, the sole flexes 

rfectly without danger of cracking, as it 

ies on the shoe, while on the other hand it is 
firm and retains its shape perfectly. 

This new tan product is the result of many 
years’ experimental investigation, and is 
aay designed for High-Grade Men's 

hoes 


This rough faced GLEASONITE is made in 
two types of construction, solid throughout and 
with a pure gum backing (patent pending) 
that results in a resilient, comfortable sole 
that can be stitched aloft, and a sole that 
has all the comfort of a crepe sole without the 
disadvantages of separating in hot weather, or 
bulging in service. 

Samples to the trade upon request 








The same regular suction 
buttons which have been a 
WEAR BAROMETER on mil- 
lions of pairs of GLEASONITE 


soles. 


This suction button prevents 
slipping on wet and greasy side- 
walks, and has this added 
feature of a beautiful rough- 
ened surface on the sole. 


GLEASONITE 
(Our regular Black) 
Millions of pairs have given 
four to fourteen months’ satis- 
factory wear. 


GLEASONITE TAN 
(Something new) 
Especially prepared fibres are 
laid in one direction to prevent 
cracking and to increase wear 
arid has the firmness of leather. 





GLEASONITE PRODUCTS CO. 


Room 201, United States Hotel 


Sales Office: 


BOSTON, MASS., U.S. A. 
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Goodyear Wing foot Lop Left 





Awarded Gold Medal by 1925 Style Com- 
mittee of the N.S. R. A. 


The ideal top lift for wood heels, GOOD- 
YEAR WINGFOOT TOP LIFTS, have 
the advantage of latest style and long wear. 


They help the shoe to hold its shape. A 
size and shape for every wood heel made. 














THE GOODYEAR TIRE & RUBBER CO. 


AKRON, OHIO 
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Announcing 


A ‘New Ground Gripper Pump 





Every Ground Gripper Agent who at- 
tended the Boston Show bought this 
new gore pump. It is made on our 
Modified Last, embodying the true 
Ground Gripper principle—plus a new 
touch of style. 

Made in all leathers—four weeks de- 


livery. 

















GROUND GRIPPER SHOE Co, INC. 


84 Linden Park Street 
BOSTON, MASS. 
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eAmerican Lady 
American Gentleman 
Security — for Boys and Girls 





TYLE leaders for over 
half a century. Today, 
it's the Complete Quality 
Line sold under one Brand. 











HAMILTON? BENTO! CO 


Soston 


St. huis 
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The “La Fleur’—-A Runway Sensation 


If you saw the Walk-Over shoes displayed on 
the runway at the recent National Shoe Retailers’ 
Convention, you were undoubtedly impressed by 
two things: fit and originality of design. 


If you examined them closely, you could not 
help admiring their quality of Workmanship too. — 
In Walk-Overs, fit, originality, and quality go hand 


in hand. 


GEORGE E. KEITH COMPANY 


CAMPELLO, BROCKTON, MASS. 
Makers of 


Walk-Over Shoes for Men and Women 
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ITH the adequate capacity of this new factory we will 
be in a position to serve through our Spring In-Stock 
Department those dealers who are interested in 


[. Miller’s 
‘Beautiful Shoes 


To all those dealers who have at times experienced some delay, 
we can assure an efficiency in service that previous conditions 


did not permit. 
Send in your name now fora copy of our Spring In-Stock brochure. 





L MILLER & SONS 


Harris and Ely Avenues, Long Island City 
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VELVET PAD INLAY TOP SHOE DISPLAYER 


forms the basis of a new and interesting method for 
displaying shoes. 


No. 2297 for one shoe 3-in., | 
5-in. or 8-in. high. 


No. 2246 Shoe Displayer in No. 2295 for two pairs 6-in., 
Louis XVI Period Desi 4 with 8-in. or 12-in. high. 

velvet inlay top, 18-i high 

over all or with 3 shelves and 

top 30 inches high over all. 

















NCE more Fixture Quality has been officially 
recognized and honored. Judged by the 
foremost merchants of America, the award of 
merit of the N. S. R. A. indicated the wide 
endorsement of our exquisite and practical 
fixtures. Our book on Shoe Store Fixtures will 


give you valuable suggestions. It’s yours on SALES OFFICES 
request. New York—35 West 32nd St. 
Chicago—217 W. Jackson Blvd. 
Boston—52 Chauncy Street 











Baltimore—No. 1 N. Eutaw St. 


HUGH LYONS & COMPANY 


LANSING, MICHIGAN 
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IDEAL FOR 


Golfing and Walking 


Smart in appearance. 
Comfortable for the feet. 


A positive Non-Slip Tread 
that insures the Springy 
sure-footed Stride or Stance 
on wet turf or fairway. 


Long wearing in severe 
service. 








Other Quabaug Rubber Products: 
MATTING—STAIR TREADS—TUBING—AUTO MATS 


‘* Armortred’’ Rubber Floor Tile and 
Moulded Goods 











Manufactured by 


uabaug Rubber Co. 


NORTH BROOKFIELD, MASS. 


Boston Office 
No. 1 United States Hotel Tel. Liberty $034 
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Two Typical Stacy-Adams Styles 


§ awe year 1925 marks the fiftieth 
anniversary of this business. 
During a half century of earnest 
endeavor we have built up and firmly 
established a reputation as manufac- 
turers of men’s high grade shoes. 
For the future we promise our best 
efforts to deserve the continued con- 
fidence of the trade. 


STACY-ADAMS COMPANY 


BROCKTON, MASS. 
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odes in Merchandisi 
“Sane Permanency of Style”’ 


“Ty ALANCED sstyles’’ and ‘‘sane permanency of style’’ were the 
keynotes of the quarterly styles meeting of the allied trades held in 
Boston during the week ended January 17. The afternoon session of 
Tuesday, January 13, found manufacturers, retail shoe merchants, tanners 
and salesmen concentrating on these keynotes as defined by John C. 
McKeon in his opening message to the conference. 


Mr. McKeon said he felt that the matter under consideration was 
one to be approached very carefully, because the retailing period under 
discussion will have much to do with the success, or otherwise, of 1925, 
as a year of volume business. 


“*Some,’’ he said, ‘‘have the foolish notion of ‘something new all the 
time.’ It is true that we must have something new all the time, but 
don't let us get the periods for new things so concentrated that we don't 
give ourselves a chance to dispose of those we have. I dare not call them 
old styles, because they are not old styles. They are good styles. 


“I believe that styles should last, either from a viewpoint of pattern, 
or color, for some reasonable length of time. I believe in a duplicate order, 
if such a thing is possible. I believe that in most of the larger centers 
there are plenty of people to draw from who are still interested in styles 
which have been bought—say, two or three months ago, and delivered 
during the last several weeks. 


‘*Let us, therefore, have that in mind, that as we regulate this style 
program along sane, sound lines, that we regulate it also for the purpose 
of buying shoes that will sell, and buying enough of them and enough 
sizes to provide for the demand, and provide for that demand in the 
right way, not through nibbling.” 


The merchant will not go far wrong if, in his buying, he remembers 
always that shoes no longer can be considered by themselves, as they 
were eight or ten years ago. Today the woman thinks, not in terms of 
half a dozen pairs of shoes, but in terms of a pair for every costume 
which she has. She wants shoes which are appropriate to the costume 
she has planned. 
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Leaders in Patent Leather 


development for over 


thirty years 
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THAYER-FOSS COMPANY 


Leathers of Merit 


BOSTON 
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The Christine 


This black satin model is a good sample of the 
attractive styles that met with approval durin 
the recent Boston Convention. The above is a blac 
satin tie with suede trim and full Spanish Louis 
heel. Made also in patent, tan calf and blonde 
satin. 


This style with our complete line of in-stock shoes 
will be shown at the meeting of the Pennsylvania 
Shoe Retailers’ Association, at Atlantic City, Febru- 
ary 2, 3, and 4. Mr. George Drysdale will be in 
charge. 











THOMSON-CROOKER SHOE CO. 


18-26 Station Street, BOSTON, MASS. 
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“Peter “Pan 








The grace of Eternal Youth—the everlasting magic 
of Springtime, are fashioned into the beautiful 
lines, shapely proportions and correct fitting of 
**Peter Pan,’’ a true Wichert creation. 


It is one of the thirty-one new spring creations 
that won favorable comment from shoe merchants 
the country over, both on the Boston Style Show 
Runway and at our private style revue in the ball 
room of the Copley-Square Hotel. When you are 
in New York, we would be glad to show you our 
entire line of exclusive models. 


Patent is — for on the strap arrangement as 
shown on this and other models. 














In NEW YORK 

Displayed in our 

office-—Marbridge 

Building, 34th and 
6th Ave. 











WICHERT, Inc. 


Turns and Welts for Smart Feminine Wear 


Atlantic and Schenectady Avenues 
Brooklyn, New York 


TRADE MARK 
REG U.S PAT. OFF 
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Skinner’s Shoe Satins are 36 inches wide HE unrivaled daintiness and beauty 
and supplied in four different qualities to of satin shoes have given them first 
meet all the requirements of the trade. - * 

place in fashionable footwear. 


The unequaled wearing quality of 
Skinner’s Shoe Satin has made satin 


S ke 1 nN ne rs shoes practical for all occasions. 


S h S ae WILLIAM SKINNER & SONS 
oe satin a ae ee 


aS 5. SOS 





FOR THE NAME IN THE SELVAGE” 
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55 Per Cent 


of the Shoe Exhibits at the Boston 


Show featured shoes soled with 


oe # 
Rig es 
% 


in LE 


NATURAL CRE 
| ‘Plantation 


PE RUBBER 
Finished | 
. For Everybody’s Everyday Wear 


Mail the coupon and 
receive a copy FREE 


NATURAL CREPE KEEPS !TS5S SHAPE 
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ORE than half of the manufacturers represented at the Boston 
Shoe Show were showing models of all kinds with Crepe Rubber 
Soles for men, women and children. 


This 55 per cent includes most of the best known shoe manufac- 
turers, the volume of whose output and prestige is sufficient to insure 
the success of shoes of this type. 


With the strength of the Shoe Industry behind Crepe Rubber Soles 
and the strong advertising campaign of the Rubber Growers’ Associa- 
tion the demand is sure to be large and steady. 


Concerted Action in Advertising 


At the show every manufacturer was interviewed by the London Rep- - 
resentative of the Rubber Growers’ Association and it was learned that 
many of the most important producers were going to take advantage 
of the consumer advertising put out by the Association and run a 
campaign of their own. 


Dealers visiting the booth also signified their intention of doubling 
or tripling the value of their advertising dollar by featuring Crepe 
Rubber Soles for Everybody's Everyday Wear. This concerted ac- 
tion on the part of Growers, Manufacturers and Dealers will have an 
immediate effect. 


Every Shoe Man should have the FREE Hand Book 


This book tells all about Natural Crepe Rubber (Plantation Finished). 
It gives detailed instructions how to apply it to every kind of shoe— 
causes of trouble and how to avoid them. In short it is a production 
manual. 


NATURAL CREPE KEEPS ITS SHAPE 
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Charles T. Wilson Co., Inc. 


82 BEAVER ST., 
NEW YORK CITY 





Te TTT) 


NATURAL CREPE RUBBER 
{ ‘Plantation Finished | 


We Specialize in All Grades of 


Natural Crepe Rubber 






We carry stocks of all grades 
and thicknesses of 


oer = Qs 






















































































6 (Plantation Finished) : 
for | = 3 
IMMEDIATE AND FUTURE DELIVERY § § = And Are Direct Importers of 
: Harrisons and Crosfield’s : 
g Estates : 
4 = a 3 
Your name on our mailing list g Write for Samples and Quotations 2 
will assure you of receiving our = z 
periodical market reports. = a = 
g LITTLEJOHN & CO., Inc. 3 
SAMPLES AND PRICES ON REQUEST = 137 Front Street = 
I New York City 0 
5 LOUTH OMH ONO 
t 
SILK LACES Fine Calf Leathers 
No. 103—<Art Silk, Tassel 
End, (like cut) 3-inch Tu- Manufacturers of 
bular, BLACK or TAN. 
> Gro. Laces Velvetta Calf— 
18-inch $1.35 $7.20 es 
2-inch 1.50 8.00 Tuscan Calf— = 
No. 101—Genuine Silk, 3 ‘ 
inch a : ‘od Russia Calf— 
Doz. Pr. Gro. Laces 
27-inch $2.00 $11.40 Strictly Pine Pull-grain Calf Leather 
No. 12—Genuine Silk, l-inch . 
Wide (like cut). BLACK or 106 Beach St. Boston, Mace. U.S.A. 
TAN. Doz. Pr. Gro. Laces 
ls 21-inch $1.75 $9.40 
27-inch 2.10 12.00 









APPROVED BY 
MEDICAL MEN 


sturdy support for the ankle: of 
amen aalees end op 0 oily ; 


GROSGRAIN RIBBON, 1}4-inch, Per Roll (10 yds)... ... $1.60 










VENTILATIONS Siete ak vour 
PATENTED order 

Phone Brockton 2183 
for immediate ac‘ ion. 


BURKLEY 
SITOE CO. 


1156 No. Main Street 
Brockton, Mass. 


Narrow Flat Tubular, Highest Grade, Mercer- 
ized, Fabric Tip. Black, Cocoa, Dark Tan, 
Russet, Elk, White. All lengths. Sample Lace 
and Color Chart on request. 

Small RHINESTONE Clasps ............... Doz. Pr. $7.80 


LINCOLN STORE SUPPLIES COMPANY 


1508 Washington Ave., St. Louis 
Shoe Store Needs Novelty Findings 
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SOLES 


BER. 


ONG LASTING PLEAS- 
URE AND SERVICE TO 
THE WEARER. 


i MMEDIATE FILLING OF 


What CLICO means HOICEST PLANTATION 
in CREPE RUBBER FINISHED CREPE RUB- 






YOUR ORDERS. 


LOSE FINE FIRM GRAIN 
WHICH MOST CUS- 
TOMERS PREFER. 


IN ANY WEIGHT DE- 
SIRED. 


Ons OR DOUBLER 














J X 
The demand for crepe rubber soles is so great that 
the supply of the finest plantation crepe rubber is 
becoming very limited. 


Our foresight in securing large quantities enable 
us to cover the wants of those who apply to us for 
CLICO SOLES. 


Clark Rubber Mfg. Co. 


185 Summer St., Boston, Mass. 
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This List of Retailers 
Speaks for Itself 





ERE is a representative showing of leading 

shoe stores throughout the country now 

offering shoes that bear the trade mark of the 
one and only VICI kid. : 


These retailers and their manufacturers recog- 
nize the influence of the VICI kid trade mark 
on retail sales. They know that VICI kid will 
bein great demand in 1925. National advertising 
is teaching the public to expect VICI quality 
and to look for the VICI kid trade mark inside 
the shoes they buy. 


If you would take full advantage of this con- 
sumer acceptance and demand—make sure 
that this trade mark is inside your shoes of 
VICI kid. 


ROBERT H. FOERDERER, INC. 


PHILADELPHIA 
Selling agencies in all parts of the world 


Robert H. Foerderer, Inc., 
is the sole manufacturer of 
the one and only VICI kid. 


Reg. U. S. Pat. Off. 
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VICI 


Look for this trade mark KID The FOOT 
in shoes of Vici kid ARISTOCRATIC 


Maxers of fine footwear M A DE 0 N LY BY 


eters ROBT HFOERDERERINC. 


The Vici trade mark, in- 

, The Yee mak, PHILADELPHIA 
7 surance that the upper 

_ leather is the one and 

only Vici kid— leather 

produced exclusively by 

Robert H. Foerderer, Inc. 


























WOMEN'’s SHOES 


VIRGINIA 
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WOMEN'S SHOES 
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These leading stores feature shoes bearing the 
Vici kid trade mark 


WOMEN’S SHOES WOMEN'S SHOES WOMEN’S SHOES 
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ROBERT H. FOERDERER, INc. 
PHILADELPHIA 
Selling Agents: LUCIUS BEEBE & SONS, Boston 
Selling agencies in all parts of the world 
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THERE 18 ONLY ONE VICI KID --- THERE NEVER HAS BEEN ANY OTHER 





This advertisement appears in 
The Saturday Evening Post 
of January 24, 1925; in Vogue, 
January 15; in Harper’s 
Bazar for January and in 
. Vanity Fair for February. 
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“ALL INSTEPS LOOK ALIKE TO GORED SHOES’? 


cA? the N.S. R.A. Con- 
vention this shoe, made 
with an artistic buckle 
effect of HUB GORE, 
was highly compli- 
mented. 


Protect 


QuUR new CROSS- 
WORD design in HUB 
GORE came in for 
much praise and or- 
dering at the N.S.R.A. 


Convention. 


This trademark is on every 
piece of genuine HUB GORE 
and represents a two-year 
guarantee by the largest 
makers of elastic fabrics in 
the world. 


Yourself 
as well as your Customers 


The name HUB GORE is known Cheaply made goring without 
to many thousands of shoe men, the known assurance of its serv- 
who recognize its guaranteed ice is not to be compared with 
quality and the many years the surety of HUB GORE or 
through which it has been con- the beauty and variety of the 
scientiously and successfully pro- exclusive patterns in which we 


duced. 


provide it. 


HUB GORE MAKERS 


Branch of 


Everlastik, Inc., Chelsea, Mass. 
1107 Broadway, New York 


Shoes by courtesy of Ernest D. Haseltine Co., Newburyport, Mass. 
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CINCINNATI—tThe retail shoe 
business was somewhat spotted dur- 
ing the week ending January 17. 
However, stores hoiding their Jan- 
uary clearance sales are doing well. 
There is a great deal of talk among 
retail merchants regarding sales, 
and they feel that sales are some- 
what a detriment to business. Many 
of the stores are in favor of two 
sales a year, a sale the latter part 
of January, and one in July. 


Potter Co. Meeting 


Mr. Steinkamp of the Retail 
Credit Bureau was the speaker at 
the recent meeting of the Potter 
Shoe Co. He explained how the 
bureau operates. The meeting sched- 
uled for this week ending January 
24, was devoted to hearing reports 
from those who attended the N. S. 
R. A. convention in Boston. 


Dr. Ferguson Elected 


Dr. C. L. Ferguson, the medical 
director and physician for the Selby 
Shoe Co., was elected president of 
the Selby Superintendent and Fore- 
man’s Association. 


Advertise New Models 


In an advertisement, The H. & 8S. 
Pogue Co. featured a new “Var- 
sity” pump, to sell for $10. This 
pump has a short vamp, round toe, 
and low box heel. The enameled 
buckle and interwoven lacing for 





Factories Busy Filling 
Orders 


A decided improvement is 
noticeable in the business of 
the manufacturers. Local fac- 
tories have booked a large vol- 
ume of spring business in the 
past 20 days. Many factories 
will find it difficult to deliver 
quickly all the orders that 
have been placed. In many in- 
stances retail merchants have 
held off too long. Judging 
from the orders that the fac- 
tories are receiving, colored 
satins will be very popular 
during the spring, especially 
blonde satin. The shades of 
penny brown and apricot will 
hold a prominent place. 
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Factories in Cincinnati 
Note Increase in Orders 


trimming, made of contrasting 
tones, make it attractive. 

The Potter Shoe Co., printed an 
interesting advertisement, their 
sole appeal being to the fortunates 
who go South for the winter. They 
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featured white footwear for all oc- 
casions for women and men. 


- New Shoe Stores 


Arthur I. Weker, Waltham, Mass. 

The Leader, Canton, Ohio. 

H. A. Mathes Shoe Co., 109 E. 
Third street, Bartlesville, Okla. 

Buster Brown Shoe Store, 129 
W. 8th street, Coffeyville, Kan., R. 
H. Meeker, manager. 





Good Buying Reported 
from St. Louis Stores 


ST. LOUIS—There was a satis- 
factory tone to the buying in most 
shoe stores here during the week 
ending January 17. Style prefer- 
ences continued along the same 
lines as heretofore in both men’s 
and women’s departments. Clear- 
ance sales, going on in many stores, 
had the effect of an artificial stimu- 
lation. 


Sells with Capitol 


J. R. Sells has joined the Capitol 
Shoemakers, Inc., and will sell shoes 


in the Middle West, making his 
headquarters in Kansas City. His 
territory will include Nebraska and 
all of Missouri, excepting St. Louis. 


St. Louis at Convention 


Many merchants returned from 
the East late in the week, where 
they attended the “National Shoe 
Retailers’ Association convention 
held at Boston. St. Louis sent a big 
delegation from every branch of 
the industry. They were on the job 
in detecting style tendencies. A few 



























One of a chain of Book’s family stores. It is at 210 Market street, Canton, 






















- abe 


Ohio, and a woman, Miss Irene Ball, is manager. The wide entrance is 
characteristic of the chain of stores and the island show-case between the 


two doors has attracted much attention. 
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As men discover the comfort, the 
beauty, and the service of fine 
glazed kid the volume of glazed kid 
shoes logically increases. 


JR many years NEW CASTLE KID has been 
preferred by most of the best known makers of 
finest men’s shoes. 
Particularly was this true of NEW CASTLE HAV- 
ANA BROWN which, as every shoe man knows, long 
stood in a unique and dominating position. 


Now that a demand for lighter brown in men’s shoes 
is here we have supplied an answer in NEW CASTLE. 


HARVEST BROWN 


ROYAL BROWN 


That these colors fittingly succeed HAVANA 
BROWN is definitely shown by the class of men’s 
shoe manufacturers who are using them in quantity. 


NEW CASTLE LEATHER CO, Inc. 
_ 100 Gold Street 
New York City 


We are privileged to publish 
this partial list of men's shoe 
manufacturers now using HAR- 


VEST or ROYALU BROWN. 


ALDEN, WALKER & WILDE, INC 
E. Weymouth, Mass 


EDWIN CLAPP & SON, INZ 
EB. Weymenth, Ma + 


W. L. DOUGLAS SHOE CO 
Brockton, Mass 


EMERSON SHOE MFG. CO. 
Brockton and Rockland, Mass 


FRENCH, SHRINER & URNER 
Bosten, Mass 
HOWARD & FOSTER CO. 
Brockton, Mass. 

C’ S. MARSHALL CO. 
Brockton, Mass. 

M. A. PACKARD CO 
Brockton, Mass. 
RALSTON SHOE MAKERS 
Campelle, Mass. 


REGAL SHOE CO 
Whitman, Mass. 


BION F. REYNOLDS CO. 
Brockton, Mass. 


STACY, ADAMS CO 
, Mass 


STETSON SHOE CO INC 
South Weymouth Mass 


WHITMAN & KEITH CO 
Brectton, Mass 


E. T WRIGHT & CO, INC 
Rockland, Mass. 
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of the figures seen about the hall 
included: J. T. Johnson of the 
Brown Shoe Co. Inc., J. E. Boneau 
of the United Shoe Mfg. Co., H. L. 
Ke!ly, Beverly Jones and B. C. Hyde 
of the Roberts, Johnson & Rand 
branch of the International Shoe 
Co. O. A. James of the Peters 
pr:nch and A. E. Farrar of the 
Friedman-Shelby branch, Julian 
G. Samuels of the Samuels Shoe 
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Co., and J. C. Boyd of the Boyd- 
Welsh Shoe Co. 


Erwin Increases Territory 


“Tex” Erwin, former major 
league baseball player, who has 
been traveling New York state for 
Johansen Bros. Co., with headquar- 
ters at Rochester, has added Ohio 
to his territory. 





In Milwaukee, Shoe Stocks 
Are in Healthy Condition 


VILWAUKEE—The majority of 
M'|waukee shoe merchants are find- 
iny the middle part of January 
somewhat slower than was ex- 
pe-ted. Sales started off very well 
af.er Christmas and during the 
fir:t week of the month, but there 
has been less activity since that 
time. However, the opening weeks 
of the sales did much toward reduc- 
ins old lines, and stocks should be in 
healthy condition by the end of the 
month, despite the present lull. One 
hich-class store is very well satis- 
fied with the progress of its sale. 
The week ending January 10 was 
said to be the best sale week ever 
experienced by the store, and the 
following week started off satisfac- 
torily, although snow and cold 
weather will probably prevent its 
equaling the previous week. This re- 
port applied to all departments - of 
the store, including men’s, women’s 
and children’s shoes. 

Hosiery has been very active 
during the first half of January, 
both shoe and department stores 
report. Specials offered on a num- 
ber of lots of silk and wool 
hosiery have brought very good re- 
sponse. Local merchants have closed 
out large amounts of silk and wool 
hosiery during January sales up to 
the middle of the month. 


~~ 


Start Advertising Campaign 


In order to convince people of the 
city that they can purchase goods, 
quality considered, at the same 
price in Racine, Wis., as well as 
other places, merchants of that city 
have made plans for an advertising 
campaign to be carried out with the 
co-operation of the various busi- 
ness men’s organizations of the 
city. The campaign will be carried 
out under the auspices of a mer- 
cantile board composed of the presi- 
dent and two members from each 
of the six business men’s associa- 
tions of Racine. Advertising matter 


will be published under the slogan 
“Me for My Town,” and buttons 
bearing the same slogan will be 
distributed among customers. It 
is estimated that from four to five 
per cent of the residents of Racine 
do their purchasing outside of the 
city, and the campaign will be di- 
rected primarily at these people. 


Pioneer Merchant Dies 


Anthony Kraynik, 88, one of the 
best known figures in the shoe busi- 
ness of Racine, Wis., died at his 
home in that city. Mr. Kraynik was 
born near Prague, Bohemia, and 
learned his shoemaker’s trade in 
Vienna. He came to Racine, Wis., 
in 1869, and was first employed by 
John Beck, a pioneer shoe merchant 
of the city. Later he branched out 
for himself, helping to found the 






The second Cinderella Boot Shop to open in St. Joseph, Mo. It 
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business of Welfi & Kraynik. Mr. 
Kraynik retired from active busi- 
ness when that firm was dissolved 
not long ago. 


Price Trend Upward 


An upward tendency in prices, 
due to increasing costs of raw ma- 
terials, but an optimistic view of 
the shoe industry for the coming 
year, are noted by Milwaukee shoe 
manufacturers. Recent statements 
from several prominent local manu- 
facturers show that Milwaukee fac- 
tories are running at, or near, ca- 
pacity production, 


Talks on Shoes 


“What Do Your Shoes Cost?” 
was the subject of an address given 


- before the Lions’ club of Oshkosh, 


Wis., by H. O. Bahtke, shoe mer- 
chant. of the city. Mr. Bahtke 
opened a series of addresses to be 
given by the various members of 
the club regarding their vocations 
in order that they may become ac- 
quainted with each other’s occupa- 
tions. 





Harris-Emery Buys 
Building 

Des Moines, Ia.—The Harris- 
Emery Department Store recently 
purchased a building south of its 
store on Seventh street. The con- 
cern will enlarge its store. It has a 
shoe department. 


































ana. 


is a branch 





of the Balmat-White Shoe Store of the same city, in which Joe Balmat 

and Ned White are interested. The above photo is a reproduction of the 

store at 121 So. Eighth street. The first Cinderella store opened at 707 
Feliz street and has shown an appreciable increase every year. 
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im tremendous interest displayed at the N.S.R.A. 

Convention at Boston, in the London Character 
Advertising and Merchandising Service is proof- 
positive that the London Plan is the greatest co- 
operative offer ever extended to retailers of men’s 
shoes in the history of our industry. 


If you were unable to attend the Convention, and 
have not as yet received information on the London 
Plan, write or wire for details immediately. 


Inasmuch as this service is confined to one dealer 
in a city, requests for it must be honored in order 
of their receipt. 














LONDON CHARACTER SERVICE 


* London Shoe Company, Inc. * 
110 Duane Street 
New York 


When writing to advertisers please mention Boot anv Snot Recorver 
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Colorado Presents Splendid 
Economic Conditions for 1925 


DENVER—Retail shoe mer- 
chants of Denver and other parts 
of the state are making ready for 
a good trade this year. They are 
placing their hopes of a good year 
on the fact that the whole econom- 
ic structure of the state—mining, 
agriculture, employment, industry 
—has bright prospects for 1925. 
Last year the farms of the state 
brought $130,809,508 into the 
state; mining, $18,457,100; live- 
stock products, $145,469,811; manu- 
facturing, $375,000,000; tourist 
travel, $49,000,000 and so on 


down the line. Denver retail shoe. 


merchants are making their plans 
aceordingly and state that January 
has been a good month with busi- 
ness better than it was during the 
same month last year. 


Fontius Adds Department 


The Fontius Shoe Company, Six- 
teenth and Welton streets, recently 
opened a new shoe department in 
the basement of its store. The new 
department will sell shoes at $5.50 
for men and women. 


Has New Front 


Improvement on the Buster 
Brown Shoe Store in Grand Junc- 
tion, Colo., included an entire new 
front, which gives the concern a 
60-foot window display. Business is 
improving right along at the Grand 
Junction store. 


Mid-Winter Sale 


The Broadhurst-Young Shoe 
Company, Sixteenth and California 
streets, this city, is conducting its 
mid-winter clearance sale. During 
this sale 1,500 pairs of women’s 
shoes are being sold at $5.85 per 
pair. 


Shoes for Children’s Dolls 
Distributed 


Los Angeles, Calif.—Silver’s Shoe 
Store, 2910 Whittier boulevard, re- 
cently obtained a great deal of pub- 
licity by a novel plan. Robert Sil- 
verstein, proprietor, advertised the 
store would distribute dolls’ slip- 
pers free to all children bringing 
their dolls to the store. Three hun- 
dred and twenty pairs were fitted 
in three hours, costing only 10 cents 
a pair and the name of the firm was 
stamped on each shoe. The proprie- 
























tor considered the plan well worth 
the cost. Children crowded into the 
store until the supply was ex- 
hausted. 


Herold Shoe Co. Sales Force 
Active 

San Francisco, Calif.—Chester 
Herold of the Herold Shoe Co., of 
San Jose, retail shoe merchants, 
was recently elected a vice-pres- 
ident of the California Retail Mer- 
chants Council. The Herold store 
holds meetings for the personnel 
every Wednesday and they derivea 
great deal of social and educational 
benefit. An entertainment and 





dance is being planned and will be 
held in the store. 


Fifth Buster Brown Store 
Opens 

The Buster Brown Shoe Store 
Company recently opened a new 
store at 129 West 8th street, Coffey- 
ville, Kansas, which is the fifth 
store in the Buster Brown chain. 
The new store will handle a popular 
priced line of shoes. J. R. Meeker 
is manager. 


New Mathes Store 


Bartlesville, Okla—The H. A. 
Mathes Shoe Company recently 
opened a new branch store at 109 
East Third street. It is 50 by 60 
feet, and has a double window dis- 
play, with a center entrance. The 
store will handle a popular-priced 
line of shoes. 





Modesty and self-confidence make 
a strong team. 















ne 


New Footwear 


For the Women Whe Lead in Fashion 


to you, and new to all Kalamazoo! 

Tilustrated are fourteen of the many new smart 
patterns, from which you may choose the truly 
appropriate slipper for every enjoyment. 


A Holiday Season Array — Fashioned 
All the Wanted Leathers! - 


V&A Bootery | 


Beautitul shoes a step ahead in style I 
132 South Burdick St. | 











JANICE — $10.00 





ery 


MARGOT — $9.00 


The Vv. & A. Desliew of 3 bichon. Mich... reports this ad Srenaiit a 


splendid response. Fourteen smart-looking styles are shown. Notice the 
price range is between $8 and $10. The manager, William Van Dis, 
reports strong demands for plainer patterns—for spring he predicts a 
Colonial with a distinctive design in low and box heels will be a favorable 
number. The material demand in order is: patent, tan and black calf, 
satin, suede. The store carries only two lines of men’s shoes—prices 


ranging between $7 and $10. 
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Supremacy 


Caramel 


Thirty-one 








Golden Brown 
Ga Bona 


Fashionably Accurate 


UR matchless color department, and 

our unrivaled world organization for 
securing the preferred varieties of skins, 
makes F. B. & C. colors always forecast 
the color successes. 


For fashionably accurate colors, call for F. B. & C. 


AMALGAMATED LEATHER COMPANIES }’ 


(INCORPORATED) 
22 N. Fifth St. : Tanneries 
PHILADELPHIA, PA. WILMINGTON, DEL. 


FD&C. hid 
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Haverhill Secures Good 
Business at N.S. R. A. Show 


HAVERHILL—Exhibitors from 
javerhill at the N. S. R. A. con- 
ntion and style show held in 
soston, January 12 to 15, are well 
eased with the results obtained 
there. Nine concerns in Haverhill 
and vicinity exhibited, including: 
Witherell & Dobbins Co., Rickard 
Shoe Co., Hazen B. Goodrich Co., 
radley Shoe Co., Ordway & Clark 

»., H. E. Lewis, Inc., F. E. Adams 
Shoe Co., Dalrymple-Dudley Co., 
and Le Bosquet-Moore Co. 

Each of these concerns was 
awarded medals for excellence in 

ie shoes displayed. Successes were 
scored by local exhibitors not 

ily at the booths, but with models 
yn the runway as well as individual 
nodels for several concerns. 

Other Haverhill concerns not ex- 
hibiting at the show were repre- 
sented at their Boston offices and 
ait hotel sample rooms. Visiting shoe 
merchants were in a buying mood, 
although purchases were not in as 
large amounts as in many previous 
years. In the aggregate, a substan- 
tial amount of business was placed 
for deliveries during the next few 
weeks. Following style show week 
Haverhill shoe manufacturers and 
salesmen are intensively working 
to develop business on the styles 
brought out at the show. That they 
will be successful in these endeavors 
is the belief of all who are asso- 
ciated in Haverhill’s principal in- 
dustry. 


Prompt Deliveries Assured 


During the convention President 
tichard and Secretary Cooper of the 
Haverhill Shoe Manufacturers’ As- 
sociation circulated folders con- 
taining the recent report of Edwin 
Newdick, chairman of Haverhill’s 
arbitration board, concerning the 
city’s improved business conditions. 
The fact that manufacturers and 
workers are on a peace pact basis 
and that all matters concerning 
wages and factory conditions are 
decided by the board, guarantees 
continued production in the fac- 
tories with consequent security to 
buyers regarding prompt delivery 
of orders. 


stores which he has conducted for 
30 years. Mayor MacGregor says, 
in a half page advertisement in the 
local papers, enumerating many 
bargains in footwear: “As I shall 
probably be pretty busy during the 
next two years, I have decided to 
close out the MacGregor store and 
turn over the actual management 
of the Bennett & Co. store to my 
son, Mr. Bennett MacGregor.” 
Mayor MacGregor will close the 
store February 1. 


Cross-Word Puzzle Shoes 


The prevailing cross-word puzzle 
craze has extended to the Haverhill 
shoe industry with the result that 
several local concerns are showing 
shoes made up on patterns embody- 
ing this idea. One of the most 
unique and attractive of this line 
is a pattern made by Collins & 
Staple, makers of women’s turn 
shoes. It is made up in a plain pat- 
ent leather pump, on the quarter of 
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which are underlaid squares of 
white kid. On these squares are 
spelled out the words “Good value 
in C. & S. turns.” This pattern at- 
tracted much attention in Boston 
during show week. 


Officers Elected 


The Haverhill Chamber of Com- 
merce at its annual meeting elected 
George W. Hurn, president, and 
W. E. Hartwell, Jr., secretary. Mr. 
Hartwell’s report included a fore- 
cast of favorable business condi- 
tions in Haverhill for 1925. William 
A. Knipe of Knipe Shoe Co., and 
Roger Sherman, Jr., of Kimball & 
Sherman Co., Haverhill shoe manu- 
facturers, were chosen members of 
the board of directors. 


Shoe Store Managers Meet 


The annual convention of the 
managers of the United Shoe Stores 
was held in Haverhill last week. 
Each year these managers get to- 
gether for the purpose of discus- 
sing business plans, also selecting 
the styles of shoes best suited to 
the stores in the various localities. 
President Sibley gave an address 





MacGregor Closes One Store 


Fred D. MacGregor, for many 
years engaged in the retailing of 
shoes, recently elected mayor, has 

' decided to close one of the two shoe 


McCowan’s new Walk-Over Boot Shop opened about December first in 
Birmingham, Ala., and is new and up-to-date in every detail. The color 
scheme is ivory, blue and gray with chairs and furnishings of mahogany. 
A new window arrangement with a copper base, tiled foyer floor and win- 
dow background of stone was put in the store building for the new shop. 
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on “Service to Our Customers,” 
Kenneth Bruce, of the International 
Shoe Co., talked on the leather mar- 





ket and service to customers. Brief 
remarks were also made by J. A. 
Gaynor, treasurer. 





New York Shoe Business 
Continues on Upward Trend 


NEW YORK—tThe shoe business 
here continues to show unmistak- 
able improvement. Of course busi- 
ness has been stimulated by a mul- 
tiplicity of sales, but it is apparent 
that beyond this the upturn in gen- 
eral business since the turn of the 
year has affected the shoe trade 
along with other industries. 

The boom in the stock market, 
which means more in New York 
than in any other city in the coun- 
try, has been reflected in the 
higer-priced stores here to a great 
extent. Shoe buying among the 
wealthy class has increased, accord- 
ing to information imparted by pro- 
prietors of leading establishments 
along Fifth avenue and has spread 
to the shops along upper Broad- 
way in the theatrical district. Sale 
of three to a half dozen pairs of 
shoes to a single customer ranging 
in price from $18 to $25 is a daily 
occurrence in one of the Broadway 
stores that caters to the theatrical 
trade principally. 


Good Evening Slipper Trade 


The evening shoe business has 
been better than for several sea- 
sons past. While gold and silver 
brocades and gold and silver kid 
have led in sales, more interest is 
being shown in other materials. 
Wanamaker’s report good response 
to a special offering of white kid 
slippers in hand tooled and colored 
designs. Colored satins and batik 
designs and the vogue of this pat- 
tern is spreading to shoes for day- 
time wear. Several retail merchants 
here are putting in sandal effects 
for the early spring trade. 

The checkerboard design or cross- 
word puzzle effect in footwear 
seems to be spreading here. How 
far it will get is another question, 
but several retail shoe merchants 
are playing them rather strongly. 
The woven strip idea has been ex- 
tended to satins and several pleas- 
ing combinations of black and blond 
satin in the interwoven pattern 
have been seen. Another model in a 


ot 
sandal design for evening wear is 
made of strips of gold and silver 
a ribbon. It also has been shown in 





the two-tone kid combination. 
The use of contrasting color or 


material as an overlay decoration 
is suggested. Many shoes of the 
latter type are being shown. The 
tendency seems to be to use the con- 
trasting color or material in narrow 
strips, outlining the throat of the 
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shoe or worked out in neat designs 
around the quarter or the throat. 


New Wholesaler 


New York—Geo. E. Wendorf 
and Max A. Schwartz, formerly 
with Nu-Way Shoe Company, 161 
Duane street, covering Long Island 
and New York state, carrying a 
strong line of misses’, women’s and 
children’s novelties and staples, have 
established a new firm to be known 
as the Eclipse Shoe Co., 110 W. 
Broadway, New York city. Both 
boys have been successful with the 
trade. 








Some Substantial Orders 
Are Received in Brooklyn 


BROOKLYN — Those Brooklyn 
manufacturers who attended the 
Boston style show and had selling 
booths there have returned with 
varying reports. It seems fairly 
clear that the Brooklyn manufac- 
turers did not do as much business 
as expected at Boston. However, 
many of the retail merchants that 
were in Boston for the convention 
and style show are now in the 
Brooklyn market, visiting either 
the factories in Brooklyn, or the 
show rooms which most of the 
Brooklyn producers maintain in 


Bo ot ow wera! Ee APPA OI ABIDE 





New York. Some substantial orders 
have been placed and the outlook is 
fairly bright. The shoe manufac- 
turers here are not anticipating any 
great boom. In fact, some of the 
trade leaders are advising against 
too strenuous selling methods at 
present, believing that it is the bet- 
ter wisdom not to overload the re- 
tail merchant. As one manufacturer 
expressed it the other day, “Re- 
tailers may not purchase any more 
shoes than they did last year, but 
they will pay more for them than 
they did a year ago.” 








aie —a 


Brown Bros. of Windsor, Ontario, have a very inviting front. As a side 


line, the store carries luggage and finds it pays generously. 
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Kid Shows Strength 

t is difficult to pick out any one 
type of shoe that is leading in pro- 
duction in Brooklyn at present. One 
manufacturer reports kid as his 
leading material, while another is 
ruining stronger on black satin 
and patent than on other materials. 
It is apparent, however, that more 
kic is being used than for several 
se: sons past. 

“he combination of patent with 
griy is running rather strong in 
sone factories here. One line has a 
number of samples in patent with 
gray suede trimming that has pro- 


BOOT AND SHOE RECORDER 


duced good business. Black patent 
stitched in gray is also being shown 
extensively. The contrasting stitch- 
ing seems to be catching hold much 
stronger all over Brooklyn. 


I. Miller a Director 


I. Miller, head of I. Miller & Sons, 
has become a director of the 
Butchers’ and Drovers’ Bank, one 
of the oldest of New York’s finan- 
cial institutions which has recently 
passed into the control of a group 
of men in the textile, apparel and 
allied industries. 





Interest in Placing Men’s 
Business on Seasonal Basis 


BROCKTON—Treasurer Horace 
R. Drinkwater of Edwin Clapp & 
Son, Ine., East Weymouth, recently 
returned from a visit at the winter 
home of his parents, Col. and Mrs. 
A. C. Drinkwater, Indian River, 
Florida. Mr. Drinkwater says that 
southern merchants are optimistic, 
and there is a general feeling that 
1925 will be a good business year. 
Offering a suggestion which is in 
line with good business for shoe 
merchants, Mr. Drinkwater says: 
“With the thermometer registering 
65 to 75 degrees, and with fresh 
vegetables and even strawberries 
in the market, one of the most strik- 
ing things was the prevalence of 
felt hats worn by men. Manufac- 
turers and retailers of hats have so 
educated their public to the neces- 


sity of conforming to the demands ~ 


of the season that on the 15th of 
September when the bell rings on 
straw hats, and felts come into 
vogue, the bell rings as loudly in 
Florida as in New England. What 
has been accomplished in the hat 
industry is what all shoe men 
should and are striving for—the 
observance of seasonal demands so 
that when changes of weather call 
for different shoes for men’s wear, 
the public will be ready to make 
the change, as they are now ready 
almost automatically regarding 
hats.” 


Adopts In-Stock Plan 


Schwarz-Ruggles, Inc., have 
adopted a factory in-stock plan 
which is unique and practical, as a 
special service to merchants. This 


concern, which is identified with a_ ; 


line of men’s welts retailing at from 
$7 to $8, is carrying, ready for at 
once shipment, only one shoe. This 
is a men’s imported calf oxford in 
the popular short vamp pattern on 
the new Princeton last, and of solid 
construction throughout. Schwarz- 
Ruggles, Inc., has built up a sub- 
stantial business in men’s welts to 
which now is added the stock de- 
partment feature as a further de- 
velopment along modern lines of 
shoe factory distribution. 
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Winners in Cross-Word 
Puzzle Contest 


The Barbour Welting Co., with 
facotry in Brockton, recently in- 
augurated a cross-word puzzle con- 
test. A very large number of re- 
plies were received, und most of 
them were correct. These are the 
winners: Elizabeth O’Brien, 60 
Martin St., Cambridge, Mass., Mrs. 
Dorothy Tevlin, Braintree, Mass.; 
Isabel McGrath, Milford, Mass.; 
Mrs. A. L. Buliung, 238 Hemenway 
St., Boston, Mass.; J. O. Holden, 
1384 Summer St., Boston, Mass.; 
Daniel Hickey, 60 Main St., Brock- 
ton, Mass.; W. C. Hatch, 61 Rock- 
land Ave., Malden, Mass.; Samuel 
G. Krivit, 8 North Water St., 
Rochester, N. Y.; R. A. Longmore, 
632 Webster St., Needham, Mass.; 
W. H. Brereton, 440 Newbury St., 
Boston, Mass. 

Each of the winners received a 
piar of shoes made with the genu- 
ine Barbourwelt. 


Blackey Vice-President 


Chester S. Blackey was elected 
vice-president of The Preston B. 
Keith Shoe Co., at a special direc- 
tors’ meeting held last week. This 
office has been vacant since the 
death of the late Rufus P. Keith. 
Mr. Blackey has been associated 





A Queen Quality Boot Shop was recently opened in Rink’s Cloak. House, 
Inc., Indianapolis, Ind., and the principals above had parts in a pageant 
which served to create. much interest. Another model; Miss Queen Quality, 
wore Queen Quality shoes in novelty and staple styles. W. F. Shannon is 


manager. ; 
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with The Preston B. Keith Shoe 
Co. since he finished his schooling, 
having been a traveling salesman 
for the past 18 years for this 
house. His election to the office of 
vice-president is a recognition of 
his ability and faithful service. 


Larger Factory Quarters 


Field & Flint Company, manu- 
facturers of men’s fine welts, has 
increased its factory space by re- 
moving from the “B” factory, oc- 
«upied since war time, to its orig- 
inal plant. In the latter there is 
about double the amount of space 
available in the “B” factory. Presi- 
cent Field of the company says: 
“We are moving to our original 
factory because we anticipate busi- 
ness improvement.” 


Flashing Electric Sign 
Churchill & Alden Co., makers 
of Ralston shoes for men, trans- 
ferred to Boston during Style Show 
Week the big electric flashing sign 


which. was utilized at the Brockton 
fair last October. This sign, which 
was placed near Convention hall, 
showed the word “Ralston” in trade- 
mark “style” together with “Shoes 
for Young men, Made in Brockton.” 
This sign was seen and favorably 
commented on by hundreds of visit- 
ing shoe merchants. 


Shoe Man President 


At the annual meeting of the 
Brockton Morris Plan Bank, Hon. 
John S. Kent of M. A. Packard 
Co. was re-elected president for the 
ensuing year. Several members of 
the Brockton shoe trade, including 
C. Chester Eaton and Louis F. 
Eaton of C. A. Eaton Co.; Fred F. 
Field, Jr., of Field & Flint Co.; 
William A. Hogan of T. D. Barry 
Co.; Harold C. Keith and George H. 
Leach of George E. Keith Co.; 
John S. Kent, Jr., of M. A. Packard 
Co.; Henry S. Rubin of Diamond 
Shoe Co.; Herbert L. Tinkham of 
W. L. Douglas Shoe Co. are on the 
board of directors. 





Looking for a Big Sports 
Shoe Year in Philadelphia 


PHILADELPHIA — One promi- 
ment manufacturer here says he has 
secured several orders for sports 
footwear within the past week and 
reports that all indications point to 
a big demand for this kind of foot- 
wear for the spring and summer. 
Most of the orders for sports shoes 
call for all-white and white in vari- 
ous combinations. Crepe soles will 
be quite generally used for sports 
and street wear. At the present 
time this manufacturer is making 
wp a lot of strap effects and oxfords 
in tan calf and black kid. There is 
some call for patents, but very 
little for suedes outside of a few 
strap patterns and one-eyelet ties. 
This firm will advance its prices on 


February 1. It will ask an increase ~ 


of 10 cents on staples and 15 cents 
on more elaborate models. 


Tan Calf in Good Demand 


and some for patent. While the de- 
mand for strap models has been 
fairly active, the bigest thing in 
the fancy shoe game has been the 
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Advertising Hosiery 
Direct by Mail 


The I. Miller store recently 
sent out a large number of 
postcards advertising their 
full fashioned, medium weight 
silk stockings with lisle top 
and foot at 1.25 and full 
fashioned all over sheer silk 
stockings at $1.45. 

















side gore pump. There is very little 
demand for satin, suede, or velvet. 
There is no call for high shoes, ex- 
cept that coming from the ladies 
who always wear them no matter 
what is in style. 


Department Stores Buying 
Boots 


A large manufacturer here re- 
ports this season is the best he has 
ever had on black kid boots. He 
feels that this business is not so 
much the result of any increase in 
the popularity of the boot, but that 
retail merchants have allowed their 
stocks to become depleted without 
making any plans to take in any 
more high shoes. The result is that 
the only place they can be found ‘is 
among the few manufacturers who 
make them. Buying of these boots 
has been especially active among 
department stores, some of which 

(Continued on page 143) 


In sharp contrast to the styleful patterns for women today, a large 
window of the Kline’s Department Store of Detroit, Mich., was devoted to 
showing a collection of old shoes, some of which were worn in the fifth 
century. The collection is the property of K. M. Stone of New York; is 
valued at $20,000 and represents years of research work in completing it. 
Neatly printed cards: “Modes of Yesterday” and “Modes of Today’ called 
attention to the contrast: The display created a great interest. The old 
shoes were grouped around a figure attired in an old Spanish costume, 
while a model, dressed in today’s style in gowns, set off the new patterns. 
F. L. Ward of the shoe department arranged the exhibit. 


George M. Garman, prominent 
West Philadelphia retail shoe mer- 
chant, and secretary of the Penn- 
sylvania Shoe Retailers’ Associa- 
ton, reports that there is very good 
<all for tan calf in various styles 
of pumps. The dominating patterns 
have been side gores with fancy 
fronts. There has also been good 
call for glazed kid in these pumps 
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Tans Selling Very Freely 
in the Atlanta District 


ATLANTA—Sales by the Atlan- 
ta shoe stores during the first half 
of the month were entirely satis- 
factory, running above the volume 
of the corresponding period in 1924 
for the most part, with the outlook 
reported very good for shoe busi- 
ness the next two or three months. 

There is a very good demand for 
the tan slippers of the lighter shade 
with hosiery to match. Merchants 
are well stocked on tans and hosiery, 
and are expecting this to continue 
a popular seller for some time. 
Satin and suede slippers in black 
continue fair, with black hosiery 
to match. 

Jobbers report their men taking 
the road the middle of the month, 
and business beginning to open up 
in real earnest. 


Bledsoe Emerson Manager 


The appointment of J. A. Bled- 
soe as manager of the Atlanta 
store of the Emerson Shoe Co., of 
Marietta street, has been an- 
nounced. He has been identified 
with the business in Atlanta as a 
salesman the past two or three 
years, 


Stewart’s Under Same 
Direction 

The Superior Court recently 
granted to Mrs. Fred S. Stewart 
temporary letters of administra- 
tion for the handling of the estate 
left by her husband, the late Fred 
S. Stewart. Mrs. Stewart will per- 
sonally handle the affairs of Mr. 
Stewart with the exception of the 
active management of the store, the 
personnel of which remains prac- 
tically unchanged. 


A Healthy Sign 


According to figures given by the 
Federal Reserve Bank of Atlanta 
in mid-January, Atlanta’s depart- 
ment stores ranked third of all the 
cities in the United States in the 
increase in sales noted during the 
month of December, the report cov- 
ering twelve of the principal cities 
in the United States. The increase 
in the Atlanta stores was 1.9 per 
cent greater than the average in- 
crease in the whole twelve cities 
covered in the survey, and affords 
an indication that conditions are 
much better in the southern terri- 
tory than they have been, and that 


very good business should be en- 
joyed during the first few months 
of this year at least. A total of 374 
stores were covered in the survey. 


Wellborn in Charge of 
Buying for Orr Co. 
Turnover, a publication issued by 
the J. K. Orr Shoe Co., announces 
the appointment of A. C. Wellborn 
to be in charge of the merchandise 
department. For the past 20 years 
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he has been in charge of Atlanta 
sales. 

“He brings to his new work a 
ripe experience and the co-operation 
of the big city store buyers, which 
will be invaluable in his work as a 
style picker,” says the article. 

“He is a great believer in strong 
leading lines of exceptional value 
and will emphasize that fact in the 
future policy of the business. 

“His experience has been that a 
good merchant can cut his variety 
in half and double his sales. In 
whatever way he can be helpful to 
our friends or customers, Mr. Well- 
born’s services are at their dis- 
posal.” 





Rochester Retail Buying 
Improves at Steady Rate 


ROCHESTER—January in most 
shoe stores has been a fairly good 
month. Both the men’s and wom- 
en’s buying has shown improve- 
ment over December. The mid- 
winter clearance sales has been one 
means of providing stimulation and 
winter weather has also had a good 
effect. 


Emerson Store Moves 


After having occupied the same 
location on Main street for an un- 
usually long number of years, 
“Billie” Brink will move his Emer- 
son Shoe store across the street. 
The building in which the Emerson 
Store is now located was leased re- 
cently to a chain cigar company. 


LaSalle Lease Sold 


Exactly what the future holds 
for the store now occupied by the 
LaSalle Shoe Co., one of Roches- 
ter’s newer shops, is indefinite but 
that firm has announced that the 
lease they hold will soon expire. 


Beacon Store Moves 


Another change in location will 
be made by the Beacon Shoe Co., 
which now operates a store on State 
street. The building, of which this 


store is a part, was sold last week 
and the new owners report that 
they are in communication with the 
Bock Hazard, Thing’s and Tom Mc- 
Ann organizations to lease this 
store which has been a shoe store 
for nearly thirty years. 


Select Fine Location 


The new Park & Brannock store 
will have a location on East avenue, 
an excellent place. It is the former 
Ties and Gates shop. 


Triangle to Close 

The company now closing out the 
bankrupt stock of the Triangle 
Shoe Co. will quit business about 
February 1. A credit clothing store 
will lease this store which has been 
operating as a cut-rate shoe store 
since last October. 


Reorganization Sale 
Continues 

Although both Moe I. Davis and 
I. S. Friedman have retired from 
the shoe store bearing the name of 
Davis & Friedman, the trustees 
under whose management the store 
is now being run, are continuing 
the reorganization sale which be- 
gan more than a month ago. 





Business in Lynn Moves 
in the Right Direction 


LYNN—Things are moving along 
in Lynn. Prices are adjusting them- 


selves. New styles keep appear- 


ing. 


It’s the old story that people keep 
on wearing out shoes, and keep on 
buying new shoes, and furthermore 
women want pretty shoes. 
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Novelty Lasts 


“Flat Iron Lasts”—toes like the 
nose of a new model electric laun- 
dry iron. “Barrel Lasts”—with toes 
round, like a barrel. “Balloon Lasts” 
—with a tread after the tread of 
balloon tires. These are among the 
new novelty lasts from Lynn shops. 


Cross-Word Ideas 


Gores, with a cross-word pattern 
on their surface, are appearing 
among Lynn samples. So are shoes 
of fabrics woven in cross-word pat- 
terns. These are in addition to 
leather finished in cross-word pat- 
tern design. 


Heels at 20/8 


Turn shoe business is increas- 
ing, according to the Lynn Last 
Co. It is making more lasts for 
makers of fine turn shoes. Some of 
them have heels 20/8 high. 


Right and Left Legs 


A. E. Little & Co. are making 
riding boots with right and left 
legs. They are for army officers. 
Some civilians also wear them. 


Lynn’s Newest Firm 


“Patsy” Colella and Harlan 
Leighton have formed the firm of 
Colella & Leighton. The firm has 
started to make shoes at 25 Mar- 
shall’s wharf, Lynn. Smart styles 
in light and dainty footwear will 
be their specialty. 


New Styles in Light Shoes 


Williams, Clark Co. is introduc- 
ing new light shoes, and is booking 
orders on them. These shoes are 
light and dainty in style and con- 
struction and serviceable, too. 

Over new lasts are these shoes 
made. Patterns are of the prevail- 
ing mode with strap pumps and 
gore styles as the best sellers. Light 
Russia calf is first among the 
leathers. Patent vamps are com- 
bined with colored kid quarters. 
Samples of white shoes are shown. 

While these shoes are light and 
dainty and have edges close and 
thin, yet there is as much substance 
of leather in their soles as there is 
in the firm’s welt shoes. 


“Three Point” Shoe 


J. J. Grover’s Sons Co. is making 
a “three point” shoe. It is a cor- 
rective and a preventative shoe, 
and at the same time a smart style 
shoe. This shoe is made under U. 8. 











BOOT AND SHOE RECORDER 





5) 


in 
Pee id 
_ : 


Group of Massachusetts retail shoe merchants wishing bon voyage to Ira 
























H. Morse of Lowell, on his departure for a world tour. Those attending 

the farewell dinner, among whom are in this picture, include: Irving B. 

Howe, W. W. Willson, Fred W. Small, W. E. Woods, D. F. Sullivan, John 

G. Magaw, Ben Lowe, T. S. Childs, E. W. Howe, George Ouilette and 
H. EF. Munroe 


Ira H. Morse, Massachusetts Shoe 
Merchant, on World Tour 


Boston, Mass.—Just an even 
dozen good fellows gathered at a 
luncheon at the Hotel Vendome on 
the day of the N. S. R. A. conven- 
tion to wish bon voyage to I. H. 
Morse, president of the Massachu- 
setts Retail Shoe Merchants’ As- 
sociation. Mr. Morse is leaving on 
an eight months’ trip around the 
world, so a few hastily-gathered as- 
sociation friends thought it would 
be fitting that their president 
should receive the benefit of their 
varied travel experiences and most 
important, their best wishes. 

Fred W. Small was happily 
cast for the role of spokesman. 
A box of Mother Sill's sea-sick pills 
presented by T. S. Childs, to Mr. 
Morse, was gratefully accepted, as 
was a package of Life Savers com- 
ing from D. F. Sullivan. I. B. Howe, 
in remarking about the benefits of 
an ocean voyage, doubted if the 
town would hold Mr. Morse on his 
return, on account of the additional 
“pep” that he would acquire, and 







in the name of those present, gave 
Mr. Morse a Log Book. This was 
truly an appropriate gift, as their 
president is to take a moving pic- 
ture camera along with him on his 
trip. The Massachusetts Associa- 
tion may be assured of a most in- 
teresting illustrated travel talk 
along about next November. 

To prove the extreme solicitation 
of those present for the safe return 
of Mr. Morse, and to further safe- 
guard him in case of the failure of 
the pills and the Life Savers to do 
their task, Mr. Small told of a 
wireless being sent along the pro- 
posed route instructing that the 
teeth of all sharks be extracted, and 
as proof that this had been done, 
the extracted sharks’ teeth were 
given to those present. 

Those at the luncheon were I. H. 
Morse, Fred W. Small, T. S. Childs, 
E. W. Howe, H. E. Munroe, W. E. 
Woods, Geo. Ouilette, W. W. Will- 
son, I. B. Howe, D. F. Sullivan, J. 
G. McGaw and Ben Lowe. 








patent, No. 1,477,146. The feature 
of this shoe; which is protected by 
patent, is the use of a piece of soft 
leather, fitted to the insole,. and 





attached securely in the heel seat. 
In this soft piece of leather is a 
pocket, and into the pocket may be 
slipped a pad having a convex sur- 
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face. This pad fits up into the . =: 
bones of the forward arch of the 4y = 


foot. It holds the forepart arch in p WHERE TO BUY’ re 


position. 





Satin Shoes Numerous 
That Lynn manufacturers 
are making more fabric shoes Stock Dept. 5 


than at any former time is a 
common story. Satin is a lead- Is At Your Service 


ing material. Thousands and THE STETSON SHOE CO. (Ime.) 
thousands of satin shoes are South Weymouth, Mess. 

being made up for the spring 
trade. Manufacturers are 


eager to get additional sup- 

plies of satin, especially in 

the blonde shades. This shows Style Quality 

the drift of styles. 
Lynn firms also are making A. FREEDMAN & SONS, Inc. 

velvet shoes. More brocades SRCCE SEN, ASS. 

in gold and silver tones have 

been made for this winter 

than in any former season. 









































Explain Shoemaking 
School’s Training 


Michael J. Tracey, director of 
the Lynn Independent Industrial SNAPPY SHOES 
FOR YOUNG MEN 


Shoemaking School, recently sent 
letters to the shoe trade here, ex- 
plaining the thorough training 
secured by those who attend the in- 
institution. He appealed to the 
manufacturers to give considera- 
tion to graduates when opportuni- 
ties arise. 
































Features Men’s Shoes 


Boston—Shoe stores and shoe 
departments were hosts to many 
visiting merchants during the N. 
S. R. A. convention, January 12-15. 
Among the men’s shoe departments, 
that of Wm. Filenes Sons Co., 
was a mecca. And so James J. Dug- 
gan, buyer, “got busy” with the 
display man and one of the big 
windows on the Washington street 
side was trimmed exclusively with 
men’s high grade shoes, the Boy- 
den Shoe Co., line. Twelve types of 
business and evening shoes, all low, 


Shoes of Worth! wiy oda 


A. E. NETTLETON CO. 


Syracuse, N.Y., U.S. A. . ° 
MEN'S FINE SHOES EXCLUSIVELY Awards Display Fixtures 
Boston, Mass.—V. P. Lary of 


Gray & Poor, retail shoe merchants 
HURLEY a PY ee haga de 
y Sega ons, display 
Brupseo (77 / PA ARCH fixture house of Philadelphia, a a“ aap of 
SHOE miniature window display consist- SHOES AND RUBBERS 
“deh the Man Whe Weare Them” ing of a set of black walnut finished 
mt display fixtures. Every Wednesday and Friday ; 
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ty In Stock. Send for letest price at 











{WHERE TO BUY 8 


Stylish Comfort Shoes 





DR. CAMPBELLS HEALTH SHOES 


Women’s Boots In Stock 
5 LASTS—12 STYLES 
KO $4.60 to $5.25 
BEST Quality Throughout 
POWELL & CAMPBELL 
Mtg. Wholesalers of Dr. Campbell's Health Shoes 
122-124 Duane St., New York, N.Y. 





























“A 7540 [| 


161 
Me 101 eR \7s41/- 











QUALITY SHOE ILLUSTRATIONS 
Dine CT nOvERT SING FON THE SHOE TRADE 


109 KINGSTON ST 
BOSTON 


C.H.PHILLIPS| 








Philadelphia 


(Continued from page 137) 
have recently placed four and five 
repeat orders, each calling for sev- 
eral hundred pairs. 


The Factory Situation 


During the past week or ten days 
there has been very little change in 
the situation among the shoe fac- 
tories here. They are all getting 
some orders, but there is not much 
life to the demand. Buying by retail 
shoe merchants continues. on a 
hand-to-mouth basis and is apt to 
go along in that fashion until the 
trade makes up its mind as to what 
will be worn. 


' Glazed Kid Dull 


Glazed kid manufacturers report 
their trade is seasonally dull. Many 
of the plants are being operated 
just enough to prevent a complete 
shutdown while a few are said to 
be producing approximately 50 per 
cent of their output. 


Sole Leather Advances 


Additional advances on_ sole 
leather are being asked by tanners 
here. One firm reports that last 
week it increased its price 2 cents 
a pound on all sole leather. Another 
large tanner made an advance last 
week of one cent on heavy steer 
backs. While there is still a ten- 
dency on the part of the factories 
to buy only such sole leather as they 
need to turn out the orders on their 
books, a few are taking a little 
more than their immediate needs 
demand. Tanners are unwilling to 
sell ahead at today’s prices but the 
shoe manufacturers, in some in- 
stances, have decided to carry the 
stock. They are ordering more than 
they need at this time and are put- 
ting the surplus on their floors. 





Pantell Hosiery Manager 
at Posner’s 


New York, Jan. 21—Simulta- 
neous with the enlargment of the 
hosiery department at Dr. A. Pos- 
ner, Shoes, Inc., 140-142 West 
Broadway, Abraham Pantell was 
appointed sales manager. Mr. Pan- 
tell entered the employ of the Pos- 
ner establishment six years ago as 
a member of the sales force and his 
elevation to his new post comes as 
a recognition of a successful record 
during that period. 
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‘Bonita Shoe * Baby 


TURNS and SOFT SOLES 


In Stock 


Send tr Catalog 


ALH.Martin@ 


Mekew ROCHESTER NY 











Tdeal Diaby, phce Cm Caapitiy 


lanvers. A “pee 
‘Proccaliste 








Flexible Turn Shoes 
Fer the Jebbing Trade Buchustvely 
F. S. ELAM SHOE co. 














IN STOCK MADE TO ORDER 








AShoe forBoys 
That Wears 


Marston & Tapley Co. 
DANVERS, MASS. 


Do You Know? 


That you can buy or sell it through 
the “Where to Buy” columns. This 
feature in its quick service is a time 
saver in meeting immediate needs. 
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Satin, Felt and Leather 
Soft-Sole SLIPPERS 
fer the Entire Family 
No. 7300 Satin in these 
colors American Beauty 
Cepen Blue, Old Rose, 
Lavender, B. Blue, 
Black, Taupe and Pink. 
Send for rice List 
NEW ENGLAND SLIPPER CO. 








WESTBORO, MASS. 





PARISTYLE FOOTWEAR MFG. CO., INC. 


41-46 Ry -¢) Ave. Greeckiyan, & 
Ohiee Office, Security Gidg.. (88 W. Madises & 
aien GRADE MULES AND D'ORSAYS 
Mace of et ay Quilted Satin, Embessce 

. Tinsel and Greeade 
Priees from $23.00 ser doz. _ 


E> 





“IN STOCK BLACK KID BALLET, 
SLIPPERS” 

Ours Stand the Strain 
6to8 11% to2 45 
$1.20 $1.30 t.40 
THE KAY JAY SHOE CO. 


Manufacturers 
309-315 Findlay Stceet 





Cincinnati. Ohio 
For the” 


BYE 2 
| 7 ter 
ge VER) Trade 
BEST-EVER 
Soft-Sole Leather 


Boudoirs and Novelty 
Kimono Sandals 


Write for Prices 
BEST-EVER SLIPPER CO., inc., BROOKLYN, N.Y. 


Of the 
Better 
Grade 











Sort 


Pullman Eines 
RED BLACK TAN 
SWAN SHOE CO. Baltimore, Md. 








: WHERE TO BUY. . 
. Mtns a 





MANHATTAN FINDING CO. 
107 Duane St., New York City 
Soecializin 


“KOM-FUT” ancif § SUPPORTS 
BALLET. SLIPPERS 
IN STOCK 
Childs’ $1.15— Misses’ $1.20—Ladies’ $1.25 
Hard Toe—Prices from $2.30 up 











Where to Buy 
Wanted Styles 


An extra Editorial Service to 
*““Recorder”’ readers, free for the 
asking. Write and tell us what 
you would like to-know. 








New England Conditions 
Are Good 


Boston, Jan. 19.—The First Na- 
tional Bank of this city in its busi- 
ness report issued January 15 for 
New England states good business 
prospects are apparent, with “sound 
fundamental conditions and post- 
war readjustment well advanced.” 

Its report concerning the shoe 
and leather industry is particularly 
encouraging. 

The hide and leather industry be- 
gins the new year in the best posi- 
tion in recent years. The burden- 
some inventory that over-hung and 
depressed the market for many 
months has been reduced to normal 
proportions. 

The domestic raw material posi- 
tion has been strenghthened by a 
decline in imports, which for the 
first 11 months of this year were 
about 37 per cent below 1923. 

Shoe manufacturers are also in 
an improved position. Shoe produc- 
tion in 1924 was 10 per cent less 
than that of the previous year, 
which relieved pressure on the mar- 
ket and offset the reduced export 
demand. Another factor tending to 
favor the manufacturers this year 
is the recent downward adjustment 
of labor costs in some Massachu- 
setts factories, as decided upon by 
the State Arbitration Board. 





John F. Moore Dead 


John Francis Moore, senior part- 
ner of the well known hosiery firm 
of Moore and Fisher, New York 
city, died of typhoid fever on De- 
cember 27, after a ten days’ illness. 

Mr. Moore was born in County 
Drogheda, Ireland, on April 23, 
1869. His family removed to this 
country shortly after, and he com- 
pleted his studies at Saint Law- 
rence’s School in New York, in 
1883. He commenced his business 
career at the old wholesale firm of 
Arnold, Constable & Co., where he 
remained until 1891, when he quali- 
fied with unusually high honors and 
entered the United States Military 
Academy at West Point. Poor health 
compelling his return to business, 
he re-entered Arnold, Constable’s, 
and remained uninterruptedly with 
that firm until, in the fall of 1909, 
with Clarence G. Fisher, he founded 
the present firm of Moore and 
Fisher. In June, 1902, he married 
Anna R. Brady, daughter of the 
late Supreme Court Justice John J. 
Brady. He.leaves his wife, four 
sons and five daughters. 

Mr. Moore was a member of the 


stock 


QUALITY BALLETS— 
Hard Tee 


H il $2.25 
/2.... 2.30 
30 25 a 2.58 
Samples on 
15e extra request. 


Also Men’s and Women’s Slippers of every description. 
METROPOLITAN SLIPPER CO. 


134 W. B’way, near Duane St. New York 





BALLET SLIPPERS — IN STOCK 
(Made by Ballet Specialists) 
= 8102 Bik. Glaze 
|. Sett Tee 
ti ti-%e-2 9 2%- 
Tie Sas te: 
SCHWARTZ & HERDE: 


Eatin. of High Conde Site Cine 
241 Ne. tith Street - Philadelphia, Pa 














Summit 





W2 SUMNER SMITH 








BALLET SLIPPERS ve Stock 








BLOG SHOE FINDING we 
147 Duane St., New York, 








BALLET SLIPPERS IN STOCK Bik, India me 


FERGUSON BROS. Co. 
10 High St., Reem 527 














Demand Dunbar Designs 


From Your Manufacturer 
AND BE ASSURED OF STYLE 
AND FITTING QUALITIES 








IN YOUR SHOES. 











mples on 
request. 
description. 


New York 
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January 24, 1925 


ALL 
WIDTHS 

,0FINg * 3: 
GRADES 


Russell ManufacturingCo. 
Middletown, Conn. 





The One 
Waterproot 
weather That 
Takes and Re- 
tains a Polish. 


CREESE & COOK CO. 
Tax:certes at Danverspert 95 South St., Besteu, Mass. 








Colored 
Chrome 
Sides 


Beags & Cobb, Inc., Boston, Mass. 








ee at 


F. E. JONES CO. 
FANCY COLORS 


MAT KID 


% SOUTH STREET BOSTON, MASS. 











COATED GEM DUCK 


4 DHESIVE  gueap eatoe CLOTH 
Rubber and Leather 
Dry Foot Welting 
Sheet Rubber Soling 





EMIL RUBLACK 
Maker of Artistic 
PRICE TICKETS 


=! trade my specialty 
Samples mailed free on request 
Established 1983 
Ko. 400 $8 oo 146-142 WEST BROADWAY 
scinaiSeelta"x%”__ NEW TORK, N. 


INFORMATION 


for Shoe Merchants 


“WHERE TO BUY” constitutes a 
source of maowseeye so that he who 
runs 5 gl pages may read 

















Knights of Columbus, Siwanoy 
Country Club, Manhattan Club, St. 
Vincent de Paul Society, Catholic 
Charities Society and other organi- 
zations, mainly of a charitable na- 
ture. 


John §. Allard Joins Con- 
verse Rubber Company 


Boston, Mass., January 21—The 
Converse Rubber Shoe Company of 
Malden, Mass., has announced the 
appointment of John S. Allard as 
manager of its New York branch, 
with headquarters at 142 Duane 
street, New York city. 

Mr. Allard has enjoyed wide 
experience in the shoe and leather 
industry. His most recent connec- 
tion was as sales manager for the 
Sportocasin Company, Yarmouth, 
Maine, makers of high-grade golf 
shoes for men, women and chil- 
dren. He has also been with the 
Anderson Manufacturing Company 
of Boston, makers of leather speci- 
alties. 








Better Shoe Consciousness 


Providence, R. I.—The slogan of 
“Shoes for the Occasion,” has been 
sounded so strongly here, as well 
as in Hartford, Conn., that retail 
shoe merchants in both of these 
sections report a better shoe con- 
sciousness awakening in the young 
men of these cities. For instance, 
they are buying patent leather 
shoes with cloth tops, and plain 
patent leather shoes, to wear with 
their evening dress suits. 

And from one of the suburbs of 
Boston comes the recent report that 
a young man, who attended a dance 
in his street clothes, and street 
shoes, with rubber soles, found that 
he was the only one at the party so 
appareled and has now made up his 
mind to always “dress for the occa- 
sion” in the future. 


Vatterlin Is Retiring 
H. F. Vatterlin, who has been in 
the retail shoe business at Tampa, 
Fla., for some years, is retiring 
and disposing of all the stock and 
fixtures at his store in Tampa, lo- 
cated at 809 Franklin street. 








Buyer Shannon Promoted 


The many friends of Clarence D. 
Shannon, for the past eight years 
shoe buyer for the Howland Dry 
Goods Co., Bridgeport, Conn., will 
be glad to hear of his promotion on 
February 1, to store superintendent 
and merchandiser of the shoe de- 


BOOT AND SHOE RECORDER 





J. R. BEATON COMPANY, Ine. 


331 FOURTH AVE.. NEW YORK 




















Preducers of Distinctive 
Shoe Catalogues and 
Shoe Booklets 


201 Seuth Street Boston, Mass. 
Telephone, LiBerty 8673 


ABEL: STivfo- 4 


SAMPLES 


INC. Le 











ASK FOR S 
We De aja 


TOLMAN P RINT, 


oe UNIVERSITY 
TL panied D 





partment of this concern. No buyer 
is better known in the Boston mar- 
ket than Mr. Shannon, on account 
of his very pleasing visits there and 
his splendid personality. 


Three Equals Five 


Shoe linings take up foot per- 
spiration. When one pair is worn 
daily the perspiration hasn’t time 
to evaporate before the shoes are 
worn again. The feet thus come in 
contact with that which they have 
thrown off. Linings can absorb only 
so much, so they decay. The shoe 
loses its shape. Shoe life is much 
lessened. It’s sound economy to have 
several pairs to wear alternately. 
Three pairs worn alternately will 
equal five pairs worn daily until 
gone. 














As long as Satin shoes are Made of Shoe Satin and 
not Satins intended for other wearing apparel, they 
cannot be improved upon for dress and afternoon 
footwear. In our store satin sales exceed all other 
materials combined—Satins have held this stand- 
ing in our sales records for three years. What other 
upper material can equal this? 


HARRY A. CAMPBELL 


Cain’and Campbell’s Bootery 
Hutchinson, Kansas 























The Material for the 
Purpose 





N Mr. Campbell’s statement there is food for 
thought for the retail shoe merchant interested 
in the best selling merchandise. 


Especially do we note his qualification—AS LONG 
AS SATIN SHOES ARE MADE OF SHOE 
SATIN. 

DARBROOK SHOE SATINS are made with 
but one idea in mind—that they are to be used in 
footwear. They are woven with strength, beauty, 
lustre, color, uniformity and, above all, for long and 
satisfactory service. 


They have the requisites of a shoe satin—not one or 
two of them but all of them. 


When your shoes are made of DARBROOK SHOE 
SATINS they cannot help but satisfy your cus- 
tomers. 


Saiwarzenbacti Huber & Co. 


470-478 Fourth Avenue 
New York City 











Represented by 


W. A. Gallup T. F. Leary Henley & McGaghey’__ G. Fitzgerald D. J. Finn 
Cincinnati - Boston St. Louis New York Philadelphia 


| SHOE SATINS | 
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A F you have any employee in your organization who is fond 
of babies, put that one in charge of your Baby Shoes. 
You'll be surprised to see how business will develop under 
the care of such a clerk, especially if you sell Mrs. Day’s Ideal 


Baby Shoes. 
/ Send for catalog, and learn of the 


(o} variety of shoes we carry In Stock. 





No. 263—Soft Sole Blucher Lace. No. 171—Soft Sole Button Boot. White 
White, Tan and Smoked Elk. Made in Washable Kid: Champagne, Tan, and 
special lasts, which fit the chubby foot. Gray Vici: Flat Pearl Buttons. Per 
Per dozen. In Stock. . ‘ $13.50 dozen. In Stock $12.00 


Mrs. Day’s Ideal Baby Shoe Co. 
Danvers - Mass. 


NEW YORK OFFICES BOSTON OFFICE 
320 Fifth Avenue 12 West St., — 616 


387 Fourth Avenue Phone 


yZ 
{Ok mf) SSN 


REY-SAM-WIDE 


TRADE MARK 


SHOES MADE TO WEAR 


IN STOCK 
SIZES 6 to 12 


























Every retailer has SOME call for MEDIUM 
PRICE, WIDE. dress shoes. We carry 
FOURTEEN numbers IN STOCK on SIX 
DIFFERENT lasts. EVERY shoe WAR- 
RANTED 100 _— leather. START your 


customers on E shoes and they will 
become STEADY customers. We ask for the 
pain her Wy awk hr sy «st 
or any one number les. If not 


ALL wo chia for them toh ata e'll stand 
char 


STOCK 
No. 115 
NARROW WIDTHS made on order ONLY 
—4 weeks delivery. Here is a proposition that 
merits your | IATE action. 


*&Stock No. 100—Gun Metal Calf Bals, Single Sole, Hicks Last 7W...$3.50 Stock No. 205—Black Vici Bels, Double Soi Sole, Hicks Last 7W....... 
*&Stock No. 105—Gun Metal Calf Bals, Double Sole, Hicks Last 7W.. 3.76 Lae 4 No. 210—Black Vici Bals, Single Sole, Duke Last7W........ 3. 
*&Stock No. 110—Gun Metal Calf Bals, Single Sole, Duke Last 7W.. 3.50 *& Stock No. 215—Black Vici Bals, Double Sole, Duke Last7W....... 
Wesock No. 115—Gun Metal Calf Bals, Double Sole, Duke . 3.75 Stock No. 300—Black Vici Plain Toe eee Sole, Bunion Last 7W 3.50 
*Stock No. 200—Black Vici Bals, Single Sole, Hicks Last 7W....... Stock No. 310—Black Vici Cap Toe Bals, Single Sole, Bunion Last 7W 3.50 


SPECIAL FOR POLICEMEN, FIREMEN AND POSTMEN 
#& These Numbers also With Barbour Stormwelt 
Sed i : 400—Gun Metal Calf Bluch Double Sole, Munson Last SW. ¥ 
wy tl ae ee a ee ee ar ee : Salesmen 
izes 5 to Il - 410—Gun Metal Calf Bals, Double Sole, Governor Last Rs oe . Wanted 
- 415—Black Vici Bals, Double Sole, CRM ea a Syne ck po5d bs occ bese oe 
Terms—Net 30, F.O.B. Brockton. 


LUKE W. REYNOLDS CO. or'Men’s'Shors 127 “°sraeer'” Brockton, Mass. 


When writing to advertisers please mention Boot anv Suor RecorvER 
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Convention Lessons of Co-operation in Action 


149 






(SIA 


Boston Shoe Travelers’ Association Adds 30 New Members—Detroit’s Lafayette Building 
Shoe Salesmen Hold Style Show—lIowa Shoe Travelers’ Shoe Style 


EPORTS of real action are 
R coming thick and fast from 

twenty-two shoe travelers’ 
associations affiliated with the 
N. S. T. A. All write of some 
special feature which is being put 
into force for greater co-operation 
with the shoe trade of their 
especial section of the country. 
The movement for a better under- 
standing and a more united effort 
among all branches of the trade, 
which started out so auspiciously 
during Boston convention days, has 
already begun with a bang. 


A Membership “Tournament” — 


The Boston Shoe Travelers’ As- 
sociation heid a meeting at parlor 
H of the Hotel Essex on Saturday 
last and after the installation: of 
officers, enrolled thirty new mem- 
bers. A membership tournament 
was inaugurated, with “Syd” Curry 
in charge of the red tickets and 
George Lovely in charge of the 
Blue. Each of these men is to form 
a campaign team and “wage war” 
for increased membership. The 
team bringing in the most mem- 
bers will be given a dinner by the 
losing team. Inspirational talks 
were given by President John J. 
Whalen, George Lovely, George 
Ashe, George Starks, H. T. Wright, 
H. B. McNulty and others. The key- 
note of the meeting was “Let Us 
Get Together to Boost the New 
England Shoe Industry, by Better 
Salesmanship.” Every member is 
expected to bring in a new member 
and at the meeting to be held today, 
January 24, a similar topic will 
be discussed. Parlor H, Hotel Essex, 


Show at Des Moines, March 9-12 


will be used as B. S. T. A. “club 
rooms” and will be fully equipped 
with reading and writing material. 


Big Event Well Plannea 

The Lafayette Building Shoe 
Salesmen of Detroit put on their sec- 
ond annual Shoe Style Show at the 
Hotel Tuller, January 19-21. On 
these three days, all sample rooms 
were open with a special exhibit of 
the newest shoes for spring, in 
men’s, women’s, misses’ and chil- 
dren’s shoes. On Wednesday eve- 
ning, January 21, at 9 P. M., all 
the shoe merchants who visited the 








JOHN J. WHALEN 
President Boston Shoe Trav- 
elers’ Association. Represents 
Royal Shoe Co. and Murphy 

& Osborne. 


salesrooms during any one of the 
three days, were entertained with a 
smoker and a big, “peppy” shoes on 
the roof garden of Hotel Tuller. 
Admittance was by card, only. 
These cards of admittance were dis- 
tributed in the Lafayette Building 
during the three days of the show. 

There was a large attendance and 
visiting buyers expressed them- 
selves as having obtained a good 
idea of what they wanted for spring 
and placed orders accordingly. 

A very clever 9x12 booklet was 
issued in connection with this show, 
containing a picture of Lafayette 
Building, several pages of ads, a 
“Gross Profit Chart for the Retail 
Shoe Merchant,” Corresponding 
sizes of Hosiery and Shoes, a calen- 
dar, and a line-up of photos of 
Lafayette Building shoe salesmen, 
who “put on” the affair. 

At the smoker, of Wednesday 
night, A. Macauley, who represents 
the Simmons Boot and Shoe Co., 
made the address of welcome on the 
part of the Lafayette Building shoe 
salesmen, after which Herman 
Meyers, with Friedman-Shelby 
Shoe Co., took charge of the enter- 
tainment features. Harry C. Porter, 
representing the “Sinbac” line of 
Sinsheimer Bro. & Co., writes that 
they are anticipating a big year’s 
business and all the salesmen in 
their organization are starting the 
new year with a “Bang.” 


Ross with Wohl 


C. G. Ross, who covers the entire 
state of Arkansas for the Wohl 
Shoe Co., will be in his territory 
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Imagine! A Shoe 


that for price is a wonder- 
ful response to a new pop- 


BROCKTON’S GREAT ularjdemand. That for 


quality is truly representa- 
ACH IE VEM ENT tive of Brockton’s chosen 


Position. 


See these wonder- 
ful $6 Retailers 


CATALOG OR SALESMAN 
ON REQUEST 

















IMMEDIATE 
DELIVERY 


4.— 


MD FULL FRENCH 


TOE 


No. 786—Golden Tan Calf 


No. 787—Black Calf 
163 Last, Rubber 


Heels, B, C, D; 54 
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a & 2 st 


: : 
‘eh Ve 


ARR eR POS 


When writing to advertisers please mention Boot anv Suot Recorper 
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C. G. ROSS 


Covers the entire state of 
Arkansas for the Wohl Shoe 
Company of St. Louis. 


about January 10 with his “snappy” 
line of ladies’ style shoes. 
* He has recently connected with 
the Wohl Shoe Company and has 
made a wonderful success. He has 
gained many friends in the terri- 
tory which he has covered for years. 
Mr. Ross will carry with him this 
season, one of the “fastest” and 
most complete lines of novelty shoes 
in the country. The main feature 
of his line will be up-to-date pat- 
terns in stock fér immediate deliv- 
ery. Mr. Ross knows that his 
patrons and friends will welcome the 
opportunity to see his line. His 
slogan is—Watch for Ross the 
“Style Shoe Man.” 


Arthur Stern, J. M. Her- 
man’s Salesmanager 


C. B. Rodney has tendered his 
resignation as salesmanager of the 
Joseph M. Herman Shoe Co. His 
duties in connection with that posi- 
tion will be taken over by Arthur 
C. Stern, and his assistant, Ray- 
mond A. Longmore, together direct- 
ing the sales organization. 

Mr. Stern has made a long and 
careful study of the advancement 
of the men’s shoe business, through 
the introduction of “snappy” lasts 
and patterns in a good grade of 


men’s dress welts, to retail at popu- - 


lar prices. This has been his “mis- 
sion” during his connection with 
the J. M. Herman folks. And he 
has been eminently successful in 
“styling-up” the line. 


AND SHOE 


CHARLES STRAYER 


Who travels for Lampe Shoe 
Co. in Ohio and Indiana. 


Chas. Strayer who for the past 
nine years has traveled for Johan- 
sen Bros. Shoe Company in Ohio 
and Indiana has left that company 
to join the selling staff of The 
Lampe Shoe Company of St. Louis. 
For a period of two years, Mr. 
Strayer was salesmanager of the 
Johansen Company. He is_ well 
known throughout the retail field, 
particularly in Ohio and Indiana, 
his present territory. He will in- 
troduce his new line at once. 


Southern Boys’ Banquet 


The Southern Shoe Salesmen’s 
Association held “an all star” ses- 
sion, with reception, banquet, and 
entertainment, at the Westminster 
Hotel on Thursday evening last, 
January 22. Clarence P. Waide, of 
Stacy, Adams Co., presided, and 
Heetor E. Lynch, of Howard & Fos- 
ter Co., the newly elected president, 
and brother officers were duly in- 
stalled. Guy P. Moses, who travels 
sections of the South for Edwin 
Clapp & Son, Inc., was in charge of 
the speakers and a portion of the 
entertainment. Fred W. Stanton, 
secretary-treasurer, was in charge 
of the music, the attendance, and 
the press. This was a purely social 
affair, with about 35 members 
present and guests making the 
party total 50 or more. 

One of the very interesting fea- 
tures of the program was a per- 
formance by “Chick” Fox, one of 
the old members of the Boston First 
Corps of Cadets, who formerly ap- 
peared with Julian Eltinge. 


RECORDER 


“SIM” S. FECHHEIMER 
with Cahill Shoe Co. 


Sim S. Fechheimer, well-known 
salesman who was connected with 
the Krohn-Fechheimer Co., for the 
past 25 years, has joined the sales 
force of The Cahill Shoe Co., Cin- 
cinnati, makers of the “Cahill 
Catchy Creations.” 

Sim is covering the same terri- 
tory as he has traveled before in 
Kentucky and Tennessee. 

He is now in his territory show- 
ing a number of the latest. styles 
added to the Cahill line in both Mc- 
Kays and Welt. 


Beacon Falls Men on Trips 


Salesmen traveling from the Chi- 
cago Branch of The Beacon Falls 
Rubber Shoe Company held a three- 
day get-together before starting on 
their territories. The first day of 
the meeting the salesmen had an op- 
portunity of meeting and hearing 
from their new president, C. E. Lit- 
tle, who outlined to the men the 
progress made by the company the 
past year as well as the many new 
and advance features for the com- 
ing year. 

This meeting was held under the 
supervision of Sam R. Bush, Sales 
Manager, it being his first meeting 
since assuming management of the 
Chicago Branch. The meeting 
was terminated with a dinner at the 
Sherman House, where each sales- 
man pledged a decided increase in 
his business for -1925, at which 
time they presented a handsome 
Gladstone bag to their new man- 
ager. 

The roster of the salesmen and 
territories is as follows: 

A.E. Below, Central Wisconsin; 
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' Built to Retail at $5.00—Sold to 
Allow a Good Margin of Profit 


UCH of the volume of business 
1 V +"booked "during the busy Show 
Week was [from buyers who have 
givenfcases of our shoes,the acid test. 


We are gratified to have such tangible 
evidences that our shoes are liked — 
that they are wonderful fitters—that 
they sell readily at good profits. We 
shall strive to continue to merit the 
approbation of our customers. 


tad << i SA 

Its a fact that Mitchell- 
Welch [$5.00 Retailers offer 
as good values as 


thegjmarket affords. 


as 























MITCHELL-WELCH SHOE CO. 


163 Commercial Street West Lynn, Mass. 
Boston Salesroom, 89 Bedford Street 














BOOT AND SHOE RECORDER 


CLARKE B. ROWLEY 


Re-elected secretary-treasurer 
of the Rochester Association 
of Traveling Shoe Salesmen. 





Ed. B. Below, Southern Wisconsin; 
V. H. Bradbury, Southern Illinois; 
Max Cotter, Northwestern Iowa; 
0. D. Gilbert, Eastern Michigan; B. 
F Goldman, Central and Northern 
Iowa; J. C. Hoke, Western Ohio; C. 
L. Major, Northeastern Indiana and 
Detroit; J. Mallin, Northern IIli- 
nois; Roy McCracken, Western 
Michigan; J. W. Miley, Central and 
Southern Indiana; S. Moser, South- 
ern Iowa; E. H. Smith, Southern 
Ohio and Eastern Kentucky; W. F. 
Smith, Central Illinois; F. C. Stray- 
er, Northeastern Ohio; Harry Win- 
ters, Southeastern [Illinois and 
Southwestern Indiana; W. C. Fryer, 
City of Chicago; Frank Rapaport, 
City of Chicago; J. H. Shapiro, 
City of Chicago. 


Tim Murphy Adds to 
Territory 


“Tim” Murphy has recently taken 
on added territory for the Cahill 
Shoe Co. He has been covering New 
York State and New England since 
his connection with this line, and 
has recently been given in addition, 
New York, Philadelphia, Baltimore 
and Washington, D. C. 

“Tim” left Boston for Washing- 
ton on Friday night, January 16, 
accompanied by “Tom” D. Cahill, 
salesmanager. They brought with 
them some of the brand new effects 
in straps and front gores, front 
bow decorated and side bow dec- 
orated—with black patent vamps 
and light tan quarters, stitched 
aprons—many 14 to 16/8 heels. 


ARTHUR H. WEISS 


York representative of 
the Outing Shoe Co. 


New 


The Outing Shoe Co. has opened 
a New York office in Room 708, 
Marbridge Building, in charge of 
Arthur H. Weiss, who will take care 
of the visiting trade. Mr. Weiss 
will cover New York, Philadelphia, 
Baltimore, and Washington making 
the New York office his headquar- 
ters. Mr. Weiss will carry the full 
line of Manning’s Unico slippers. 
He is very enthusiastic over his 
new connection. 


Wisconsin Boys Say “Bon 
Voyage” to F. H. Taylor 


At a recent meeting of the Wis- 
consin Shoe Travelers’ Association 
held at the Stratford-Arms Hotel, 
a farewell party was tendered to 
Frank H. Taylor, one of Wiscon- 
sin’s oldest and most popular shoe 
salesmen, who is “pulling up 
stakes” in the Badger State and 
moving on to Oakland, Calif. For 
the past 10 years, Mr. Taylor has 
been selling Marathon Shoe Co.’s 
“Pied Piper” line. A popular ques- 
tion is: “Who Put Wausau on the 
Map?” The answer is: “Daddy Tay- 
lor, of course.” 

He is a regular fellow, and the 
Badger State boys dislike very 
much to lose him. In behalf of the 
association, Frank Larkin present- 
ed Mr. Taylor with an attractive 
traveling “kit.” A number of his 
“old side kicks” were at this meet- 
ing, and they had a fine time recall- 
ing days gone by. 

Short talks were given by George 
Utley, J. W. Meyers, W. F. Lynch 
and L. L. Imig. 


A. F. GARDINER 


clerk at the United 
States Hotel. 


Chief 


As has been the custom for the 
past five years, A. F. Gardiner, Chief 
Clerk of the United States Hotel, 
has handled the reservations for the 
visiting shoe buyers and salesmen 
at that house again this season. 
Needless to say, this task has been 
admirably and diplomatically com- 
pleted. 

We doubt if there is another man 
behind the desk in the East who 
enjoys as wide an acquaintance 
among the shoe men as does Mr. 
Gardiner. If by chance this is your 
first visit to the United States hotel 
and your stay is but a short one, 
you may rest assured that he will 
call you by name the next time you 
meet him. Mr. Gardiner has that 
valuable faculty of recording names 
and faces and very few of the many 
travelers who have had the pleasure 
of meeting him are apt to forget 
the courteous and business-like ser- 
vice which he unfailingly renders at 
all times. To the visiting shoemen, 
Mr. Gardiner bids welcome and to 
those who could not come at this 
time he says, “See you in July.” 


Ben Ross, Henne’s Sales- 

manager 

Ben Ross, for the past two years 
with I. Miller & Sons, Inc., and 
for 19 years prior to that time 
with Henne & Co., has gone back 
to his “old love” the Henne & Co., 
organization as sales manager and 
member of the firm. 

John Peiser covers the south for 
Henne & Co., Ben Kohan covers 
Pennsylvania, New England and 
New York. 
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LEON WEIL, Inc. 


LOUIS J. COBLENTZ, Mgr. 
MARBRIDGE BUILDING 
METAL BUCKLES NEW YORK (CUT STEEL BUCKLES 


For the Manufacturers + For the Retail Merchants 
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LEON WEIL WORKS, Paris, France 
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A New Wesson Spring Style That Js New 


Style Number 516—Patent Vamp with Grey Kid 
ter, 16/8 Full Breasted Spike Heel........ $4.00 
tyle Number 1516—Patent Vamp with Blonde 
Quarter, 16/8 Full Breasted Spike Heel $4.00 
a Number 2516—Light Tan Calf ee and 
with 16/8 Full Breasted Spike es . 83.75 
ade in the following widths—B, C dD. 


on... A. E. WESSEL & SONS Soleo Otice wad, Seoct 


ee Better Grade McKays ea 


BRANCH OFFICES 
San Francisco New York City Chicago New Orleans 
407 Pacific Bidg. 127 Duane St. 500 No. American Bldg. 105 Decatur St. 
Sidney Rule I. D. Zeffert R. B. Nicholl Leslie J. Bozl 
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This is the Award of Merit given 
to the Armstrong Cork Box Toe at 
the N. S. R. A. Convention held in 
Boston, January 12 to 15. 





N.S.R.A. Gives Award of Merit to 
ARMSTRONG CORK BOX TOE 


Because it represents a distinctive improvement in shoemaking, 
the Armstrong Cork Box Toe received an Award of Merit at the 
Boston Convention. 


This is just one indication of the interest aroused by the Arm- 
strong Box at the Convention. Hundreds of shoe retailers and shoe 
manufacturers stopped at the Armstrong exhibit to examine the 
cork box—to twist it, to bend it—test its strength and pliability. 


“That Armstrong Box”—which provides soft toe comfort with 
hard toe style was a subject.of real interest. 


After seeing a sample of the Armstrong Box and shoes equipped 
with them, retailers and manufacturers agreed that a hard box is 
not necessary if a soft box will provide the same style lines and 
add more comfort to the shoe. 


Give your customers a new idea of shoe comfort by specifying 
Armstrong Cork Box Toes in your next order. 


ARMSTRONG CORK COMPANY, Shoe Products Division, Lancaster, Pa. 


Armstrong 
Circle. Cork Box Toe 
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BUSINESS REVERSES 


Hartsells, Ala.—J. A. Moore, shoes, etc., 
reported offering to compromise at 25 per 
cent. 

Norphlet, Ark.—The Model, shoes, etc., re- 
ported petitioned or petitioner in bankruptcy. 

Smackover, Ark.—The Leader, shoes, etc., 
reported petitioned or petitioner in bankruptcy. 

Danielson, Conn.—George F. Davignon, 
shoes, reported offering to compromise at 25 
per cent. 

Hartford, Conn.—Joe Cohen, 551 Front 
street, shoes, etc., reported petitioned or peti- 
tioner in bankruptcy. 

Bridgeport, Conn.—National Shoe Store, 
Inc., shoes, reported petitioned or petitioner 
in bankruptcy. 

Atlanta, Ga.—Dunlap Shoe Stores Co., 
shoes, reported offering to compromise at 35 
per cent. 

Smith Cadle Co., shoes, etc., reported pe- 
titioned or petitioner in bankruptcy. 

Griffin, Ga.—Charles D. Newman, 
ete., reported petitioned or 
bankruptcy. 

Chicago, Ill.—Lee Thomas Co., 800 So. Ked- 
tie avenue, mail order shoes, etc., reported 
petitioned or petitioner in bankruptcy. 
Miller & Horberg, 3407 W. North avenue, 

reported petitioned or petitioner in 


shoes, 
petitioner in 


bankruptcy. 

M. B. Stein, 3943 Irving Park boulevard, 
shoes, etc., repo petitioned or petitioner 
in bankruptcy. 

Bettendorf, Ia.—Harry I. 
ete., reported petitioned or 
bankruptcy. 

Wichita, Kan.—Lassen Bootery, 

filed petition for receiver. 

Detroit, Mich—John Martin, Twelfth 
street, shoes. reported petitioned or petitioner 
in bankruptcy. 

Greenwood, Miss.—Klein & Blumenthal, 
shoes, etc., reported petitioned or petitioner 
in bankruptcy. 

Kansas City, Mo.—Isis Boot Shop Inc., 
1019 E Sist street, shoes, reported assigned. 

Claremont, N. H.—Benjamin Goff, shoes, 
reported offering to compromise at 35 per 
cent. 

Atlantic City, N. J.—Jacob Rosenberg, 720 
Atlantic avenue, 2220 Atlantic avenue, shoes, 
reported meeting of creditors called. 

Elizabeth, N. J.—Louis Kantrowitz, shoes, 
ete., reported petitioned or petitioner in 
bankruptcy. 

Brooklyn, N. Y.—William Katz, The Grand 
Shoe Store, 621 Grand street, reported meet- 
ing of creditors called. 

Louis Kaufman, 1742 Fulton street, shoes, 
reported meeting of creditors called. 

Lazarus Pearson, 188 Summer avenue, re- 
ported meeting of creditors called 

Oscar Smith, 492 Metropolitan avenue, re- 
ported petitioned or petitioner in bankruptcy. 

Carthage, N. Y.—Sam Staniloff, The Car- 
thage Toggery Shop, shoes, etc., reported 
offering to compromise at 25 per cent cash. 

New York, N. Y.—Sam Flamenbaum, 1524 
Madison avenue, 1315 Southern boulevard, 
shoes, reported meeting of creditors called. 

Rochester, N. Y.—Ellis Rolick, shoes, re- 
ported petitioned or petitioner in bankruptcy. 

Utica, N. Y.—Saltzburg Bros., Harry Saltz- 
burg, proprietor, shoes, etc., reported pe 
titioned or petitioner in bankruptcy. 

Newburgh, N. Y.—Charles J. Malool 
shoes, reported meeting of creditors called. 

Cincinnati, O.—Cohen Bros., Michael Oo- 
hen, proprietor, 1431 Central avenue, shoes, 
ete., r receiver appointed. 

Wynona, Okla.—Nasrie Swoden, shoes, etc., 
reported petitioned or petitioner in bankruptcy. 

Central City, Penn.—Paul Moglewer, Cen- 
tral City Bargain Store, shoes, etc., reported 
petitioned or petitioner in bankruptcy. 

Harrisburg, Penn.—Ted Keet, shoes, etc., 
reported petitioned or petitioner in bank- 
ruptcy. 

Orner’s Boot Shop, W. F. S. Orner, shoes, 


Jacobus, shoes, 
petitioner in 


shoes, re- 


reported petitioned or petitioner in bank- 
ruptcy. 

Pittston, Penn.- 
reported petitioned or 
ruptcy. 

North, S. C.—J. C. Wolfe, shoes, etc., re- 
ported petitioned or petitioner in bankruptcy. 

Yoakum, Texas.—Cook and Ahrens, shoes, 
ete., reported petitioned or petitioner in 
bankruptcy. 

Springfield, Vt.—M. B. & S. Miller, Mayer 
Miller, proprietor, furnishings, shoes, etc., 
reported petitioned or petitioner in bank- 
ruptcy. 


-Dorio Brothers, shoes, etc., 
petitioner in bank- 


BUSINESS CHANGES 


Fresno, Cal.—Julius Olender, shoes, etc., 
reported succeeded by Albert Baer. 
Fullerton, Cal.—-Sol Morein, shoes, etc. 
reported succeeded by Julius Meyer. 
Stamford, Conn.—White Eagle Shoe Co., 
shoes, reported succeeded by Oscar Harder. 
Chicago, Ill.—Sidwelt De Windt Shoe Co., 
222 W. Monroe street, wholesale shoes, re- 
ported moved to 45 So. Wells street. 
Boston, Mass.—Crescent Tanning  Co., 
tanners, increased capital stock to $300,000. 
Ford Shoe Co., mail order shoes, reported 
moved to 207 Essex street. 
Samuel Cohen Shoe Co. 
reported incorporated $250. 
Skilton Hide Co., 
capital $100,000. 
Thomas, Lake & Whiton Inc., shoe goods, 
name changed to Thomas & Lake Inc. 
Brockton, Mass.—Conrad Shoe Co., manu- 
facturers, stock increased by $50,000. 
Gleasonite Products Co., manufacturers of 
rubber products, incorporated $500,000. 
Haverhill, Mass.—Knox Shoe Co. Inc., manu- 
facturers, incorporated $10,000 
Lynn, Mass.—Watson Shoe Co., 
stock increased by $75,000.° 
Haverhill, Mass.—R. V. Murphy Shoe Co., 
manufacturers, moved to 153 Essex street. 
Nichols & Morse Co., manufacturers, in- 
corporated $100,000. 
Newburyport, Mass.—Rowe & Thurlow, 
turn shoe manufacturers, recently commenced 
business. 
Salem, Mass. a © -. Co., —? manu- 
facturers, gs eB, Lyn Mass. 
ewark, F“tsidore 1 Lipnich. 493 Spring- 
field avenue, shoes, 
Brooklyn, N. Yo -Michael Coffin, 1 Jerome 
avenue, shoes reported selling or sold out. 
Schwartz & —— 718 Atlantic avenue, 
manufacturers, partnership  dis- 
solved and a A 1 y Max Greenstein. 
Y._Lipkin Bros., shoes, re- 


po 
Newark, O.—H. B 
Co., shoes, reported advertising to sell out. 
Philadelphia, Penn.—-George Fishman, 7222 
Woodland avenue, shoes, reported sold or 
selling out. 
Hollander & Poulin, Almar Bootery, 
reported partnership dissolved and oS 
by Allen E. Hollander. 
York, Penn.—Mahlon N. Haines, wholesale 
by Haines Shoe 


and retail shoes, succeeded 
Co., Inc. 

Haines Shoe Co., wholesale and retail shoes, 
incorporated $200,000. 

Toronto, Ont.—Murray-Kay Ltd., shoes, 
etc., reported will sell out. 


» eens shoes, 


Saas incorporated 


capital 





Doubling Sales 

Don’t be bashful about suggest- 
ing extra pairs of the shoes your 
customer has just bought. There 
are several true and logical reasons 
why it is a good thing for the cus- 
tomer to have more than one pair 
of a style, at least of most styles. 
We have rehearsed these reasons 
before in this department. You 
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should know them and bring them 
into play. 

Why be backward about showing 
some other types or styles after one 
pair has been purchased? If street 
shoes are bought, quietly show some 
dress shoes, sport shoes; house slip- 
pers. Give them a chance at your 
hosiery, shoe trees, extra laces, pol- 
ishes, etc: 

Are you doing anything to draw 
more customers into your store? 
Do you THINK about that matter’? 





A Little Test for You 


See if you can fill in the~ blank 
spaces with the correct words. 

The last determines the....... : 
OU GR ss ocns sic 
of a shoe. Each size of a shoe in- 
creases. in length over the 
ort size. Each full width is 

_wider than the next small- 

er - width. Some of the items making 
up the cost of doing a retail shoe 
business are... 


. 
oe G ceeeee 


largest percentage item of hee 
store expense is usually.................. ; 
Kid leather is made from a 
.} gun metal from a 

; side leather from a 


~ Shoes should always be fitted 
enough. The toes 
. The meta- 
tarsal bones are .................. in num- 
ber and are located . 
Three kinds of foot troubles are 
and 








Made Only of Wood 
for all lines 


IMMEDIATE 
SHIPMENTS 


Send for Catalog 


THe Oscar Onxen Co. 
611 Ww. FOURTH ST. 
CINCINNATI, O. 
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Rhinestone 
Clamp 


Ornaments 
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No. 4037 at $8.40 doz. pairs 





No. 4035 at $6.00 doz. pairs 


No. 12700 at $39.00 doz. pairs 
Pin or Bar 


No. 7428 at $9.00 doz. pairs 


No. 4028 at $9.00 doz. pairs 


See ee Tee Te Litiiieliiiiiiiiiii: 


No. 7430 at $9.00 doz. pairs 
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ee es - : 
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No. 1359 at $9.00 doz. pairs 





No. 4027. at $6.50 doz. pairs 
Buckles described are exact size . 





Rhinestone buckle displayed on model. Our style No. 12714 at $54.00 doz. pairs 


Size 2 x 1 5-8 inches 


Imported Cut Steel Buckle 
No. 11638 at $21.00 doz. pairs. 


Ribbon Ties, Satin Rosettes, Enamel Buckles. Braided In- 
step Straps, and an ornament for every type of shoe. 

Special Box Assortments of Rhinestone Clamps and Slide 
Buckles. 


REYNOLDS 


PROVIDENCE, R. I. 
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CLASSIFIED 


Recorder rates for space less than 





Ttimes I3times 26times 52 times 
$4.00 $3.50 $3.00 $2.50 
8.00 7.00 J 5.00 
12.00 10.50 7.50 
16.00 14.00 10.00 


Payment in advance is required, 
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; OSITIONS WANTED—F te _per word for each insertion. 
one-eighth page per (icisneh cinnent ansetell vee Geeecnee, fer other “Want 


except when regular advertisers, as amounts are too small to open accounts 














SALESMEN WANTED 





GALESMEN wanted to carry on 6% commis- 
sion a well known line of men’s leather 
slippers and a few numbers of felts. In-stock 
proposition. The following states are open— 
Alabama, Arizona, Arkansas, California, Colo- 
rado, Florida, Georgia, Idaho, Kansas, Ken- 
tucky, Louisiana, Michigan, Mississippi, Mis- 
souri, Montana, New Jersey, New Mexico, New 
York, Ohio, Oklahoma, Oregon, Tennessee, 
Texas, Utah, Wyoming. Address B-247, care 
Boot and Shoe Recorder, 207 South St., Bos- 
ton, Mass. 


GALESMEN ATTENTION—Having some very 
good territory open, we desire to hear from 
a few good men who can handle our proposi- 
tion of children’s turn shoes, sizes 1 to 5 and 
5 to 8 and our flexible-welts, sizes 2 to 5, 5 to 
8 and 8%-11. Established in 1915 we are one 
of the oldest shoe firms in Rochester, stock- 
ing only children’s shoes, consisting of the 
staple numbers and latest novelties. This line 
fits in very well with a medium-priced men’s 
or women’s line. A high-rate of commission 
will be paid to those salesmen calling on 
established trade and well-known in their ter- 
ritory. Give full details in first letter. R. C. 
Milow Shoe Co., Inc., Rochester, N. Y. 








LADIES Novelty House has opening for ex- 
perienced men. Commission only. Terriotry, 
Brooklyn, New York, New Jersey. Katz Shoe 
Company, 16 Hudson St., New York, N. Y. 


SHOE SALESMEN—Side line men’s, ladies’ 
and children’s fine leather slippers. Good 
territory open. re Novelty Co., 43 Walker 
St., New York, Y. 


ALESMEN wanted who have well estab- 

lished shoe store trade in New York, Penn- 
sylvania, southern and middle west territories, 
to carry side line of shoe store supplies. State 
territory and lines carried. Address B-246, 
eare Boot and Shoe Recorder, 207 South St., 
Boston, Mass. 











ALESMAN wanted to represent large 
manufacturer in stock department. Chil- 
dren’s McKays, turns and boys’ shoes. Fol- 
lowing territories open—-New York City, Con- 
necitcut and Eastern Pennsylvania. Muskin 
Shoe Company, 86 Reade St., New York, N. Y. 


ALESMEN WANTED to carry Rochester's 

best known line of infants’ soft soles and 
moccasins and infants’ and children’s turns 
and stitch-downs from 1/5 to 1144/2 in con- 
nection with present line. Good openings in 
New England, Middle, Western and Southern 
states. We make quick delivery and pay high- 
est commission. Applications considered only 
from men with established trade and good 
record. Give full particulars in first letter. 
J. J. MacMaster, Rochester, N 








ALESMAN wanted for New York, Brooklyn 

and vicinity to sell our line of children’s, 
misses’ and growing girls’ McKays and Welts; 
little gent’s, youths’ and boys McKays and 
Welts, also a strong line of men’s dress shoes 
and a few numbers in ladies’ stouts. Straight 
commission basis only. A large stock for im- 
mediate shipment. Only men with aiblity and 
established trade need apply. Reference Ad- 
dress Dr. Lambert Shoe Company, 97 Reade 
St., New York, N. Y. 


A GOOD LINE 


FOR 
GOOD SALESMEN 


We have some open territories 
to fill with salesmen to sell our 
CAPTAIN KIDD shoes to good 
trade. This is a snappy line of 
boys’ shoes. Big Sellers. Get 
in on the ground floor. All re- 
plies confidential. 


JUVENILE SHOE CORP. 


Manufacturers 


CARTHAGE 








*ALESMAN—Live wire, hard worker, pro- 
ducer, conscientious, to sell glove rubbers, 
Keds, felt slippers, for western Ohio. Must be Steven Strong Shoe Company has 


experienced road salesman. Marion Rubber openings for several high-grade sales- 
Ca., Columbus, Ohio. men in each of the following territories : 
—Tennessee, Minnesota, Colorado, Iowa 





TORY: IOWA, ILLINOIS (NOT INCLUD 
AND OKLAHOMA. SALARY AND EXP 





and Pennsylvania. In stating your 


Shoe Salesman Wanted ja ena ie ype ag Fn 


three references and your sales record 


TO SELL THE LARGE CITY TRADE AND VOLUME RETAILERS A LINE OF MEN’S 
SHOES OF THE BEST BROCKTON STANDARDS TO RETAIL AT $6 TO $7.50. TERRI- for the past three seasons. We have a 


ING CHICAGO), INDIANA. OHIO, MISSOURI real proposition for big league sales- 


XPENSES PAID. ADDRESS WITH FULL PAR- men, Gieeem Gheng Ghee Cangas. 
TICULARS B-248, CARE BOOT AND SHOE RECORDER, 207 SOUTH ST., BOSTON, Setuechen, Wiseensin. 
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SALESMEN WANTED 


SALESMEN WANTED 


SALESMEN WANTED 





GALESMAN for New York City to sell direct 
from manufacturer to the retail trade an 
up-to-date and most attractive popular-priced 
infant’s and children’s McKay line. Splendid 
opportunity for the right man. ooue & Gold, 
ne ¢ Grattan St., Brooklyn, N. 


ES ‘TABLISHED trade in Philadelphia, Bal- 
timore, Washington and adjacent territory 
for live-wire salesman. Also want one sales- 
man for Northern New York and Michigan. 
Another for Ohio and Indiana, to open terri- 
tory. Line is strictly TURNS of comfort and 
semi-dress variety. Over 30 styles, all carried 
n-stock by live-wire firm. Real shoes and real 
values. Commission. Give full particulars and 
references in first letter. Vaughan-Towle 
Company, Lynn, Mass. 








Vv E have an opening for a real live shoe 
salesman to sell our line of children’s, 
misses’ and growing girls’ McKays and Welts; 
little gent’s, youths and boys’ McKays and 
Welts, also a strong line of men’s dress shoes 
and a few numbers in ladies’ stouts, for the 
states of Ohio, Illinois, Indiana, Michigan, 
Nebraska and surrounding territory. Straight 
commission basis only. A large stock for im- 
mediate shipment. Only men with ability and 
established trade need apply. Give references 
in first letter. Address K-743, Boot and Shoe 
Recorder, 127 Duane St., New York, N. Y. 





SA LESMEN calling on shoe trade—side line 
that is very lucrative. Write now for par- 
ticulars. Address B-237, care Boot and Shoe 
Recorder, 189 W. Madison St., Chicago, Ill. 





THE BOARDMAN SHOE CO. has 
several openings in the West and Mid- 
dle West for experienced salesmen, with 
established trade, to sell women’s novel- 
ties and staples in stock, on straight 
commission. Give full details and refer- 
ences in first letter. Address 564 Atlan- 
tic Ave., Boston, Mass. 











E. J. Ramsey das have an 
opening for salesmen who have 
established trade in the follow- 
ing territories: New York State; 
Georgia, Florida ;. Texas; Illinois, 
Michigan. First letter give 
amount of shipments, territory 
covered in detail, etc. 347 Rider 


Avenue, Bronx, N. Y. 











Resident Salesman 


THE TERRITORIES OF 
CHICAGO, DETROIT AND 
PITTSBURG, ARE NOW OPEN 
FOR SALESMEN WITH AN 
ESTABLISHED FOLLOWING 
TO REPRESENT AN EAST- 
ERN MANUFACTURER MAK- 
ING WOMEN’S WELTS, 
STAPLES AND NOVELTIES, 
CARRIED IN STOCK FOR IM- 
MEDIATE DELIVERY. 7% 
COMMISSION WILL BE PAID. 
WILL CONSIDER EXTEND- 
ING A DRAWING ACCOUNT 
IF NECESSARY. ADDRESS 
B-249, care BOOT AND SHOE 
RECORDER, 207 SOUTH ST., 
BOSTON, MASS. 














ALESMAN WANTED—For Central and 

Southern New York State territory by 
concern acting as distributor for several wel- 
known lines of shoes. Big opportunity for 
right man. State experience first letter. It will 
be treated strictly confidential. Address B-247, 
care Boot and Shoe Recorder, 207 South St., 
Boston, Mass. 


EXPERIENCED SALESMAN wanted to carry 
on commission line of Infants’, Children’s 
and Misses’, Kesco Turns and Stitchdowns, in 
Montana, N. Dakota, South Dakota, Minne- 

Wisconsin and Michigan. Address with 
a The Kepner-Seott Shoe Co., Orwigs- 
urg, Pa. 








ALESMEN WANTED—Liberal commission 

only. Fine and medium turns and stitchdowns 
in infants’, children’s and misses’. Strictly up 
to the minute lasts and patterns. This is an 
exceptional opportunity to the right man. 
Territory open—West and Mid-West. Give 
reference and territory wanted in first letter. 
Address B-236, care Boot and Shoe Recorder, 
207 South St., Boston, Mass. 


GALESMEN WANTED for Alabama, Le mg 
, Arkansas, Missouri, and Kansas, to 
sell snappy line < men’s dress welt shoes, 

ranging in price from $3.60 to $4.00. 
give reference and experience in first letter. 
E. B. Piekenbrock & Sons, Dubuque, Iowa. 








GIDE LINE SALESMEN everywhere who call 
on shoe dealers. Pocket sample, 25% com- 

gag Cramer Arch Cushion Co., Denver, 
0. 


W ANTED—Live salesmen for the city of 
Detroit, also the states of Michigan, Wis- 
consin, Minnesota, Washington, Oregon, Cali- 
fornia, New Mexico and Arizona to carry as a 
side line a line of infants’, children’s and 
misses’ turns and stitchdowns on commission 
basis. No drawing account allowed. Address, 
with references, B-235, care Boot and Shoe 
Recorder, 207 South St., Boston, Mass. 





ALESMEN WANTED to sell popular-priced 

line infants’ 1/6 flexible t turn and 2/11 stiteh- 
down shoes of merit, in connection with line 
now handling; over fifty styles in stock; 7% 
commission. Give references and full particu- 
a Shoe Co., 420 St. Paul St., Roches- 
ter, ° 


GALESMAN to carry nationally-known line 
of Turn Boudoirs, in colored leathers and 
quilted satins (leather soles) ; also Ballet Slip- 
pers, soft and hard toes, as side line. Address 
B-228, care the Boot and Shoe and Shoe Re- 
Recorder, 207 South Street, Boston, Mass. 








W ANTED—Salesman by one of the oldest 
and largest juvenile turn manufacturers 
with a splendid reputation and standing— 
whose prices and discounts are exceptionally 
pleasing to volume buyers—on strictly commis- 
tion basis, for the South, including Texas and 
Oklahoma, Arkansas. No objection to non- 
conflicting line. A rare opportunity for a real 
salesman with a real ability and trade ac- 
quaintance. Give all needed information in 
first letter. Held strictly confidential. Address 
B-238, care Boot and Shoe Recorder, 207 South 
St., Boston, Mass. 





WANTED—Five (5) salesmen who know 
they can produce results selling a line of 
Men’s Calfskin Welts, all snappy patterns 
to retail at $5.00. Stock will be carried on 
floor. Straight 6% commission. High- 
powered salesmen only will be considered. 
COBLE SHOE COMPANY, HUMBOLDT, 
TENN. 


IDB LINE: We — 10 or 12 men to carry 

our “In-Stock” shoes. Just one case of sam- 
ples, representing twenty snappy and staple 
eine. Liberal commission. Must have men 
with an and established trade. State lines 
now carrying and amount of time you can 
devote to our line. Address B-226, care Boot 
and . Recorder, 189 W. Madison St., Chi- 
cago, Ill. 


ALESMAN WANTED for Central and 

Southern Illinois to sell a snappy line of 
Men’s Dress Shoes, ranging in price from 
$3.60 to $4.00. Give references and experience 
in first letter. E. B. Piekenbrock & Sons, Du- 
buque, Iowa. 








WAN TED—Experienced salesmen, on strict- 
a ly y Ra of highs to show — line 
some samp b-grade arch sup- 
d EEE — at $5.00 and 
aa “i roposition. 
Westcott Whitmore Co., 

217% W. Water St., Syracuse, N. Y. 











Manufacturer of women’s medium 
priced welts wants resident salesmen 
everywhere. Featuring wide ankle arch 
support novelties and staples. 20 num- 
bers in stock. 8 per cent commission. 
Side line if desired. Address B-221, 

d Shoe Recorder, 207 South 








POSITION WANTED 


HOE BUYER, manager and systematizer or 

assistant to big time shoe buyer, well ac- 
quainted with shoe markets and present con- 
ditions, department and chain store experience, 
desires to make change. New York or vicinity 
preferred. Highest credentials. Address B-250 
care Boot and Shoe Recorder, 207 South St., 
Boston, Mass. 











AN OPPORTUNITY FOR THE RIGHT 
MAN—Experienced salesman wanted to 
carry novelty and staple line of women’s 
and children’s in-steck for New York and 
New Jersey. Exceptional opportunity for 
real producers. Address K-745, Boot and 
Shoe Recorder, 127 Duane St., New York. 


WANTED 
Wide awake shoe shoe salesman to sell corking 


GHOE BUYER with fifteen years’ experience 
open for change. A real hustler and pro- 
ducer who can buy for upstairs, basement or 
merchandise both. Can secure large mark-ups, 
and desired turn-overs. Capable of taking 
charge of volume from $300,000 up to million- 
dollar business. Did past year, $650,000. Ad- 
dress B-254, care Boot arid Shoe Recorder, 207 
South St., Boston, Mass. 


E-XEERIENCED SALES MANAGER AVAIL- 
ABLE—I have had 17 years experience with 
a well known shoe distributing organization 
as sales manager. My acquaintance with t 
better class buyers throughout the country is 
wide and of a most valuable nature. I am 
open for an opportunity to direct the sales of 
some shoe manufacturing or wholesale organi- 
zation that is in need of a man with successful 
record of merchandising and a keen appre- 
ciation of present day problems of distribu- 
tion. Best of references furnished and re- 
quired. For further particulars address B-252, 
eare Boot and Shoe Recorder, 207 South St., 
Boston, Mass. 


B UXER AND MANAGER wishes position 
with chain shoe store or shoe department. 
Over ten years experience in medium and 
high-grade shoes. Prefer New York, Penn- 
sylvania or Ohio. Address B-255, care Boot 
= Shoe Recorder, 207 South St., Boston, 
ass. 


ANAGER AND BUYER—Accustomed to 

better class of merchandising, open for 
proposition where experience and integrity 
counts. Best of references furnished. Address. 
B-256, care Boot and Shoe Recorder, 207 
South St., Boston, Mass. 
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POSITION WANTED 





MOLL elite} 


Does Your Store Demand : 
A Better Manager? 


High-grade man who knows fine merchandising and can manage 
an exclusive store or department to anyone’s taste. Has gone as 
far as he can in his present job and is ripe to make more money 
for some other store—and himself. There must be a number of 
good stores who would welcome the strength which this man will 
bring to their organization. No question whatever about char- 
acter or ability. He can prove both quickly to anyone interested 
in an interview. Arrange this by addressing B-241, care Boot 
and Shoe Recorder, 207 South St., Boston, Mass. 


HOE FACTORY EXECUTIVE—A live-wire 

with following experience, open for en- 
gagement. For twelve years with well-known 
eastern manufacturer of women’s shoes, sec- 
ond in responsibility to general manager. Sec- 
retary of corporation. Full charge of produc- 
tion, credits, collections and accounting. Will 
go anywhere where real opportunity exists. 
Address B-251, care Boot and Shoe Recorder, 
207 South St., Boston, Mass. 





OSITION WANTED—Young man _ with 
twelve years’ experience in retailing 
shoes desires a change. Have been buying and 
managing shoe departments for past three 
years. Would not object to position as as- 
sistant. Now employed. References from pres- 
ent firm. Address B-253, care Boot and Shoe 
Recorder, 207 South St., Boston, Mass. 


RETAIL executive, qualified in buying and 
managing men’s and women’s shoe de- 
partment. Years of success, best of references. 
Available during the month of February. Ad- 
dress B-257, Boot and Shoe Recorder, 189 
W. Madison St., Chicago, Ill. 








HELP WANTED 








SHOE SALESMAN for New York City 
and large cities in New England. Must 
have experience in this territory. Posi- 
tion worth $20,000 or better. E. P. 
Reed and Co., 299 Broadway, New York 
City. 














AGENT WANTED 








Wanted for the districts of New York, 
Boston, Lynn, Mass., Haverhill, St. 
Louis, a real live go-ahead agent or 
traveling representative to undertake 
the representation and sole agency for 
these districts of a large Boot and Shoe 
Textiles Manufacturing firm with fac- 
tories situated in Macclesfield and 
Lyons, France, making every variety of 
Linings, Satins, Brocades and Tinsel 
articles. The proofing and combining of 
these articles is their specalty. They 
are open for one, two or three agents 
with an ex in the 
American Boot and Shoe Industry. Only 
those with experience and having 
handled these articles previously need 
apply. Commission only will be paid. 
Prices will be F.O.B. or C.I.F. Large 
stocks are always carried, and this 
house asks for agents having handled 
these goods to write to Box B-230, care 
Boot and. Shoe Recorder, 207 South 
Street, Boston, Mass. 


Tlent +. 











GHOE buyer and manager, now employed, is 
seeking bigger possibilities as well as re 
sponsibilities. Wants to associate himself with 
a live-wire shoe store or department, catering 
to popular prices. Address B-240, care Boot 
and Shoe Recorder, 207 South St., Boston, 





FOR LEASE 


REAL OPPORTUNITY-—Up-to-date women’s 
ont children’s bootery, corner store, long 

lease, at reasonable rental, good _ section. 
Lesner’s Bootery, 48 West Burnside Ave., 
Bronx, New York, N. Y. 








FOR RENT 


Fok RENT—Space in one of South Bend’s 
best clothing stores for men’s and 
shoes. Best location. None but reliable par- 
ties need apply and none but reliable shoes 
can be sold. Address B-258, care Boot and 
Shoe Recorder, 207 South St., Boston, Mass. 








Fez RENT—Will rent four-story and elevator 
building, unusually well adapted as a whole- 
sale shoe and rubber house in Elmira, N. Y. 
None here at present. Building semi-mill con- 
struction with concrete basement. Location 
good for business and rent reasonable. About 
12,000 feet space. Elmira’s a live, growing 
center of 50,000 population, served by four 
railroads. This is a young man’s opportunity— 
well worth investigation. Address E. V. 
Sheely, 243 W. Water St., Elmira, N. Y. 





FOR SALE 





January 24, 1925 


Boot and Shoe Recorder 


PUBLISHED WEEKLY IN THE INTEREST 
OF THE RETAIL SHOE MERCHANT 


by the 


BOOT AND SHOE RECORDER 
PUBLISHING COMPANY 
(Incorporated under Massachusetts Laws) 
CAPITAL $150,000 





ADVERTISING RATES—Card of Advertising 
Rates furnished on application. For rates for 
ha For Sales, etc., see Want 

aaa soution fo taken by the BOOT AND 

to @ printing 
statement likely to its readers. The 
publishers reserve the right to reject — 
advertising or reading matter which is not in 
line with this policy. 





OFFICES IN 
BOSTON OFFICE: 207 South Street 
ay a ee OFFICE: 224 Moraine St. Geo. 


R. Hill, Manager, Telephone 
CHICAGO OFFICE’ I 189 West Madison St. Tele- 
Maine 1089. B. C. Bowen, Manager. 
LOUIS Orrick: 1627 Loses <7 H. M. 
Bowen (B. C. Bowen, Manager). Telephone 


6130. 
NEWS YORK OFFICE: Room 101, Graham Bid 
127 Duane St. H. Walter Scott, Manager, Tel. 


Cos T7454. 
PHILADELPHIA OFFICE: Room 524 Perry 
1 Chestnut St. . Walter Scott, 


530 
M Tetepeene Losast 
HA VERHILL OFFICE: Ss of aap 
a yt ag National Bank Bidg. Gec 
WwW 
CINCINNATI "OFFICE Sec Second National Bank 





Bowen, Manager). 


T 1560. 
ROC pia gg” 626 Powers . Ro- 
si L. Seward, Western New York 
sentative. Telephone Stone 1133. 
F FICE: Fred A. Gannon. 
SE OFFICE: Leonard E. M 
rn 405 Broadway. T: 





15th and K Sts. N 
taliens. 


Investment Bidg, 1 .W. 
PARIS OFFICE: 2 Rue des I L. Hubbard, 
LONDON OFFICE: P. a: wat = Manager, 


AUSTRALIAN OFFICE: 139 39" Lit Coline St 
ore 


G. Jervis Man 
CONTINENTAL OFFICE: w 
ARGENTINA’ Buenos Aires, 

'; " ite. 
BRAZIL: Coes John S. Fitch, 33 Rue Genera! 
CHILE: >, Las Rosas 1123-1127. Otto- 
Fuhrimann te. 
CUBA: Mr. H. Gomes, Corrales 2A, Havana, 
JAPANESE OFFICE: Yokohama. J. F. Wager, 
SPAIN: Gerente, Leoncio de Miguel, Librere 
Editor, 20 Fuencarral, Madrid. 





FOR SALE—A thriving shoe business, in 
Southern California, Los Angeles County. 
City of 18,000, 100% lecation and other 
conditions, inventory about $30,000. Owner 
retiring. Will talk terms. Address B-259, 
care Boot and Shoe Recorder, 207 South 
St., Boston Mass, 











MISCELLANEOUS 








IDEAL ROLLING 
LADDERS 


2574 Cheaper 


Write for Catalog 








Information for Shoe apie 


“Where Em GB —— tes a 
knowledge so who runs ye, KY 
pagu may teed—end he 








MISCELLANEOUS 








Metal Shoe Fitting Stools 


and Floor 
Mirrors 


No. 141 


Catstos THE CHICAGO 
*neee WIRE CHAIR CO. 


621 N. La Salle Street, Chicage, I. 
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WANTED TO PURCHASE 


MISCELLANEOUS 


MISCELLANEOUS 








THE NEW YORK EXPORT 
PURCHASING CORFORATION 








for entire shoe stocks or surplus stocks of 
shoes or other merchandise. Any quantity. 
Prompt attention given. 


KIRSCH-BLACHER CO., Inc. 
622-624 Broadway, New York, N. Y. 
Phone Spring 1443 








CASH PAID 


for shoe stores or surplus stocks of shoes 

or for other merchandise. Leases taken over. 

We will send a representative to investigate 

end make offer upon request. 

Kalter Cerf. Mercantile Co., Inc. 
591 Broadway, New York City 
Phone Spring 5160-5161-5162 





MILBRADT 
Rolling Ladders 
and 


BICYCLE 
Rolling Ladders 


We are the originators and 
tured MILBRADT Rolling 8 
for thirty-five years. R 


our exclusive 
purchased the 


Write for complete catalog 


Milbradt Manufacturing Co. 


2416 Ne, 10th St. 


have manufac- 
Ladders 
ders is 

. We have lately 
Ladder Co. 


St. Louis, Me 

















HIGHEST CASH PRICES PAID 
for entire shoe stocks. We also buy your 
eurplus or slow sellers. Quantities no object. 
Retail or wholesale. Short term leases taken 
off your hands. Wire or e us. Correspond- 
ence confidential. Established 1890 
MAX GLAUBERG 
425 Grant Street, New York City 
We also purchase clothing, hats, furnishing 
Z etc. Dry Dock 0352 


= 








q We buy quick and pay highest cash price 
for retail and wholesale stocks of shoes or any 
other merchandise. Quantity no object. 

For 30 years our specialty. 

Bank and mercantile reference. 


BROOKLYN PURCHASING SYNDICATE 


FRANK WALKER, Proprietor 
610 Broadway, Brooklyn 
Phone Stagg 1757 








HIGHEST PRICE PAID 


SHOE STORES 
OR SURPLUS STOCK 
Also Purchase Gent's Furnishings, Clothing, etc 
YOUNG & CO. 


315-317 Church St.—New York, N. Y. 
Telephone Canal 0356 





H-W Furniture 
FAVORED FOR 


Footwear “ Parlors” 


ibre Furniture. We originated this 
equipment. Ask us. 
HEYWOOD-WAKEFIELD WAREHOUSES 








‘( CLICKER 
DIES 


% inch at 12 cents per 
running inch. 
14% inch at 17 cents per 
running inch. 

Minimum 15 inches 
PROMPT QUALITY 
DELIVER Y GUARANTEED 
FOLEY & HALLQUIST 


1313 North 7th St. 
4 ST. LOUIS MO. alk 











Do You Know? 


That you can buy it—or 
sell it—through the 


‘*Where to Buy’’ 
Columns 
This feature in its quick 
service is a time saver in 
meeting immediate 


needs. 





We a a SS 




















WHERE THE BUYER 
SEEKS THE SELLER 


In the CLASSIFIED ADVERTISING SEC- 
TION of the Boot and Shoe Recorder. 


The “want ad” does not attempt to create 
desire. The desire already exists in the prospective 
buyer’s mind, and he seeks out the want ad. It isa 


Start The New Year Right Be 


Specialize in Greeley Boudoirs. You 
will make a name for yourself sell- 
ing good boudoirs like mine. I 
have concentrated on the produc- 
tion of boudoirs for years 
and the result is such as to 
keep a big volume of 
business coming my way. 
Black and colors In Stock. 
Leather and Rubber Heels. 


case of the buyer seeking the seller. ’ At Once Deliveries 


Boot and Shoe Recorder Classified Advertising 
can do for you what it is doing for others. Keep 
it in mind—and in action. 


If your jobber cannot supply you, write me 


A. W. GREELEY 
18 Duncan St. - - - Haverhill, Mass. a 


























- 


* Miller; 1, & Sons, Inc., Brooklyn, N. Y... 
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Amalgamated Leather Company, _Inc., 
Philadelphia, Pa. 


Armstrong Cork Co., Lancaster, Pa... 


Beggs & ‘Cobb Co., Boston, Mass.................. 
Bristol Patent Leather Co., Boston, Mass..... 


Cedar Cliff Silk Co., New York City 

Chamberlain, B. F., Boston, Mass.............. 145 
Clark Rubber Mfg. Co., Boston.................... 121 
Creese & Cook Co., Boston, Mass. 22-145 


Evans, John R., & Co., Camden, N. J. 
Everlastik, Inc., New York City 


Robert H., Co., Inc., Phila., 


Kepner, C. D., Co., Boston, Mass. paailaisaiea aa 

C., Leather Co., Boston, 
ass. ne ncenieiaieenaniintewhescenee 

Littlejohn & Co. Inc., New York City..........120 


New Castle Leather Co., New York City....126 


Lawrence, A. 


Quabaug Rubber Co., No. Brookfield, Mass. 111 
“— Growers’ Association, New York 
City 118, 119 
Russell Mfg. Co., Middletown, Conn.............145 
sr ~yperrenmes Huber & Co., New York 
Cit 146, 147 
Shienee, “Wm., & Sons, New York ‘City. 117 
Surpass Leather Co., Boston, Mass........ 134 
Thayer-Foss Co., Boston, Maszs..... 114 
bet yy Charles T., Co., whe | New hao ™ 
FINDINGS AND SHOE STORE SUPPLIES 
American Seating Co., Chicago, IIl............. 19 
Chicago Wire Chair Co., Chicago, IIl........160 
Dalrymple-Dudley Co., Haverhill, 
Heywood-Wakefield, Boston 


Lincoln Store Supplies Co., St. Louis, Mo. 120 
Lyons, Hugh, & Co., Lansing, Mich...........110 


Manhattan Findings Co., New York —_ 144 
Milbradt Mfg. Co., St. Louis, Mo <u 


coors 156 


157 
145 


Onken, Oscar, Co., Cincinnati, O. 


Reynolds Co., The, Providence, R. I........ 
Rublack, Emil, New York City 


Success Furniture Corp., St. Louis & Kirk- 
wi 0. ; wtincesee 


Weil, 
City 


Leon, Paris, France and New York 
a iene 


seme hers. MFRS.” SUPPLIES, 
ESSINGS, ETC. 


Barbour atenees hued Boston and eommemnns 
Mass. S| 


101, 144 
161 


Dunbar Pattern Co., Brockton, Mass.... 
Foley & Haliquist, St. Louis, Mo..... 


Laing, Harrar & Comte siemens 
Pa. ..30 


Tubular Rivet & Stud Co., Boston................163 


United States Machinery Corp., Boston, 


Mass. ... a rd Cover, "138 


West Virginia — & Paper Co., 
York City : 


MISCELLANEOUS 
Atlantic Printing Co., Boston, Mass..... 


a eae Syatinate, Brooklyn, 
N. Y. 161 


Calderwood & Preg. Inc., Boston, Mass... 
Davis, “Sam,” N. S. R. A. 
Glauberg, Max, New York 


Kalter Cerf. Co., New York City.............. 61 
Kirsch-Blacher Co., New York City......... 161 


New York Export Purchasing Corporation, 
NE I We recacensodsenctacnssisssnctiglthninetsnceses 


Phillips, C. H., Boston, Mass. 

Tolman Print, Brockton, Mass...................... 145 

University lElectrotype Foundry, =, 
bridge, Mass. 


161 





The Man who has a 


very 7 definite prefer- 
ence for comfortable 


footwear 2 ? insists on — 
#?shoes with? 


LACING HOOKS 


_Jiok for shoes with lacing hooks 
o 


TUBULAR RIVET AND STUD COMPANY 


UNITED SHOE MACHINERY CORPORATION 
Selling ) Agents 
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dvanced Styles for Spring 
A two-in-one creation by Rogers 
A tie and step-in pump in one 
5022 
5275 


5022 


5022—Patent leather vamp, apricot kid quarter, 
silk scroll stitching, imitation turn, 13/8 covered 
cuban heel. A-C......... 


5020—As illustrated, all black satin. A-C $4.50 


5021—As illustrated, all patent leather. A-C. 
$4.50 


5018—As illustrated, 
alligator calf quarter. 


5017—As illustrated, all tan calf. A-C .. . .$4.60 


Ps 


5908—Patent leather vamp, apricot kid vamp 
underlay and apricot kid quarter. Imitation turn, 
12/8 covered cubas heel. B & C. $4.75 


5903—As illustrated, patent leather vamp, grey 
kid quarter. B&C.. .. 84.75 


5900 —As illu 
lay. B & C. 


5904—As illustrated, light tan calf, dark ta 
underlay, 8/8 covered heel. B & C $4.75 


5905—As illustrated, all patent leather, grey kid 
underlay, 8/8 covered heel. B & C....... .$4.75 


5906—As illustrated, patent leather vamp, grey 
kid underlay and grey kid quarter, 8/8 covered 
heel, B & C $4.75 


5909—As illustrated, patent leather vamp, 
y kid underlay and grey kid quarter, 16/8 
ull covered Spanish heel. A-C. . +.» 84.90 


5910—As_ illustrated, patent feather vamp, 
apricot kid underlay and apricot kid quarter, 
16/8 full covered Spanish heel. A-C 1. 84.90 


5275—Patent leather imitationYturn, 16/8 full 
covered spike heel. B & C $4.50 
5276—As illustrated, all Russia calf. B. & C. 

$4.60 


5277—As illustrated, black velvet, patent leather 
trimmed. B & C $4.50 


5278—As illustrated, brown satin, brown kid 
trimmed. B & C $4.50 


5281—As illustrated, black satin, black suede 
trimmed. B & C $4.50 


5283—As illustrated, blonde satin, de kid 
trimmed. B & C . 84.60 


% 


5406—Patent leather vamp, apricot kid quarter 
and apricot stitching, imitation turn, 16/8 full 
covered spike heel. B & C 
5400— As illustrated, all black satin. B & C $4.10 
5403—As illustrated, black satin vamp, striped 
satin quarter. B & C 

7—As_ illustrated, patent leather vamp, 
apricot kid quarter, and apricot stitching. 13/8 
full covered Spanish heel. B & $4.25 


5409—As illustrated, all apricot kid. B & C. 
$4.25 





5418—As illustrated, Russia calf, 13/8 covered 


cuban heel. B & C $4.10 


5416—As illustrated, patent leather vamp, 
option kid quarter, 13/8 covered cuban heel. 


5410—As illustrated, all 
covered cuban heel. B & C 


black satin, 


5023 


5023—Patent vamp, apricot kid quarter, silk 
scroll stitching, imitation turn, 16/8 full covered 
spike heel. A-C $4.75 
5000—As illustrated, black satin. A-C.. . .$4.60 
5003—As illustrated, patent leather, grey silk 
scroll stitching. A-C $4.00 
5004—As illustrated, patent vamp, 

quarter. A- 


% 


5007 
5007— Patent leather vamp, grey kid quarter 
grey silk scroll sthehing. imitation turn, 13/8 
covered cuban heel. A~ $4 


5019—As illustratea, patent leather vamp, 
apricot kid quarter. A-C...........00055- $4.50 


5005—As illustrated, all black satin. A-C.. .$4.35 
5006—As illustrated, all black velvet. A-C. . $4.50 
5008—As illustrated, all tan calf. A-C 


5009—As illustrated, tan calf vamp, tan alli 
calf quarter. A-C 


5010—As illustrated, all patent 


5024—As illustrated, tent leather vamp, 
apricot kid quarter, 16/8 full covered spike 
heel. A-C $4.60 
5011—As illustrated, all black satin, 16/8 full 
covered spike heel. A-C $4.50 


5015—As illustrated, all tan calf, 16/8 full 
covered spike heel. A-C $4.60 





A selection of materials and patterns which are receiving the 
approval of the critical buyers throughout the country. 


IN STOCK 


Terms: 2% 10, Net 30—F. O. B. Boston 





ROGERS BROS. SHOE CO. 


59 LINCOLN ST. - : 


BOSTON, MASS. 


PACIFIC COAST BRANCH, 135 BUSH STREET, SAN FRANCISCO 
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No. 6059R—A New Grover Strap Pump 
In Stock February 20 


NEW shoe. Anewlast. A perfect fitter. A 
peach to look at. Couldn’t ask for much 
more, could you? 


It’s a black kid, 2-button strap. New No. 218 
last. Modern round toe, short forepart. Per- 
forated quarter, vamp and imitation tip. Turn 


sole 13/8 heel with rubber top. 
In Stock: AA 4% to 9, A 4 to 9, 
B 3 to9, C2% to9, D2% toY, $5.10 


J. J. GROVER’S SONS CO., Lynn, Mass. 
“*Soft Shoes for Tender Feet’’ 


Established 1865 CHICAGO OFFICE 
Kesner Building 


BOSTON OFFICE 
Little Building NEW YORK OFFICE 5 North Wabash Avenue 


80 Boylston Street Marbridge Bldg., 47 W. 34th St. Corner Madison 


Vol. 86. No. 20. Published every week by the Boot and Shoe Recorder Publishing Company, 207 South St., Boston, Mass. Entered - 
ter April 15, 1922. at the Post Office at Boston, Mass., under the act of Congress of March 23, 1879. Subscription price $5.00 or Gomee Prins Une 
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WHITE LEVOR 
GRAN KID 
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WHITE LEVOR 
GRAIN GOAT 





FOLLOW THE SWALLOWS 
back to the North 
AND 
| take your white footwear, for 
'  you’ll soon need it there, too. 



































Color § upremacy _ 





y 
~B.& C. Colors 


always forecast the 
color successes. 


*eF 


R=) ECAUSE of our matchless 
‘ color department, an un- 
rivalled world organiza- 
tion for securing the pre- 
ferred varieties of skins, 
plus tanning skill second 
to none. 



















* Colors in your spring 
ordering, and know that 
your customers will wear 
fashionably accuratecolored 
kid shoes. 


® 
eee 


AMALGAMATED LEATHER COMPANIES 


INCORPORATED 


22 N. 5th Street, Philadelphia 
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CHOW 


CARAMEL 





OAK LEAF 


TITIAN 


GOLDEN 
BROWN 


RED ASH 


CHESTNUT 
BROWN 


THIRTY-ONE 
























































cA WORD WITHA WORLD OF 
MEANING-T10 BUYERS OF 


SMART SHOES FOR WOMEN 
Watk-Croft, 


SMART SHOES FOR WOMEN ARE MADE BY 
BANCROFT WALKER COMPANY 
AT THEIR FACTORY IN BOSTON 
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GLASS CALF 


MANUFACTURERS -- RETAILERS--CONSUMERS 


DEMAND 
GLASS CALF 


A Leather Entirely Unique 


HETHER or not there is a call for the 
regular run of Scotch Leathers GLASS 
CALF retains its permanent place as a ready 


seller. 
WHY? 


GLASS CALF altho’ suggesting the “doggy” 
effect of Scotch leathers, still emphasizes the re- 
fined conservatism of the dress shoe. 


GLASS CALF does not “pull out” at the toe. 


GLASS CALF is full aniline dye, with no pig- 
ment whatsoever. 


GLASS CALF has a rich, full lustre—and retains 
this bright appearance thru strenuous wear. 


GLASS CALF is glovelike on the foot. 


J. S. BARNET & SONS, Inc. 


75 South St. 
BOSTON, MASS. 


BARNET 


Lynn Leathers 
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-~And Now We Are 
Going to Say It Again ¢ 


The Beals-Pratt line, as a complete 
line of $5, $6, $7, and $8 sellers 
in every way, is ‘‘Best at the Price.” 























No. R382 


No. R382—Light Tan Calf Lace Oxford, one-half Wing- 
foot Heel, A-Grade Full Grain Counter, Essex Last, B, 
C and D, 5% to 11 at $4.15. 

No. R383—Black Boarded Calf Lace Oxford same style 
as R382 at $4.00. 





IN STOCK 





i - No. R327—Tan Boarded Calf Lace Oxford, one-half 
BEST AT THE PRICE Wingfoot Heel, A-Grade Full Grain Counter, Essex Last» 
B, C and D, 5% to 11 at $4.15. 


No. R351—Black Boarded Calf Lace Oxford same style 
as R327 at $4.00. 


IN STOCK 


BEALS-PRATT SHOE MFG. CO. 


MILWAUKEE, WIS. 
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-SNUG-LERS | 


REG. U.S. PAT. OFF. 








OVEL numbers that add tone to 

your line—striking styles that stand 
out as distinctive. These are types of 
felts that every progressive dealer needs 
today. 

In the new line of Snug-lers you will 
find exclusive models that answer the 
ever-increasing demand for the unusual 
and the original. 

Here is a recent addition to Snug-lers— 
a smart, serviceable style with just a 


different touch to attract the particular 
trade. 

Snug-lers are a complete line of felt 
footwear for men, women and children, 
in a wide variety of colors and modish 


designs. 


United States Rubber Company 
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Latest style indications prove that 
AMBER VELOURS CALF will be 
one of the leading leathers in Spring 
footwear. Merchants and manufacturers 
who visited our Boston office during the 
convention, expressed their admiration 
of this latest shade of light tan. 


AMBER VELOURS CALF comes in 
a smooth chrome-tanned leather with 
a tight grain and a soft velvety feel. 
We shall be glad to send you a sample 
cutting. 


There is only one VELOURS CALF 
Pfister & Vogel originated it. 





PFISTER & VOGEL LEATHER CO, 


MILWAUKEE, WIS. PHILADBLPHIA, PA. ROCHESTER, N. Y. 

BOSTON, MASS. ST LOUIS, MO. NORTHAMPTON, ENG. 

NEW YORK, N.Y CINCINNATI, O. LEICESTER, ENG 

‘CHICAGO, ILL. ST. PAUL, MINN. FRANKFURT, GERMANY 
SAN FRANCISCO, CAL. 
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In every business there are those 
who are satisfied with ‘well enough” 
and those for whom nothing can be 
“too good.”’ 


(att speaking, it is the latter class 
with whose product other merchandise 
is compared. 


We are never content with the quality or 
beauty of NEW CASTLE KID, although we 
think we are safe in saying that no Kid leather 
ismore often held up by shoe men as the criterion 
for colored kid. 


In developing our now most sought for colors 


APRICOT 


BLOND 


we have struck nearest to our ideal of what the 
finest colored glazed kid should be 


NEW CASTLE LEATHER CO, Inc. 
100 Gold Street 


New York City 


The range of New Castle 
colors includes every shade 
that is in harmony with 
the fashion note of the 
moment. 


Color 98 
APRICOT 
Color 900 
BLOND 
Color 99 
MOCHA 
Color 925 
SUDAN 
Color 825 
ROSEWOOD 
Color 700 
CHAMPAGNE 
Color 725 
SAND 
Color 17 
PEARL GRAY 
Color 18 
PRISCILLA GRAY 
Color 31 
HARVEST BROWN 
Color 3 
ROYAL BROWN 
Color 2 


PICCANINNY BROWN 
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IN STOCK 


No.79 6-The Rose 


A two-button wide one strap 
made in GVambri ge an Calf. 
Strap has three rows’ of perforations 
and slashed at end Rrforation 

ong edge of quarter, an fanc 
pettoration across vamp. A Welt 
made over a conservative round-toe 


lart and carrying 2 14/8 leather heel. 
Price*475 Net 30 days 
No.797~-The Primarore 
ame as No.796 except in Patent 
Colt and with Uskide top litt on heel. 
Price $4.50 Net 50 days 


No.7 98 ~The Tea Rose 
ame ar No. except in Gun 


Metal Calf made over round-toe 
last 151 and carrying ohelf rubber 
heelina9/8 heig A. 
Price $4.50 Net 50 dayr 
AAA-5%4-8 A-4-8 
AA-4%-8 B-35-7% 
C-2 2-72 


MOORE- AHAFER’ 
‘WIOE "MFG *CO° 
BROCKPORT. N.Y. U.“A. 


NEW YORK OFFICE 545-547-549 MARBRIDGE BLOG.BWAY AT 34ST. 
JACK E.JESTER.MGR. 
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MEN’S SHOES YOU CAN FEATURE 
WITH PRIDE AND PROFIT AT 


$6." to $8, 


| pg for large city retailers on whom 
the greatest pressure is brought for a 
really good and really smart shoe for men 
at these prices. 


Brockton workmanship at its best—leathers 
whose quality everyone recognizes— styles 
and patterns the very smartest. 


Wait for our salesman, or if you can’t wait— 
write or wire. 


TAYLOR SHOE CO. 


BROCKTON, MASS. 
Boston Office 210 Lincoln Street 


———¥ 











Russell Moccasin Footwear 
will help your business — 


In the Russell line every desire of the sportsman and outer 
is anticipated—it contains boots for hunting, fishing and 
hiking—shoes for camping, canoeing, scouting, skiing and 
golfing—comfortable slippers for house wear. Every pair is 
built from quality materials for wonderful comfort and 


service. 


ussells 


‘Tke Walton’ 


A double vamp boot, made of the finest waterproofed 
French veal leather. Sturdy, yet flexible; light in weight 
without sacrifice of durability. 


“Never Rip’? seams on vamp and around the toe piece. 
Soles of flexible, wear-beating Maple Pac leather. Four 
layers of leather between foot and ground. Heights 6 to 18 
inches, all sizes, modified army last. 


Write for catalog and dealers’ prices 


THE W. C. RUSSELL MOCCASIN CO. 
927 Capron Street $3 $3 Berlin, Wis. 
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UR salesmen are now on the road with the 1925 

line of Daniel Green Comfy Slippers. In addition 
to those numbers that have proven so popular in the 
past, the 1925 line contains more new ideas than any 
year in the past decade. 
In spite of the enormous increase in raw material, and 
the fact that the wool market is higher now than at 
any time since the war, our prices are but slightly 
advanced over those of 1924. 
1925 will see a greater demand for quality goods than 
for many years past. Every indication points to the 
largest Comfy year ever known for our dealers as well 
as ourselves. Last year we were unable to completely 
supply the demand. In order to prevent the recurrence 
of this condition, we suggest that you place your orders 
early, so that we can give you the service you require. 
Daniel Green dominance in the slipper field is so well 
established that very few dealers will be tempted to 
experiment with little known or unbranded lines of 
doubtful quality. If, however, your needs are such 
that you cannot wait for the Daniel Green salesman, 
to make his regular call, write us, and we will see that 
he gets in touch with you at the earliest possible 
moment. 


DANIEL GREEN FELT SHOE CO. 
General Offices: DOLGEVILLE, NEW YORK 


SALES OFFICES: 
10 East 43d Street 10 High Street 189 West Madison Street 
New York City Boston, Mass. Chicago, Ill 


Daniel Green 
Comfy slipp ers 
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Daniel Green 
Just as Daniel Green quality dominates every competitor, so does Daniel Green Advertising. For 
1925 new plans are greatly enlarged. Full pages in rich, striking colors throughout the year, in the 
Ladies Home Journal—and large space in Good Housekeeping and Vogue. Almost every 
well-to-do home will receive the Daniel Green advertising with its new and.compelling message. 
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Know What You 
Are Buying 


Standards of quality adhered to 
for years count for retailers of 
WEBER SHOES. 

When you order them you may 
assure yourself that WEBER stan- 
dards protect you and your cus- 
tomers. 

Get WEBER KNOWN VALUE 
in the shoes you retail at $5 to 

7.50. 


7 


UNION MADE 


WeEBER Bros. SHOE Co. 
Style 434 North Adams, Mass. 


Gun Metal Cal 
“92 Bal. New York Office: 1328 Broapway, Marsrivce Bipo. 


Marvel Last 
Rolled Edge to Heel H. Harais, Rep. 
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GOLD 


To Designate Quality 
From ancient Egypt to modern times it has ever been 


the proud boast of the Gold Beater that his hammer 
swung exclusively in the service of the world’s rulers 


f and leaders. 
Once, on the gold for the insignia of kings and aristo- 
crats; later, on the pure gold leaf for the designating 
marks of the leaders of industry. 


On shoes, the shining gold leaf trade mark is the accepted symbol 
of superior quality. 


RAUSKOLB GOLD LEAF 
F. W. RAUSKOLB COMPANY 


16 FRANKLIN ST. MEDFORD, MASS. 
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Jor esi 1925 


OW READY in the new colors, including 

these shades which were announced at the 

Fy py) ay f Joint Styles Conference of the National Shoe 
— Retailers’ Association, the National Boot and 

ES Shoe Manufacturers’ Association and _ the 


Textile Color Card Association: 


PRISCILLA 
A light gray, very soft in tone 


ENGLISH GRAY 
A medium shade 


SUDAN 


A natural sand shade 


MADRID 


A medium brown, very soft in tone. 


VASSAR TAN 
A slightly darker brown shade 


RUGBY TAN 
A lively brown 


Suede will be well up on the list of shoe 

materials for spring. It is especially becoming 

to the accepted dress modes. Particularly is 

this true of Rueping’s Rue-Suede with its 

longer, silkier nap, its soft, mellow feel and its 

fadeless colors which are dependably uniform 
* mn cast. 








Write for Color Card 


FRED RUEPING LEATHER CO. 
Fond Du Lac, Wisconsin 


BRANCHES 


Boston Cincinnati [Milwaukee St.Louis New York 
Chicago San Francisco Montreal Northampton, Eng. 
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““Q-SO-EZ-E” and “O-SO-SNUG” 


MODERNIZED COMFORT QS0SNu, 
and CORRECTIVE SHOES = SUS 


Trade Mark Reg. 


HE selling appeal of the names is re 
inforced by the finest quality leathers 
obtainable and the best of Brockton 
workmanship. 
The reasonable price at which they may 


be retailed completes a selling proposition 
that cannot be equalled in shoes of this 


nature. 
Carried Nationally by 116 Wholesalers 


Who are Supported by Our 
12-pr. Lot In-Sicck Service 


E. E. TAYLOR COMPANY 
210 Lincoln Street, Boston, Mass. 
Factories: BROCKTON and NEW BEDFORD 
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THE 3 W’s LENOX MEANS A QUICK TURNOVER AND A BIGGER BUSINESS 
ON A SMALLER INVESTMENT—3 W’s LENOX STOCK SERVICE IS THE REASON 














A Trademarked 


The Betty Line 


4800—Growing Girls’ patent leather, In Stock 


21 6-7 Cc and D, low heel. ° . $2. 75 ~ 1 ill be 
4840—Growing Girls’ patent leather, aamgees 
2%-7, C and D, 13-8 heel .......2.75 shipped at our No. 4835—It is a 3-W’s Lenox Anklet. 


6701—-Misses, broad toe, patent a 
leather, 1114-2, Dand E, rubber heel 2.25 Capemse ie, —— ee ’s patent colt, 13/8 
6-8 


6702—Child’s patent leather, 814-11, 
D and E, rubber heel ........... Y No. 4830—Women’s patent colt, 8/8 
anc rubber hee 2.05 heel, C and D, 216-8. 


—— same as above, also carried No. 4836—Women’s tan calf, 13/8 
heel, C and D, 2%-8. 


Samples of these Numbers es No. 4831—Women’s tan calf, 8/8 heel, 
at our expense. C and D, 24-8. 


WEIMER, WRIGHT & WATKIN CO. 


39 South Second Street, PHILADELPHIA 





$2.60 
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“Ta OU will find Goodyear Wingfoot Heels 
46 . 
: on the very best shoes of America’s repre- 
¢ 
‘¢ 


sentative manufacturers. Their quality has 
earned them the preference. ‘They wear longer. 
Their resilience lasts. ‘They have the neat, 
close-seating design that means good style. 
That is why more people walk on Good- 
year Rubber Heels than on any other kind. 


GOODYEAR WINGFOOT HEELS 


are guaranteed to outlast any other heels. 
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1000 WASHINGTON 
STREET, 
BOSTON, MASS. 


SHOE GOODS 


THE LONGEST AND BEST LINE IN THE COUNTRY 


INCLUDING 


SILK GROSGRAIN BINDINGS, stack, wuite anv coLors 
FOLDED SILK GROSGRAIN BINDINGS 
MERCERIZED GROSGRAIN BINDINGS 


BLACK, WHITE AND COLORS 


BIAS BINDINGS, stack, wire aNp coLors 


SAMPLES ON REQUEST 


NATIONAL FABRIC AND FINISHING COMPANY 


LINCOLN AND ESSEX STREETS 
BOSTON “t- -t- MASS. 


SUCCEEDING 


FARNSWORTH-HOYT CO. KALLMAN-NEWCOMB CO. W. H. HOLBROOK CO. 
W. A. LIPPINCOTT CO. THE SELSER & BALLANTYNE CO. 
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The VYAC-WAY Girl 


featuring 


THE LUCILLE 


MacLAUGHLIN SHOE COMPANY 
LYNN, MASS. 


Boston Office: 10 High Street, Room 718 














WOMEN’S HIGH GRADE NOVELTY FOOTWEAR 
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The 
Style feather 
of America-~ 


“ae ‘Kid. 


Sold by the {eading Manufacturers 
to the Best Merchants 





iw ewe eee 





Style Leadership 


N the shoe trade, style leadership results from 
practical ideas which are given attractive frame 
work of pattern and appropriate background. 


Kaffor Kid’s leadership today results from its fineness 
of material and its extremely fine grain effect, thus 
giving the pattern of a shoe its proper background for 
the style effect desired. 


Then add the following quality values which are in- 
trinsic features of Kaffor Kid, and the merchant has a 
sales building help in fine footwear made of KAFFOR 
KID: 

Mellowness 

Non-scuffing 

Sturdy wear 


You will find KAFFOR KID made shoes in all the good 
lines being shown for the spring and summer seasons in 
men’s, women’s, and children’s footwear, with a splen- 
did range of new styles to select from. Ask your manu- 
facturer to show them. 


Write us for any Write for booklet 
information desired “The Story of Leather” 
about leather. Sent Gratis. 


Gate feather Lge 


Girard ~Ohio 


"This is a Calf Year” 


Shoe Stores of Style Leadership 


Style A726—Made of all Black Kaffor Kid cut-out outed . 
with os trimming; No. 37 last; 11/8 box covered heel, b 
E. P. Reed & Co., Rochester, N. Y. 


Main Street—Memphis, Tenn. The style center of that 
famous Southern City. 
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The Braeburn 


A new and distinctive one-strap 
in colored kid or colored satin, 
trimmed with colored kid of con- 
trasting color. Full toe and short 
vamp, Spanish Louis or Spike 
Cuban Heel. 


Thirty Days Delivery. 














IKE all Reed models, this smart pattern 
has an individuality that appeals to up- 
to-date and particular customers. 


An exceptionally good fitting last and a pattern 
that is becoming increasingly popular. 


Reed quality and shoemaking assure satis- 
faction. 


E.P. REED & CO. 


Rochester, N. Y. 
New York Office: 299 Broadway, W. D. F. Gibson 
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A Moisture-Proof Box 


| peerage as everyone in the The Armstrong Cork Box Toe is 
trade knows, is the greatest —_ unaffected by moisture. It will not 
enemy of shoes. It enters the struc- —_ absorb water. Therefore, it will not 
ture, either from the outside or dry out, become brittle, and break. 
from the foot, and begins to weak- : ; 
ponies ger say It preserves the smooth, trim style 
lines of the shoe. 
Few people know how to prop- 
erly dry their shoes out once they More than “ hundred manufac- 
turers are using the Armstrong 


are wet. 
The more parts of a shoe that Cork Box Toe. Ask that your next 


are impervious to moisture the bet- | shoes come through with the Arm- 
ter shoe you have. strong Box Toe. 


ARMSTRONG CORK COMPANY, Shoe Products Division, Lancaster, Pa. 


Armstrong 


Circle. Cork Box Toe 
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“The Joanne” 
In Stock 








‘*The Betty” 
In Stock In Stock 














Po 
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The Joanne (Stock No. 5536) The Doris (Stock No. 5612) by Betty (Stock No. 5634) 
Tan Naco Calf Joanne "=p. All Black Patent Pump, cut- | Black Patent Pump with 
front gore concealed by finely out quarter, ribbon tie, 12-8 — At. os. Ban gore con- 
tailored leather bow, 14-8 block heel, medium 1 toe cealed ‘patent lea- 
Spanish Heel, new full round last. Price. . ‘ .-$5.00 ther, 2s sneathalod Spanish 
toe last. Price. . oo ee $5.00 The Dorie (Steck 8 heel. Full round toe last. Hr 
The Joanne (Stock No. 5540) e Doris ( lo, 5623) . 
Same as above. All Black Pat- All Tan Naco Calf “Doris. 

ent Leather. Price. . . $5.00 cut-out quarter, leather bow, The Betty (Stock No. 5635) 
The Joanne (Stock No. 5538) 14-8 Spanish a ‘round Same as above. All pes ae 
Same as pep ren All Black Suede toe last. Price. . ..$5.00 Calf “Betty”. Price... ...$5 
rice ; 


RI LE Y's lensed datieey positively guaranteed for any styles illustrated on this page. 
FR Our stocks never were more complete than now. Your order shipped the same day 
ls a | received. Wire or write your sizes. 

SHOE = =x 
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me 


No. 6005—In Stock, Black — No. 6728—Black ee iycet No. 6011—In Stock Black Kid 
Arch Relief "Oxford. Good: Relief Two-Strap Arch Relief Oxford. Good _ 
Welt 13-8 Rubber Heel. Welt, 13-8 Rubber Heel Com: Welt 12-8 Rubber Heel. 

bination Last. No. . Pri bination Last. No. 131. :- bination Last. No. 118. Price 


$4 
No. 6727—Same as above. No. 6010—Same as above. 
Brown Kid. Price. . .. $5.50 Brown Kid. Price... .... $5.35 


2 ee Ge) 
~ ee OF 
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Light tan, in a mellow tannage, is 
the present favorite. In ordering mod- 
erate priced shoes, you might as well 
have them made ofa leather that com- 
petent critics pronounce “‘/he best light 
tan shade they have seen in any leather. 


Golor 10. 272= 


3) 


It costs no more to specify, and 
it insures the color of the moment in 


your shoes. 











"TOLMAN, Dow & Co., INC. 
176-180 LINCOLN STREET 
BOSTON, MASS. 











F. George Mohr 
202 E. 7th St. 


St. Louis, Mo. 
T. M. Fitzgerald & Co. 
ocust St. ; 





epresentatioes for Continental Europe, New Castle Leather Co. 
Headquarters, Paris, France 




















ing to advertisers please mention Boot ano Suoe Recorper 








January 31, 1925 BOOT AND SHOE RECORDER 


HOWARD & FOSTER SHOES 
IN STOCK 








19% | 


Stock No. 164—Tony Tan 
Blucher Oxford. Zev Last 
A, B, C. D, Price $5.85 


Same in Black $5.85 


TWO OF MANY STYLES CARRIED 
IN STOCK FOR PROMPT SHIPMENT 


Stock No. 255—Patent 
Dress Oxford. Flexible Sole. 
A.B, C, D. Price..:.... $5.25 


Stock No. 257—Dull Calf 
Dress Oxford. Flexible Sole. 
A, B,C, D. Price........$5.25 


weer — FLoward & Foster Co. "=" 


NEW YORK OFFICE 
ADDRESS ALL MARBRIDGE BUILDING 


COMMUNICATIONS RB k M CHICAGO OFFICE 
TO THE FACTORY roc ton, ass. SECURITY BUILDING 
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SUPPLE TREAD 
Last 62 
for Men and Women 


The practical corrective shoe with 
the ever-in-demand custom model 


lines 
IN STOCK 


‘B3000—Black Kid Blu........ 
- }B3001—Brown Calf Blu......... 
) B3016—Brown Calf Bia. Ox 
N \B3017—Black Kid Blu. Ox... 


B3501—Brown Kid Oxf 
| B3502—Black Kid Oxf 
{ 3503—Brown Calf Bal 
> |} B3504—Black Kid Bal.. 
(B3505 —Tan Calf Oxf 


Onrnwn 
VwMiMinm 


ADOOK cook 
Ss 


NNW 
AAA 


HOUSANDS of men who during the past year 

tried to get real shoe value at before-the-war prices, 9 [/*"* 1s @ Crosseil 
now realize that you “‘get just what you pay for.”’ snvitery. He wil 
receive with pleas- 
ure your  invita- 


Those men are excellent prospective customers for 
the shoe merchant who knows that repeated quality oa‘ & ot ual 


commands confidence that increases with the years. submit our mer- 
P chandising prop- 
Crossett shoes—the shoes of unchanged quality— catina 


bind the wearer ever more closely to the store that 
sells them. 


LEWIS A. CROSSETT COMPANY 
NORTH ABINGTON, MASS. 


CR. OSS Ets 
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How Much Is. Your Business Werth? 





To Arrive at the Actual Value of Your Stock Is Your Most 
Difficult Inventory Problem 








derstands the merchandising of shoes in all of its 
phases, were to visit your store and take an in- 
ventory, would his valuations correspond with yours? 
Can you measure your stock, as to sizes and styles, by 
the measuring stick of today’s worth to the public? 
A professional appraiser, when a case of a “sick” 
shoe merchant is presented to him, makes his first 
move that of seeing the debtor in his store, then in- 
vestigating, and then putting the facts squarely be- 
fore the merchant. He states that 99 per cent of the 
retail shoe merchants whom he visits are willing to 
pay their bills, but they say quite frankly that they 
have not the money. Their disposition toward the 
creditors is excellent, but they are “at sea” in their 
operations. 
The merchant is asked the 
question, “Well, how do 


|: a trained and impartial appraiser, one who un- 


And very often when the scientific appraisal, in the 
“cold, calculating light” of today’s valuations, is com- 
pleted, that “$10,000 stock” shrinks to $4,000 or less. 


Proper Depreciation Charge Hard to Determine 


This scientific appraiser states that many a retail 
shoe merchant has not merchandising ability enough 
to take a proper depreciation on his stock, especially in 
women’s shoes. As a result, this merchant is going 
around with his hands in his vest pockets thinking he 
is “well fixed,” when if it comes to a final showdown, 
he is “sailing very close to the wind,” or is even insol- 
vent. Ninety per cent of the retail shoe merchants of 
today, in our scientific appraiser’s opinion, do not de- 
preciate their stock until the time has come when they 
actually cannot meet obligations. 

When the “sick” merchant 
is shown the actual worth of 





you stand? How much is 
your stock worth?” 

A very common answer is 
— “My stock is worth $10,- 
000.” 

A scientific stock ap- 
praisal is then taken. Men’s 
and children’s shoes with- 


Women’s boots, 


Cost is 
Appraisal 


Summary of Appraisal 
Made in a family shoe store 


shoes, 
sandals, felts, tennis, etc. 


his shoe stock, the shoe stock 
which has “shrunk” to less 
than half of his estimated 
valuation, the scientific ap- 
praiser, who has now begun 
to work in earnest with the 
merchant, with the determi- 
nation to put the business on 


oxfords, 


$11,250.70 
$2,176.50 





stand the depreciation test 
very well, but the women’s 
lines often bring down the 
merchant’s valuation figures 
—first because of broken 
sizes and, second, because of 
changing styles. Sometimes, 
novelty shoes have remained 
on the shelves for a year or 
two that now could not bring 
over 25 cents on the dollar. 





Men’s and boys’ boots, shoes and 
complete stock. 
...$8,421.15 


Appraisal $3,498.45 


Children’s shoes—boots to rubbers. 
Cost ..$2,019.40 


Appraisal $1,002.57 


Store in operation ten years. 
Some stock remaining from original 
first purchase. 








a paying basis, tells him to 
get rid of the undesirable 
merchandise, at once; at 
whatever prices it will bring. 
Then to sell the desirable 
merchandise as fast as possi- 
ble, but not at reduced 
prices, and to buy desirable 
merchandise to supplement 
the desirable and active 
stock on his shelves. A week- 





BOOT AND 


If top shelves were 
eliminated would 
old stock decrease? 


Girls are getting 
wise to the fact 
that out of style 
shoes are kept out 
of reach—so they 
won't buy what is 
racked uv high... 


ly report to the scientific appraiser is required. 


Shoe stock appraisals show these alarming 
shrinkages because of one of two things— 
first, either the retail shoe merchant has not 
enough merchandising knowledge to take de- 
preciation of the stock at the proper time; 
or, second, that he knows depreciation is 
there, but is afraid to take it, because he can- 
not give a good statement to creditors when 
he wishes further credit. 


Stock Systems Necessary 


Ninety-five per cent of the unsuccessful retail shoe 
dealers of today are those who have no approved 
method of merchandising, nor any form of merchan- 
dising records; they keep no account: of their receipts, 
expenditures, purchases, and stock. From an actual 
analysis of the situation, it has been found that the 
greater percentage of such people have as their entire 


source of stock records such meagre information as . 


that contained on a dilapidated sales book, or a check 
book only, or a book which shows receipts in the form 
of deposits less what they have paid out in cash for 
expenses. 

The situation at the present time has become so 
acute that in the opinion of the scientific appraiser, a 
drive should be made on the retail merchants of the 
country to make them understand that it is absolutely 
imperative they use some system of stockkeeping, so 
that they may know where they stand—what they are 
making or losing from week to week, for it has been 
found that a great majority of them never take an 
absolute inventory. 


Here are some startling figures: In the last 
eleven retail shoe store assignment and bank- 
ruptcy cases which this scientific appraiser 
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has handled, eight of the merchants used a 
check book only, in their retail store opera- 
tions; two a monthly sales book and a check 
book, and only one a daily account of his pur- 
chases, sales and expenses. 


Here are two actual cases, recently handled by this 
appraiser. One shows that the “sick” merchant realized 
the importance of the friendly counsel of the appraiser 
to constantly bear in mind—“How Much is My Stock 
Worth Today?” That merchant was “cured” and is 
now conducting his business at a profit. The other case 
is that of a merchant who did not accept the apprais- 
als, would not clear his shelves, continued to mark time 
and failed; he is now out of business. 


Case No. 1—The Man Who Succeeded 


Some 14 months ago, a substantial claim against an 
exclusive retail shoe store was presented to the scien- 
tific appraiser. The merchant had liabilities (includ- 
ing a $1,400 mortgage on his stock) of $5,300. 
Against these liabilities, an inventory and appraisal 
of the stock was taken, showing the replacement value 
at $4,800 and some odd cents. The quick sale value, 
however, was only $1,000. 

In that case, the situation as it presented itself, was 
—should the business be liquidated? If this were done, 
and the mortgage was a valid one, the creditors would 
realize about 15 to 20 cents on the dollar. It was de- 
cided not to liquidate, and not to try foreclosure, but 
to get the creditors to agree to an extension of ‘one 
year, to which all were willing. 


Putting Business on a Scientific Basis 


The scientific appraiser then insisted on a weekly 
report of all operations. At regular intervals, the mer- 
chant was checked up on the conduct of his business; 
a system was installed by which this merchant kept 
track of his purchases, sales, payments, expenses. This 
was kept up for eight months. On the ninth month, 
the merchant had gathered enough money together to 
pay the balance of what he was owing at the time of 
the granting of the extension. 

The business was thereupon turned back to him. He 
still owed the $1,400 on the mortgage, but had kept 
up the interest payments. His stock after appraisal 
on a replacement value basis, was inventoried at 
$2,900—and at the end of the eighth month he owed 
for new merchandise $700. In other words, from an 
insolvent condition some eight months before, he was 
saved from bankruptcy and on his feet again in ten 
months’ time. 


Case No. 2—The Man Who Failed 


In a case, pending at the present time, first called 
to the attention of the appraiser last September, the 
merchant had liabilities of $4,800. An inventory and 
appraisal was immediately taken, which showed stock 
valued at $3,300. The liabilities were greatly in excess 
of the assets. In ordinary cases of that kind, if the 
merchant had been a very “live” one, a liquidation 
would have been the practical thing, but on account of 
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A bigger eclipse in val- 
ues is the result of a 
hit and miss style buy- 
ing policy. If a true in- 
ventory were taken 
most stores would show 
the above percentage 
of actual stock value. 


the location of the debtor, in a country town, it was 
thought that more might be obtained and the mer- 
chant “cured” by a continuance of the business; that 
his merchandise could perhaps be sold in the regular 
course of business more advantageously than by an 
auction sale, especially in a small town, where few 
buyers would be available. 


He Sold His Stock Too Cheaply 


So a trust agreement was given to the scientific ap- 
praiser and with him as trustee, the business was con- 
tinued until December. In that time, the trustee made 
one check-up, during the middle of October. This 
check-up showed that the merchant was “holding his 
own.” Business conditions in the town were not at all 
favorable, but the consensus of opinion was that it 
would be better if the business were continued for a 
little longer time. Weekly reports came in regularly, 
but in this particular case ne perpetual inventory was 
kept by the scientific appraiser, as is ordinarily done, 
the inventory simply being carried along in dollars 
and cents. As a result, in December when the ap- 
praiser or his assistants went down to check up again, 
it was found that the merchant had been disposing of 
all his desirable merchandise at a sacrifice. This was 
with no intent to deceive or defraud his creditors, 
but he had the false idea that he should move all of 
his merchandise rapidly even if he had to sell it for 
less than replacement value. Therefore, in December 
last, this merchant’s condition was much worse than 
at first, because all the merchandise left on his shelves 
was very undesirable. Therefore, he could not be al- 
lowed to continue until a general clearing up had taken 
place—his creditors received only a 5 per cent divi- 
dend. This brought his inventory down to $2,200. The 
store was immediately closed and is now in process of 
liquidation. 
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Arrangements Under Way for Ohio 
Valley Convention 


Cincinnati, Jan. 28—The Ohio Valley Shoe Retail- 
ers’ Association will hold its 15th annual convention 
at the Hotel Sinton, Cincinnati, Ohio, on March 2, 3 
and 4. The committee on arrangements held a confer- 
ence in Cincinnati with the convention committee of 
the state organization Friday, January 23, at the Busi- 
ness Men’s Club, and formulated plans for the coming 
convention, which will assume national prominence in 
the shoe industry, as three former presidents of the 
National Shoe Retailers’ Association will be in atten- 
dance. They are J. P. Orr of the Potter Shoe Co., Cin- 
cinnati, Ohio; C. K. Chisholm of Cleveland, Ohio, and 
the retiring president, Seaton Alexander of Wheeling, 
West Virginia. In addition, John Baird of Columbus, 
the newly-elected president of the N. S. R. A. will also 
attend. 

The Committee on Arrangements is made up of 
Paul W. Crawford of Lima, Ohio, president of the 
Ohio -Valley Retail Association; Louis M. Wright of 
Springfield, Ohio, treasurer; G. L. Avery, Columbus, 
Ohio, field secretary ; Harry B. Zabitz, Columbus, Ohio, 
and P. J. Meyer of Dayton, Ohio. 

The members of the local convention committee are 
Harry C. McLaughlin, chairman; George W. Dohrman, 
Harry Vollrath, W. E. Newbold, Walter E. Giesting, 
E. C. (Ted) Orr, G. B. Burbage, Lynn Revenaugh, 
and Thomas Quinlan, 

The meeting in Cincinnati will be of an educational 
character, so that retail shoe merchants attending will 
get useful information and suggestions that they can 
apply to their own business. The detailed program will 
be completed during the coming week. 

The following committees were appointed for the 
convention : 

Executive—Lynn Revenaugh, chairman; George W. 
Dohrman, and Frank J. Weber. 

Publicity—Walter E. Giesting, chairman; Charles 
Voller, William J. Madden, Walter N. Schafstall, 
Harry Braunstein and Burnham Finney. 

Finance—George H. Dohrman, chairman; Leo 
Schott, Fred J. Ruehrwein, Henry Momper and J. M. 
Smith. 

Hotel—Harry Vollrath, chairman; W. E. Newbold, 
Edwin L. Franken, Robert Brinkmann, Henry Stock, 
John Kipp, George Schraffenberger, John Schwarz 
and A. J. Woll. 

Program and Banquet—G. B. Burbage, chairman; 
G. L. Avery, Harrison Kendall F. O. Greber, Paul 
Held, Ed. Koob. 

Badges and Registration—L. M. Wright, chairman; 
Frank J. Weber, Jesse McDonald, Harlan Rhoades, F. 
A. Wagner and R. Hoskin. 

Information—Charles Seidenfeld of Murray City, 
Ohio, chairman; Ed Day and John Schwarz. 

Entertainment—Lynn Revenaugh, chairman; E. C. 
(Ted) Orr, G. M. Moreland, J. A. Zahn, William See- 
katz, Sol Urban, Edward Kirchner, Charles Hardebeck, 
Fred Tomassene. 

Sergeants-at-Arms—Ed Neal of Warren, Ohio; J. J. 
Henry of Huntington, W. Va., and P. J. Myer of Day- 
ton, Ohio. 
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Ad-Visor Starts Spring Cleaning Early 


Bargain Table and Other Methods for Clearing 
Up Odds and Ends 


play of odds and ends piled on a table; and every- 
one knows the rest of the story. 

The bargain table has always been the center of a 
lively interest, and very likely always will be. The big 
department store has its bargain basement. Why 
shouldn’t the shoe merchant have 


[os 5- and 10-cent store idea started with a dis- 


trons. A sale always disappoints some people; the ones 
who bought an article at the regular price the day be- 
fore the sale, for example, and who see it reduced the 
very next day. The more’ sales the more disappoirt- 
ments. True this is unavoidable but it should tend to 
keep sales down to a minimum. 


A Reversion in Selling? 








a bargain table and seek for the 

best possible way of developing 

it as a store institution. 
Separate from the rest of the 


It was only a few short years 
ago, comparatively 
when the one-price policy becarie 
fixed in the retail world. When it 





stock, the influence of cut prices 
cannot extend to the regular 


came it ended the old method of 
bickering for a lower price then 





shoes. For the inveterate bargain 
hunter it offers a definite propo- 
sition. Substantially, it means to 


the one asked. The one-price po- 
licy restored confidence in the re- 





every one entering the store 
whatever their errand, an un- 


tail field because it meant that 
the price asked was right to be- 





usual saving on the goods dis- 
played, an extra purchase. 


gin with and there was no neces- 
sity for thinking it ought to be 





With a definite outlet for odds 
and ends they are not often 


lower. The time of actual selling 
lessened; turnover speeded up. 





buried and dug up when it’s too 
late to realize anything on them. 





But, as in every reform, the 
edict goes forth and spirit tags 





Salesmanship is reduced to a 
minimum. They are the goods, 
the prices, etc., and if upon ex- 
amination they are what is 
wanted the only thing to be done 
with them is to wrap. 


BARGAIN 





TABLE 


along after gradually catching 
up but behind nevertheless. The 
comparative price became fash- 
ionable for those who reluctantly 
followed the new order. That 
came into disfavor to a general 








It is a fact that folks don’t ex- 
pect the service on bargain table 
shoes that they do on regular 











extent, 
Now comes the era of sales in 
which the merchant performs for 














stock although their buying is 
done in the very same store. 
Furthermore, when a woman 
comes into a strange town one of 
the first places she visits is the 
5- and 10-cent store if there hap- 
pens to be one in the town. She 
has the habit of visiting such a 
place just out of curiosity, and 
because she knows there is al- 
ways some little thing that she 
can pick up; she “visits” the “bargain basements” out 
of curiosity, but a woman can no more pass up a bar- 
gain than water can refrain from running down hill; 
she buys, more often than not. Men are not averse to 
saving money, either. This is the very idea so well un- 
derstood by merchants that they feel they must have a 
sale for every day in the year. Special Events, Anni- 
versaries, Semi-monthly, Biannual, Special Purchase, 
Thursday Sale, Friday Sale, Saturday, etc., etc., follow 
one after the other in endless procession until all wom- 
en and all men become confirmed “Buy-at-a-Sale pa- 








Put the Bargain Table shoes right out in 
plain view. Mark them plainly so that 
they won’t be taken for regular stock, 
and the very logic of the plan will appeal 
to those who are beginning to think 
there’s nothing but sales nowadays. 





himself and the buyer the propo- 
sition of proposing and ac- 
cepting less than the regular 
price. 

Will it come back again to 
where nobody expects to pay the 
first price? 

The bargain table is one way 
of avoiding the responsibility of 
seeming to bring back old, unsa- 
tisfactory practices. It is simply 
acommon-sense method of handling an ever-present 
situation in retailing, the accumulation of odd articles, 
in a way that will not jeopardize the esteem in which a 
store is held. 

There are others, also. 


The Bargain Table 


Located in the centre aisle at the front of a store; or 
located at the rear of the store in a separate corner by 
itself where perhaps there is room for self-service, the 
bargain table holds shoes that the merchant has lost al! 
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interest in, apparently. They are priced to grip the cus- 
tomer’s attention and interest, and holds daily a sur- 
prise in value for anyone who may happen to be able 
to wear the shoes displayed. 

A sign asking the question, “Is your size here?” is 
enough to pique the curiosity, perhaps. There are other 
methods of attracting attention that will occur to the 
merchant in the matter of actual wording. 

When a “regular” comes into the store and makes a 
“regular” purchase the salesman, knowing this cus- 
tomer’s size, may suggest that there is a certain type 
of shoe in the customer’s size on display at the bargaiv 
counter that’s really too good in quality and price to 
be ignored. Maybe an extra sale is made. 

The real development of the bargain table comes in 
the advertising. Postal cards sent out at stated inter- 
vals to selected lists in an economical way of attracting 
shoppers. The educational feature in getting people to 
stop in to glance over the bargains is the thing to give 
attention to. If a person can be made to feel curious 
enough to stop in to see what is offered whenever they 
pass the store, the bargain 
table is sure to prove a suc- 
cess. 

\ drawing of a view of the 
table on a postal card, or a 
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passerby to bargains and it won’t interfere with the 
regular showing of shoes. The description of a shoe 
and the number of pairs in the sizes on sale is all the 
information needed. The fact of there being few sizes 
and just a few pairs in the sizes will increase, if any- 
thing, the desire to buy. 

Tucked down in the corner of the regular advertising 
would be the “bargain table” box. The bargain hunter 
may be relied upon to search it out. It is sure to be 
seen. 

There, at practically no additional expense, is an 
outlet for odds and ends. 


Start the Idea for Last Minute Cleanup 


There is no better time than now to start such an 
all year-round feature. Instead of including every pro- 
fitable shoe in a sale in an endeavor to make a whirl- 
wind out of the selling it is better to enlarge the field 
of activity and to steadily, day in and day out, do 
everything possible to promote a department that will 
attract and satisfy the habitual bargain-hunter. There 
are enough of these people 
in the market every day to 
keep a merchant’s stocks 
pretty clean; the merchant is 
faced with the necessity of 
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photograph fixes the idea of 
the bargain table as a sepa- 


often, that’s all. 








rate branch of the store and 


Chance for Originality in 





the store’s merchandise. A 


Copy 

















fine description of just one 
































of the values is enough, fol- 
lowing a headline written 
something like this, “You 
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TABLE IN CENTER OF ST 
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Originality, they say, is 
what is most needed in ad- 
vertising today; originality 
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Can Afford a New Pair of 
Shoes a Month, NOW,” or, 
“Here’s an Example of Bar- 
gain Table Values.” An oc- 
casional editorial on what 
the bargain table is will 
prove educational. Under the 
caption, “This Woman Was 
Surprised,” can be told just 
why the bargain table is necessary in a store doing a 
big, regular business and offering more in a variety of 
choice than is usually the case, etc. 

Any store that feels its prices are a little high for 
a certain class of people can use the bargain table to 
good advantage. Do the advertising to that class, who 
very likely will be glad of the opportunity of wearing a 
higher grade shoe than usual if it can be purchased 
under such favorable conditions. 

Select everybody, regardless of their buying habits, 
who would have occasion to pass the store. Get them to 
form the habit of dropping in. 

To old customers, in every package that goes out of 
store, there should be a printed slip explaining the ad- 
vantages of the bargain table. 


sale inside. 


The Window Display 


A sheet simply ruled as shown in the illustration on 
these pages pasted in the window daily will direct the 


An idea for a Window Sticker. Paste this on the 
window glass to draw attention to the shoes on 
Concerted action in display and 
advertising will clear up the last minute odds and 
ends. Continue to use this idea all year for com- 
mon-sense moving of shoes reduced in price, and 
to make the store a place of daily interest to 
shoppers. 


in the “copy.” The oppor- 
tunity for straight-from-the- 
shoulder talk in justifying 
cut prices is nowhere more 
possible or more feasible 
than in advertising the bar- 
gain table. 

Take the following as an 
example of “copy”: 

“~ “What is a Bargain? 

“You'll find the answer on our bargain table. You 
can compare the shoes you see there with those of our 
regular stock selling at regular prices. You’ll find them 
the same in everything but size, and style perhaps. 
We've found it hard to get a buyer for them, and we 
can’t wait any longer. We’ve got to do something to 
make the right person want them. So we put them out 
in plain view, and mark them at a price that in itself 
will attract attention—and then somebody comes along 
who can use them—and that’s a bargain. Regular 
quality, at an unusual price because it happens to be 
unusually hard to sell.” 

This practice of keeping your bargain merchandise 
separate and distinct from your regular price mer- 
chandise is not a theory but a tested fact. As pointed 
out before it is responsible for eminently successful 
bargain basements and equally successful regular de- 
partments only one story above—each making a profit 
—neither at the expense of the other. 
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More Methodical Buying 
Is Needed 


RYING to make all the shoes of a season be- 
f ym a January convention date and a de- 
livery date fifteen days before Easter is com- 
pressing into too short a space of time selection, 
production and delivery. No wonder ordering is 
brisk, and that the first thought is delivery with 
price and type of shoe decidedly subordinate. 

In the scheme of factory operation, an order 
taken January fifteenth is not in process of manu- 
facture for at least a week, as it requires time to 
make selection of materials, lasts and patterns 
from supply houses. This space of time may be 
enlarged to five weeks if there is an over-run on 
any one material such as happened this season on 
blond satin. 

Now, coming to the actual production, it is ob- 
vious that no plant will cut more than its making 
departments can complete in the allotted time. As 


a result we see the cutting room filled with four 
weeks of intensive work, thereby giving to the 
stitching and making rooms enough work to last 
eight weeks. 

The merchant who ordered early and who made 
no serious changes on samples, and no great varia- 
tion in the materials used, can hope to get his 
shoes in April for Easter selling, provided no seri- 
ous tie-up of the railroads happens in the next 
sixty days. Thus you see there are many factors 
that may combine to produce a very unsatisfac- 
tory selling: period. The merchant who receives 
shoes that have not had proper lasting and drying 
out is up against an additional difficulty. 

All this is due to the effort to concentrate all the 
buying into too short a period of time. When so 
many stores want to get their maximum supply 
of footwear on their shelves for pre-Easter sell- 
ing, it is evident that there is trouble ahead. 

A recent conference between the manufacturers 
and merchants developed the following joint 
policy to remedy just such a situation: 

“In the maintenance of quality, regardless of 
grade, a reasonable amount of time must be al- 
lowed for shoes to be made and as there has been 
much talk pertaining to the withholding of order- 
ing as a result of the convention, this particular 
point of economy should be prominently borne in 
mind by every member of this Association. If, 
therefore, failure of factory-balance brings about 
an increased cost in the production of footwear, 
it automatically finds its way into the price paid 
by you and, therefore, you should by all means 
conduct your policy of buying or ordering along 
regular lines and without consideration of the 
Convention, except perhaps for additional pur- 
chases of new things as they have developed 
meanwhile, and such limited portions of your busi- 
ness as cannot be intelligently considered when 
the manufacturer’s representative calls upon you 
in the regular way. 

“Again we urge candor with your manufactur- 
ing connections. If for some very good reason you 
do not wish to buy in the normal way, or at the 
normal time, candidly say so, but do not use the 
Convention as a ‘buffer’—get away from the pre- 
vailing unhealthy habit of saying ‘I will see you 
and place my order at the Convention’ as the Con- 
vention is not intended for this purpose and it is 
the wish of this Association to simplify matters 
from a productive standpoint just as much as pos- 
sible, in order to present shoes to the wearing 
public on a basis of production as economical as 
possible. Therefore, do not withhold ordering as a 
result of the Convention. Do your purchasing in 
a reasonably normal way and thereby develop 
such an element of factory balance as will ‘health- 
ify’ the situation.” 
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Extra Pay for Extra Service 


PROPER appreciation of what the public 

\ gets in sizes and widths in shoe stores is 
something that cannot be too strongly emphasized 
to the advantage of the store rendering that serv- 
ice. It was Mark Selby who recently made the re- 
mark that “America was the most fortunate 
country in the world in the foot service given” 
for, in his experience abroad he invariably found 
that improper fitting was accepted by all classes, 
because they knew no better. He told of a noble- 
man who for forty years had been wearing one 
size and one width, and that so short and so un- 
comfortable that his foot was more distorted than 
any Mr. Selby had ever seen in America. And yet 
this nobleman had been paying a top price (and 
suffering the agony of uncomfortable shoes), be- 
cause he knew no better. 

The good fortune of the American public in 
having all of the widths and all of the sizes at a 
price that any purse can pay is in marked: con- 
trast to most European footwear which is com- 
monly carried in two sizes—‘“too short” and “too 
long.” 

It is within a lifetime of that venerable dean 
of the craft, Andrew C. McGowin, that widths be- 
came an American institution. He credits the or- 
ganization of the present system of shoe widths to 
Tom Cain of the old firm of Cain & Verner of 
Pittsburgh, shortly before the Civil War. What 
tremendous progress has been made in the de- 
velopment of footwear taken from the shelves, 
ready-made and perfectly fitted to the customer, 
no matter how variable the foot might be! Sizes 
and widths have complicated merchandising and 
have made the shoe industry a complex and intri- 
cate business, with less profit in comparison with 
the effort expended than in many other indus- 
tries. So isn’t it about time that the public was 
asked to pay in proper proportion for the extra 
service given in unusual shoe fitting? 


The Waiter Wins 


jig: avoid confusion, the National Association 





of Merchant Tailors of America has asked 
hotels to provide waiters with special uniforms, 
so that they will not be mistaken for guests. It is 
hardly necessary, for all the person in doubt need 
to do is to look at the shoes. Invariably the waiter 
has the correct patent leather shoes for the occa- 
sion, and the guest has everything from kid top 
button boots to shabby ribbon pumps. Believe it 
or not, at one of the shoe conventions a repre- 
sentative of one of the nationally known fashion 
papers wore. with his tuxedo suit a pair of dark 
brown oxfords. 
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We apologize for inflicting this story on the 
trade but apparently it is'a lesson hard to learn. 

While we are on the subject, the question was 
asked to a wide and representative number of 
shoemen in attendance at January conventions as 
to how many pairs of shoes they bought per year. 
The average was one and one-half pairs, or three 
pairs in two years. Now it may be unfortunate 
that most of the men asked were elderly and “set 
in their ways” but how can we expect to ask cus- 
tomers to buy more pairs per year, when the shoe 
industry as a whole is itself inappropriately shod 
as well as under-shod? 





Trousers—and Shoes 


HE President steps into the limelight by 

recommending to college boys that they 
“hitch up their pants” and “take a reef in their 
bell bottoms.” Far be it from any “he-American” 
to differ with the President on the score that 
economy should include the subjects of private 
cars, the budget, and even trouser bottms, but 
just the same the wiles of fashion will probably 
lure the young bloods into an over-emphasis of 
“sloppiness” rather than permit them to follow 
the precept of the Puritan. 

But the National Association of Merchant 
Tailors follows up the President by saying 
“trousers will be a trifle narrower, with knee 
measurements of about nineteen and one-half 
inches and bottom measurements of about sev- 
enteen and one-half inches, with the bottoms 
cut well down on the shoe.” The tailor’s trifle is 
an optical delusion. He now puts the balloon at 
the knee where the bag once was, and, instead 
of flying to the rescue of the suspender maker, he 
comes out and says that spring trousers will be 
well down on the shoe. 


It is up to the shoe trade to see that shoes are 
not well down at the heel. 





Profitize Your Business 


HE keynote sounded by the Boot and Shoe 

Recorder to make 1925 a year within which 
the shoe trade not only deserves but actually 
earns a profit, has been the one outstanding topic 
on which men could meet on a common ground. 
When Everit B. Terhune came out bodly and said 
“Make a Profit or Quit,” he gave the industry to 
understand that the time had come to face the 
facts. He has now coined the slogan “Profitize 
Your Business” and we pass it on to you with 
the emphatic advice that you put yourself in a 
position where you will make a profit and that 
all of your efforts be centered on making a profit 
through service rendered in 1925. 
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Use of Lighter Weight Leathers Increases 
as Spring Draws Near 
New York Shops Endorse Lizard and Alligator as 


ANY new creations, 
shown by Delman, Ros- 
siter, Cammeyer, Hen- 


nings, Cousin, I. Miller, and others, 
seem to be a tangible indication of 
an upswing in kid for spring. As 
illustrating the national use of kid 
for summer types of shoes the fol- 
lowing are interesting: 

Cammeyer’s, for example, show 
kid for street wear in pumps of gol- 
den brown and Havana brown, trim- 
med in snake or lizard skin, and in 
plain black opera pumps worn with- 
out a buckle or ornament of any 
kind. Cammeyer’s also display a low 
heel oxford in brown kid with a 
small diamond-shaped design cut-out 
for the ties. For evening this house 
launches a smart copper kid slipper 
trimmed in gold kid as here illus- 
trated. 


French Tie Model Featured By 
One Store 


Rossiter features the French tie 
model with a medium walking heel 
in several shades of brown kid, and 
in a gun metal finish in black kid. A 
black kid, two-strap walking shoe 
shown by Delman is piped in nar- 
row bands of black patent kid leather 


Above—Copper kid sandal trimmed 
in gold kid. Below—Black satin slip-. 
per outlined in rhinestones. Both shoes 


from Cammeyer. 


Trim for Fancier Shoes 


By MARGUERITE CAROE 


White kid semi-sports shoe 

with brown kid pinked in- 

serts and goring concealed 

by white silk. From Best & 
Co. 


while I. Miller introduces a brown 
or black kid street oxford and a 
novelty pump of tan kid leather 
batiked in shades of brown. 

A combination of black and red 
kid has been adopted by Ducerf Sca- 
vini & Fils as a forecast of the sea- 
son’s trend. Of black kid, cut high 
across the instep the heel and scal- 
loped banding are of brilliant red 
kidskin. The new French shoe shows 
a dissimilarity in design on the two 
sides. Greco therefore introduces a 
model of black kid on which a flap 
from one side tapers into a narrow 
strap fastened on the other side. Red 
kid heels and diamond shaped in- 
serts, also of red, are stitched on the 
unbroken side. 

Simplicity undoubtedly still gov- 
erns shoes, but these are usually 
brightened by a contrasting color 
touch. Cousins distinguishes from 
three to four basic models for spring. 


Four Basic Types Noted 


These include the plain pump, the 
one-strap shoe, the small tongue and 
the bow tie effects, all of which may 
be dressed up with contrasting 
leathers, or which may combine vari- 
ous materials. There will be some 
dress oxfords, a window of these 
being shown by Hennings. The ex- 
clusive shoe shops endorse the mode. 


Lizard and alligator will be much 
used as trimming. 

Spring shoes agree on the point 
of narrower toes which by no means 
indicates that the long narrow vamp 
is coming in, but a modified toe 
which entirely replaces the round 
stubby toe of former seasons. For the 
street a medium heel is favored 
though the high heel is preferred 
for dress. wear. 

The vogue for satin in shades vary - 
ing from bronze to blond promises 
high favor for spring. One shade 
darker than the gown is fashions 
edict in opera pump or sandal mod- 
els. A revival of gray satin in exclu- 
sive houses is also expected. 


Cretonne Hits Shoes 


In a day when fabric in fashion 
is all important, cretonne re-enters 
the field with renewed force—this 
time preferably gold tinsel embroid- 
ered. Of the coat—long, three- 
quarter or hip length—much has al- 
ready been said but new arrivals are 
at hand. The ensemble costume is 
the latest adept. A straight line dress 
girdled in a wide gold kid belt at a 
low hip and boasting an inch high 
Chinese collar wears a straight coat 
of the same fabric with a turn-over 
plain collar. To top the cretonne en- 


Left—Gray kid quarter with patent 
leather vamp and contrasting applique. 
Center—White kid sandal pinked in 
patent leather. Right—Sports shoe of 
alligator with calf saddle. All three 


shoes from Cousins. 
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semble the smart peaked chapeau also 
of cretonne is sponsored. In accesso- 
ries we find the tinsel embroidered 
cretonne envelope bag lending a 
cheerful note to a Southern cos- 
tume. 

The cretonne parasol is in high 
favor but always of the short, stubby 
variety. Lido beach costumes are de- 
ve oped in cretonne, not only the 
pa'ama suit but also a coat and tur- 
ban to match. 

And now to cap the climax the 

vest white kid pump at Delman 


Hand-painted parasol and hat set. 
From J. M. Gidding. Hand-painted 
white satin shoe from I. Miller. 
uses tiny cretonne blossoms in the 
form of a garland to outline the 
opening of the shoe. Gilt hand paint- 
ing instead of tinsel stitching brings 
the flowers together. The effect is 
charming and certainly novel and 
proves once more the influence of 

dress on shoes. 


r 


Leather Unexpect- 
edly Stylish 


Leather for the past year 


has steadily crept into the 
spotlight of fashion and today 
its prominence is unques- 
tioned. Best offered an entire 
window of coats—hip length 
and full length in colorful 
kids and suedes often furred 
at the collar. An attractive 
example of this mode was a 
full length coat of white kid- 
skin furred in ermine which 
placed leather in a more 
formal role than the sports 
classification with which it is 
usually associated. In soft 
pastel shades suede coats 
often show interesting 


Left—Plain. dress oxford of tan kid. 
From Hennings. 
Right—White kid oxford with per- 
forated trim and tip—From Delman. 


lacings at the collar and _pock- 
ets. Colorful suede knickerbocker 
skating suits with fur collars prove 
warm and windproof in winter 
climes. Hats both in kidskin and 
suede to accompany these coats are 
essentially smart for country wear. 
Wide leather belts are favorably 
looked upon by the younger set which 


wears them at a low hipline. 


The prestige of leather as trim- 


ming is undeniable. Gidding uses an 
inch wide strip of gold kidskin to 
outline the collars, cuffs and pockets 
of a three-quarter length white knit- 
ted coat. Gold kid becomes the ar- 
resting point of a two-piece white 
crepe dress at Stewart where the 
blouse introduces an all-over swirl- 
ing design of this medium while the 
skirt remains on circular lines. Again 
a two-piece yellow crepe dress at 
Saks uses hand painted bands of gold 
kidskin as sole trimming. Two-piece 
knitted costumes at Franklin Simon 
assert the importance of leather in 
their collar and cuff sets of colored 
lizard. Separate collar and cuff sets 
in suede or kidskin are modish also. 


Left—Perugia “sparrow” shoe of black kid, so-called be- 
cause of the four-fold wings that adorn the outer side. 
White kid lines and edges the wings beneath which an elastic 
goring is concealed. Center-Greco of Paris introduces a shoe 
of black kid on which a flap from one side tapers into a 
narrow strap on the other. Red kid heels and diamond 
shaped inserts are stitched on the unbroken side. Right— 
Ducerf Scavini & Fils shoe of black kid, cut high across 
instep and heeled and banded in a design of brilliant red. 
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Hand Painting Has a 
Following 


The word ‘ensemble,” which gov- 
erns fashion throughout, does not 
merely designate a coat and dress 
costume but has a far more reaching 
power. We now speak of ensemble 
millinery, which may comprise a hat 
and scarf, a hat and shawl or a hat 
and parasol. Of special interest is 
the hat and parasol set sponsored by 


Above — Doeskin 
evening sandal mar- 
bleized in pastel 
tones. From I. Mil- 
ler. Center — Black 
satin shoe with silver 
applique and Beau- 
vais embroidery — 
From Delman, Be- 
low—Printed velvet 
evening shoe with 
odd front ornament 
of gold and topaz 
—From Frank 
Brothers. 





Gidding in white crepe all-over hand 
painted. 

Hand painting introduced last 
spring by the refugees of arist..cratic 
Russia faded from the scene during 
the fall and winter to loom on the 
horizon once again at the opening of 
the southern season. We see it every- 
where at present but in far more 
conventional floral or geometrical 
designs. 


Hollander offers a_ black 
satin cape hand painted in an 
effective floral treatment. 
Mann adorns a russet crepe 
dress with a large spray of 
chrysanthemums, while Joseph 
introduces a hand painted lace 
dress from Beer which 
achieves an iridescent sheen 
of unusual beauty. A touch 
of hand painting or hand 
stencilling appears in mani- 
fold ways on white crepe 
dresses destined for southern 
climes. It naturally follows 
in the wake for prints and 
splashes of color, the only 
form of. individualism per- 
mitted the ever simple frock. 





The best way to dis- 
play buckles is on 
the shoes. If you 
have them in stock, 
therefore, be sure to 
display them as part 
of the foot costume, 
so to speak, and not 
off by themselves. 
Help the prospective 
customer to visualize 
them as they will 
look on her feet. 
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It’s the Buckle Which 
Makes the Extra Sale 


ion’s limelight. And all signs point to a 


[ice buckle is shining brightly in fash- 
big buckle season for the months that 


are just ahead. 

Never was the “stage more perfectly set” 
for shoe ornamentation. Footwear and gar- 
ment styles demand something to relieve their 
simplicity, and buckles add to an attractive 
shoe just the necessary “sparkle.” 

In the opinion of one big retail shoe mer- 
chant, buckles are a necessary part of the 
shoe stock. “A buckle stock,” he says, “should 
be turned five times a year, if possible; four 
times a year, at any rate. A fair general stock 
ratio of buckles to shoes, is one per cent.” 

That the merchants attending the N. S. 
R. A. convention considered buckles a good 
bet is evidenced by the fact that the booth of 
one manufacturer, The Reynolds Co., of 
Providence, R. I., was the scene of much buy- 
ing activity. 


In discussing smart 
dress footwear for 
afternoon and infor- 
mal wear at the recent 
national styles confer- 
ence held in Boston, 
bows, buckles and shoe 
ornaments generally 
were accorded a promi- 
nent position. 





January 31, 1925 


z 


eS eS SS SS SS SS SS SS eS SS IS SS Oe is Ric Re pc He BH op Ho HH eo HH e  HEHe yr He 


‘ash 
* 
° 3, 


le 


fash- 
it toa 
s that 


y set” 
| gar- 
. their 
active 


. Mer- 
f the 
should 
- four 
stock 
Ag 
N. S. 
good 
oth of 
, of 
1 buy- 


January 31, 1925 BOOT AND SHOE RECORDER 


Neck Nach Nach Nock ack Nock Nach Nock Nock Nock Wack Nock Nock Mack Nock Nock Nock Mack ack Ne 
LEA LALALAS SRS LARS LASERS ASRS ARS RS 


of Xe 


The Song of the Shoeman 


By CartyLe Emery 


Copyright, 1925, R. Pullerrom Place 
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Sea) LIKE the game of selling shoes, I like its 
ata! pep and action. No player ever has to lose, 
ome) it’s full of satisfaction. For everyone who 
4) umeeaa Plays the game is bound to make a win- 
97s EX | ning, and not a moment that is tame is 
LO was) found in any inning. 
@ The maker finds a keen delight in all that he produces, 
when things go wrong, he makes ’em right and doesn’t 
hunt excuses. He finds his competition sweet, it keeps 
him up and doing, for him the world is full of feet that 
need a constant shoeing. The jobber comes to bat with 
grins and makes his own selections. He buys, and then his 
work begins; his sales are like confections that satisfy the 
appetite for something good and tasty. The jobber knows 
the way to fight; he’s never slack or hasty. 
@ The dealer fills his ample shelves to greet the welcome 
callers, who come around to help themselves and leave 
behind their dollars. The wearer marches to the plate; he’s 
known for lusty hitting; he walks with firm and steady 
gait in shoes of perfect fitting. 
@ I like the game of selling shoes, that’s why of course 
I’m in it. I say good-bye to business blues, the moment I 
begin it. So batter up! Let’s play some more, let’s make 
it good and snappy. Let’s all dig in and make a score and 
by the gods, be happy. 
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Featherweight Styles the New Note in 
Footwear for Men 


There’s a Rapidly Growing Feeling for a Sharp Line Between 
Styles for Spring and Winter 


HERE is a rapidly 
I growing feeling that 
the men’s shoe busi- 
ness should be placed on a 
seasonal style basis. At the 
recent National Shoe Re- 
tailers’ Association conven- 
tion in Boston, almost every 
manufacturer displaying 
men’s lines exhibited some 
type of the featherweight 
model, an extremely light 
pattern for spring and summer wear. 
One man, conversant with the problems of the in- 
dustry, suggests that the trade agree on a basic pat- 


tern for the spring and summer season and push it 


as the “shoe for men.” He mentions lightweight. num- 
bers for the coming season. It is a departure from 
winter styles and permits of all the style which the 
manufacturer may want to put into his merchandise. 

In advocating a basic type as one worthy of the in- 
dustry as a unit concentrating on and pushing, the 
shoeman did not intend to give the impression that 
it would prevent the industry from producing a diver- 
sified style line. But he stressed the point of sticking 
to one fype and resorting to a diversity of materials. 

Here are some of the arguments offered in favor of 
more impetus being put behind a movement to increase 
per capita consumption of men’s footwear: 

The industry as a whole will profit if the public can 
be educated to buy shoes for seasons; say two seasons 
a year. As the matter stands now, because men’s buy- 
ing habits have changed, it is very doubtful if men as 
a unit buy shoes as often as twice a year. The uni- 
versal use of the automobile and the popularity of the 
radio are two factors in curbing interest in buying 
apparel and shoes. It is an age of luxury and it is well 


Very little of the wearing quality is sacri- 
ficed in the manufacture of featherweight 
types for men. The outer sole and upper 
leather are somewhat lighter than that 
going into other oxfords, but the insole, in 
most cases, is of the same weight as those 
going into the average shoe. Even the outer 
sole is not as light as it appears to be, 
as the appearance of lightness is often 

achieved by close trimming. 


to consider this in fostering 
a movement to _ increase 
sales. 


Industry Must Act Together 


When the shoe industry 
prospers, so do the individ- 
ual concerns. Manufaciur- 
ers, merchants, tanners, :ind 
all engaged in any phase of 
our industry are more and 
more appreciating this f ict, 
and with this in mind it is only natural to assume that 
the industry has got to function as a unit if there are 
to be any tangible results derived from a move to in- 
fluence men to buy shoes in accordance with s‘yle 
designs. 

Men must be educated to a greater degree of shoe 
consciousness. Today they are wearing anything at 
any time. It is true, however, that since the advent of 
light tan leathers, black shoes have sold more freely 
and have not curtailed any interest in tans. This is 
due to the fact that a man wearing light tan, with 
any regard for style, will not wear this material at 
an evening function, whereas heretofore dark brown 
shoes were often used for day and evening occasions. 


Selling an Idea to All Men 


If there is to be anything valuable resulting from 
plans to influence men to wear the proper shoe for 
the proper season, every branch of the industry must 
co-operate on a national basis. The men will not be 
educated over night to a new feature; it must be 
brought about gradually. Furthermore, it has got to 
be tackled in a sincere way, backed up with substantial 
reasons. Men can be sold the idea that it is essential 


(Continued on page 41) 


Two new featherweight styles for 
spring and summer. On the left the 
more conservative pattern with the 
very light sole. Several rows of 
stitching and a wing tip put a lot 
of “dog” on the Blucher pattern, 
which also stresses lightness in all 
its lines. 
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He Never Deviates from the Rule That the 
Customer Is Always Right 


From address before the 
N.S. R. A. Convention 


By OTTO HASSELL 
Newly Elected Treasurer 


former, and we started around 

the world. We’d be paid once 
a month, and I was the baby of 
the tribe I was with and they got 
the money and I didn’t get any. So 
we finally busted, in Spain, and 
we had no cables in those days and 
I didn’t have a nickel. But I made 
up my mind I was going to get home 
and | did get home. I did two men’s 
work a day on board ship, but I was 
all the healthier and stronger for it. 
I had an enormous appetite, and I 
had to be satisfied with what I had. 


Father a Shoemaker 


“T got back to my dad, who was a 
little custom shoe maker. He wanted 
me to serve my apprenticeship and 
learn that part of the business, and 
so we worked together for a little 
while. I saw that we weren’t going 
to get very far with that. I finally 
induced my dad to buy a few pair 
of shoes and that was our start in 
the retail shoe business. In 10 years 
we made more money than ever I 
thought was in the world. It never did take very 
much to satisfy us. 

“However, I made up my mind to one thing—that 
in the retail shoe business you couldn’t be a shoe re- 
tailer and a hot air artist. You had to work. Now, 
the shoe business is not so difficult a business if 
you will just study the fundamentals that really 
build a retail business. There isn’t much to it if you 
will analyze it. 


| BEGAN lite as a circus per- 


“T began with this idea in my mind—that 
the best friend that we could have was our 
customer. I never forgot the customer. Early 
in our business career when we began to 
grow, whenever an adjustment was neces- 
sary, we always made that adjustment to 
suit the customer. Whatever he said was 
right. 


“If you will analyze that (we kept very careful 
tab) 5 per cent of the people might take advantage 
of you but just think of the good the other 95 per 
cent would do! Lots of things are wrong, and the 
customer is always right. He wasn’t sold right. 





“The trouble with most of us,’’ 
says Mr. Hassell, ‘‘is that we don’t 
study our own problems enough. 
In our store we watch every angle 
and you can do the same, no matter 
where your community is, if you'll 
just go to work and STAY WITH 
fae” 


Higher Turnover in Specialty End 


“IT got a paper and pencil and be- 
gan to figure. I didn’t know any- 
thing about percentages or mark- 
up or averages or anything, but it 
didn’t take me very long to find out. 
Today I was comparing with 
“Tony” Geuting his proposition and 
my proposition. We get about seven 
turnovers a year. Mr. Geuting, with ° 
the service he renders, I can very 
easily see where he cannot get 
seven turnovers a year. 

“We are on the outside of the 
specialty business in Chicago. We 
are not in an advantageous loca- 
tion. We made a study of success- 
ful retailers in Chicago and after 
we had run a number of years, I 
figured we had just one competitor 
in Chicago, one competitor, and the 
only reason he was a competitor 
was that he had sizes and widths 
and we didn’t know of anybody 
else in the town that did have. 


Service First—Profit Second 

“Now after all, the whole object of the retail shoe 
business is not to make money. You are there to 
render a service and the man that renders the best 
service will always be successful. 

“We always bought our shoes with the utmost 
care. We never sold a pair of shoes to anybody else, 
but direct to the trade. We never have had any old 
stock that we couldn’t dispose of ourselves. 

“The trouble with us is that we don’t study our 
own problems enough. We never have had a year 
that we didn’t make money. Of course, we watched 
every angle and you can do the same thing, no mat- 
ter where your community is, if you’ll just go te 
work and stay with it.” 


Urges Support for N. S. R. A. 


You’ve got to get to work, you’ve got to support this 
association. It means a good deal to all of us. There 
are many problems that this association can help us 
all solve, and if we will just stick together here, build 
our own foundation so that it will set right, it will 
grow and nothing will ever stop it. We do need a 
national association. 
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Approximately 700 shoe merchants and shoe salesmen enjoyed the smoker given by the Lafayette Building 
Shoe Salesmen at the Hotel Tuller Roof Garden, Detroit, January 21. This entertainment brought to a suc- 
cessful close the Second Annual Style Show staged in the permanent sample rooms of the twenty firms rep- 
resented. It was hold on the fourth floor of the Lafayette Building, now one of the greatest shoe centers of 
Michigan. The shoe salesmen kept open house for the three days of the show and received many of their out- 
of-town customers, as well as those of Detroit. While the show was held primarily for the purpose of creating 
a better feeling in the trade, a considerable amount of business developed from the visiting customers. The en- 
thusiasm manifest at the smoker showed the appreciation of those present of the efforts of the entertainment 
committee. Arthur Macauley, Simmons Boot & Shoe Co., Toledo, acted as chairman. A pleasing vaudeville 
entertainment followed the short address. Many of the near-by cities and towns were represented in the audi- 


ence, indicating that the fame of the last annual smoker had not been forgotten. 





Pennsylvania Convention at Atlantic 
City, February 2, 3, 4 


Philadelphia, Jan. 22—There is great interest in the 
convention of the Pennsylvania Shoe Retailers’ As- 
sociation which is to be held at Hotel Traymore, Atlan- 
tic City, N. J., on February 2, 3 and 4. The membership 
has been provided with many circulars from time to 
time, advising them of the progress in the arrange- 
ment of the program. This fact has done much to 
stimulate interest to a high degree. 

Retail shoe merchants from Delaware, Maryland, 
New Jersey and Virginia and the District of Columbia 
have been invited to attend the convention. They will 
take part in the plans to form a regional association 
for the five states. When the convention opens, each 
of the states with five to twenty-five members regis- 
tered, can put the name of one representative in nomi- 
nation for director. 

A Shoe Style Show is to be a feature. Most recent 
circulars report 100 exhibitors will show the latest 
shoe creations. All will display their lines at the Tray- 
more. Twenty-five girl models will have parts in the 
Style Show. New hosiery patterns will also be shown. 


A “Get-Acquainted” meeting is to be held Sunday 
night in the Rose room of the Traymore. 

A $5 registration fee covers the convention assess- 
ment and also pays for a yearly membership in the 
new regional association. 

On Monday, Feb. 2, there will be business sessions, 
but ample opportunity to look at the lines on display. 
Monday evening will be New Jersey night and Jersey 
men will be hosts to delegates in the Grill room. On 
Tuesday there will be business sessions and ample 
time to inspect shoes. The Style Show will be presented 
in the evening under the direction of Chester I. Camp- 
bell, of Boston, Mass. Officers will be elected on Tues- 
day and prizes awarded for attendance records. 

One of the recent circulars touches on the advan- 
tages of the Open Forum sessions, scheduled for Mon- 
day and Tuesday, as follows: “You can learn much 
from the Open Forum where pertinent questions are 
asked and answered. You will hear big men. 

Pennsylvania association officers are: Lee Reineberg 
of York, president; Albert J. Schmidt, Pittsburgh, 
first vice-president ; Roy Walters, Wilkes Barre, second 
vice-president; C. J. Mensch, Pittsburgh, treasurer; 
George M. Garman, Philadelphia, secretary. 
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Featherweight Styles 
(Continued from page 38) 
for their foot comfort to wear a shoe made of light 
material in the warmer season. They can also be edu- 
cated to wearing a pattern which has been agreed 
upon by those of the industry as appropriate. 

Proof that men interested in manufacturing shoes 
are eager to do something constructive in bringing 
about a movement which will benefit all in the indus- 
try is evident in many ways. For instance, a sales 
manager of a big house in the East is so keenly 
wrapped up in his plans that he is willing to show his 
whole line to any of his competitors—adhering to the 
motto “As the industry prospers, so does. the indi- 
vidual.” 

Another manufacturer points to the hat industry, 
and advises the shoe industry to study its problems 
and arrive at a decision which may be of the same 
value in establishing a seasonal plan. 





Enthusiastic Convention Held by 
Northwestern Men i 


St. Paul, Minn., January 28—One of the most en- 
thusiastic conventions of state associations ever held 
was that “put over” here this week by the North- 
western Shoe Retailers’ Association. While most of the 
attendance of necessity was recruited from this state, 
there was also a liberal attendance from neighboring 
states which have affiliated with the Northwestern. 


Manufacturers gave their hearty support, there be- - 


ing about 70 lines on display in attractively decorated 
and well arranged booths. On the evening of the open- 
ing day, January 27, there was a style show with 50 
models on the 600-foot runway. There were tickets 
on sale to the public, with the result that 2,400 paid 
admissions were registered for the first performance. 

Officers were elected as follows: 

President, W. N. Comer, Minneapolis; vice-presi- 
dents, O. J. Banton, Austin, Minn.; John Mork, Grand 
Forks, N. D.; E. A. Rice, Lacrosse, Wis.; J. F. Cook, 
Wolf Point, Montana, and Arthur P. Johnson, Sioux 
Falls, S. D.; treasurer, George S. Roth; secretary, H. 
S. McIntyre; directors, J. R. Lees, Fargo, N. D.; Otto 
Schuler, Minneapolis; J. A. Langley, St. Paul; C. M. 
Stendal, Minneapolis, and C. A. Kilbourne, Minneap- 
olis. President Comer, in accepting the office, made an 
eloquent address, urging greater co-operation among 
manufacturers, traveling men and retail shoe mer- 
chants. 

(A more detailed account of this convention, which 
brought out much of real value to the delegates, will 
appear in the February 7th issue of the BOOT AND 
SHOE RECORDER.—Ed. Note.) 





Chicago Shoe Travelers Install Officers 


Chicago—The installation of the new officers of the 
Chicago Shoe Travelers’ Association was held at a 
noon-day luncheon at the Hotel La Salle, January 24. 
Milton Rubel, the 1924 president, was presented with 
a traveling bag, in appreciation of his year of good 
service. Frank B. King, a delegate to the recent N. 8. 
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T. A. convention in Boston, gave his report of the 
national meeting and told of the fine features planned 
by the N. S. T. A. in its work with the other trade 
organizations. 

George M. Spangler, manager of the N. S. R. A., 
gave a talk on co-operative effort and paid a glowing 
tribute to the splendid work being done by travelers 
for the retail structure of the shoe trade. Sam A. 
Davis gave one of his inspirational talks on co-opera- 
tion and clear thinking. 

The association plans a series of educational meet- 
ings this year. At the February 7 meeting, Charles 
Vogel, vice-president of the Pfister & Vogel Leather 
Co. will make an address. 





Southern Salesmen Hold Banquet 


Boston—The thirty-fourth annual banquet of the 
Southern Salesmen’s Association, the oldest of all shoe 
traveler groups, was held at the Westminster Hotel, 
Boston, Thursday evening, January 22. This dinner 
took place a bit earlier in the season that usual owing 
to the recent conventions in Boston. President-elect 
Hector E. Lynch was in-attendance at the convention 
of the National Boot and Shoe Manufacturers’ Asso- 
ciation in New York, and therefore Clarence P. Waide, 
last year’s president, officiated. The Southern Sales- 
men’s annual dinner is always an occasion for fine 
hospitality and good fellowship. The thirty-fourth 
event “lived up” to its past reputation in every respect. 

Vice-president J. A. Richardson was the first 
speaker. He “reminisced” feelingly on the associations 
and friendships among the shoemen who travel South 
and the buyers from Dixie. Informal talks were also 
made by S. Preston Moses, Horace R. Drinkwater, 
Arthur Evans, of the Boot and Shoe Recorder, and 
Harry Malloy of The Shoe Retailer. “Phil’’ Wilson, 
Guy Moses and “Lenny” Burdett qualified as song- 
birds, and “‘Chick’’ Fox told stories and sang. 

The principal speaker of the evening was Signor 
Scaramelli who was introduced by Mr. Waide as the 
son of a prominent Milan shoe manufacturer and 
also as a distinguished “ace” in the World War. Signor 
Scaramelli delivered a remarkable address on Italian 
post-war conditions. 





Meeting in Memory of S. A. McOmber 


New York—On the evening of January 22, the Na- 
tional Council of Traveling Salesmen’s Associations 
held a special meeting dedicated to the memory of its 
late vice-president and beloved fellow worker, Seldon 
A. McOmber. The meeting was well attended by mem- 
bers and guests from the Boot and Shoe Travelers’ 
Association of New York, affiliated with the Council. 
T. A. Delany, secretary of the N. S. T. A., was invited 
to speak, and paid a very fine tribute to Mr. McOmber, 
who was the first treasurer of the National Shoe 
Travelers’ Association. A. M. Loeb, president of the 
Council, and F. L. Armstrong, president of the Boot 
and Shoe Travelers’ Association of New York, also 
spoke feelingly of their former co-worker. A motion 
was made that a page be set aside in the minutes of 
the National Council in honor of Mr. McOmber. 
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GT a JEAN PATOU, couturier extraordinary, 
pays a graceful compliment to the fashionable 
women of this country when he says: “I am 
delighted to observe the extreme care which 
the well-dressed woman of America dis- 
plays in the choice of her footwear. Always 
there is a fastidious discrimination in her se- 
lection of just the proper shoes or slippers for 
morning, afternoon or evening.” 


Perhaps the most useful of all 

the many shoes in her wardrobe, 

these tan calf Goodyear Welt 

lace oxfords are worn on many 

occasions by the woman who is 
ever correctly attired. 


e ORiguenr! 


“J’ai constate avec plaisir le grand // 
soin que l’Americaine éléegante ap- |//,7 
porte dans le choix de ses chaus- 

A sures. Elle sait distinguer avec jus- > 

WZ tesse le choix de ses chaussures ¢ 
pour le matin, l’apresmidi ou le }\o¢ 
soir.” Ww 


Diamond Brand (Visible) 
Fast Color Eyelets ave 
genuine celluloid tops 
that never lose their 
color and that actually 
outwear the shoe 





ee | 


OS. PATOU’S compliment is as deserved 
as it is gallant. Careful observers the coun- 
try over find a noticeable trend toward the 
Goodyear Welt lace oxford on every occa- 
sion for which the tailleur is the mode— and 
the light welt patent, calf, or suede oxfords for 
wear with street attire. They are all finished, 
naturally, with visible eyelets— for conven- 
ience, for durability, for appearance! 


There is nothing smarter with 
the tailored suit or the winter 
street costume than the fine pat- 
ent leather Goodyear Welt ox- 
ford of the type pictured abore. 
It has six dainty visible eyelets. 


DIAMOND BRAND (VISIBLE) FAST COLOR EYELETS 


@ UNITED FAST COLO 


Manufaélured by 
R EYELET COMPANY, BOSTON 
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Next only to the im: t matter 
of oo choice ¢ m' may gowns come comes 
the selection le footw: 


I have man yi dispess ead 
ina workin ts wok os 
the light welr oxfords in. suedes, 
soteies etn 
S| wii sim, 
of the tailored suit.” 


The The geusioe Diamond 

Brand (Visible) eestCoter 
Eyelets can be identified 
by the two gers diamonds 
on their celluloid surface 





cation to the statement that nowhere in the 
world are women so becomingly gowned— 
or so beautiful—as in America. Miss Ina 
Claire is exquisitely slender, incomparably fair 
and superlatively well dressed. And yet so 
perfect is the ensemble, so artless in its art, 
that one is ever at a loss to say just where lies 
the charm, the chic of her costume. 


The two-eyelet tie sketched 
is one of the most popular 
models of the season. It 
is a light Goodyear Welt 
oxford, finished, of course, 
with visible eyelets. 








4 
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ef /HARMING Ina Claire gives striking justifi- Pex stage as well as on, Ina Claire gives 


more than passing attention to the proper 
selection of her footwear. For every occasion 
and every dainty suit and gown her wardrobe 
contains a light Goodyear Welt lace oxford, a 
graceful afternoon strap pump, or a cunningly 


designed evening slipper. And every lace ox- 


ford is finished with tiny visible eyelets, lend- 
ing the feminine touch so necessary. 


For evening wear nothing can 

quite compare with the “turn” 

Pie ne of remgey = 

in delicacy of pattern a 

ric. The a sa black satin 

ee illustrated above, with 
nestone buckle, will accord 
with a variety of frocks. 


UNITED FAST COLOR EYELET COMPANY, BOSTON 
Manufaturers of 


DIAMOND BRAND (VISIBLE) FAST COLOR EYELETS * tes 
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No. 918 


No. 949—Patent Leather Whole Quarter . 
No. 918—Cherry Calf, 34 Fox outside Tip Blucher No. 926—Smoke Whole Quarter Bal outside Tip 
No. 915—Tan Calf 34 No. 941—Airedale No. 925—Nut Brown Calf "of 

No. 911—Airedale 34 No. 948—Cherry Calf : No. 928—Cherry Calf 

No. 919—Patent Vamp, Black Calf Top No. 945—Tan Calf No. 929—Patent Leather 

No. 916—Smoke No. 946—Smoke No. 921—Airedale Quarter 

Infants’ Spring Heel. Size 5-8 Infants’ Spring Heel. Size 5-8 Infants’ Spring Heel..Size 5-8 

Child’s beveled breast rubber heel. 814-11 Child's beveled breast rubber heel. 814-11 Child’s beveled breast rubber heel. 814-11 
Misses’ straight breast rubber heel. 1124-2 Misses’ straight breast rubber heel. 1114-2 Misses’ straight breast rubber heel. 1114-2 


No. 5191 


All leather lined No. 621 


Leather Trimmed, full. lined yee Ps Patent Vamp & Aire- J eather trimmed, full lined 
No. 648—Cherry Blucher Oxford No. 915—All Patent Sandal No. 621—Airedale Bal Oxford, outside Tip 
No. 641—Airedale No. 518—All C Calf Sandal No. 628—Cherry Calf Oxford 

No. 645—Tan No. 515—All Tan Sandal No. 625—Tan Calf Oxford 

No. 646—Smoke No. 516—All Smoke Sandal No. 626—Smoke Oxford 

No. 649—Patent Leather No. 511—All Airedale Sandal No. 629—Patent Leather Oxford 

Infants’ Spring Heel. Size 5-8 Infants’ Spring Heel. Size 5-8 Infants’ Spring Heel. Size 5-8 
Child's beveled breast rubber heel. 84-11 Child's beveled breast rubber heel. 814-11 Child’s beveled breast rubber heel. 844-11 
Misses’ straight breast rubber heel. 1114-2 Misses’ straight breast rubber heel. 1114-2 Misses’ straight breast rubber heel. 1114-2 


Prices and illustrated folder will We are establishing a new high standard 
be sent on request. in children’s quality shoes. 


We Solicit Only a Trial Order 


DELAWARE SHOE MFG. CO. 


DELAWARE, OHIO 














When writing to advertisers please mention Boot AND SHor Recorper 








sale of Hosiery—it i is simply a case of the right 

4 lines, the right price and full, sales-compelling 

display. That is why shoe merchants are getting their 

stock of hosiery into New Way units and cases to insure 
maximum display, with every article readily accessible. 


Incidentally, this sort of attractiveness makes it a depart- 
ment where customers like to trade because of the increased display 
and better service which the New Way system invariably brings. 


Information and prices in regard to New Way 
Hosiery Equipment sent free upon request. 


GRAND RAPIDS SHOW CASE CO. 


World’s Largest Designers and Manufacturers of Complete Store Equipment 
FACTORIES: GRAND RAPIDS, MICHIGAN - PORTLAND, OREGON 


OFFICES IN MOST PRINCIPAL CITIES CONSULT TELEPHONE DIRECTORY 
STORE PLANNING MERCHANDISING COUNSEL 
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— profits 
No losses 
every customer satisfied 


wlL ASTICS 


She New Idea in Rubbers 


YOU can make more money with 
Lastics — and you are in business to 
make money—that’s the Lastic story. 


Let us show you. Lastics are univer- 
sal fitting rubbers — the flexible sole 
automatically conforming to shape of 
the shoe — one pair fitting a wide va- 
riety of lasts. This means increased 
turnover and practically no dead stock 
from style changes. A rubber rush is 
handled in less than half the usual 
time. Seldom more than one try-on is 
needed—no soiled rubbers to put back 
into stock. 


Stocks are easily cared for, and kept 
up — no customers need be turned 
away. 

Lastics take the guess work out of 
rubber buying, and insure you a maxi- 
mum profit on every pair. 


The New Hoop Taxi HOOD RUBBER PRODUCTS COMPANY, Inc. 
Watertown, Massachusetts 


RUBBER 
PR CTs 


BETTER RUBBER PRODUCTS SINCE 1896 








ere 
RUBBER BOOTS AND SHOES—ARCTICS—CANVAS SHOES—ATHLETIC SHOES—HEELS AND SOLES—RUBBER SPECIALTIES—TIRES AND TUBES 
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N.S. T. A. ‘Puts On’”” Membership Campaign 


Frank I. Oberfield of Philadelphia, Is National Membership Chairman—*A 10,000 
Membership: January 1, 1926” Is Slogan 


TH the inspiration of 
the big conventions, the 
N.S.T.A. members are roll- 


ing up memberships for 1925. The 
boys of the B. S. T. A. have formed 
two teams, the Reds, under the 
leadership of “Syd” Curry, captain, 
and Frank .W. Lord, lieutenant, 
and the Blues, under the leader- 
ship of George J. Lovely, captain 
and H. P. McNulty, lieutenant. 
Captain Curry’s “regiment” con- 
sists of the following line-up: 
Lieutenant Frank W. Lord, Harry 
Malloy, Harry Brown, William P. 
Brennan, “Ed” A. Richardson, H. M. 
Haney, M. C. Galvin, Frank Fan- 
ning, R. A. Reed, “Tim” Murphy, 
Fred Howe. The opposition is lead 
by Captain George J. Lovely, and 
the following campaigners: Lieu- 
tenant H. P. McNulty, John J. 
Whalen, Tom Meade, “Dick’’ Rich- 
ards, “Dan”? Carr, W. E. Gerrish, 
“Bill” Drummey, Marshall Nazro, 
Joe Phelan and H. P. Goss. 

In addition to the thirty new 
members mentioned in last week’s 
Shoe Traveler Department, six new 
names were brought in at the meet- 
ing held last Saturday, January 24. 


Inspirational Talks 


At this “get together,” Thomas 
F. Anderson, Secretary of the New 
England Shoe and Leather Associa- 
tion, sounded the slogan for the ad- 
vancement of the New England in- 
dustry, and officially announced the 
Sixth Midsummer Official Shoe 
Show, as the week of July 6. This 
is going to be the best and biggest 
yet. There will be a Style Revue, 
and exhibits. Chester I. Campbell 
will be the general manager. 


The Boston Shoe Travelers’ Per- 
manent headquarters are at Par- 
lors E and F, Hotel: Essex. These 
have been dubbed “The Rendez- 
vous,” and the boys have generously 
offered the use of these parlors to 
individual members, and members 
of the trade in general, for confer- 
ence purposes. 

T. A. Delany, N. S. T. A. Secre- 
tary, gave a report on the recent 
National Boot and Shoe Manufac- 
turers’ Association Annual Meet- 
ing. His remarks were inspirational. 
He stressed the fact that the shoe 
traveler is an important factor in 
the industry—that unity under the 





I. FRANK OBERFIELD 


Of Philadelphia, N. S. T. A. 
membership chairman. 


N. 8. T. A. banner means strength 
and makes for achievement. 

“Ten thousand members’ by 
1926,” is the slogan, said Secre- 
tary Delany. 

The question of the financing of 
the trade rendezvous came up for 
discussion, and it was finally voted 
that voluntary contributions of 
nothing less than $2.00 would be 
subscribed. “Syd” Curry was ap- 
pointed the treasurer of the House 
Committee; it was voted that all 
contributions be sent to him, at his 
salesroom, 10 High street, Boston. 
Helen M. Haney, Associate Editor 
of the Boot and Shoe Recorder, was 
voted in as an auxiliary, honorary 
member of the Boston Shoe Travel- 
ers’ Association. 


Next Meeting February 21 


President John J. Whalen of the 
B. S. T. A. called the next meeting 
of the association for “The Rendez- 
vous” on Saturday, February 21, 
12:30 o’clock. 

I. Frank Oberfield of Philadelphia 
has been appointed by President 
James L. Scanlon as the National 
Membership Chairman for 1925. 
Mr. Oberfield is much pleased with 
“the bang” that has marked the in- 
auguration of these membership 
campaigns by the various locals. 


Chicago Adds 12 Members 


Word comes from Chicago that 
12 new members were elected and 
added to its roll call and that a drive 
for new members, headed by “Col. 
Jim” Richardson; veteran member of 
Chicago’s shoe traveling fraternity, 
has started. Other associations are 
swinging into line. 
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A. C. GOLDEN 


who covers New England and Hud- 
son River territory for Julian 
& Kokenge Co. 


A. C. Golden, well-known women’s 
shoe style expert, has recently 
joined the sales force of The Julian 
& Kokenge Co. “Goldie” is now cov- 
ering his old camping ground,— 
New England and Hudson River 
territory, as eastern representative 
of the Cincinnati house. “Goldie” 
is much enthused over his new line, 
which he says is most complete and 
distinctive. For 15 years, he has 
been intensely interested in the 
making and distribution of high- 
grade shoes for the woman of fash- 
ion, and has been an earnest advo- 
cate of the slogan “Shoes for the 
Occasion,” and “Snappy Shoes That 
Meet Foot Requirements.” “For,” 
said Goldie, “the style shoe of today 
must have good fitting qualities, as 
well as beauty.” 


“Bill” Profilet with Edwin 
Clapp 


William S. Profilet, who travels 
the Gulf States for Edwin Clapp & 
Son, Inc., was one of the salesmen 
on duty at the company’s booth dur- 
ing the N. S. R. A. Convention at 
Boston, January 12-15. He also at- 
tended the Salesmen’s Convention 
held at the Edwin Clapp factory on 
Friday, January 16. 

Mr. Profilet expressed himself as 
very well pleased with results at 
the Boston N. S. R. A. exposition 
and style show, and said that the 
management might. well be proud 
of the big trade event in the “Hub.” 


“Joe” Kalisky Off for 
Havana 

“Joe” Kalisky of Chicago, who 
represents Thompson Bros. Shoe 
Co., with office in the “big western 
burg” at 189 West Madison street, 
sailed with his sister from New 
York on January 24, for Havana— 
then to Panama, back to Havana, 
then New Orleans and Memphis, ar- 
riving in Chicago about March 10. 
“Joe” says that he will think of all 
the boys when the boat is “nosing 
its way through the Canal, the while 
he smokes a good cigar, with his 


sv 99 


feet on the raili. 


Joseph Voelkel Is Dead 


Joseph Voelkel, affectionately 
known among Milwaukee and Mil- 
waukee suburb merchants as “Lit- 
tle Joe” and for 35 years a lead- 
ing salesman for the F. Mayer Boot 
and Shoe Company, died Monday, 
the 12th of January at his home in 
Milwaukee. 

“Little Joe” will be missed by his 
friends of many years, more so by 
the older merchants who have done 
business with him for nearly a half 
century. 


Lord On Trip 

Frank W. Lord, who travels the 
Middle West, Southwest and part of 
the Northwest, for the Cushman- 
Hollis Co., left Boston for his terri- 
tory on Thursday, January 29. 
Frank recently sent out some an- 
nouncement cards, headed “Special 
Service,” in which he tells his cus- 
tomers that in the event that they 
are desirous of seeing him in Boston 
at any time when he is on his trip 
to notify the Boston office, corner 
of Beach and Lincoln streets, and 
the folks there will immediately no- 
tify him, as he will always be within 
10 hours’ ride of the furthest point 
while on his territory. 


With Murphy & Osborne 

J. W. Ramsey, City Councilman 
from Ward 6, Brockton, Mass., an 
ex-service man, and since the war 
in the insurance business, has 
changed his activities from the sell- 
ing of insurance to the line of boys’ 
shoes made by Murphy & Osborne, 
Rockland, Mass. Right after the At- 
lantic City Convention, Mr. Ram- 
sey will start out with that well- 
known shoe traveler, and president 
of the B. S. T. A., “Jake” Whalen, 
who will introduce Mr. Ramsey to 
accounts in the “Keystone State,” 
as well as in Delaware and Wash- 
ington. 
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A. S. BIGGERSTAFF 
Who covers the larger cities of 
some of the Southern states 
for the Shoe Specialty Mfg. Co. 


A. S. Biggerstaff now covers the 
larger cities of Texas, Louisiana 
and Arkansas for the Shoe Special- 
ty Mfg. Co. Mr. Biggerstaff, for 
21 years, was with the Brown Shoe 
Co., both foreign and domestic de- 
partments, and in both locations 
made a splendid record as a sales- 
man. 


Lyman Stockbridge On Trip 

Lyman W. Stockbridge left Bos- 
ton this week on a three weeks’ trip 
through New York State, North- 
western Pennsylvania and Southern 
New England. He carries the latest 
effects for spring in the Harding 
Shoe Co.’s line. He says that the 
leading stores are buying well on 
buckle effects in his line of genuine 
hand turns, and in the new ribbon 
effects, combinations galore, such as 
ivory kid and caramel and in com- 
binations with patent leather and 
brown and neutral colors. The new 
“mosaic” effects in black and white 
are big numbers in his line, and 
“effects throughout,’’ Mr. Stock- 
bridge says, “are very smart.” He 
adds, “I make it a point to call on 
my customers every thirty days. I 
believe that conditions in the trade, 
generally speaking, are looking 
up better.” 


Traveling the Tropics 
“Billy” Sullivan, of T. J. Sullivan 
Shoe Co., Lynn, “Ed” Taylor, of 
MeNichol, Taylor, Inc., Lynn, last 
makers, and Arthur Wallace, Bostor 
shoe merchant, are traveling in the 
West Indies. 





























THE SCHMIDT CALF LEATHERS 
FOR ELEGANT FOOTWEAR 


Cart E.Scumipt & Co.,ne. 
Tanners of the Schmidt Calf Leathers 


DerrRoi?, U.S.A. Boston, USA. 

| _ Representatives 

H.B.ALTENDERFER. A.d.8 d.R.COOK> 
Philadelphia, USA. San Francisco, USA. 
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“SABLE BROWN” 


oft rich, lustrous Srown,which blends in 


harmoniously with all popular Paris 
and New York shades of the same color: 
?s contrast with brown shades of dress 
goods fabrics may he decided, yet the 


color scheme remains pleasing fo the eye. 


Car. E.Scnmipt & Co.,Inc. 


Tanners of the Schmidt Calf Leathers 


DerTroit, U.S.A. Boston, U. SA. 
Representatives 
H.B.ALTENDERFER> A.J. & J-R. COOK; 
Philadelphia, USA. Jan Francisco, uSA. 
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Rubbers and Gaiters Meeting with Big 
Demand in Shoe Stores 


OST recent reports con- 
Uf cezing shoe stores sales of 
je rubbers and gaiters reiter- 
ate all that has been said about the 
big demand which rubbers and 
gaiters are getting throughout the 
country. Frequent snowfalls have 
done a world of good nationally. 
Novelty gaiters have had a big sea- 
son in many sections. 

From some sources reports are 
made that the rubber trade has 
stimulated other lines of the shoe 
business due directly to the fact 
that upon entering the store pri- 
marily to purchase rubbers or gait- 
ers, they are attracted by other 
merchandise. 

For the week ending January 24, 
in New York city, the rubber and 
gaiter demand was characterized 
as the biggest single factor con- 
cerning the retail shoe subject. In 
part a report follows: 

“While the biggest thing in the 
retail shoe situation here is the 
strong demand for rubber footwear, 
particularly novelty types, the fact 
that people are coming into the 
shoe store and departments for this 
class of footwear appears to have 
stimulated business in general. 
There has been some price cutting, 
particularly on four-buckle styles, 
which has led to harsh words. 

“Some varieties of the most 
wanted rubber footwear have been 
in scant supply, but now, however, 
deliveries are better and the situa- 
tion is much easier.” 

From Philadelphia it is reported: 
“The recent heavy snowfalls have 
stimulated business in rubbers very 
considerably. In some cases a fall- 
ing off in the sales of shoes during 
this period of rubber activity is 
noted. The wearing of rubbers con- 
tinues to deal a heavy blow to the 
findings and repair trade because 
people are putting off their shoe re- 
pairing to some time when they do 
not wear rubbers.” 


Holds Sales Banquet 
Milwaukee, Wis.—Howard _ T. 
Ott, branch manager of the United 
States Rubber Co., who presided at 
the annual salesmen’s banquet of 


talks touching on the various 
branches of work covered by the 
company were given by the depart- 
ment managers, including K. W. 
Kerr, manager of the footwear de- 
partment. 

- 


The City As a Business Unit 


Cincinnati, O.—What lies back 
of the phrase, a good business 
city, often used but only vaguely 
understood, is to be definitely de- 
termined by the Chamber of Com- 
merce of Cincinnati, which has con- 
tracted for an industrial and mar- 
keting survey of the city and its 
environs for the purpose of prepar- 
ing a plan for industrial develop- 
ment and business expansion to the 
advantage of the people. The work 
is to be done by a firm of consult- 
ing engineers. 

The example of the Cincinnati 
Chamber has been called to the at- 
tention of chambers of commerce 
and commercial organizations 
throughout the country by the Or- 
ganization Service Bureau of the 
Chamber of Commerce of the Unit- 
ed States. 

This method of building up a city 





as a business unit is comparatively 
new. A study of the following fac- 
tors will be made: history and 
geography, zone of influence, me- 
terology, natural resources, consum- 
ing power, agriculture and food 
supply, population, labor supply, 
housing, living cost, raw materials, 
imports and exports, capital and 
banking, general business, trans- 
portation, handicaps to develop- 
ment, industrial advantages, indus- 
trial relations, industrial balance, 
marketing of products, public ser- 
vice, city planning and competing 
cities. 

The survey will probably be com- 
pleted within eight months. 





Adopts Cathers Shoes 


Brooklyn, N. Y.—The Interna- 
tional Association Masters of Danc- 
ing, at its recent convention, adopt- 
ed the Cathers toe and ballet slip- 
pers and jig and clog shoe, manu- 
factured by Ben. F. Cathers & Co., 
theatrical shoemakers. 





A good seaman is discovered in 
bad weather. Walk-Over Factory 
Prints. 





An evening slipper display by the C. F. Hovey Co. shoe department of 

Boston, Mass., of which Milton Plaut is manager. This window trim at- 

tracted much attention during the week of the N. S. R. A. Convention in 
Boston. I. Miller shoes are shown. 


the company, was presented with a 
gold watch and pencil by the Mil- 
waukee salesmen who attended the 
dinner. A number of interesting 
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6u can stretch shoes salely 
on Repco Stretchers. 


VERY shoeman knows that great care 

must be taken in stretching shoes. Sud 
den pressure inside a shoe will break even 
the most responsive leather. 


The regular, easy action of Repco Stretcher elimi- 
nates sudden and jerky pressure and assures safe 
stretching. 


Repco Shoe Stretchers contain no springs, arrows 
or other delicate or easily injured parts. 


The blocks are made of fully seasoned maple, care 
fully shaped and smoothly finished, and are held 
together by a strong steel hinge. 


The stretching action is by means of a toggle joint, 
controlled by a square-threaded screw of large pitch. 


Every shoe store should be equipped with the 
entire nine sizes of Repco Shoe Stretchers. 
No. 000 down to No. 6. Corn and bunion 
plates are packed with every stretcher. 


UNITED SHOE MACHINERY CORPORATION 
BOSTON 
SAN FRANCISCO BRANCH, 859 MISSION STREET 
J. K. KRIEG COMPANY 
39 WARREN STREET, NEW YORK 
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SHOE STORE SERVICE 


SECTION 


A Department of theBoot and ShoeRecorder 





Devoted to Findings, Fixtures and the Proper Display of Merchandise 





Windows Make Sales Between Seasons 


less an in-between 

month from which too 
much must not be expected,” 
explained an old retail shoe 
merchant. “We're in between 
the clearing sales and the 
spring business. You can’t 
expect much business in 
February.” 

The location of February 
between the clearing sales 
and spring business, is the 
only thing correct in the 
foregoing statement. There 
is much business to be done 
in February. Its daily quota 
of sales is to be reached, and 
good window displays will 
help to force people to buy. 


How Many Shoes for the 
Window? 

The old question of how 
many shoes to put in the 
window arises so often in 
our correspondence that we 
are going to offer the shoe 
dealer an experiment to try 
out for himself that will an- 
swer the question for all 
time. 

Have a clerk arrange six 
rows of shoes, nine pairs to 
the row. These are to be set 
close together, and are to be 
of various styles. Now, let 
the merchant look over the 
display for one minute, 
which may be made on a 
counter, or on the floor if the 
counter is not wide enough. 
Let the merchant turn away 
from the display and answer 
the following questions: 

What color predominated 
in the display? What style 
predominated? Were there 
as many pumps as gores? 
Were there more than three 


"Pies is more or 


By A. E. EDGAR 








Recorder Merchandising 
Calendar for February 


Feb. 1 to 7—A careful analysis of your 


January sales by departments should 
show you which are making money and 
which are not. Study the whys and 
wherefores and you will find that the 
human element in your store has had 
much to do with the figures in your 
ledger. Make notes now of where com- 
mendation is in order and where cor- 
rection is necessary, and make this the 
basis for some of the discussions in 
your sales conference. 


Feb. 9 to 14—In this week there are two 


dates which should be given attention 
in the ads and particularly in the win- 
dows. 

Lincoln’s Birthday, the 12th. 

St. Valentine’s Day, the 14th. 
In this section are offered some sug- 
gestions for special window settings for 
these occasions. 


Feb. 16 to 22—This week also you should 


observe a coming occasion—Washing- 
ton’s birthday, the 22nd. The symbolism 
used in the windows in connection with 
it might be something which can easily 
be changed without disturbing the mer- 
chandise trim. For a suggestion, see 
Figure 4 on page 57. 

Call the force together and give them 
pointers. Direct a round-table discus- 
sion in which ideas may be _ inter- 
changed. Aim in a diplomatic way to 
correct any faults which may have been 
evident in the sales effort during the 
past month. 


Feb. 23 to 28—You will soon be talking 


spring styles—in the ads and in the 
windows. It’s not too early now to lay 
your plans for this. You must allow 
time for the factories to make up the 
special decoratives you want for the 
windows. The longer you delay sending 
in your orders, the longer it will take to 
get them filled. For the ads, there are 
drawings and cuts to be made. Some 
changes may be necessary on these. 








colors shown (counting 
black as a color)? 

The merchant will find it 
hard to answer these ques- 
tions correctly, even when he 
had them in mind before he 
looked at the display. Now, 
for another phase of the ex- 
periment. Have the clerk re- 
move every other pair of 
shoes without disturbing 
those remaining. In the first, 
third and fifth rows let him 
remove the first, third, fifth 
and seventh pair. In the sec- 
ond, fourth and sixth rows 
the second, fourth, sixth and 
eighth pairs. This removes 
nearly half of the shoes and 
leaves a space between each 
of the remaining pairs. Now 
let the merchant view the 
display again. Ten chances 
to one he will be able to an- 
swer almost any question 
that is asked about the dis- 
play, from memory. 

This experiment will show 
that it does not pay to 
crowd too many shoes into 
the window. 

It is far better to have a 
prospective customer remem- 
ber some one pair of shoes 
in the display than to go 
away with a faint recollec- 
tion of all, which is soon lost 
to mind. Where too many 
shoes are competing for at- 
tention, none get it. 


Single Shoes or Pairs 

Is it better to place pairs 
in the window than single 
shoes? No doubt about it. 
Pairs of shoes are better 
than singles. Shoes are worn 
in pairs and sold in pairs. 
The more natural the look of 
the article displayed for sale 
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HE chairs in a busy store see a lot of use in the course of 

a year. Chair cost is an item worth studying. The more 

you look into it, the more you will be impressed with the 

fact that sturdy construction is the first attribute of 
economy in Seating. 


AMERICAN INTERLOCKING SHOE STORE CHAIRS 
are lowest in cost per year of service because of exclusive fea- 
tures of construction which make them sturdy beyond the 
ordinary. 


They remain new in appearance for a long time. 


Write for 
‘The Shoe Store Beautiful’ 
ve 


ATwmevicau Seating Company 


General Offices: CHICAGO, 1016 Lytton Bldg. 


NEW YORK PHILADELPHIA BOSTON 
Room 601, 119 W. 40th St. Room 703, 1211 Chestnut St. Room 302, 69 Canal St. 
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Figure 1—St. Val- 
entine’s day has little 
to do with the selling 
of shoes aside from 
the fact that it is a 
big party day. But 
a Valentine setting 
for a window has 
strong drawing pow- 











the better the effect upon the on- 
looker. There are exceptions to the 
application of this rule, of course, 
where the window or display space 
is small, and even then a single 
pair displayed is probably better in 
effect than half a dozen single 
shoes. 


Proper Placing of Shoes 


In placing shoes in the window 
there should be careful attention 
to the effect. If it appears to be 
just a hodge-podge of footwear the 
prospective customer will not car- 
ry away a good impression of the 
display. Every display should have 
some focal point of attention. All 
the lines of the display should lead 
to this focal point, which may be 
in the center of the window, or 
somewhere else. The central focal 
point is easiest to emphasize. It 
is here that the chief style of the 
display should be placed, the shoe 
that the dealer wishes to get the 
most attention. 


About Focal Points 


Every window display is viewed 
from three principal directions. 
First, from the right, second, from 
the left, and third, from in front. 
The majority of windows have two 
glass sides and two solid wall sides. 
The angle of the two walls in these 
windows is the natural focal point 
of vision. The display should be so 
arranged that the natural lines 
formed by the merchandise and 
the fixtures will lead the eye to the 
central focal point. The shoes lead- 
ing from this point to the angle of 
the glass sides should point to that 
angle, while those on each side 


Oo © Y) 


should point gradually away from 
the angle. A person standing at the 
angle of the glass sides (the cen- 
ter point of vision from the side- 
walk) will then view the shoes to 
the best advantage. They will form 
lines to the focal center of vision 
just as the spokes of a wheel lead 
to the hub. 

The foregoing explanation of the 
direction in which the shoes in the 
window should point is not to be 
taken too literally, for it is not ad- 
visable to have the shoes in any 
display arranged in actual rows, 
although lines drawn through them 
would lead to the center. 























Figure 2—A neat unit set- 
ting which can be used again 
with a different card and dif- 
ferent decorations. 


© er. This design is de- 





scribed in this article. 


Lines leading to the focal point 
of attention should rise from the 
front of the window towards the 
top of the window at the back. For 
that reason the stands at the rear 
of the window should give the shoes 
a deeper pitch than those near the 
floor. If the merchant will study his 
displays occasionally from the 
customer’s point of vision on the 
sidewalk he will easily see the dis- 
cordant notes in his arrangement 
and be able to rectify them. 


Practical Use of Decorations 


One of the chief values of the 
decorations in the window is that 
they are used to focus the eye at 
or near the focal point of the dis- 
play. Take the setting illustrated in 
Fig. 1 as an example of this. Here 
the two hearts which would be 
above the merchandise display are 
directly over the logical center of 
the display, or the focal point. 

St. Valentine’s Day offers the 
shoe merchant an opportunity to 
tie up with the sentimental emo- 
tion of the anniversary. There is 
little direct business from St. Val- 
entine’s Day to be expected by the 
shoe merchant, except such as.per- 
tains to the social activities of that 
event, but the tie-up in his window 
displays gains for him a great deal 
of good publicity, and secures much 
good will which later results in 
actual business. 

Symbolic settings are most val- 
uable as good will advertising. 
They indicate an aliveness that is 
essential t# good business, to pro- 
gressiveness. The sentiments sym- 
bolized in the settings find a re- 
sponsive feeling in the customers’ 
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For Greater Ease and Comfort— 


PUMP STRAPS 


Many of your customers like the pump, but are annoyed by the slipping thereof. 
That can now be eliminated by the 


LeAmco Klasic 


‘*“PUMP STRAP” 


No. 8656—$5.25 per dozen 
To be had in patent, all leathers, and all standard satin colors. Beautifully patterned, 
most carefully stitched and with a full elastic under-strap, sure to fit any foot, 
snugly holding the pump in place without binding. 
Order a dozen each of several kinds, $5.25 per dozen. They will sell readily and at 
a good margin of profit for you. To cule ¢ enat dies 
Other attractive patterns at $6.00 to $12.00 per dozen. smarter 


ABE MANHEIMER & COMPANY 


14th and Locust Sts. St. Louis, Mo. 


NT nn mT 





“WHILE OTHERS TALK QUALITY, WE GUARANTEE IT” 


HUNAN 





No. 2100—Steel Beaded No. 2101—Any Fabric or Leather No. 2102—Steel Beaded 
Retailers’ Price, $6.00 per doz. Retailer's Price, $3.00 per doz. Retailers’ Price, $12.00 per doz. 


DRESS UP YOUR SHOES! 


The Season’s Newest Ornaments 
s for Pumps and Gored Patterns 
Specify Surpass Ornaments When Ordering Your Shoes 


SURPASS MFG. CO. 447 Myrtle Ave., Brooklyn, N.Y. 


ST. LOUIS OFFICE: 319 No. 16th St. ROCHESTER OFFICE: 106 Mills St. 











Kentia Plant and Pot WHERE THE BUYER 
ate SEEKS THE SELLER 


No. Leaves Height Each Per Doz. 


32769/9 9 42in. $3.50 $36.00 In the CLASSIFIED ADVERTISING SEC- 
32709/15 15 ‘Tit. 850 88.80 TION of the Boot and Shoe Recorder. 


32769/20 20 ft. 10.00 
The “want ad” does not attempt to create 


G SPRING illus- . . : ° ‘ 
wend te eclen Ha bee desire. The desire already exists in the prospective 
FOR THE ASKING. Make a selection buyer’s mind, and he seeks out the want ad. It is a 
of Flowers, Plants, etc., decorate your ’ ° ? 
window, interior or home; create Easter case of the buyer seeking the seller. 


Air and Business ahead of your slow 


competitor. Boot and Shoe Recorder Classified Advertising 
FRANK NETSCHERT, INC. can do for you what it is doing for others. Keep 
61 Barclay Street New York, N. Y. it in mind—and in action. 
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Figure 8—Patriotic 
symbols should be giv- 
en a brief showing in 
the windows to tie up 
with Lincoln’s and 











hearts and a favorable fellow-feel- 
ing is aroused that works to the 
advantage of the merchant. 

The heart pierced with a dart is 
the symbol of St. Valentine and 
love. The setting illustrated in Fig. 
1 is worthy because it is easy to in- 
stall, costs practically nothing, and 
makes it possible to give a change 
to the appearance of the window 
display. The hearts may be cut out 
of heavy cardboard, colored red, or 
covered with red paper. The dart 
may be made of a strip of wood, 
the feather and head of cardboard. 

The heart-shaped flower box is 
easily made of wood or cardboard. 
Two hearts are to be cut the same 
size. These are joined together by 
a V-shaped box between them to 
hold the flowers. Four feet are add- 
ed to keep the box in an upright 
position. The heart should be red 
while the rest of the decoration 
may be black. 


For a Final Clearing Sale 


It is possible that the merchant 
will be having a final clearing of 
his winter lines in February. This 
event calls for a window decoration 
of striking character. In Fig. 2 a 
suggestion is offered. A large red 
disk is attached to a lattice and a 
few sprays of flowers added. This is 
placed in the center of the window 
and will attract attention by its 
bright color. If it is thought desir- 
able a show card may be placed in 
the center of the disk, as in Fig. 2. 

The same lattice and flowers may 
be used for the heart decoration in 
Fig. 1 as for the disk decoration in 
Fig. 2. This will save considerable 
time and expense in decorating the 
windows, if both decorations are 
used. 

Patriotic Displays 


Patriotic windows are prominent 
in February. Lincoln’s birthday 





Washington’s birt h- 
days. 


and Washington’s birthday are cele- 
brated by most merchants with 
patriotic window displays. These 




















Figure 4—A wallboard unit 
like this will keep very well and 
can be used at different times 
with different portraits or pa- 
triotic pictures in the circle. 
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are of a transitory character and 
should remain in the windows but 
a few days at a time. The symbols 
used should be chosen for their gen- 
eral usefulness. For instance, in 
Fig. 3 a large shield surmounted 
by an eagle is the chief symbol of 
the setting. Both the shield and the 
eagle may be used frequently in 
patriotic displays, several of which 
are usually installed each year. 
Shields may be purchased ready to 
use or made by the merchant. A 
sign painter may be pressed into 
service if necessary. The shields 
may be made of wall board and 
have a few strips of wood across 
the back to keep them from bending 
out of shape. The eagle may be a 
painted cut-out, made of cardboard 
or wall board, or a plaster or papier- 
mache figure in low relief. The lat- 
ter are offered for sale by most 
flower and window supply houses. 

A combined Lincoln and Wash- 
ington display is sometimes used. 
This is not altogether advisable on 
account of St. Valentine’s day com- 
ing in between. It is better to have 
two distinctive patriotic displays, 
although similar symbols may be 
used in a different arrangement. 
The setting in Fig. 3 is suitable 
for either a Lincoln or a Washing- 
ton display. A picture or a bust of 
either placed in a prominent posi- 
tion and draped with flags will 
make it one or the other. 


Lamps Add Warmth to Displays 


The display value of lamps 
should not be forgotten by the shoe 
merchant. It is possible to borrow 
furniture and lamps from fellow 
merchants where purchases of these 
items do not seem to be warrant- 
ed. Both the low table lamps and 
bridge and floor lamps of every 
description may find a place in the 
shoe display. In the same way, dis- 























Figure 5—Settings 




















of this sort in Japan- 
ese motif are simple 
to produce, and very 












































effective for spring 
windows. Materials 
needed should be list- 
ed and ordered in ad- 




















vance. 
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NEW YEAR 
RIGHT 


Know What Your 
Costs and 
Profits Are 


KeepAn Accurate 
Check on Your 
Business 


The “Store Records Simplified” method of keeping track of your 
business is a distinct RECORDER service. 


It will enable you to “know” your business. It will tell you ““What’s 


What” when you want to know. 


Knowledge of your business is the key to success. 


BOOT and SHOE 
RECORDER 


Western Service Department 
189 W. MADISON STREET 


CHICAGO .. ILLINOIS 





MAIL THIS COUPON TODAY! 








BOOT and SHOE RECORDER 
Shoe Store Service Department 
189 W. Madison Street, Chicago, Ill. 


Please send me, postage paid, Store Records Simpli- 
fied. I agree to examine same for ten days. At the end 
of that time I will return it to you postage paid if not 
satisfactory. It is agreed that if the book is not re- 

to you within ten days that I shall keep it and 
you may send me your bill for $17.50. - 
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Figure 6—This design can 
easily be produced in the store, 
using wood or wallboard. By 
making a paper pattern the 
work of cutting will be facili- 
tated. 


plays in which vases of flowers are 
interspersed are more attractive 
than those without. The few sprays 
of flowers and foliage used help 
to give a brightness to the display 
that is often needed. 

A typical manner of treating a 
decoration for Washington’s birth- 
day is illustrated in Fig. 4. A shield 
is the foundation of the decoration, 
but it is the picture of the Father 
of His Country that makes the tie- 
up perfect. Stars are useful patri- 
otic symbols and may be used in a 
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Figure 8 
Show eards should be to the point—should specifically mention some definite element of value (or some certain 
shoe) that the store has to offer. For instance, the b pe shown in Figures 8, 9.and 10. emphasize. service, style 
and quality. 
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variety of ways. If they are cut out 
of cardboard they may be placed 
on the backgrounds wherever they 
will produce a good effect. 


Prepare Now for Spring Displays 


February should be a month of 
preparation for future business as 
well as a struggle for immediate re- 
turns. Spring displays are soon to 
be placed in the windows. In larger 
cities they are appearing now, but 
in the smaller localities it is not 
wise to force the spring season 
ahead of the weather, and thus thin 
out the advertising effect of a new 
season until it has little meaning to 
the public. Late in February, or 
early in March, the shoe merchant 
should make a plunge with spring 
styles. That brings the fact home 
to the prospective customers that 
spring. is here and that the shoe 
merchant is ready with spring 
styles. 

In Fig. 5 a spring setting is sug- 
gested that the merchant may 
may make up in his store. It is 
Japanese in type, which makes it 
easier for the merchant to secure 
accessories to harmonize. The two 
panels with the circular decoration 
are made to represent a circular 
window. The effect can be produced 
by painting the panels. Another 
way, and an effective one, is to cut 
out circular openings where the 
windows appear. Hangings are then 
draped behind the openings to 
complete the background. If the 
two panels have the half circles cut 
out at the same position in each, 
these panels may be used close to- 
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Figure 9 
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Figure 7—Suitable pictures 
for spring windows can be pur- 
chased locally and mounted on 
a decorative placque like this, 
flower house or made in the 
which can be procured from a 
store. 











gether with the circular opening 
in the center of the background. 


Getting the Oriental Effect 


A Japanese or Chinese hanging 
may be used suspended from a bam- 
boo curtain pole. Large wooden 
rings, or cardboard disks, are 
hung from cords over the ends of 
the curtain pole. Lanterns are in- 
troduced to heighten the effect. 





Spring, Styles 
All the newest 


shapes and colors in 
special wear-resisting, 
Qualities . - 














Figure 10 
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A central island window trimmed 
entirely with children’s shoes of 
one line, by the H. M. & R. Shoe 
Store—the largest in Toledo, Ohio. 


It Pays to Devote an Entire Trim to 


FIND the most difficult thing 
| to interest new salespeople in 

is selling children’s shoes,” 
said a nationally known shoe buyer 
recently. The “reason,” of course, 
was the old one that serving a child 
required as much or more time and 
patience as selling a pair of men’s 
or women’s, which would mean a 
bigger sales check. “But,” continued 
this buyer, “the success of this 
store has been built upon our abil- 
ity to make permanent customers 
of transient ones. 

“Accordingly, the intelligent sell- 
ing of children’s shoes is the most 
important thing we do toward 
building permanent business. 

“Why? Well, in our experience it 
works out like this: 

“When we serve a single lady 
particularly well we feel that we 


Children’s Shoes 


have made a customer. When a man 
is well pleased with his purchase 
we look upon him as a customer. 
But when a mother finds true sat- 
isfaction in having a child’s shoes 
fitted here, we are confident that a 
family has been gained to our cus- 
tomer list.” 

When viewed in this light, isn’t 
the Children’s Shoe Department 
worthy of more sales promotional 
effort than most stores put behind 
it? Children’s shoes as a rule fail 
to get their full share of attention 
from the merchant when he is 
planning his advertising and his 
window displays. 

Some dealers require their win- 
dows to bring in a certain amount 
of trade each day. With this upper- 
most in their minds they select for 
the windows those shoes which they 


The Herold Shoe Co., San Jose, Cal., 
“oldest shoe store in the west,” not 


only considered 


children’s shoes 


worthy of this large window space, 
but went to considerable pains and 
expense to provide a special setting 
illustrative of a well known children’s 


story. 


believe are capable of producing 
the largest immediate volume in 
dollars. A rigid adherence to this 
plan usually results in the chil- 
dren’s lines being given but a scant 
showing. However, there are times 
when, even on this basis, children’s 
shoes can give a very good account 
of themselves. Children always 
need shoes, and a drive between 
seasons will bring a proportionate- 
ly stronger response on children’s 
shoes than would one on men’s or 
women’s. So why not give chil- 
dren’s shoes a good showing at this 
time, as well as before school open- 
ing? 

On this and the facing page are 
shown some well-arranged chil- 
dren’s shoe windows which have 
brought in good business for their 
respective stores. 
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The quality atmosphere is cleverly created in this 

children’s shoe trim of the J. F. Stampfer Co., 

Dubuque, Iowa. The shoes are invitingly set off 

by the special background, the floral decorations 

and drapes, so that every pair shown is seen to 
advantage. 
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The Great Wardrobe, Santa Barbara, Cal., found 


that the attention value of this children’s shoe 

trim was considerably <xhanced by these little 

grotesque figures. Anything that brings a smile 

helps to draw the merchant and his public closer 
toacther. 


Advertising novelties and souvenirs are always good trade bringers in connec- 

tion with children’s shoes. This window proved a winner for the Spring-Holz- 

worth Co., Alliance, Ohio. Balloons, horns, story books and other items were 
conspicuously shown. 


W. L. White Shoe Co., of Des Moines, Iowa de- 


voted this L window at their store entrance to 
children’s shoes—using two wax models, an elab- 
orate three-way screen and other special “props.” 


Children’s Shoe Windows That 
Have Brought Business 


“Startin’ in to school,” of course, is one of the big 
occasions in the life of a juvenile. In this display 
wax models, desks, etc., effected a clever tie-up 
with it for the Freimuth Department Store, Du-~ 

luth, Minn. ; 
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~ LIGHTING 


The “Pittsburgh” Windo-Spot is just the thing for giving 
special emphasis to the central feature of a shoe display. 

Used in connection with “Pittsburgh” Silvered Reflectors 
for your regular lighting and—when the display warrants 
—combined with the “Pittsburgh” Color-Lite, it gives you 
the ideal lighting combination for all occasions and purposes. 


“Pittsburgh” Reflectors of all types are of proved quality. 
Not a single reflector made since 1916—more than 8 years 
ago—when we began using our secret process of copper 
backing, has ever been reported to us as having the silver- 
ing tarnish or discolor or the backing crack, check or peel. 


This wonderful record is backed by our 5-year guarantee 
on every reflector. Write for free booklet, “Show Window 
Lighting,”’ and give us an idea of your window lighting 
requirements. Without obligation on your part we will 
send you estimate of cost and complete information. 


PITTSBURGH REFLECTOR COMPANY 


404 Bowman Building 
Third and Ross Streets, Pittsburgh, Pa. 


BRANCHES: 


NEW YORK: 145 W. 4lst St., at Broadwa 
CHICAGO: Clinton and Washington Stecste (New Address) 


REPRESENTATIVES IN OTHER PRINCIPAL. CITIES 


“@Pigtsburgh” 


SHOW WINDOW LIGHTING 








Retail Salesmen 


Wanted 


A Splendid Opportunity 
for the Right Men 


The J. C. Penney Company—a nation-wide institution 
—needs capable salesmen; young men between the ages of 
25 and 35 years who have had » bomen experience in one 
or more of our lines, and can give us the highest references. 


Our company, which started in 1902 with one store, 
now operates 571 retail stores in 41 states. We sell dry 
s, shoes, notions, clothing and furnishings for men, 
women and children. We do a strictly cash business. Our 
sales in 1924 were over $74,000,000. We opened 115 stores 
in 1920, 59 stores in 1922, 104 stores in 1923 and 96 stores 
last year. 


By industry, study and determination your progress 
will be rapid in our organization. Under our —— 
managers you are trained to become a manager. When you 
have qualified 


You are Promoted 


to be 


Manager of a Store 


in which you own a one-third interest, to be paid 
for out of the profits of the business. 


Experience has taught us that some of the greatest successes come 
from the — of —_- men. What we need are young, healthy and 
capable salesmen who have had thorough experience in a small or 
medium-sized department store, or are ex; in general store 
work in special lines. The investmént of money is not necessary for a 
success with us. The financial backing of our company is ample. Briefly, 
this is our proposition—tested and proven over a period of 21 years: 


You come io us first as a salesman in one of our stores. During the 
period of proving your ability you learn the greater possibilities of 
co-operative effort. Your progress ee upon your ability and 
effort. As our new stores are op agers are sel d from 
our sales force. 





When you make a success of the management, you are — a 
one-third interest in a new store and b its 

may afterwards acquire a partnership in other stores which are the 
outgrowth of the one iti which you first received a financial in- 
terest. If you do not possess the capital to purchase one-third in- 
terest in a new store, the money is loaned you by the J. C. Penney 
Company, and you repay it from subsequent profits of the store. 


Write today for our booklet, ““Working Plan of the J. C. Penney 
Company.’’ Give your age and number of years’ experience in our lines 
of merchandise in your first letter. We may arrange for a personal in- 
terview later. All correspondence strictly confidential. 





Address your letter to our nearest employment office: 


J. C. PENNEY CO., Ince. 


1205 Olive Street, St. Louis, Mo. 
370 7th Avenue, New York City 
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“Why Wonder How to ‘taaens Your Business for 1925 ; ? 
Better Window Displays is the Solution 
Thousands of Merchants have proven to themselves that Adler-Jones Decoratives used in 
their Displays produce more business. Why not let their experience guide you? 
“‘The Guide to Better Window Displays” 
the New Spring and Summer Catalog of everything Decorative for the Store Interior and 
Display Windows, will be ready about Feb. Sth. Write for Free copy. 


The ADLER-JONES COMPANY 


SORE evaic \Qi “wae 3, 
EN _ a @o"\ 582 
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N i AS Nk 


FORSRE 


CATALOG ) 


Is Now Ready 


Illustrating Show Window 
Display Fixtures in Period Creations. 


SEND FOR YOUR COPY! 
“Every Known Type of Display Fixture” 


‘SOF THE BEST On —— 
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A STRONG, DURABLE LACE 
THAT STANDS THE 


WEAR AND STRAIN OF WINTER 


“HUBTIP” “NO-METAL-TIP” 


(Trade Mark Reg. U.S. Pat.O ff.) 


bo HUBS Jylq 


SHOE LACES 


First Quality, Fast Color Braid 
from TIP -TO-TIP 


NO METAL TIPS 


to pull off and cause annoyances 
An Attractive and Profitable Addition for your 
Findings Case 


“HUBTIPS” are packed in striking individual cartons— 
72 pair in display cabinet 
Specify ‘““HUBTIPS”’ 


To your Jobber or write direct for prices 


FRANK W. WHITCHER COMPANY 


Manufacturers 


332 Albany Bldg., Boston, Mass. 


Branch 
Chicago, Ill. 
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SOLD See | ee Vv de 
RIGHT BY 

RIGHT SHOW 

CARDS 


FIGHT BEAUTIFUL HAND DE- 
SIGNED MATBOARD FRAMES 
WITH YOUR NAME OR TRADE 
MARK (LIKE SAMPLE). 











SIXTEEN FRESH, NEW AND SEA- 
SONABLE, HAND DESIGNED 
CARDS EACH MONTH WITH A 
GENEROUS SUPPLY OF BLANK 
PRICE TICKETS TO MATCH. 


“punchy” messages. 


attractive way. 


the ear. Let every passerby get your message “quick.” 


Write for Details 


SHOW CARD SERVICE DEPT. 





PER MONTH 
FOR 
BETTER 
WINDOWS 


Make Eve.v Hour a Buying Hour 


Get the greatest possible selling return from your windows with 


The RECORDER SHOW CARD SERVICE is a real selling help. It 
tells your shoe story every minute of the day and night—in a neat and 


THE EYE IS EIGHTEEN TIMES AS SENSITIVE AS THE EAR. 
The eye carries the thought to the brain eighteen times quicker than 


The RECORDER SHOW CARD SERVICE is adapted to the needs 
of every good shoe merchant. It is economical—and it gets results. 


BOOT AND SHOE RECORDER 


189 W. MADISON ST. CHICAGO, ILL. 
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Reduce 
your shoe 
complaints 
toa 
minimum 


O satisfactorily adjust a shoe 
comp!aint requires the services 
of a diplomat. The customer in- 
variably assumes the attitude that 
he is right and if the shoes have 
not worn to his entire satisfaction 
he wants his money back or a new 
pair of shoes. 


This phase of the shoe business is a very serious one to the merchant. He usually has the 
choice of choosing between losing money or losing a customer, neither of which he can 
afford to do. 


But did you ever stop to think that most of these cor »:a:ats are not the fault of the shoes 
| 
























but are caused by foot troubles? And that thes- .~ vt troubles and shoe complaints can 


Dr 5cholls 


Foot Comfort Appliances 


They can. It is no theory or supposition but a proved fact. 

Thousands of shoe dealers who have installed Dr. Scholl’s Foot Comfort Service have 
practically eliminated shoe complaints by correcting 
their customers’ weak and broken-down arches, weak 
ankles, bunions and other foot defects before fitting 
them with shoes. 


















And these same dealers have won the everlasting grati- 
tude of these same customers by giving them foot com- 
fort. This brand of Foot Comfort Service is the best 
advertising any shoe store can do—and it’s the cheapest. 
Try it. You will be astonished how well it works—and 
the profit it pays. 


THE SCHOLL MFG. CO. 


Largest Manufacturers of Foot Comfort Appliances 
and Remedies in the World — 7 


X-Ray showing 
~ inomonent’s , CHICAGO NEW YORK TORONTO prea fe Support oa 
time, adjust 1 213 W. Schiller Street 62 W. 14th Street 112 Adelaide Street, E. lieves and corrects this 
-~ different types ‘ form of arch trouble. 
foot treubles. | 
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GOODRICH TURNS OFFER DEALERS 
EXCEPTIONAL OPPORTUNITY FOR PROFITS 


Our salesmen are showing to retail merchants the smart- 
est, snappiest line of novelties which we have ever 8 
produced. Style, quality, and workmanship the best. 


“GETTING MORE SHOES SOLD RIGHT IS EASY : 
WITH GOODRICH TURNS IN YOUR STORE” : 


This has been frequently proven in the many years that 


na 


















































BOSTON, MASS. 


Goodrich turns have been made and sold. We offer a : 
line which has marketable qualities at profitable prices . 
to merchants. : 
n 
p 
HAZEN B. GOODRICH & CO. 
C 
HAVERHILL, MASS. b 
' P 
e h 
cans emma tetanus meas eg aes 66 93 . 
VANITY ifton : 
a 
T 
GEM DUCK : 
0 
t 
a 
p 
p 
V 
c 
No. 2015 0 
F a 
New Styles for Spring 
pate Used with our wet process it produces t 
The only Brooklyn house _specializ- a perfect innersole, as it is easily formed 
ing in Leather and Ribbon Bows, and aad henne the I di h 
ll types of Rosettes. ES SE. Se SA Cay Se 
= vr where strength is most needed. t 
Also make covered buckles, beaded ' 
ae and high grade beading r *“CLIFTON ”’ COVERING a 
on shoes. 
’ | CLOTHS 
When you order your Spring shoes meat! f 3 ; 
specify VANITY ornaments — ob- Clifton” backing and plumping cloths are recom- 
tainable only through your manu- mended for satisfactory results. 
facturer. _ In profitable shoemaking all “Clifton” specialties reg- I 
ister high. 1 
t 
CLIFTON MFG. CO. 
65 BROOKSIDE AVENUE, JAMAICA PLAIN ] 
‘ 
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Good Buying Going on 
in Most Chicago Stores 


CHICAGO—Retail shoe mer- 
chants during the week ending Jan- 
uary 24 enjoyed a combination of 
good weather and good business, and 
sales have increased accordingly 
and with them the spirit of out- 
look for the new year. Sales have 
been well attended and much busi- 
ness has been done. Probably gen- 
erally the disposal of “sale foot- 
wear” has been more pleasing than 
for a considerable time and stocks 
generally are reported as pretty 
well “cleaned up.” 

Only a few new styles have been 
seen in the sale offerings and these 
more than anything else have been 
added for the extra attraction that 
new offerings might make in shoe 
selling. Two-toned oxfords seem due 
for a good run even though they 
may not reach great heights of 
popularity. In these the tan and 
patents in one-eyelet ties—small 
Colonial and pump effects seem to 
be the most popular and more es- 
pecially with the younger folks. 


Trend Toward Low Heels 


There is a tendency for the lower 
heels in these shoes—8/8 and up to 


_ 14/8 covered in tan and patent ac- 


cording to the pattern of the shoe 
and few are seen in the higher type. 
The run on these two-toned effects 
does not seem to have extended into 
other patterns of the gore or oxford 
type and apparently not at all into 
any of the cut-out designs. The most 
popular designs seem to carry the 
patent into the vamp of the shoe 
with quarters of tan and in some 
cases all patent with tan overlay 
over patent in saddle effects. The 
all-over tans are still popular in al- 
most every type of street footwear 
shown and probably 75 per cent of 
the footwear sold today in Chicago 
is of tan leather. 

The tan swing has been gradual, 
but steady, all through the fall and 
winter and there is plenty of belief 
among the buyers that tans are a 
certain “bet’’ late into spring. 


Ruby To Open New Store 


Alfred J. Ruby, the genial pro- 
prietor of Alfred J. Ruby, Inc., on 
Washington street, waited for the 
tumult and the shouting of the N. 
S. R. A. convention to die—and left 
Friday for New York to buy his 
spring footwear. Mr. Ruby is open- 


' ing a new store in the Edgewater 


3204 





Men’s Trade Stronger 


The men’s shoe business too 
has been gradually improving 
and the Chicago men’s stores 
report a very satisfactory 
business in the last ten days. 
Heavy grained leathers are 
popular and the tans are sell- 
ing now considerably in ad- 
vance of the blacks. 











district and plans to make it one 
of the show places in Chicago 
shoedom. 


Sharp On Business Trip 


Charlie Sharp, sales manager of 
the Juvenile Shoe Corporation of 
Carthage, Mo., formerly with the 
F. Mayer Boot and Shoe Company 
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of Milwaukee, was a Chicago visitor 
Saturday. Charlie is predicting 
great things for the Juvenile line 
this year and is on his way to tell 
Grand Rapids merchants the story. 


Rubber Trade Good 


Rubber footwear sales have been 
very satisfactory and in many cases 
a heavy storm.or a spell of extreme 
weather would catch merchants 
with short stocks. 


Sinsheimer Aims for 
Prompt Deliveries 


Ben Sinsheimer of Sinsheimer 
Brothers and Co., has added another 
evidence of his confidence in the 
gravity conveyor system in the 
Sinsheimer building in Chicago. 
The new equipment will enable the 
organization to double the speed in 
handling shipments. “Getting the 
merchant his goods on the ‘dot,’ is 
one of the ways we have of helping 
him make money,” says Mr. Sins- 
heimer. 





Some Slowing-Up Noted in 
St. Louis Retail Trade 


ST. LOUIS—A survey of the re- 
tail shoe trade for the week ending 
January 24, gave every indication 
that business in this field was tak- 
ing a “breathing spell.” After the 
big pre-Christmas and post-Christ- 
mas business added to the many 
January clearing sales it is only 
plausible that some slackening at 
this period could be expected. The 
slowing-up was not of a sizeable 
volume and some reports were more 
optimistic in that they offered 
encouragement that sales in some 
instances were stimulating receipts. 
A majority of the sales have spent 
themselves and retail merchants 
are becoming restless to approach 
the early showing of spring shoes 
within a week or ten days. 

Business on Saturday, January 
24, also suffered in the slackening 
process. This may be the exception 
in a few stores, but for the most 
part, complaint was registered with 
the tone of trade for the last busi- 


.ness day of the week. 


Some stores report fair volume on 
the patent and tan combinations as 
well as the alligator and patent. 

Apricot kid and blond kid in com- 
binations are making their appear- 
ance. No doubt they will be watched 


with interest and .early reports: 


seem favorable especially to apricot 
kid. It is too early to report the 
progress of blond kid and tan ef- 
fects. 


Blond Satin Shows Strength 


Blond satin at present is the one 
style that is being talked about 
most. Of course, none have over- 
looked the popularity that black 
satin is expected to show. Tan calf 
will have the big share of the pres- 
tige in the spring selling, according 
to many. It is evident that these 
three styles will undoubtedly be the 
big bets for spring. 


Shoe Mart Holds Dance 


The Shoe Mart Progressive Club, 
composed of the employees of the 
four stores operated by that com- 
pany, gave a dance at the American 
Hotel Annex, January 13. About 
50 employees with friends were pres- 
ent and took part in the entertain- 
ment arranged by F. L. Karstens, 
president of the employees’ organiz- 
ation and Paul Hutchinson, in 
charge of advertising, for the com- 
pany. A prize waltz was won by 
Louis A. Fabre with his dancing 
partner. Mrs. M. -M. McCain, wife 
of the vice-president of the com- 
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Black Kid 


141—Elk Sole. ... . .$1.05 
703—Chrome Sole.. 1.40 
701—Rubber Sole. . 1.65 





IN STOCK 


BROOKS SHOE MFG. CO. 
6th and Montgomery Ave. 
PHILADELPHIA, PA. 








aX My Boudoir Business Grows XX 


This shows that sales at retail in 

all parts of the country are con- 

tinuous. The public likes a nice 

article and is willing to pay for it; 
but my boudoirs do not 
tax their purchasing power 
heavily. In Stock, Black 
and Colors. Rubber and 
Leather Heels. 


At Once Deliveries 


If your jobber cannot supply you, write me 


A. W. GREELEY 
}x{ 12 Duncan St. > os Haverhill, Mass. 5X 
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Manufacturers of 
Velvetta Calf— 
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106 Beach St., Boston, Mass., U.S. A. 
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pany, carried off honors in the Bal- 
loon Blowing Contest. 


Reid’s To Have New Front 


T. J. Reid Shoe Company has 
leased a part of its present store 
and now occupies 32 feet on the 
south side of the building. Further 
improvements are to be made which 
will consist of the installation of a 
new front. It will be the lobby type 
with show windows on each side 
71, feet, and a 17-foot lobby. En- 
trance to the store will be through 
a door on each side of a center dis- 
play window which will be set back 
some distance from the sidewalk. 


Sonnenfeld’s Sell New Style: 


J. H. Rogers, manager of the shoe 
department of Sonnenfeld’s, stated 
that a new black satin side tie with 
black embroidered vamp and collar 
was one of the newest styles creat- 
ing a good demand in the call. A 
17/8 Spanish covered heel is carried 
on the shoe. 


Progress Club Meets 


The Progress Club of the Inter- 
national Shoe Company held its 
monthly meeting, Thursday, Jan- 
uary 22, at the City Club. A dinner 
preceeded the meeting at which the 
principal speaker was Fred Hume, 
chief engineer of the company. He 
outlined the development of the 
Cherokee Plant which was taken 
over a few years ago from the Lemp 
Brewing Co. Today it is entirely oc- 
cupied by the International Shoe 
Company and houses many of 
its accessory departments. 





Patent Best Seller 

In the style field the demand 
lies with patent, satin and tan 
calf. In the call, tan calf has 
first choice. Blond satin, for 
the merchants who are for- 
tunate enough to have them, 
is receiving marked attention 
and many are of the opinion 
that this somewhat denotes 
the trend which is being pre- 
dicted for this shade. Black 
satin is another of the cloth 
materials sharing in the style 
sphere and more pronounced 
strength is expected to take 
place on this vogue during the 
spring selling. 

Combination effects thus 
far have not definitely deter- 
mined their popularity. 
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Retail Stocks in Healthy 
Shape Cincinnati Reports 


CINCINNATI—The last of the 
stores to put on clearance sales did 
so commencing on Monday, Janu- 
ary 26. Stores holding clearance 
sales early in January reported a 
fine response. One of the outstand- 
ing features is that shoe stocks are 
down very low, due to clearance 
sales. Most stores will be in good 
shape when the spring season 
opens. Merchants report sales have 
been fairly evenly divided between 
patent, tan calf and satins. Pat- 
terns are not playing as important 
a part in the clearance sales as 
the material. The tendency is 
towards step-in patterns, but straps 
have not lost any popularity. 


Report Good Orders _ 


Manufacturers are doing all in 
their power to speed up produc- 
tion on shoes for spring delivery, 
and report their salesmen are send- 
ing in a good volume of spring 
business. Orders received are prin- 
cipally for combinations of tan calf 
and patent leather, black satins and 
patent leather, and colored satins. 
Blond satin will be a favorite ma- 
terial. . 


Potter Co. Meeting 


Employees of the Potter Shoe 
Co. listened to reports concerning 
the National Shoe Retailers’ Con- 
vention held recently at Boston 
when the January 20 meeting was 
held. Harry C. McLaughlin, gen- 
eral chairman of the N. S. R. A. 
styles committee; E. C. Orr, who 


was one of the speakers at the con- 
vention; and Messrs. Walker and 
Gilbert addressed the meeting. 

Mr. McLaughlin cited the fact 
that upon observation of many re- 
tail stores in the East he found 
that the reason many stores did 
such a good hosiery business was 
that the clerks suggested hosiery 
to every customer that came in to 
buy shoes. Mr. Walker said it looks 
to him as though tans will go big 
through the greater portion of the 
country with patents and satins a 
very close second. 

The Potter mid-winter sale 
opened to the public Monday, Jan- 
uary 26, but the regular customers 
were advised through the mail be- 
forehand and had the preference of 
three days before the public was 
advised through newspapers. 


Shoe and Leather Club 
Election 


The Shoe and Leather Club will 
hold its annual election February 
7, and there is a great deal of 
rivalry between the two tickets 
which nominate officers. Out-of- 
town members may vote by mail. 


Petot Co. Arranges Style 
Clock 


The Petot Shoe Co. has a novel 
window display. It has a large clock 
in the window, and on the dial there 
are four seasons of the year. There 
is a sign marked “New shoes arriv- 
ing daily on display. Surely ahead 
of style clock.” 





Healthy Trend Apparent 
in Cleveland Shoe Stores 


CLEVELAND—tThe retail trade 
in this city has been at about the 
usual rate for this period of the 
year. Special sales have helped to 
increase the volume of transactions 
at the counters, so that the business 
done is about equal to that of a year 
ago. 

Retail trade, as a whole, has not 
taken on any spurt since the holi- 
days. It is continuing along in a 
steady course, while everyone seems 
to be waiting for the expected rise 
in buying. The automobile. show 
opened in Cleveland, Saturday, Jan- 


uary 17, with an attendance that 
exceeded any previous first day’s 
record. This will bring many thou- 
sands of visitors to the city from 
throughout Ohio, West Virginia, 
and Kentucky. The shoe stores 
along with other establishments 
here always experience an increase 
in trade during Auto Show week. 

Retail conditions here are re- 
garded as healthy. There has been 
a slight increase in employment, 
while credit people report that bills 
are being paid on a fairly good av- 
erage. 
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Aymar Picked a Winner 


Ed. H. Aymar, for many years 
manager of the shoe department of 
the Halle Bros. Co., has put across 
on a big scale an idea that just now 
is taking hold strongly with the 
trade in other cities. 

Aymar departed for the East last 
fall to do some buying for those 
who make annual pilgrimages to 
the South in the winter season. 
What he wanted particularly was 
a model that would go big for win- 
ter wear in the Southern States. 

While in New York he met a 
cloak manufacturer who told him 
about a high colored leather that 
was being used to make into coats 
and cloaks for winter wear in the 
South. It was reported to be a 
glazed leather that was being im- 
ported. Aymar inquired about the 
leather and colors particularly and 
about how the coats and cloaks 
made of the material were being 
sold, and when told that advance 
sales indicated a good season, Ay- 
mar decided to act. This was in 
October, and a long time before the 
southern wear trade usually started. 


Met With Quick Response 


He went to the importing house 
in New York City where the leather 
was handled, inspected the vari- 
colored leathers, that fairly glit- 
tered in their brilliancy, and then 
he made his purchases of leather. 
Then he visited a shoe manufac- 
turing establishment in Brooklyn, 
made up his models, gave his order 
—which was a large sized one— 
and came home. 

The volume of trade that came in 
was surprising. A fine display of 
the brilliant colored shoes in one 
of the main show windows and a 
tasty exhibit in the shoe department 
helped the thing along. The shoes 
are still being sold at a splendid 
rate. There seems. to be a market 
developing for evening wear. Later 
on, they are likely to prove popular 
for afternoon club wear. 

The model is called marble glaze 
by Mr. Aymar. It is so called be- 
cause the leather is of glaze, and 
when made up it has the appear- 
ance of marble. The development of 
this idea, and the surprising suc- 
cess that followed the marketing of 
it, demonstrates that there are 
many fields for a constructive mind 
in the retail shoe business. 


W. H. Magee has taken the man- 
agement of the shoe department of 
the Taylor store in_this city. He 
came here from Detroit about a 


year ago, and has been acting as 
buyer for the basement of the 
Taylor store. He succeeds Mr. Cal- 
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lahan, who has retired and is plan- 
ning to open a new store in this 
city in the near future. 





Tan Calf Big Seller in 
Minneapolis Retail Firms 


MINNEAPOLIS—tTrade in re- 
tail stores, including shoe firms, 
was fairly good during January. 
There has been a decided improve- 
ment in employment conditions. 

The blond satin pump is meet- 
ing with a good deal of favor. Tan 
calf oxfords are enjoying great 
popularity. Combinations, featuring 
patent vamps and calf quarters, are 
being shown in window trims. Ox- 
fords, with flowing bows, are pop- 
ular. 

Stores are showing white kid 
models for the women planning to 
go to southern winter resorts. Mer- 
chants are asking for a good price 
for whites—$13.50 and prices rang- 
ing up to $17.50. 


The button oxford is conspicu- 
ous. 


Braman Buys Stock 


Morris Braman recently pur- 
chased the stock of a shoe store at 
Tenth and Nicollet streets. He for- 
merly operated this store and re- 
cently returned from Boston, where 
he purchased new shoes to add to 
the stock. 


Attended Convention 


Among Minneapolis merchants 
attending the convention were: 
C. M. Stendal, who was speaker; 
George Keith, and M. O. McLean. 





In Milwaukee Clearance 
Sales Drawing to Close 


MILWAUKEE—Business was 
rather quiet in Milwaukee stores 
during the week ending January 
24, in all lines of footwear. The 
clearance sales have passed the 
height of activity and are slowing 
down as the end of the month draws 
near. Local merchants state that 
the lull in business is customary 
for this time of the year, and look 
for little improvement until the 
early part of February when spring 
styles will be featured. Old stock 
has been fairly well cleaned out 
and shoppers show a tendency to 
hold off until spring stock appears. 
Clear, moderately cold weather has 
decreased the demand for overshoes 
which was noted during the cold 
spell earlier in the month. 

The situation in the shoe manu- 
facturing industries, as described by 
R. E. Wright of the commercial ser- 
vice department of the First Wis- 
consin National Bank, is very en- 
couraging. “The situation in shoes 
is very encouraging. Some advance 
in prices has been made necessary 
by the higher prices which the shoe 
manufacturers have to pay for 
leather. It is yet early in the shoe 
season but the scale of buying al- 


ready encountered points to a 
larger output than last year’s.” 


Opens In New Quarters 
Frank J. Kaltenecker, retail shoe 


merchant of Wisconsin Rapids, 
Wis., held a formal opening of his 
store in its new location in the 
Mead-Witter block, where he has 
moved from his former location 
at First and Second avenues. The 
store has been attractively arranged 
and furnished as a model shoe 
store, with lighting fixtures speci- 
ally designed for display room pur- 
poses, an attractive display win- 
dow, and a shoe repair shop at the 
rear. Mr. Kaltenecker is a_ well 
known figure in the shoe business, 
having been connected with various 
branches of the industry for 27 
years. The store sells men’s, wo- 
men’s and children’s shoes, hosiery 
and accessories. 


Carl Luebke Is Dead 


Carl Luebke, veteran shoe mer- 
chant of Manitowoc, Wis., and for 
many years a member of the firm 
of Luebke & Kellner, was found 

(Continued on page 77) 
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NEW YORK—While the biggest 
thing in the retail shoe situation 
here is the strong demand for rub- 
ber footwear, particularly “zip- 
pers,” the fact that people are com- 
ing into the shoe store and depart- 
ments for this class of footwear ap- 
pears to have stimulated business 
in general. The rubber footwear 
situation is not entirely to the lik- 
ing of the retail shoe merchants, 
however, as there has been some 
price cutting, particularly on four- 
buckle articles, which has led to 
harsh words and recriminations. 

Some varieties of the most want- 
ed rubber footwear have been in 
scant supply and many merchants 
have lost a large number of sales 
because of this. As this is written, 
however, deliveries are growing 
better and the situation is much 
easier. 


Clearance Sales Closing 

The clearance sales on shoes in 
general are beginning to draw to a 
close. Business during the sales has 
been good, with the result that re- 
tail merchants’ stocks here, for the 
most part are in good shape. New 
styles and patterns are being intro- 
duced to feel out the early spring 
trade, and some stores are much en- 
couraged at the outlook, based on 
their experience with the early 
trade so far. 

In style lines there is no one type 
that is leading at present. Light 
airy effects in a variety of patterns 
and materials are selling well. 


Favor Kid for Spring 
The patent and tan combination 
idea is waning, according to some 
stores, although the demand in the 
medium-priced stores is still good. 
Kid still holds first place in the 
minds of most shoe merchants for 
spring selling, although the public 
demand is not yet centered upon 
this material. Most of the retail 
merchants feel that the light brown 
or sand shades of kid with neat 
trimmings of suede, lizard, alliga- 
tor, snake or other materials will 
be good sellers once the spring sea- 

son gets definitely under way. 


Shoe and Leather Interests 
Get Together Feb. 24 
The annual get together of the 


shoe and leather interests of New 
York will be held at the Commodore 
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New York Rubber Trade Is 
Feature of Retail Buying 


Hotel on the night of February 24. 
This was decided at an initial meet- 
ing of a committee in charge of the 
event which will be run under the 
usual name of the Annual Dinner 
of the Shoe and Leather Industries 
of Greater New York. This year 
the leather interests will be repre- 
sented officially. 

The general committee is com- 
posed of Louis Robertson, repre- 
senting the leather industry, gen- 
eral chairman; F. L. Armstrong, 
treasurer; Justus Lattemann of the 
John J. Lattemann Shoe Manufac- 
turing Company, representing the 
shoe manufacturers; Percy E. Hart, 
Cammeyer, representing the retail 
merchants, and P. J. Watson of the 
Lounsberry-Mathewson Company, 
representing the traveling sales- 
men. 

The arrangement of the program 
has just begun and speakers have 
not been definitely decided upon as 
yet. However, it is announced that 
only three speakers will be on the 
program and that their talks will 
be short. 

The various interests are forming 
sub-committees to take care of their 
part of their dinner. On these com- 
mittees are A. Gabriel of S. Cape- 
zio, and newly-elected president of 
the Retail Shoe Dealers’ Association 
of New York, and Maurice Miller 
of I. Miller & Sons, for the retail 
merchants; Walter Gibbs, Fred 
Foster and Mr. Redford of the Cen- 
tral Leather Company, for the 
leather interests and Walter Weill 
of S. Weill & Company for the 
traveling salesmen. 


Gabriel President of Shoe 
Dealers’ Association 

A. Gabriel, until recently a mem- 
ber of the L. M. Hirsch Shoe Com- 
pany, and who recently acquired 
an interest in the firm of S. Cap- 
ezio, retail shoe merchant and man- 
ufacturer here, today was unani- 
mously elected president of the Retail 
Shoe Dealers’ Association, at that 
organization’s annual meeting at 
the Cafe Boulevard. Mr. Gabriel 
succeeds Jesse Adler, of the Adler 
Shoe Company, who has headed the 
organization for the past year. 
Other officers elected unanimously 
were Capt. Ed. Perlberg of the Blyn 
Shoe Company, first vice-president ; 
John Holden, Oppenheim, Collins & 
Company, second vice-president; 
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Maurice Miller of I. Miller & Sons, 
third vice-president, and Ben Bar- 
man, secretary. Phillip Bender was 
re-elected treasurer. 

The annual reports of the treas- 
urer, Phillip Bender, and secretary, 
Jacques Hirsch, were read and 
adopted. In his report Mr. Bender 
showed the association to be in 
fairly good financial shape. 

In retiring Jesse Adler, who has 
occupied the presidency for the past 
year, asked to leave a few impres- 
sions he has gathered from many 
shoe association meetings with the 
New York retail shoe merchants. 
“Tt seems,” he said, “that the coun- 
try over, shoe men need to learn to 
put the proper mark-up on their 
merchandise, to keep their over- 
head down and to give good service 
and good merchandise to the pub- 
lic.” 


Educate Men to Wear More Shoes 


He also dwelled at some length 
on the necessity of educating men 
to wear more shoes, both from 
the style and health basis. He made 
the prediction that next summer 
men will wear more lightweight 
shoes than they have in the past. 
Both Mr. Adler and Maurice Weiss 
reported on the Boston convention 
of the national association. 

The association took up the ques- 
tion of the annual dinner of the 
Allied Shoe and Leather Industries 
of Greater New York in response 
to a letter from the New York Shoe 
Travelers’ Association. The retail 
shoe merchants agreed to back the 
dinner which will be held at the 
Hotel Commodore on February 24, 
according to present plans. 


Many Things Accomplished 


In his annual report Secretary 
Jacques Hirsch reviewed accom- 
plishments of the association in the 
past year, some of which follow: 

Open forum discussions were held 
at each meeting. 

Co-operation in the Near East Re- 
lief shoe contribution campaign. 

The membership today is 164, an 
increase of 20 members over the 
number at this time last year. 
There were two membership drives. 

Increased attendance at monthly 
meetings. 

Profits to the association of 
$56.33 from the Allied Dinner in 
February, 1924, the first time in 
four years that a profit has been 
shown to our association. 

Co-operation with the garment 
trade for the selling and showing 
of seasonable merchandise, dividing 
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the year into four parts, the shoe 
merchants showing the proper shoes 
at the beginning of each season. 
Action on the sale of shoes by 
wholesalers to city employees 


through an investigation by Mr. 
Hirsch and Louis M. Taylor, of the 
Wholesale Shoe League, resulting in 
stopping this practice and thus sav- 
ing these sales to members. 





A Brooklyn Viewpoint on 
the Spring Style Subject 


BROOKLYN—tThe §step-in’ or 
various classes of pumps seem to be 
about as popular as ever. Some of 
them are changed by the addition 
of strap, or in some cases of two or 
three straps. While a large number 
of broad one-strap semi-D’Orsay 
patterns have been shown, some of 
the manufacturers here doubt if it 
will carry through as a Brooklyn 
proposition. 

Alligator, both the real and the 
embossed calf variety, is being more 
widely used in the Brooklyn facto- 
ries. Real alligator, the manufac- 
turers say, is becoming more diffi- 
cult to obtain. 

The all-alligator shoe is being 
made here in rather good quantities, 
considering its price. It is also be- 
ing widely used in combination with 
tan calf and with patent. 

There is no question but that kid 
will be pushed as a leading material 
for spring. Many kid models are 
being shown now. Many of them are 
combinations of the light tan or 
sand shades of kid with patent. 
There has been some demand for 
gray kid and patent combinations 
and while some producers expect it 
to have a good run in the spring, 
others are not so hopeful. But kid 
will be more largely used than for 
many seasons past. Combinations of 
two shades of kid are well thought 
of and are being tried out in sam- 
ples at present. 

The spiked heel is leading by a 
considerable margin at present, but 
manufacturers are already casting 
about for its successor, as_ its 
height is a factor which will pre- 
vent its being worn by all women. 
The baby Spanish heel, around 13/8 
in height, is being considered as a 
substitute, and the box heel, of 
course, is expected to stay in favor. 


New Combinations in Satin 


Among the new combinations that. 


are being shown are satin vamps 
with moire quarters, either in black 
or brown. Combinations of moire 
and patent have been tried out, but 
have not met with much encourage- 
ment so far. , 

* The progress that is being made 


in embossing leathers, particularly 
calf, is being watched closely by the 
Brooklyn manufacturers and many 
of these novelty leathers are being 
tried out. The coming season, it is 
felt, will be one in which style will 
depend upon the material, more 
than upon the pattern in the shoe. 
In many of the combination shoes 
the diamond and pencil striped em- 
bossed leathers are being used, and 


January 31, 1925 





Patent and Black Satins 
Strong 


All patent and all black sa- 
tin are still running strong 
and show no signs of weak- 
ness. They are expected to 
carry through the spring sea- 
son. Brown satin also is being 
used, but not as extensively 
as the black satin. Blond sa- 
tins are waning considerably, 
so far as Brooklyn is con- 
cerned. 














in some cases entire shoes are being 
produced in these materials. In 
others they are being used for over- 
lays, chiefly in thin narrow strap- 
pings. 





Last of Clearance Sales 
Commence in Boston Stores 


BOSTON—Several stores, mostly 
the high grade types, which have 
been holding off clearance sales, 
announced them for the week com- 
mencing January 26. Buying has 
been fairly good in all grades of 
stores. The basic styles have re- 
mained the same in women’s lines 
for some time. All tan calf is run- 
ning very strong as a material, and 
is also displayed prominently in 
combination with patent, the quar- 
ter in most cases being calf and the 
vamp patent. 


Mid-Winter Sales 


Among the stores announcing 
sales for the week commencing 
January 26 were: The Henry H. 
Tuttle Co., 1000 pairs of boots and 
pumps, black and colored ooze 
pumps; for men, tan and black 
Scotch grain oxfords and tan and 
black calf lace boots. 

Jordan Marsh Company—wom- 
en’s strap pumps and oxfords in 
patent, black and tan calf, satins, 
colored suede in a wide range of 
styles. 

Walsh’s Arch Preserver Shoe 
Shop—reduction on all Arch Pre- 
server shoes; some discontinued 
lines reduced 25 to 35 per cent. 

J. L. Esart Co.—men’s boots and 
oxfords in Scotch grain and smooth 
leathers. 

Moseley’s—men’s, women’s and 
children’s footwear; pumps and ox- 


fords for women and tan and black 
styles for men at reduced prices. 

Thayer McNeil Co.—45th annual 
sale, featuring shoes for men, wo- 
men and children. Reductions in 
hosiery also. 

Jones, Peterson & Newhall Co.— 
shoes and hosiery for men, women 
and children. Buckles also included. 

Coes and Stodder—oxfords and 
boots for men in heavyweight calf- 
skin and Scotch grain leathers. 


New England Association 
Meetings Feb. 4 


The 56th annual meeting of the 
New England Shoe and Leather As- 
sociation will be held at its rooms, 
166 Essex street, February 4, at 
1:30. For the convenience of mem- 
bers, it has been arranged to hold 
the annual meeting of the National 
(New England) Shoe and Leather 
Exposition and Style Show, Inc., 
at 2:30 o’clock on the same day, and 
at the same place, immediately fol- 
lowing the meeting of the associ- 
ation. 

The meeting of the association 
will include the following items of 
business: The annual address of 
President Herbert T. Drake. The 
annual report of ‘the secretary- 
treasurer and auditor. Reports of 
committees, including an important 
statement regarding New England 
Transportation matters, by Mr. 
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Carlton R. Blades, chairman of the 
Association’s Traffic Managers’ 
Council. Presentation of resolutions. 


Report of nominating committee. 
Election of officers and directors. 
Miscellaneous business. 





New Business Developing 
Gradually in Philadelphia 


PHILADELPHIA—Shoe facto- 
ries here, while still being operated 
considerably under capacity, are 
more active than they have been 
for some time. There has been no 
spurt to business and orders are not 
calling for any great quantities of 
shoes, but the stream of new busi- 
ness being developed is steadily 
growing. Tan calf and patent are 
both in big demand. Prices in a 
number of cases have been advanced 
although there is a general inclina- 
tion to refrain from asking in- 
crease unless absolutely necessary. 
Some manufacturers are still selling 
at the old price and announce that 
they will continue to do so so long 
as they are using material on which 
they were covered and on which 
they did not have to pay the recent 
raw stock advances. As soon as they 
are compelled to go into the market, 
however, and take raw stock on 
the basis of today’s price, it is quite 
likely that the increased costs will 
be passed along to the consumer. 


Vaughan Re-elected 
President 


Charles P. Vaughan, president of 
Dungan,. Hood and Co., was re- 
elected president of the Philadel- 
phia Chamber of Commerce for the 
third successive year at the recent 
organization meeting of the new 
board of directors. 


Fancy Tan Calf Selling Well 


John F. McIlvaine Co., reports 
good buying of a variety of fancy 
patterns in tan calf. Strap effects 
are predominating but there is also 
some call for various gore models. 
Tan, patent leather, and black satin 
are all selling fairly well in a va- 
riety of combinations. One number 
which is especially active is a one- 
strap effect with fan-shaped cut- 
outs on the vamp and the quarters. 
Rubber business is very active. 


Crepe Soles Strong 
The Turner-Tompkins Shoe Co., 
finds a very strong cali for crepe 
soles in both black and tan footwear 
for men. This firm is not looking 


for any great demand for soft toes. 
With the exception of some call for 
work shoes, practically all of the 
present demand is for low shoes. 


Postpone January Meeting 


The regular January meeting of 
the Philadelphia Shoe Retailers’ As- 
sociation was postponed because of 
the absence of a number of the 
members who attended the Boston 
style show. Plans are being pushed 
now, however, for the annual ban- 
quet and election of officers in Feb- 
ruary. A number of prominent 
speakers have been secured for the 
occasion and no pains are being 
spared to make it a memorable 
event. 


Combination Strap and Gore 
Effects 

Bell, Walt, and Co. Inc., is pre- 
paring for spring and summer foot- 
wear by buying combination effects 
of straps and side gores. Tan calf 
is the best selling material. Patent 
leather, according to this firm, is 
rather quiet. Men’s business is not 
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expected to get under way much be- 
fore Easter. Both tan and black will 
be called for, though black will be- 
come more popular as the season 
progresses. Crepe soles will sell not 
only on street and sports shoes, but 
also on work shoes. There will be 
some perforation and stitching on 
the men’s footwear of the next few 
months, but it will be less elabo- 
rate than it has been for some time. 


Women Buying Tan Calf 
Freely 


Horace Gentel, of the Chestnut 
street Walk-Over store, and secre- 
tary of the Philadelphia Shoe Re- 
tailers’ Association, reports that the 
most active material in women’s 
footwear today is tan calf. Oxfords 
of this material are in especially 
active demand and it is difficult to 
make the available supply meet the 
demand. Two numbers in oxfords 
are selling very well. Both of them 
have short vamps and one has a 
round toe and the other a square 
toe. Pumps are good in side gore 
patterns and strap effects. There is 
good call for a wide one-strap in 
tan calf with alligator trim. One- 
eyelet ties are popular. Black suede 
has dropped off somewhat, but pat- 
ents are still selling well. 

In men’s footwear, Mr. Gentel has 
prepared for a heavy run on lighter 
weight footwear for spring and 
summer wear. Short vamps and 
square toes will sell well. 





Orders Continue at Good 
Rate in Lynn Factories 


LYNN, MASS.—Volume of busi- 
ness is about what manufacturers 
expected. More shoes are wanted 
than a year ago. Prices continue on 
an upward trend. Increasing costs 
of sole leather and bottom stock is 
the price-lifting agent. 

Styles are getting stage like. New 
lasts are of the stage sort. They 
have short round toes, high arches 
and high heels. Some are two sizes 
below the standard of the stick. 
Heels as high as 20/8 are reported. 
But the general run is lower. 

In sharp contrast with these 
stagey style lasts are the sandal and 
flapper styles, which have rather 
wide foreparts and quite low heels. 

There is a new counter design. It 
is a “linen” counter, meaning that 
its fibre is of linen, and not cotton. 
It is moulded to lines that conform 


to the lines of wood heels. It is 
made especially for wood heel shoes. 

Designers declare this new coun- 
ter makes heels more shapely. 


Woven Designs 


Shoes with woven designs, on 
vamps or quarters, or both, are in 
good demand. Some of these shoes 
have just a single weave, a narrow 
strap of leather being woven 
through the vamp, or quarter. 
Others have weavings so elaborate 
that they suggest the design of a 
cross word puzzle. 


Snappy Stitchdowns 


The Scott Shoe Co. is making 
stitchdown shoes as snappy in style 
as Lynn has seen. Yet they are not 
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stitchdowns, strictly speaking, for 
they have a new sort of a heel seat. 
This heel is snug to the quarter. 
There is no extension to the heel, to 
cause a bother, when rubbers are 
fitted over the shoes. 

Patterns are smart, being from 
some of the best designers. Patent 
leather, Russia calf, smoked horse 
and elk are used straight and in 
combination. These stitchdowns are 
for children. They may be re-soled. 


Leading Materials 


Satins are in brisk demand. Some 
are foretelling a new interest in 
black satin. 

Light shades of Russia calf ap- 
pear to be the leading leather for 
spring shoes. Some foretell a fur- 
ther interest in patent leather shoes. 
Combinations of patent leather and 
colored kid continue good. 

Alligator, lizard and like grains 
are used for quarters or for trim- 
mings, but rarely for vamps. 





Variations On Patterns 

Patterns show changes, 
partly in consequence of 
changes in shapes of lasts. 
Short vamp patterns are made 
to fit the stage style lasts. 
Other vamps may be three 
inches long. 

New basket weave patterns, 
on vamps, suggest cross word 
diagrams. Ribbon trimmed 
shoes are popular for the flap- 
per trade. 

Perforations are in new de- 
signs; being smaller in figure, 
and mostly on the vamp por- 
tions of shoes. They are less 
conspicuous, and more artistic, 
than the slashings and cut 
outs of a year ago. 

Various kinds of pumps, 
step-ins, strap, tongue and 
buckle and gore pumps, and, 
also, novelty oxfords and ties 
continue to be in fashion. 














Marked Gains in Orders 
Coming Into Haverhill 


HAVERHILL—January has been 
an important month for Haverhill 
shoe manufacturers regarding vol- 
ume of buying. Beginning with the 
week of the Boston Style Show and 
continuing through the week fol- 
lowing, a larger volume of business 
was placed in local factories than 
for many weeks past. Merchants, 
who were in Boston, realized the 
absolute necessity of having suffi- 
cient shoes and sizes in stock to 
provide for their Easter trade, and 
having such realization, placed or- 
ders accordingly. With the feeling 
that business in general is on the 
upswing, and the demand for wom- 
en’s novelty shoes in particular will 
be heavy during the next few 
months, merchants who have placed 
their orders in Haverhill factories 
are urging early deliveries. This 
situation is one which puts upon 
Haverhill shoemen the burden of 
prompt production of “pretty shoes” 
at a time when stocks are low and 
demand promises to be large. The 
equipment of Haverhill factories is 
such as to enable these deliveries 
to be made quickly and at the same 
time to-place in-the hands of mer- 
chants. goods which represent the 
last word in style; the best possible 
results in workmanship, and a qual- 


ity which insures full value to the 
merchant. 


Favors Duty On Foreign 
Made Footwear 


“Every pair of shoes made in 
Haverhill and sold to merchants of 
the United States represents an as- 
set for the city and its industry,” 
said a Haverhill manufacturer. On 
the other hand, every pair of for- 
eign-made shoes sold in this coun- 
try represents a loss in sales of 
shoes made in Haverhill or any 
other shoe center of the United 
States. This was brought to mind by 
seeing in a recent advertisement of 
a large department store in Boston, 
illustrations and descriptions of 
several styles of women’s shoes 
which were frankly advertised as 
foreign-made. The prices quoted 
were such as to give the impression, 
at least to me, that there is an ad- 
vantage to the consumer financially 
and otherwise in buying these for- 


_eign-made shoes. We hear a good 


deal of talk about patronizing home 
industries. With shoes on the free 
list, there is ample opportunity for 
foreign manufacturers to market 
their lines in this country. Prices of 
labor and material, hours of work, 
‘ete., are to the advantage of shoe 
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manufacturers in foreign countries. 

“There should be, in my opinion, 
and I believe also in that of prac- 
tically all American shoe manufac. 
turers, a duty on foreign-made 
shoes sufficient to cover the differ 
ence between the cost of production 
here and abroad. In the absence of 
such a duty, I think shoe merchants 
should be sufficiently patriotic to 
patronize their home industry. In 
Haverhill, or in any other city 
where women’s shoes are manufac- 
tured, good value in style, quality, 
and workmanship are as much in 
evidence as in any which can be 
delivered by any foreign shoe 
manufacturing concern. If mer- 
chants put sufficient prices on their 
novelty footwear to make an ade- 
quate profit, they will in the long 
run do much better to stick to the 
manufacturers of their own coun- 
try than to purchase from foreign 
concerns who have no interest what- 
ever in our trade here except as 
they can make profits on their 
sales.” 


New England Manufac- 
turers’ Style Show 


On July 7 next there will open at 
Mechanics Building, Boston, the 
annual style show under the aus- 
pices of the New England Shoe and 
Leather Association. As_ usual, 
Haverhill will have a large repre- 
sentation at this show through the 
interest which local concerns mani- 
fest in its activities and their de- 
sire to promote the New England 
shoe industry in general. It is the 
desire and intention of the trade 
here to leave nothing undone which 
might contribute to the success 
of this exclusive New England en- 
terprise. 


Attend Manufacturers’ 
Meeting 


President Edward M. Rickard 
and Treasurer Everett Bradley of 
the Haverhill Shoe Manufacturers’ 
Association, with J. D. Rickard of 
the Rickard Shoe Company, repre- 
sented the Haverhill Shoe Manufac- 
turers’ Association at the meeting 
of the National Boot and Shoe 
Manufacturers’ Association at Ho- 
tel Astor, New York, last week. 
Copies of the statement of the “In- 
dustrial Law and Order” program 
prepared by Chairman Newdick of 
the Haverhill Shoe Board, with its 
admirable summing up of Hayer- 
hill’s improved trade position, were 
distributed by the Haverhill delega- 
tion at the meeting. . 
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South Shore Shoe Men Are 
Honored by Manufacturers 


BROCKTON—-A large delegation 
of shoe manufacturers from Brock- 
ton and the nearby towns was in at- 
tendance at the 21st annual con- 
vention of the National Boot and 
Shoe Manufacturers’ Association in 
New York. Representing Brockton 
were: President John S. Kent of 
the Brockton Shoe Manufacturers’ 
Association and treasurer of M. A. 
Packard Co.; B. Harrison Cort and 
John McElaney of Stacy-Adams 
Co.; President Frank S. Farnum, 
Churchill & Alden Co.; President 
Herbert L. Tinkham, W. L. Doug- 
las Shoe Co.; President Harold C. 
Keith, Geo. E. Keith Company; -Per- 
ley G. Flint and Fred F. Field, Jr., 
Field & Flint Co.; Hector E. Lynch 
and John P. Thomas, Howard & 
Foster Co.; Secretary Frank M. 
Bump and Assistant Secretary T. 
J. Evans of Brockton Shoe Manu- 
facturers’ Association; James E. 
Wall of Wall, Doyle & Daly, Inc.; 
George W. Barney, W. T. Capen, 
and W. H. Denham, Barney, Capen 
& Denham; John Condon of Condon 
Bros. Shoe Co. 

Elected To Directorate 

Members of the National Boot 
and Shoe Manufacturers’ Associa- 
tion recognized the importance of 
Brockton and the district by the ap- 
pointment of four directors, and one 
committee chairman. Elected as di- 
rectors for three years were: Pres- 
ident Herbert L. Tinkham of W. L. 
Douglas Shoe Co.; President Clar- 
ence P. Waide of Stacy-Adams Co.; 
President Elmer J. Bliss of Regal 
Shoe Co., Whitman; and Vice- 
President James M. Munroe of the 
E. T. Wright Co. Inc., Rockland. 
President Frank S. Farnum of 
Churchill & Alden Company was ap- 
pointed chairman of the committee 
on councillors and delegates. 


New Firm Incorporates 

A Massachusetts corporation un- 
der the title of Royer Shoe Co., of 
Brockton, has been formed with ca- 
pital of $50,000. Incorporators are 
Frank W. Royer, Thomas W. Mori- 
arty, and Martin F. Killory. The 
two latter are members of the pres- 
ent Killory-Moriarty Shoe Co., 
which has for several years manu- 
factured shoes in a factory on 
Crescent street. Officers of the new 
corporation are: President, Frank 
W. Royer; vice president, Thomas 
W. Moriarty; treasurer, Martin F. 


Killory. Mr. Royer is a member of 
a concern which conducts a chain of 
shoe stores in several cities. 


Horatio E. Williams Dead 


After a prolonged illness, death 
came January 18 to Horatio E. Wil- 
liams of Williams Bros., Brockton 
leather dealers. Mr. Williams, a 
native of New Brunswick, came to 
Brockton (then North’ Bridge- 
water), as a boy of 17, and entered 
the employ of Daniel S. Howard, at 
that time Brockton’s leading shoe 
manufacturer. Later, Mr. Williams 
was employed by several Brockton 
shoe manufacturing concerns, fol- 
lowing which, in 1896, he went into 
the leather business with John L. 
Emery as a partner. The latter’s in- 
terest was purchased by N. M. Wil- 
liams, a brother of Horatio. The 
brothers have continued this con- 
cern, the house of Williams Bros. 
being known as a leading concern in 
its line. Mr. Williams occupied 
many responsible offices in bank- 
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ing, fraternal and social organiza- 
tions. He also served in the city 
government for a term of years. He 
was a man of*high character, and 
marked integrity and held the res- 
pect of all who knew him. Mr. Wil- 
liams leaves a widow, a son, two 
daughters, three brothers, two sis- 
ters, and two grandchildren. 


Marking A Golden 
Anniversary 


In recognition of the 50th year 
of its establishment, Stacy-Adams 
Co., manufacturers of men’s high 
grade shoes, will utilize during 1925 
on all their business stationery a 
design in gold, typical of this event. 
At the concern’s booth at the N. S. 
R. A. Convention in Boston, the 
original of this design was shown 
on a large scale. It attracted much 
attention and was the cause of many 
congratulatory remarks from visit- 
ing buyers. June, 1875, was the 
month in which the concern began 
business as Stacy-Adams & Co. 
June of the present year, therefore, 
is the real 50th anniversary month. 
This will be fittingly observed by 
President Clarence P. Waide and 
his fellow officers and directors. 





Rochester Merchants Look 
for Good Spring Business 


ROCHESTER—January buying 
in shoe stores has not been charac- 
terized by a very big trade. There 
have been many clearance sales go- 
ing on and they have helped to 
stimulate buying to some degree. 


Success Depends on Mer- 
chandising Ability 

Jim Olmstead, proprietor of Mc- 
Curdy’s shoe department, is en- 
thusiastic regarding the outlook 
for 1925, but feels that merchants 
are expecting too much in the line 
of an immediate business recovery ; 
whereas, there is nothing to indi- 
cate that business will be unusually 
good until everyone is back at work. 
From present indications this pe- 
riod of peak employment will not 
be reached until well into the 
spring, when building and construc- 
tion programs are well under way. 
Consequently Mr. Olmstead looks 
for just fair business for the next 
two months. A good pre-Easter 
business, with business picking up 
in each succeeding month until fall 
when the shoe business should be 


extremely good. In the opinion of 
Mr. Olmstead, 1925 will show much 
improvement over 1924, but the 
merchant who succeeds will do so 
because of unusual merchandising 
ability rather than because of con- 
ditions. 


LaSalle Shop Sells Lease 


Fred L. Myers, proprietor of the 
LaSalle Boot Shop, 379 E. Main 
street, sold his lease and will dis- 
continue this shop as soon as he has 
disposed of his present stock. Mr. 
Myers is also associated with his 
brothers in the Myers Shoe Shop, 
Inc., 27 Front street, and with the 
closing of the LaSalle Boot Shop, 
will devote his entire attention to 
that store. 

According to Mr. Myers a chain 
store organization has purchased 
the lease and will take charge early 
in March. 


Wore These Shoes 28 Years 

The following letter received by 
the Utz & Dunn Company from a 
Recorder reader prompts Merleau 
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Commonweatta Snot & Leatuer Co. 


WHITMAN, MASS. 
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FOR MEN Brockton, Mess. 


C. Smith, sales manager of the Utz 


& Dunn Company to consider the | 


possibilities in wear guaranties for 
shoes similar to the mileage guaran- 
ties given by the tire manufac- 
turers. 

The attached letter states that a 
pair of Utz & Dunn shoes have seen 
service for 28 years without even 
being re-soled until last year. The 
letter in part follows: “I just no- 
ticed your advertisement in the 
Boot and Shoe Recorder, and it 
brought to my mind facts concern- 
ing a pair of shoes an old lady has 
here. This pair of shoes are Utz & 
Dunn and have been in use 28 years. 
This pair of shoes was bought from 
John A. Walker, Spartanburg, S. C., 
28 years ago last December. This 
pair of shoes was re-soled one time 
and that was last year. This woman 
wore the shoes and I put buttons 
on them for her.” 





Barbour Representative 
Visits 

Boston, Mass.—Walter G. Hall, of 
Welting-Limited, Leicester, Eng- 
land, selling agents for Barbour 
Welting Company of Brockton, 
Mass., arrived on the Scythia re- 
cently for a brief visit at the head- 
quarters of his principals. Mr. Hall 
is well known in the Boston Market 
as he has made several prior trips 
to this country. 
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NETTLETON 
Shoes of Worth 


A. E. NETTLETON CO. 
Syracuse, N.Y., U.S. A. 








MEN’S FINE SHOES EXCLUSIVELY 


Appoint Rittigstein 
Manager 

F. A. Rittigstein was re- 
cently appointed manager of 
the California Shoe Retailers’ 
Assocaition. In a letter to its 
membership the association 
announced: 

“Mr. Rittigstein has had 
many years of experience in 
trade association work and we 
believe that with your co-op- 
eration he can aid us greatly 
in developing our association 
to that point which it justly 
deserves. 

“Remember always that this 
is your association, operated 
and maintained for your ben- 
efit, and we can assure you 
that any suggestion or crit- 
icism that you may desire to 
offer will be welcomed by Mr. 
Rittigstein and will receive 
prompt and courteous atten- 
tion.” 

H. A. Ballentine is presi- 
dent and Melville Kaufman 
secretary-treasurer. 
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(Continued from page 70) 
dead in his rooms, January 19. His 
death was apparently caused by a 
stroke of apoplexy. He entered the 
shoe business for himself in 1900 
and formed the partnership with 
E. J. Kellner in 1911. Mr. Kellner 
purchased his interests in the busi- 
ness in 1923, under contract that 
the firm name should remain the 
same during Mr. Luebke’s lifetime. 


The Saturday Night 
Question 

Considerable agitation in favor 
of keeping Fond du Lac, Wis., 
stores open Friday nights instead 
of Saturday, resulted in a meeting 
of local merchants to discuss the 
question. At a meeting held about 
a month ago, the majority favored 
the Friday opening, but a larger 
representation at the second meet- 
ing was evenly divided on the ques- 
tion. Supporters of the plan to 
change the night pointed out the 
advantages of having a longer 
period over the week end, calling at- 
tention to the fact that the major- 
ity of employees in local stores 
were in favor of the change. Favor- 
able reports on the manner in 
which the Friday opening had 
worked out in other cities were also 
presented. Opposition was based 
on the fact that Fond du Lac was 
essentially a “Saturday night 
town,” and that it would be difficult 
to accustom farmers from the sur- 
rounding communities to the 
change. The matter will be dropped 
for the time being as a result of 
the divided opinion. 





Edwin Clapp Lincoln, Jr., 
Arrives 

On Saturday, January 17, a son 
was born to Edwin Clapp Lincoln 
and wife, of 96 Monroe Road, Quin- 
cy, Mass. The name of the new ar- 
rival is Edwin Clapp Lincoln, Jr. 

Since his graduation from Har- 
vard with the class of ’22, Mr. Lin- 
coln, Sr., has been associated with 
Edwin Clapp & Son, Inc., of East 
Weymouth, Mass., manufacturers 
of men’s and women’s high grade 
shoes. 





New Shoe Stores 

L. E. Lindley’s shoe department 
in Kline’s Department Store, Johns- 
town, Penn. 

Alfred J. Ruby, Inc., Washington 
Street, Chicago, Ill., to open new 
store in Edgewater district, Chi- 
cago. 





ELAM 
Flexible Turn Shoes 
Vea the Jobbing Trade Buctustvely 
F. 8. ELAM SHOE Co. 
ROCHESTER, N.Y. 
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Do You Know? 


That you can buy or sell it through 
the “Where to Buy” columns. This 
feature in its quick service is a time 
saver in meeting immediate needs. 
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The Quality 
Pullman Slipper 


RED BLACK TAN 


SWAN SHOE CO. Baltimore, Md. 








Satin, Felt and Leather 
Seft-Sele SLIPPERS 
for the Entire Family 

No. 7300 Satin in these 
colors American Beauty 
Cepen Blue, Old Rose, 
Lavender, B. Blue, 
Black, Taupe and Pink. 
Send for rice List 
NEW ENGLAND SLIPPER CO. 
WESTBORO. MASS. 








PARISTYLE FOOTWEAR MFG. CO., INC. 


“1-46 W a. & 
Ohicage Secerity Bide., 100 W. 
HIGH GRADE MULES AND D’ORSAYS 














Demand Dunbar Designs 


From Your Manufacturer 
AND BE ASSURED OF STYLE 
AND FITTING QUALITIES 
IN YOUR SHOES. 











Where to Buy 
Wanted Styles 


An extra Editorial Service to 
“‘Recorder”’ readers, free for the 
asking. Write and tell us what 
you would like to know. 








Buys Lightweight Shoes 


Greensboro, N. C.—C. R. Dobson, 
owner and manager of Dobson-Sills 
Shoe Co., was one of the merchants 
visiting the N. S. R. A. Convention 
and reported a keen interest in the 
various exhibits at Mechanics 
Building. Mr. Dobson stated that in 
men’s lines, he bought for spring 
light tan shades in calf, with 8/8 
heel in feather weights. He said 
that black was still holding its own 
and that the lighter shades of tan 
were increasing the sales of black. 
In sport styles, combinations in 
white and light tans are very good 
—also white with black trims. 





Oldest Manufacturer Dead 


Lynn, Mass.—James D. Mullin, 
of J. D. Mullin & Son, Lynn, shoe 
manufacturers, died last week, age 
92 years. He was active as a manu- 
facturer for more than 70 years. 
He began to manufacture shoes in 


1850, before the McKay machine 


was invented. 





Lindley Opens Department 


Johnstown, Penn.—L. E. Lindley, 
formerly of the Walk-Over Boot 
Shop, has opened a shoe department 
in Kline’s Department store. The 
new department has the I. Miller 
agency. 





CLARENCE D. SHANNON 


For the past eight years shoe 
buyer for the Howland Dry Goods 
Co., of Bridgeport, Conn., has been 
promoted to the position of store 
superintendent and merchandiser 
of the shoe department of this con- 
cern. Mr. Shannon is one of the best 
known buyers in the Boston market. 


January 31, 1925 





10 High St., Reem 527 Boston, Mass. 











BALLET AND GYM SHOES 
BLACK VICI KID—IN-STOCK 
= Shoes No. 116 


2% to7 $1.00 
5% to ll - $1. 
2% to 8 ‘ 
Men's Leather House 
Slippers In Stock 








Athletic Shoe Mfg. Co., 124 N. Third St., Philadelphi« 





QUALITY BALLETS— sr¢tx 
Hard Toe 

8/11 ........82.25 

Wie $38 

Samples on 
request. 

Also Men’s and Women’s Slippers of every deseription. 


METROPOLITAN SLIPPER CO. 


134 W. B’way, near Duane St. New York 





BALLET SIPPEns — TN — IN Svoce 
(Made by Ballet 


gyre Bite 8162 ‘an. Glazed 
se: "kt Ted 
receees ~ epee 
ot Mieh Orade Alate Shee 














umith 


326 W MONROE ST 
CHICAGO 


W2 SUMNER SMITH 














MANHATTAN FINDING CO. 
107 Duane St., New York City 
Specializing in 
“KOM-FUT” - SUPPORTS 
BALLET. SLIPPERS 


IN STOCK 
Childs’ $1.15— Misses’ 3 20—Ladies’ $1.25 
Hard Toe—Prices from $2.30 up 








BALLET SLIPPERS in Stock 
toe 











IN-STOCK 
BLACK BALLET SLIPPERS 
Child’s $1.20 
Sizes 7 toll 





SHOE FINDING CO., INC. 
147 Duane St., New York, N. ¥. 

















1, 1925 


January 31, 1925 








COATED GEM DUCK 
ADHESIVE BACKING CLOTH 
Gabber and Leather 
Dry Foot Welting 
Sheet Rubber Soling 


BF. CHAMBERLIN 
eens & 














wibTis 


oring °:. 


Russell ManufacturingCo. 
Middletown, Conn. 





The One 
Waterproot 
ther That 
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F. E. JONES CoO. 
FANCY COLORS 


MAT KID 











vt 








EMIL RUBLACK 


Maker of Artistie 
PRICE TICKETS 
Shoe trade specialty 
Samples wailed free on request 
Established 193 

™ 140-142 WEST BROADWAY 
samalsuel avex” NEW YORK, N.Y. 











INFORMATION 


for Shoe Merchants 


“WHERE TO BUY” constitutes a 
source of ~ ag oy so that he who 
runs —— a 

—an 


pages may read 











BOOT AND SHOE RECORDER 


Shoe and Leather Class 
Opens Feb. 2 


Boston, Mass., January 27.— 
The 1925 term of the New Eng- 
land Shoe and Leather Associa- 
tion’s shoe and leather continua- 
tion class starts on Monday, Feb- 
ruary 2nd, to continue for a period 
of 12 weeks. 

During that period there will be 
a series of 24 lectures, factory and 
tannery visits, demonstrations and 
lessons, participation in which will 
add 100 per cent to the general 
trade knowledge of the pupils, as 
well as giving them an immensely 
increased interest in their business. 

This successful class, established 
more than a decade ago, through 
the co-operation of the Boston 
school committee and the New Eng- 
land Shoe and Leather Association, 
and now maintained exclusively by 
our Association, already has grad- 
uated more than 300 pupils, to the 
general benefit of our industry and 
themselves. 

Sessions will be held on Mondays 
and Fridays at the rooms of the As- 
sociation, 166 Essex street, Boston, 
from 3:30 till 5 o’clock, and the 
course is open to any young men 
connected with the allied shoe and 
leather trades in or conveniently 
near Boston, without expense to 
them or their employers. 

The course includes the funda- 
mentals of tanning, shoe manufac- 
turing, shoe and leather distribu- 
tion, and the essentials of machin- 
ery manufacturing, last making, 
the production of findings, and all 
of the other more important depart- 
ments of the allied industries. A 
particularly instructive feature is 
the visits by the class to shoe fac- 
tories, tanneries, and hide and lea- 
ther warehouses in Boston and vi- 
cinity. 

The class will again be in charge 
of James W. Dyson, who has an 
enviable reputation as an all-around 
authority on the leather and foot- 
wear business. 





Leopold Employees Form 
Club 


Employees of The Leopold Shoe 
Co. Inc., 24 West 39th Street, New 
York, N. Y., associated with Lane 
Bryant, have formed the Adapto 
Club for social purposes. They re- 
cently had a dinner and theatre 


party. 





If you want anything badly 
enough you can usually get it. Walk- 
Over Factory Prints. 


79 








J. R. BEATON COMPANY, Ine. 


3381 FOURTH ‘(VE.. NEW YORE 








CHICAGO ATLANTA 
BOSTON SAN 
FRANCISCO 

















MULTIGRAPH PLATES 


COMPLETE SERVICE 
Engravings, Signature Cuts, Rule Forms, 
Composition, Steel and Face Electros 
Write for Prices 


UNIVERSITY ELECTROTYPE FOUNDRY 
CAMBRIDGE, MASS. 








ATLANTIC PRINTING CO. 
Producers of Distinctive 
Shoe Catalogues and 
Shoe Booklets 
201 Seuth Street Boston, Mass. 











Telephone, LiBerty 8678 





ABELSS2Aje *] 


(arboys 


ASK FOR SAMPLES — 


+s) ~ 4 
Wve be (Oop ana Srini NY) a, 


TOLMAN PRINT, INC. 33! 








No matter what policy you may 

pursue in selling to the shoe trade, 

nevertheless you need the 

Boot and Shoe Recorder 
ALL THE TIME 














Sails on World Cruise 


New York, N. Y.—William Bern- 
stein, manufacturer and merchant 
of 6 West 37th street, near Fifth 
Avenue, has sailed on the Franconia 
on a world cruise. 





Employ an optimist to get results 
and a pessimist to figure ’em up. 
Walk-Over Factory Prints. 
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CLASSIFIED AND OPPORTUNITIES DEPARTMENT 


Recorder rates for space less than one-eighth page per 


Ttimes 13times 26times 52 times 
wy 00 $3.50 * 00 $2.50 
8.00 7.00 6.00 5.00 
12.00 10.50 9.00 7.50 
16.00 14.00 12.00 10.00 


Payment in advance is required, except when regular advertisers, as amounts are too small to open accounts 
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SALESMEN WANTED SALESMEN WANTED 


High Grade Salesmen for Shoes 
That Have the World Beat 


Our product of men’s and women’s welts is acknowledged leader in its We are 
making almost 7,000 pair a day in Brockton with a record of continually being sold up. 


These shoes are featured by the country’s best operators, large and small. 


tory open for salesmen with a folowing among In te have ell cur men measure & 

‘obbers . order p to the high calibre of our product we are making 

_ Fe bd, RT. a a few revisions in territories that we feel should yield better returns with better sales 

Boot and S Recorder, 127 Duane St., New effort. 

York. We are interested in hearing from men who are selling and have ne preferably men’s 
popular-priced welts in the sections listed below. We prefer those who can show a good 

Lf yey FF  -F F FI -; sales record, both for factory and stock goods, and who live right on the territory. 

| ne o ‘ootsies 

Better Babies’ Shoes = “Tootsie Hikers” (en- The men whom we take on, will be given a man’s chance to make good with fair 

dorsed by the Better Babies’ Bureau). Terri- financing, and high grade co-operation. If you are a real men’s shoe man, who realizes 

tory open, New England states, New York, that it takes hard work to produce s, who has sold both large and small ac- 
counts, of the better kind, who wants shoe ooking to give him his living, please write us. 


Pennsylvania, Indiana, Illinois, south of Chi- 
a py By Br Submit a complete ey _history including personal details, such as age, photograph, 
panied by references. Straight commission. and fig into territory worked. Should your application appeal 

to us, we will arrange r+ interview. ail Cg ay S kept strictly confidential. Address: 


‘The Moter-Mack Ge.. Reshester, MN. ¥ Box No. B-260, care Boot and Shoe Recorder, 207 South St., nm, Mass. 
W ANTED— Experienced salesmen for East- TERRITORIES 


aig em 6 ee Pennsyl- 
vania, tern re Maryland, rgia, Ala- ; 

bama, Florida, Mississippi, Tennessee. Medium ( Lower Ohio 
priced infants’, children’s, misses’ turns; chil- od Kentucky 


SALESMEN WANTED 


ZvuLIcK wants more good men to carry as 

side line our well-known children’s high- 
grade turns and stitchdowns. Eighty numbers 
in stock. Straight 7% in 
New York, Penna, Va., N. C., S. C., Ga., 
Wisc., Ind., Ala., Miss. and La. Do not apply 
unless your trade is established. Give refer- 
ences, territory boundaries first letter. J. 5S. 
Zulick & Co., Orwigsburg, Pa. 


GALESMAN WANTED — Well established 
manufacturer of stitchdown sandals, shoes 
and oxfords, also complete line of felt, leather 
and satin slippers, has entire southern terri- 























dren's, misses’, growing girls’ welts. 6% com- e e . * 
mission paid. Can be carried with non-conflict- Indiana, and so forth, with Cincinnati as central point. 
) 1 a wee carried in stock. Ad- 

Boot and Shoe Recorder, 524 Perry 
Bide, ‘philadelphia, Pa. 


W ANTED—Real live salesmen for southern Texas 
territory and Missouri to sell men’s me- 3. 
dium-grade shoes to retail at $5 and $6. Ad- Louisiana and adjoining states. 
dress B 261, care Boot and Shoe Recorder, 207 
South St., Boston, Mass. 


ANTED—Experienced shoe salesmen for ANTED—Li 1 f ii 
Ww following territories: New England, Wren = yy aa ot 5 ng A 
W. Virginia, Southern Ohio and Kentucky, consin, Minnesota, Washington, Oregon, Cali- 
Indiana and Michigan, Min Wi fornia, New Mexico and Ar to carry as a 
and Iowa. To sell a Brockton- -made men’s me- side line a line of infants’, children’s and 
dium-grade shoe to retail at $5 and $6. A resi- misses’ turns and stitchdowns on commission 
dent salesman preferred. Can be taken as a basis. No drawing ocssuns allowed. A 
side line if given proper attention. Address with references, B-235, care Boot and Shoe 
B-262, care Boot and Shoe Recorder, 207 South Recorder, 207 South St., Boston, Mass. 

St., Boston, Mass. : 
.ALESMAN—Li hard k - )~ he Miseourl, = eng 
ive wire, hard worker, pro- , Arkansas, an nsas, LESMAN ANTED 

ducer, conscientious, to sell glove rub! sell snappy line of men’s dress welt shoes, pa wee to > ae anny Te 

Keds, felt slippers, for olen Ohio. Must be ranging in price from $3.60 to $4.00. Kindly Men's Dress inom, a. re & from 


experienced road salesman. Marion Rubber give reference and e ience in first letter. 
; $3.60 to $4.00. gt references and experience 
Co., Columbus, Ohio. E. B. Piekenbrock & , Dubuque, Iowa. in first letter. E. B. Piekenbrock & Sons, Du- 


KANSAS IOWA MISSOURI 


Manufacturer of high-grade line of children’s stitchdowns, Milwaukee made, wants pro- 
ducing salesmen for the above states, either exclusive or side line. A splendid opportunity 
with a well-established and growing line. Address B-264, Boot and Shoe Recorder, 189 West 
Madison St., Chicago, Ill. 


Michigan with Detroit as a central point. 

















of STABLISHED trade in Philadelphia, Bal- 

timore, Washington and adjacent territory 
for live-wire salesman. Also want one sales- 
man for Northern New York and Michigan. 
Another for Ohio and Indiana, to open terri- 
tory. Line is strictly TURNS of comfort and 
semi-dress variety. Over 30 styles, all carried 
in-stock by live-wire firm. Real shoes and real 
values. Commission. Give full particulars and 
references in first letter. Vaughan-Towle 
Company, Lynn, Mass. 














, Iowa. 


Liberal Commission 
Only 


For selling fine and medium turns and 
stitchdowns in infants’, children’s and 
misses’. Lasts and patterns strictly up 
to the minute. The right man will fit 











Michigan — Indiana — Oklahoma — Missouri — Virginia 
and other central southern states open 
Old established line of high-grade boys’ wete, Gets Ghee’ oeniedes ee. Se ® 


carried with non-conflicting line. Only experienced salesmen established trade need 
spply. Give full particulars and references. NEENAH SHOE COMPANY, Neenah, 

















Bal- 
itory 
ales- 
gan. 
erri- 
and 
ried 
real 
and 
wle 


and 
» of 
rom 
nce 


Du- 

































































January $1, 19265 


BOOT AND SHOE RECORDER 





ao 


SALESMEN WANTED 






POSITION WANTED 





—_—_— 


ALESMEN ATTENTION—Having some 
N) good territory open. we desire to hear from 


5 to 8 and our flexible-welts, 

§ and Sigel. a = 1915 we wr one 
of the oldest shoe firms 

ing only children’s <A consisting "of the 
staple numbers and latest novelties. This line 
fits in very well with a medium-priced men’s 
or women’s “en A high-rate a commission 
will be paid those salesmen calling on 
established trade. and well-known in their ter- 
ritory. Give full details in first letter. R. C. 
Milow Shoe Co., Inc., Rochester, N. Y. 





EXPERIENCED SALESMAN wanted to carry 
on commission line of Infants’, Children’s 
and Misses’, Turns and Stitchdowns, in 
Montana, N. Dakota, South Dakota, Minne- 
sota, W with 


references. The Kepner-Seott Shoe Co., Orwigs- 
bore, Pa. 


gai SMEN WANTED to popular-priced 

line infants’ 1/6 flexible t cane rx 2/11 stiteb- 
down shoes of merit, in connection with line 
now handling; over fifty styles in stock; 7% 
commission. Give references and full particu- 
lars. a Shoe Co., 420 St. Paul St., Roches- 
ter, N ° 





— 





Shoe Salesmen 
Attention 


Baker-Field Corp., makers of men’s 
good shees in the Brockton District 
offer to a limited number of live sales- 
men a most attractive selling proposi- 
tion. Line consists of ten up-to-the 
minute styles ready to ship. 


Standardization and concentration en- 
able them to make a very attractive 
and uniferm price. Co-operation given 
through advertising in trade journals 
and circulars. 


They want to hear from some real 
workers with an_  establ trade 
among the better class dealers. 


A real opportunity for a real man. In 
writing state territory covered and in- 
clude references. Applications treated 
confidentially. Address Manager, 


BAKER-FIELD CORPORATION 
Bridgewater, Mass. 













New York’s Children’s 
Shoe Headquarters 


Our plan for expansion makes open- 
ings for Salesmen in the following 
territories: 
Kentucky and Tennessee 
New York State, along the Hudson 
to Albany 
Texas, Oklahoma and Arkansas 
West Virginia Ohio 
Western Maryland Indiana 
Pacific Coast States 
North and South Carolina 
We are prepared for the biggest year 
in our history. 
Our line embraces all the latest crea- 
tions for Spring—as well as staple 
styles—in Turns, Welts, New Process 
Stitechdowns and McKays. 
Once our shoes are placed, size up or- 
ders follow. 
We issue catalogues and render efficient 
mail order service. 
We are looking for salesmen to carry 
our shoes, either as main or side line. 
No drawing account hunters need ap- 
ply. Strict commission basis until sean 
are proven. —— now ready. 
Write—in absolu fid stati 
pantivune—t0 Pia 


full 
H, MALKIN’S SONS 


120 W. Broadway New York, N. Y. 


































217% W. Water St., Syracuse, N. Y. 





GALESMEN WANTED to 

best known line of fe lh 
moccasins and infants’ and 
and stitch-downs from 1/5 to 1144/2 in con- 
nection with present line. 
New England, Middle, Western and 


4 Give full particulars in first 


J. MacMaster, Rochester, N. Y 


Rochester’s 
soft soles and 
children’s turns 





Manufacturer of women’s medium 
priced welts wants resident salesmen 
everywhere. Featuring wide ankle arch 
support ——— ny staples. 20 num- 
bers in stock. cent commission. 
Side line if desis Address B-263, care 
Boot and Shoe Recorder, 207 South St., 

ton, Mass. 








THE BOARDMAN SHOE CO. has 
several openings in the West and Mid- 
dle West for experienced salesmen, with 
established trade, to sell women’s novel- 
ties and staples in stock, on straight 
commission. Give full details and refer- 
ences in first letter. Address 564 Atlan- 
tic Ave., Boston, Mass. 








floor. Straight 6% commission. 


TENN. 


WANTED—Five (5) salesmen who know 
they can produce results selling a line of 
Men’s Calfskin Welts, all snappy patterns 
to retail at $5.00. Stock will be carried on 
High- 
powered salesmen only will be considered. 
COBLE SHOE COMPANY, HUMBOLDT, 











WANTED 


New England Salesman 


and Style Man 


A young man with an established trade 
in men’s shoes in New England, to 
assist in styling one of the leading lines 
of popular-priced shoes. Give age, ref- 
erences and qualifications in first letter. 
Address B-266, care Boot and Shoe Re- 
corder, 207 South St., Boston, Mass. 















GALESMAN—Young, with long successful ex- 
perience chain store selling and manage- 
ment, wishes connection with chain 


an 
t., Chicago, Ill. 


Madison S 





YOUNG married man desires permanent con- 
nection in or near Cincinnati. 
experienced in retail shoes. Capable of mana- 
ging, buying, advertising, window trimming 
and card writing for s or indi- 
vidual nt. Employed at present. Can 
furnish highest reference as to ability and 
character. Hard worker with progressive ideas. 
Address B-272, Boot and Shoe Recorder, 207 
South St., Boston, Mass. 





ADVERTISER seeks position as New York 
representative for job rubber shoe and ten- 
nis house upon commission only. Has large 
clientele and maintains office in prominent 
location. Resigned from similar position in 
largest Boston rubber house, January 1, after 
16 years’ service. Best of references. Address 
Joseph J. Gaggin, 112 West Broadway, New 
York, N. Y. 





OUNG married man, capable of buying, 

managing and retailing, wishes a position 
with some good firm. Can furnish best of 
reference. Prefers to locate in Wisconsin, 
Iowa, Illinois, Ohio, Michigan. Address B-273, 
care Boot and Shoe Recorder, 189 W. Madison 
St., Chicago, Ill. 





(BEDIT manager at liberty. For reaons that 
will be clear to interested parties I desire 
to make a change to a large concern desiring 
the services of one who knows credits in the 
capacity of credit manager. My experience 
covers 25 years with concern which has sold as 
high as six million dollars annually. Can make 
new connection with 30 to 60 days’ notice. 
Active ber and p t in the National 
Credit Men’s Aasestation. Address B-274, care 
Boot and Shoe Recorder, 189 W. Madison 
St., Chicago, Ill. 








A MARRIED man, twenty-six years old, de- 
sires a connection with some growing con- 
cern. Have six years’ experience with a 
concern manufacturing men’s shoes in the 
cost, stock, credit and general office depart- 
ments. Also traveled two seasons for this con- 
cern in Indiana. For the past three years have 
owned a half interest and been active manager 
of a retail store. Am ready to go anywhere and 
will entertain any proposition that assures 
advancement through conscientious endeavors. 
Address B-275, care Boot and Shoe Recorder, 
207 South St., Boston, 





GHOE BUYER with fifteen years’ experience 
open for change. A real hustler and pro- 
ducer who can buy for upstairs, basement or 
merchandise both. Can secure large mark-ups, 
and desired turn-overs. apable of taking 
charge of volume from $300,000 up to million- 
dollar business. Did past year, $650,000. Ad- 
dress B-254, care Boot and Shoe Recorder, 207 
South St., Boston, Mass. 





POSITION WANTED—Young man 
twelve years’ experience in 
shoes desires a change. Have been buying and 
managing shoe departments for past three 
years. Would not object to position as as- 
sistant. Now employed. References from pres- 
ent firm. Address B-253, care Boot and Shoe 
Recorder, 207 South St., Boston, Mass. 


with 
ing 














RETA | executive, qualified in buying and 
managing men’s and women’s shoe de- 
partment. Years of success, best of references. 
Available during the month of February. Ad- 
dress B-257, Boot and Shoe Recorder, 189 
W. Madison St., Chicago, Ill. 















BUYER WANTED 








WANTED: Thoroughly experienced shoe 
store in Central 
Illinois, catering te high aa medium 
rade. Do not reply unless your 
record will bear most careful in- 
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HELP WANTED 


FOR RENT 








Window Display Man 
Wanted 


By large shoe house in East, operating 
several stores. Man wanted is thorough- 
ly experienced, artistic, tasteful, re- 
sourceful. Has ideas with the ability to 
carry them out. Knows how to “mer- 
chandise” a shoe window. Perhaps, has 
some card-writing ability. 

Fine opportunity for a real man. Give 
full details in your first letter. Address 
B-268, care Boot and Shoe Recorder, 207 
South St., Boston, Mass. 














LINE WANTED 


;;X-MERCHANT, former traveling man de- 
4 sires connection with reliable house mak- 
ing snappy line of popular-priced shoes, have 
a very large acquaintance throughout East, 
Central and South Texas, and can deliver the 
goods. Write H. N. Melman, San Marcos, 
Texas. 








GALESMAN with long and successful experi- 
ence in New York and Brooklyn is looking 
for a condensed line. Boy's, misses’ or chil- 
dren’s preferred. Thoroughly acquainted with 
department store and better grade shoe store 
buyers. Commission only. Address Box K 746, 
woe and Shoe Recorder, 127 Duane St., New 
ork. 





‘OUNG man, married, eight years in the 

retail business, would like to connect with 

a wholesale house or manufacturer; is well 

known in Long Island and Westchester Coun- 

ty. Would consider any offer for a _ start. 

Address Box K-744, care Boot and Shoe Re- 
corder, 127 Duane St., New York, N. Y. 





G HOEMAN, 14 years retail and road experi- 
ence. Wants general line or medium-priced 
line women’s and children’s shoes. Prefer 
Nebraska or Kansas. Best of references. Ad- 
dress B-269, care Boot and Shoe Recorder, 207 
South St., Boston, Mass. 


W ANTED- -To represent in North and South 
Carolina a medium-price shoe for men, 
women and children, act as broker or agent, 
have plenty floor space and well located, six 
years’ experience in wholesale shoes and 
leather. Address B-270, car Boot and Shoe 
Recorder, 207 South St., Boston, Mass. 








G HOE factory man with some selling ex- 
“’ perience wishes to sell shoes to retailers in 
New York and Long Island. R. Tibbets, 


101-16 8ist St., Woodhaven, N. Y. 





FOR RENT 


OR RENT—Shoe department in store carry- 

ing ladies’ and girls’ medium high-grade, 
ready-to-wear shoes. 100% location in Lan- 
easter, Penn. Address Max Salkin, care The 
Dixon Store, 12 E. King St., Lancaster, Pa. 








SHOE DEPARTMENT FOR 
RENT 


Well established shoe depart- 
ment doing a good volume of 
business in one of the best 
specialty shops in Scranton, Pa., 
to sublet on a percentage basis. 
Fully fitted and no stock to be 
taken over. This is a wonderful 
opportunity for the right man. 
Must be financially responsible. 
Quick action necessary. Address 
K-748, care Boot and Shoe Re- 
en 127 Duane Street, New 
ork. 








F ek RENT—Al1 equipped shoe store, 100% 
location, Wilkes-Barre, Pa. One window, 
front part of store room 814/50, widens 
1614/48. A splendid opportunity for a specialty 
shop for ladies or a man. Address B-276, care 
Boot and Shoe Recorder, 207 South St., Bos- 
ton, Mass. 





January 31, 1925 


Boot and Shoe Recorder 


PUBLISHED WEEKLY IN THE INTEREST 
OF THE RETAIL SHOE MERCHANT 


by the 
BOOT AND SHOE RECORDER 
PUBLISHING COMPANY 
(Incorporated under Massachusetts Laws) 
CAPITAL $150,000 





Women’s 
Shoe Department 


1500 to 3000 square feet of floor 
space with window display of- 
fered to let for department of 
medium to high class women’s 
and misses’ shoes, in large spe- 
cialty store for women’s ap- 
parel. Absolutely the best loca- 
tion in one of the largest New 
England cities. Address Fran- 
cis Realty Co., 200 Fifth Ave., 
New York City. 














FOR SALE 





SHOE BUSINESS-~—Atlantic City, N. J. 100% 
location, Atlantic Ave. Opportunity to buy at 
bargain price. Owners going into building 
business. Stock and fixtures inventory $10,400. 
Sell for much less than inventory if prompt 
action. Good lease, low rent. Address Shoes, 
49 N. Tallahassee Ave. 





Ir 
FOR SALE—A thriving shoe business, in 
Southern California, Los Angeles County. 
City of 18,000, 100% location and other 
conditions, inventory about $30,000. Owner 
retiring. Will talk terms. Address B-259, 
care Boot and Shoe Recorder, 207 South 
St., Boston Mass, 




















Made Only of Wood 


for all lines 


IMMEDIATE 
SHIPMENTS 


Send for Catalog 


THe Oscar OnKeN Co. 
611 Ww. FOURTH ST. 
apogee °. 

do not make 
nerat Fixtures 0 or * Show cose: 











ADVERTISING RATES—Card of Advertising 
Rates furnished on application. For rates fo 
Wants, For Sales, etc., see Want Page. 

Every precaution is taken the BOOT AND 
SHOE. ECORDER to printing any 
statement likely to mislead its readers. The 
publishers reserve the right to reject any 
advertising or reading matter which is not in 
line with this policy. 





OFFICES IN 


BOSTON OFFICE: 207 South Street 

BROCKTON OFFICE: 224 Moraine St. Geo. 
W. R. Hill, Manager, Telephone 507. 

CHICAGO acy A 189 West Madison St. Tele 
phone Maine 1089. B. C. Bowen, Manager 

ST. LOUIS Orrick: 1627 Locust St. H. M. 
Bowen (B. C. Bowen, Manager). Telephone 
Olive 6130. 

as 2 YORK OFFICE: Room 101, Graham Bi 

Duane St. H. Walter Scott, Manager, Te- 
Whitehall 7454. 

PHILADELPHIA OFFICE: Room 524 Perry 
Bidg, 1530 Chestnut St. A Walter Seote, 
Manager. Telephone 3868. 


HAVERHILL OFFICE: Chamber of Commerce 
Rooms, Haverhill National Bank Bidg. Geo. 
W. R. Hill, Manoger. 

Cn ATs OFFICE: Second National Bank 
Bidg. H. M. Bowen (B. C. Bowen, Manager). 
Telephone Canal 1560. 

a) Core: ans 626 Powers . Ro- 


L. Seward, an York Repre- 

A Telephone Stone 1 

LYNN OFFICE: Fred A. cen. 

MILWAUEES tty Leonard e at B. 
Broadway 1827. 

WASHINGTON fee William & Daley. 
Investment th and K Sts., N. W. 

PARIS OFFICE: 2 neo des Italiens. L. Hubbard, 
Manager. 


LONDON OFFICE: P. V. Curie, Manager, 
11 Haymerket, London, S. W., 1 England. 

AUSTRALIAN OFFICE: 439 Lit. Collins St., 

Melbourne. G. Jervis Manton, Manager. 

Coerreserens, —— William Salzman, 
Manager I. Adlergasse 12, Vienna, Austria. 

ARGENTINA: Buenos Aires, Rivadavia, 2721. 
P. Sabazzina, Gerente. 


BRAZIL: Gerente, John S. Fitch,33 Rue General 
Camara, 88 Sob. 

CHILE: San Las Rosas 1123-1127. Otto- 
Fuhrimann, te. 

CUBA: Mr. H. Gomez, Corrales 2A, Havana, 





JAPANESE OFFICE: Yokohama. J. F. Wager, 
Manager. 


SPAIN: Gerente, Leoncio de Miguel, Librere 
Editor, 20 Fuencarral, Madrid. 





MISCELLANEOUS 








Advertising. +2 xcs. 1.00 
6 inch, 1,000 
School Send Cue Money Order 
with copy 


Rulers 


Samples 10 cents postage 


W. E. FOLLIS 
159 N. State St., Chicago 
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EC CHANGES IN BUSINESS 3% 





BUSINESS REVERSES 

Birmingham, Ala.—Jefferson Shoe Co., whole- 
sale shoes, reported petitioned or petitioner 
in bankruptcy. 

Eldorado, Ark.—Sam Weiner, shoes, etc., re- 
ported petitioned or petitioner in bank- 
ruptcy. 

Ose a Ark.—G. N. Ferguson, Osceola Mer- 
cantile Co., reported petitioned or petitioner 
in bankruptcy. 

Texarkana, Ark.—The Globe Co.,. Inc., shoes, 
etc., reported petitioned or petitioner in 
bankruptcy. 

Paragould, Ark.—W. C. Thompson, shoes, etc., 
reported petitioned or petitioner in bank- 
ruptey and receiver appointed. 

Darbury, Conn.—Thompson Shoe Store, F. M. 
Thompson Estate, 195 Main street, shoes, re- 
ported meeting of creditors called. 

Elberton, Ga.—T. O. Tabor & Sons, shoes, etc., 
reported petitioned or petitioner in bank- 
ruptey. 

Chicago, IlL—Jack Benson, Triangle Shops, 

51 Elston street, shoes, etc., reported pe- 
titioned or petitioner in bankruptcy and re- 
ceiver appointed. 

I. Feinzeimer, 1549 Milwaukee avenue, 
shoes, ete., reported petitioned or petitioner 
in bankruptcy. 

Charles A. Koeczerowski, Stanley Shoe 
Store, 1400 W. Division street, shoes, re- 
ported assigned. 

Maurice (Bertha) Aroner, 2325 W. Chi- 
cago avenue, shoes, reported offering to 
compromise at 25 per cent. 

Miller & Horberg, 3407 W. North Ave- 
nue, shoes, report of petitioned or peti- 
tioner in bankruptcy, printed in issue of 
January 24 was an error. Previous rating 
restored. 

Pana, I.—Emil Olevitch, shoes and repairing, 
reported petitioned or petitioner in bank- 
ruptcy. 

Louisville, Ky.—Reuben Pozitzer, shoes, re- 
ported offering to compromise at 33 1/3 per 
cent. 

Fairfield, Me.—A. H. Jewell, shoes, etc., re- 
ported petitioned or - petitioner in bank- 
ruptey. 

Boston, Mass.—M. C. M. Shoe Co., shoes, re- 
ported assigned. 

Lawrence, Mass.—Joseph Sodnowsky, 407 
Haverhill street, shoes, etc., reported as- 
signed. 

Marlboro, Mass.—Mrs. A. R. Hollis, shoes, 
ete., reported petitioned or petitioner in 
bankruptcy. 

Worcester, Mass.—-Max Shear, shoes, reported 
petitioned or petitioner in bankruptcy. 

Detroit, Mich.—Alex W. Elfers, 408 Gratiot 
avenue, shoes, etc., reported offering to com-< 
promise at 25 per cent. 

Louis Goldstein, 6237 Chene street, shoes, 
reported petitioned or petitioner in bank- 
ruptcy. 

Markville, Minn.—R. E. Ballantine, general 
merchandise, reported offering to compro- 
mise at 25 per cent. 

Greenwood, Miss.—Sam Stern, clothing. etc., 
reported petitioned or petitioner in bank- 
ruptey. 

Hattiesburg, Miss.—also branches—S. & H. 
Katz, Famous Shoe Store, shoes, etc., re- 
ported petitioned or petitioner in bank- 
ruptcy. 

Shaw, Miss.—Ben Cohen, shoes, etc., reported 
petitioned or petitioner in bankruptcy. 

Lincoln, Neb.—Joseph E. Bailey, The Shoe 
Market, shoes, reported petitioned or peti- 
tioner in bankruptcy. 

Asbury Park, N. J.—Joseph Kramer, shoes, 
ete., reported petitioned or petitioner in 
bankruptcy and receiver appointed. 

Hoboken, N. J.—Philip Jess, Jess Shoe Store, 
reported meeting of creditors called. 

Jersey City, N. J.—Samuel Burke, Burke 
Bootery, 32444 Central avenue, shoes, re- 
ported petitioned or petitioner in bank- 
ruptcy and receiver appointed. 

William Rosenblatt, 89 Newark avenue, 
shoes, reported petitioned or petitioner in 
bankruptcy and receiver appointed. 
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MILBRADT 
Rolling Ladders 
and 


BICYCLE 
Rolling Ladders 


We are the originators and have manufac- 
tured MILBRADT Rolling Step Ladders 
for thirty-five years. Rolling Ladders is 
our exclusive business. We have lately 
purchased the Bicycle Step Ladder Co. 
of ae and are now manufacturing 
BICYCLE Step Ladders as well as eight- 
een different styles of MILBRADT Roll- 
ing Step Ladders. All goods are made in 
a first-c manner, guarant in every 
respect to give satisfaction, and we can 
supply your wants in the ladder 
line, whatever they may be. 


Write for complete catalog 


Milbradt Manufacturing Co. 
2416 No, 10th St. St. Louis, Me. 
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H-W Furniture 
FAVORED FOR 
Footwear “ Parlors” 





ibre Furniture. We originated this 
equipment. Ask us. 
HEYWOOD-WAKEFIELD WAREHOUSES 


BALT! MD. 113 W. Conway St. 
BOSTON 45. Winter Hill 
BUFFALO, N. Y. 


CHICAGO, ‘ 
KANSAS CITY, Mo. 
NEW YORIC N. XS 


SAN SCO, CAL. 737 . 
ST LOUIS, MO. Sixth and O'Fallon Sts. 
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Heywood Wakefield 
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WANTED TO PURCHASE 


CASH PAID 


for shoe stores or surplus stocks of shoes 
or for other merchandise. Leases taken over. 
We will send a representative to investigate 
and make offer upon request. 

Kalter Cerf. Mercantile Co., Inc. 


591 Broadway, New York City 
Phone Spring 5160-5161-5162 














THE NEW YORK EXPORT 
PURCHASING CORPORATION 


596 BROADWAY, NEW YORK, . 
Phone—Canal 6874 ote 
FOR 


WILL j SLOW 
BUY 





HIGHEST CASH PRICES PAID 
for entire shoe stocks. We also buy your 
surplus or slow sellers. Quantities no object. 
Retail or wholesale. Short term leases taken 
off your hands. Wire or phone us. Correspond- 


ence confidential. Established 1890. 


MAX GLAUBERG 
425 Grant Street, New York City 
We also purchase clothing, hats, furnishing 
goods, etc. Dry Dock 0352 








HIGHEST PRICE PAID 


SHOE STORES 
OR SURPLUS STOCK 
Also Purchase Gent's Furnishings, Clothing, etc. 
YOUNG & CO. 


315-317 Church St.—New York, N. Y. 
Telephone Canal 0356 











CASH PAID 


for entire shoe stocks or surplus stocks of 
shoes or other merchandise. Any quantity. 
Prompt attention given. 


KIRSCH-BLACHER CO., Inc. 
_ 622-624 Broadway, New York, N. Y. 
Phone Spring 1443 











We buy quick and pay highest cash price 
for retail and wholesale stocks of shoes or any 
other merchandise. Quantity no object. 

For 30 years our specialty. 

Bank and mercantile reference. 


BROOKLYN PURCHASING SYNDICATE 
ae) becokinn 
Phone Stagg 1757 
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BOOTS AND SHOES 


Arteraft Shoe Makers, Lynn, Mass. 
Athletic Shoe Mfg. Co., Phil., Pa. 
Bancroft-Walker Co., So. Boston, Mass. 
Barney's, New York City 

Beals-Pratt Shoe Mfg. Co., Milwaukee, Wis. 
Best-Ever Slipper Co., Inc., Brooklyn, N. Y. 
Bliss & Richardson Shoe Co., Portland, Me. 
Blog Shoe Findings, Inc., New York City 
Bridgewater Workers’ Co-operative Assn., 


Bridgewater, Mass. 
Brockton Co-operative Boot & Shoe Co. 


Brooks Shoe Mfg. Co., Phil., Pa. 

Burkley Shoe Co., Brockton, Mass. 

Clapp, Edwin & Son, Inc., E. Weymouth, 
Mass. 

Commonwealth Shoe & Leather Co., Whit- 
man, Mass. 76 


Craig-Reed & Emerson, 
Mass. 


Inc., Brockton, 


76 
Abington, 
26 


Crossett, Lewis A., Co., No. 


Mass. 
Delaware Shoe Mfg. Co., Delaware, O. 44 
Edwards, J. & Co., Philadelphia 4th Cover 
Elam, F. S., Shoe Co., Rochester, N. Y. 77 
Co., Mass. 76 


Elliott Shoe Brockton, 


Ferguson Bros. Co., Boston 78 


8. Co. St. 
3rd Cover 


Friedman-Shelby, branch I. 
Louis, Mo. 

Gardiner, H. K., Co., Pittsfield, N. H. 77 

Goodrich, Hazen B., Co., Haverhill, Mass... 66 

Greeley, A W., & Co., Haverhill, Mass. 68 

Green, Daniel, Felt Shoe Co., 
N. Y. . 13 


Grover’s, J. J., Sons Company, Lynn, Mass. 1 


Dolgeville, 


Hood Rubber Products Co., Watertown, 
Mass. 46 
Howard & Foster Co., Brockton, Mass. ... 25, 76 


Hurley Shoe Co., Rockland, Mass. 76 
Ideal Baby Shoe Co., Danvers, Mass. 77 
Lilly, Henry, New York City 76 
MacLaughlin Shoe Co., Lynn, Mass. 19 
Marston & Tapley Co., Danvers, Mass. 
Martin, A. H., Rochester, N. Y. 77 
Metropolitan Slipper Co., New York City 78 
Moore-Shafer Shoe Mfg. Co., 
N. Y. il 
Murphy & Osborne Shoe Co., Inc., Rock- 
land, Mass. ‘ 77 


Brockport, 


Nettleton, A. E., Co., Syracuse, N. Y... 76 
New England Slipper Co., Worcester, Mass. 78 


Nunn, Bush & Weldon Shoe Co., Milwaukee, 
Wis. Front Cover 


Packard, M. A., Co., Syracuse, N. Y............. 76 

Paristyle Footwear Mfg. Ce., Inc., Brook- 
lyn, N. Y. 

Posner, Dr. A., Shoes, Inc., Brooklyn, N. Y. 77 

Powell & Campbell Co., New York City 


Reed, E. P., & Co., Rochester, N. Y............... 21 
Reynolds, Bion F., Brockton, Mass............... 76 
Richards & Brennan Co., Randolph, Mass... 76 
Riley Shoe Mfg. Co., Columbus, 0................. 23 
Russell, W. C., Moccasin Co., Berlin, Wis. ... 12 


Schwartz & Herder, Inc., Phila, Pa............... 78 
Sherwood Shoe Co., Rochester, N. Y. ........... 85 
Smith, Wm. Sumner, Chicago .... sestechatanee OO 
Stacy-Adams Co., Brockton, Mass.................. 76 
Stetson Shoe Co., So. Weymouth, 
Mass. . wnaiddoninnennininticas Te 
Swan Shoe Co., Baltimore, Md......................... 78 


Inc., 


Taylor, E. E., Company, Boston, Mass......... 16 
Taylor Shoe Company, Brockton, Mass......... 12 


United States Rubber Co., New York City... 8 


Weber Bros. Shoe Co., No. Adams, Mass... 14 
Weimer, Wright & Watkin Co., Phil., Pa..... 16 
Whitman & Keith, Brockton, Mass................. 76 


HOSIERY 


Beaton, J. R., Co., Inc., New York City........ 


LEATHER AND OTHER MATERIALS 
Amalgamated Leather Company, Phila., Pa. 4 
Armstrong Cork Co., Lancaster, Pa..... 22 


Barnett, J. S., & Son, Boston ; 6 
Beggs & Cobb, Inc., Boston . nditilteied a 


Chamberlin, B. F., Boston 
Clifton Mfg. Co., Boston 
Creese & Cook Co., Boston 


Goodyear Tire & Rubber Co., Akron, Ohio 17 
Hunt-Rankin Leather Co., Boston ee 
Jones Co., F. E., Boston 
Levor, G., Co., Ine., New York City... 
National Fabrics and Finishing Co., Boston 18 
New Castle Leather Co., New York City... 10 
Ohio Leather Co., Girard, Ohio ...... a 
Quabaug Rubber Co. No. Brookfield, 
Mass. 2nd Cover 
Pfister & Vogel Leather Co., Milwaukee, 
Wis. 
Rueping, Fred, Leather Co., Fond du Lac, 


Wis. s : ' : inapepege 
Russell Mfg. Co., Middletown, Conn. eae 


Schmidt, Carl E., & Co., Ine., Detroit, 
Ie. Ddiciniccenssatininsinateniasndinctitapnmestintnlatasttinds 49-59 


Tolman-Dow Co., Boston ..0.00.0..00....ccccccceccee 2 


FINDINGS AND SHOE STORE SUPPLIES 


Adler Jones Co., Chicago, Ill...........0000000.0.... 63 
American Seating Co., Chicago, Ill.............. .. 54 


Frankel Display Fixture Co., New York City 63 


Grand Rapids Show Case Co., Grand 
PN a 45 


Heywood-Wakefield Co., Wakefield, Mass... 83 


Manhattan Finding Co., New York City 

Manheimer, Abe, & Co., St. Louis, Mo......... 56 
Milbradt Mfg. Co., St. Louis, Mo................. 83 
Myers, F. E., Bros., Co., The, Ashland, Ohio 83 


Netschert, Frank, Inc., New York City...... . 56 
Onken, Oscar Co., Cincinnati, Ohio 

Pittsburgh Reflector Co., Pittsburgh, Pa..... 62 
Rublack, Emil, New York City........................ 79 
Scholl Mfg. Co., Chicago, Ill.........0..0.00000.0..0..... 65 


Success Furniture Corp., St. Louis, Kirk- 
wood, Mo. 

Surpass Mfg. Co., Brooklyn, N. Y. 

Vanity Novelty Works, Brooklyn, N. Y......... 66 

Whitcher, Frank W., Co., Boston 


MACHINERY, LASTS, MFRS.’ SUPPLIES 
DRESSINGS, ETC. 


Dunbar Pattern Co., Brockton, Mass........... 78 
Rauskolb, F. W., Co., Medford, Mass............. 14 
United Fast Color Eyelet Co., Boston 


United Shoe Machinery Corp., Boston........52, 86 


MISCELLANEOUS 
Alantic Printing Co., Boston 
Brooklyn Purchasing Syndicate 
Calderwood & Preg, Inc., Boston..... 
Follis, W. E., Chicago, Ill... 
Glauberg, Max, New York City.................... 
Co., Ine., 


Kalter Cerf. Mercantile 


VYerk City ............ 

Kirsch-Blacher Co., Inc., New York City... 

New York Export Purchasing Corp., New 
York City 

Penney, J. C., St. Louis, Mo. 

Phillips; C. H., Boston 

Tolman Print, Brockton, Mass. 

University Electrotype Foundry, Cam- 
bridge, Mass. 

Young & Co., New York City... 
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Heels or 17/8 Spanish Heels. 
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A Real Sandal 


Made with inlays or cut-outs of Patent 
Leather, Colored Calf or White Calf; with 
contrasting inlays, or open work. 

Salesmen or Samples. 

Modeled over 10, 12 and 14/8 Box Made by Sherwood Master Craftsmen. 
Schoell and Mr. Waldron at 
Atlantic City Convention, February 2, 3 
and 4, Hotel Traymore. 


SHERWOOD SHOE CO. 


ORIGINATORS OF QUALITY McKAYS 


Meet—Mr. 











Ya 





that is different 


= Rochester, N. Y. 

















APPROVED BY 
MEDICAL MEN 
As a sturdy support for the ankles of 


growing children and as a_ fully 
ventilated shoe, the Burkley Venti- 


lated Foot Developer is unexcelled. 
Well known surgeons recommend its 
use. 


Make 
nS children’s shoes com- 
VENTILATIONS Dlete by sending your 
order 


PATENTED ’ 
Phone Brockton 213838 
for immediate action. 


BURKLEY 
SHOE CO. 


1156 No. Main Street 
Brockton, Mass. 





Salesman Wanted 


to carry our line in Midwest territory. Apply to 


E. W. THULI 
MARYLAND HOTEL 
ST. LOUIS, MO. 


FEBRUARY NINTH AND TENTH 


W. B. COON CO. 
ROCHESTER, N. Y. 
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A Capable Salesman 


WE: have open a wonderful opportunity 
for an experienced, capable and effici- 
ent salesman. The territory consists of 
practically all of the State of Montana, the 
‘Pan Handle” of Idaho, the city of Spokane 
and immediate vicinity. The salesman _ re- 
tiring from this territory has covered it for 
15 years and built up a splendid volume of 
business. We, therefore, require as our 
representative a salesman with an estab- 
lished acquaintance with the trade and 
thoroughly versed in both Men’s and 
Women’s high grade shoes. He must live in 
the territory and, preferably, at Spokane, 
Great Falls, Helena, or Butte. No applica- 
tion will be considered unless full informa- 
tion is given as to experience, acquaintance, 
annual volume of salesman, what terms of 
employment would be considered and what 
references can be given. In reply address 
(B277) Boot and Shoe Recorder, 207 South 
St., Boston, Mass. 
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Answers the comfort appeal i 
of the tired foot 


HE SHOE with the Crawford Arch Sup- 

porting Shank not only relieves the tired 
foot but holds the foot in a position not 
readily susceptible to fatigue. 


The Crawford Shank is a resilient brace 
holding the shank of the shoe close to 
the foot when relaxed and support- 
ingitwhen under weight of body. 


Put Crawford Arch Support- 
ing Shank Shoes on your 
customers’ feet. It will 

prove a profitable 
experiment. 


SPLIT RIVET 
CLOCKING SHANK 
TO INSOLE 


“Ne Shoe with the Gawford 
Arch Supporting Shank 


United Shoe Machinery Corporation 


BOSTON, MASSACHUSETTS 


es i 








February 7, 1925 BOOT AND SHOE RECORDER 








THESE SHOES CARRY 
THE POPULAR DALCO 
ORNAMENTS ATTACHED 
IN THE SIMPLE. BUT 


SECURE DALCO WAY. 


F. E. Adams Shoe aeenen 


Seabrook, NH 


BOSTON NEW YORK CHICAGO 
215 Essex Street Marbridge Bldg., Room 433 Chicago Bldg., Room 810 


SALESMEN 
Pacific Ceast—Geo, R. Rule New York—Frank Harris, Chas. R. Doremus Southern States—Charles R. Doremus 
New Fngland States—Louis Bonjn Chicago District—Frank Parker Eastern States—Frank Law 
Middle States—Charles Reedholm 








Vol. 86, No. 21. Published every week by the Boot and Shoe Recorder Publishing Company, 207 South St., Boston, Mass. Entered as second-class mat- 
ter April 15, 1922, at the Post Office at Boston, Mass., under the act of Congress of March 23, 1879. Subscription price $5.00 per year. Printed in U.S.A. 
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} Make trade snappy with 
_ Stetson SHOES 


Nationally distributed 


Nationally advertised 
Nationally liked 


THE STETSON SHOE CO.,INC, SO. WEYMOUTH, MASS. ° 
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When writing to advertisers please mention Boot anv Suow Recoapsa 
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Brophy Lros. | 
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F avoraBLE comment on the fitting qualities of our shoes is 
not unusual. 

But—this isn’t the result of last and pattern, so much as it is the 
result of shoemaking—good shoemaking. A true pattern 
must be truly fitted together, and then, upon a sound last, 


truly lasted. 


There 4s unusual fitting value in our shoes, and it helps in the sale 
of these shoes, but it results from thorough shoemaking. 


Brophy Bros. Modish McKays are QUALITY Shoes. 


BROPHY BROS. SHOE CO. 


SOUTH BOSTON, MASS 
BOSTON SALESROOM NEW YORK SALESROOM 
89 BEDFORD ST. 755 MARBRIDGE BLDG. 
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[Shoes by Courtesy 
of 
Morgan Grossman 
232 Throop Ave. 
Brooklyn, N. Y. 
Made of Vode Kid 
Color 112 APRICOT 
with trimming of 
patent. 







































































USE 
Vode Kid for har- 
monizing linin 


in BROWNS, 
GRAYS, CHAM. 


PAGNE or White. 
All these shades 
bein g_ aniline 
dyed with no sur- 
face finish, lessen 
crocking of ho- 
siery. 









































Colored Kid—the Predominating 
Leather in Better Grade Shoes. 


Especially Vode Kid 


| OOK at the most representative lines of artistic 
4 shoes and note how the great variety of colored 
kid styles in combinations and solid colors bear out 
the above stated fact. 

The call for lightness, daintiness, grace of line, and 
brilliance of color in the present day modes cannot be 
so completely satisfied by any other leather. 

Vode Kid in its great variety of shades is the natural 
favorite of the true artist in shoemaking. 


Pre-eminently in favor are our 


RUST and APRICOT 


Color 11 Color 112 


Looking forward to next summer we have just pro- 
duced two new Sand Shades— 


Color 119 SAND and 151 SEASIDE 


These we predict will be as popular then as Rust and 
Apricot are now. 


The following “Yode Kid Colors harmonize with 
every popular fabric for ensemble costumes: 


Color Color Color 
7] RUST BJAVA 51 CHAMPAGNE 
112 APRICOT 70 ENGLISH GRAY 50 WHITE 
119 SAND DUNE 170 PRISCILLA 88 BRONZE 
151 SEASIDE BLACK 


THE STANDARD KID CO. 


209 South Street, Boston, Mass. 


Branch Offices Agencies 
100 Gold S: Chicago Cincinnati 
New York, NY. Montreal St. Louis 


Rochester 
70 North 4th Street and all leather centers 


Philadelphia Pa. ot the world 


We are making Color 1:>—RUST 
in suitable weight for men’s shoes; 
on which we are making prompt 
deliveries. 




















Color 11—RUST 
for tops, with pat- 
ent vamps of 
quarters, makes 
the smartest chil- 
dren's shoes im- 
aginable. This 
combination is 
very ular in 
the hear grades 
of childrear's 
shoes. 












































IRST in beauty—first in variety— 
first in authenticity. 


That is what it means to call:for these 
F.B.&C. Colors in your spring orders. 


You know that F.B.&C. Colors always 
forecast the season’s successes. 


AMALGAMATED LEATHER COMPANIES 


(INCORPORATED) 


22 N. Fifth St. Tanneries 
PHILADELPHIA, PA. WILMINGTON, DEL. 
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The Season’s Ultra-Smart Style 


(LIGHT TAN CALF GORE PUMP) 








— 
TTT 
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Style B1440A Price $4.60 
Net 30 days ‘ 


Telegraphic Code Word “‘Lock”’ 


Women’s Russia Calf 1-strap Gore Pump, Orlando last, McKay 
sole, 14-inch covered Cuban heel. 


AA5 to8 B4 
A 4% to8 C3% 











to 8 
to 7% 


A Pattern of Extraordinary Beauty, Carefully 
Finished and. of Remarkable Fitting Qualities 


PRICE RIGHT FOR VOLUME BUSINESS 


UTZ # DUNN CO. 
ROCHESTER, NEW YORK 


DENVER OFFICE NEW YORK OFFICE © LOS ANGELES OFFICE 
218 Charles Building Bush Terminal Sales Dullding 709 Forrester Building 
TIGER & Mc NUTT 130-132 West 42nd St, Room 15) 6.c. McATEE 
Representatives F.L.ARMSTRONG, Representative Representative 
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Ver, Gala leathers! 


Our high est endorsement 
is the fact thal Gallun 


leathers are tound most 
frequently in shoes which 
bear the names of tamous 
MAKCTS. <O<9 D~9 -DS5 





CALLIN. LEATHERS 





BOOT AND SHOE RECORDER February 7, 1925 


a ee et ee ee 


A permanent jet black dye 
—tor all light colored shoes 


Try REPCO on any light colored 
shoe. It will turn the shoe to a positive 
permanent black of a smooth and 
glossy lustre. 

There is no disagreeable odor to Repco Dye 
and it is unaffected by water. It will not rub 
off. Black polishes and pastes can be applied 


to shoes treated with Repco with most pleas- 
ing results. 


Shoe stores, repair shops and findings dealers 
> REPCO DYE y selling or using Repco Dye find it a profitable 


Meng INE Diack, all kinds of russet, ta investment and an excellent trade-builder. 
leather shoes. 





DIRECTIONS 4 
‘i fees using.” Caan oe woe CES Suggest Repco Dye to your customers as a 
Stein. Apply the dye freely and evesly. 219.58 ; ir li 
nema nit 4 hand or machine brsh, Doo means of getting longer wear out of their light 
TS. 
colored shoes. 

Se eer 
by Me ay th. Il, however qusamtin wn place wt af 
“Scale” add a little wood or denatyred 


3h UNITED 
Sf RePainine MACHINE 











Shoe Findings Jobbers 


United Shoe Machinery Corporation, Boston, Mass. 
San Francisco Branch, 859 Mission Street 


J.K. Krieg Company, 39 Warren St., New York, N. Y. 
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a , " THE DURBAN AMHERST 
Ww 3 go A four strap style. eS . o. casted 
oe : Carried in stock three Blac 
aa . ways, black satin (F236); (F235); ye. Lae (F24). 
- Qa black kid (F237); black 13/8 heel, turn edge welt 
atent leather (F238). soles. Made on Feeture-fit 
ight and ney ( Turn heel last. 
edge welt soles. 13/8 heel. 
ae on Feeture-fit heel 
ast 








WANDA THE BRAYER 


A three stra ‘~~ Just Another fast ith 2 
right in st and right , 
in. stock. atent leather (F213). sy 
(8233); black satin yee: Cuban heel. Extension welt 
3/8 heel, turn edge welt soles. Carried in stock. 
soles. Made on Feeture-fit Made on Feeture-fit heel 
heel last. last. 














Made Fashion Comfortable 


























OHANSEN 


Feeture Arch Shoes 


WITH THE FEETURE-FIT HEEL 


- A good shoeman is a good showman. He’s got a sort of sixth sense of what the 
public wants. He’s clever at meeting the public taste. He knows that in shoes 
the public buys “what’s on the outside as well as what’s on the inside.” 


Look for trade mark 


Feeture Arch Shoes were made for him. 





They offer the smartest styles to be seen in corrective shoes—21 styles—and 
all of them in stock. They are both rigid and flexible. Rigid for correct arch 
support. Flexible for full foot freedom. The one meets the demands upon you 
for rigid shank shoes. The other satisfies the customer who asks for flexible 
shanks. One line of shoes for all demands. 


That cuts costs by increasing turnover. 
Another big selling point—the Feeture Fit Heel. 


It hugs closely the wearer’s heel, never gapping, never slipping, even when 
the shoe is open. 





The Feeture-Arch line is an exclusive proposition. 


One merchant in a town—no competition. 





If you knew how much money merchants are making on Feeture Arch Shoes 
you’d write for details this minute. 


For RIGID 
delightful to support 


FLEXIBLE ores JOHANSEN BROS. SHOE CO. 
ST. LOUIS, MO. 


i LL LL LL 
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People Don’t Like Substitutes 
for Anything 


HE American public is being educated 

in regard to leather and its indisputable 
superiority for every type of sole. American 
leather in American shoes is a combina- 
tion defying competition by substitutes. 


The merit of our special tannages for the 
shoe trade is a big talking point in selling 
shoe values. “Company” leather in whole 
stock or in the soles you buy will go a long 
way toward convincing the public that— 


‘‘Nothing takes 
the place of 
Leather ’”’ 


~~) 
oe 


The United States Leather Company 


New York Chicago Cincinnati St. Louis Richmond 
The United States Leather Co. of Mass. 
Boston 


SELLING AGENTS j 
McADOO & ALLEN A. J. & J. R. COOK 
Philadelphia San Francisco 
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Dealers Take Pride in Selling Them . Men Take Pride in Wearing Them 


A Maximum Volume With 


a Minimum Carry 


This is what Nettleton dealers are doing by using our In-Stock 
Department which consists of 


—19 Oxfords 
—16 Shoes 
—1 Riding Boot 
—2 Puttees 


All Stock Shoes are Shop Made and represent the very finest 
in shoemaking. 


Orders shipped promptly within 24 hours after being received. 


We will be pleased to furnish further information and catalog 


on request 
All men know “‘ Nettleton’s”” — just say you have them 


A. E. NETTLETON COMPANY 


H. W. COOK, President 
SYRACUSE, NEW YORK, U. S. A. 


+ 
Sd 
wee 


The BUCKMINSTER 


No. 47 
One of 38 


Styles 
In Stock 








$8.75 








Black Russia Calf Bal with mat 
calf top, 13 iron sole, 7/8 F heel. 
AA, 7-12; A, 6%-12; B, 6-12; C, 
‘ D, 5-12 
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, 1925 


ST) White Kod Summer~ 


La EAR by year the call for white 
kid shoes increases. Nothing 
takes the place of white kid for sum- 


| § mer footwear. 


| The importance of securing a de- 





pendable white kid leather for 
constant beauty and value in case 
after case of shoes cannot be over- 
estimated. 


| It is our high aim to have CUIR 
DE NEIGE that kind of white kid. 


In this it but exemplifies the EVANS 
idea of co-operation with our friends 
—the shoe manufacturer and re- 
tailer—to build up an ever increasing 
demand for their footwear. 


(SKIN OF SNOW) 








You will do wisely if you standard- 


izeon CUIR DE NEIGE when plac- tandardize on. 
ing your white kid orders for spring : 
and summer footwear. F vans Brands 


John R. Evans & Company 
CAMDEN, NEW JERSEY 
(Branahes in All Principal Shoe Centres) 


vans Leathers 
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If ever colorful daintiness was the key- 
note of shoe fashion, that time is now. 


UALITY tinged with lovely color—that is 
the instant impression made by the shoe 
fashioned of NEW CASTLE KID. 

When you order shoes of NEW CASTLE, 
you are adding as surely as if you expressly asked 
for it, color distinction that -helps the shoe sell 
itself. 

Right now the NEW CASTLE Colors most 
sought for are 


APRICOT 


BLOND 


The shoemaker and shoe merchant who know 
the vital difference between perfection and 
mediocrity take these NEW CASTLE Colors as 


their criterion. 


NEW CASTLE LEATHER CO, Inc. 


100 Gold Street 
New York City 


The range of New Castle 
Colors pe every shade 
that is in harmony with 
the fashion note of the 
moment. 


Color 98 
APRICOT 
Color goo 
BLOND 
Color 99 
MOCHA 
Color 925 
SUDAN 
Color 823 
ROSEWOOD 
Color 700 
CHAMPAGNE 
Color 725 
SAND 
Color 17 
PEARL GRAY 


Color 18 
PRISCILLA GRAY 
Color 31 
HARVEST BROWN 
Color 3 
ROYAL BROWN 


Color 2 
PICCANINNY BROWN 
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Youth comes dancing down 
Life’s Boulevard but once. 
But the Styles of Youth and 
Beauty come pouring from 
the Creighton Factory each 
Spring and Summer, with 
the profitable privilege of 


In-Stock selection. 


Style 355 Style 357 
Russia Calf “Ardmore” Black Satin “Ruth” 
13/8 Covered Heel 13/8 Covered Heel 
Widths A-C Price $4.65 Widths A-C Price $4.50 


A. M. CREIGHTON, Lynn, Massachusetts 











Dainty footprints on the 
golden sands of Miami and 
on the sleek pavements of 
Fifth Avenue are evidence 
that women everywhere 
gladly follow the Creighton 
Line. Always In-Stock for 


your convenience. 


Style 350 Style 358 
Patent Leather “Euclhd”’ Russia Calf “Gotham” 


Apricot Kid Quarter 13/8 Covered Heel Tan Alligator Tongue 16/8 Covered Heel 
Widths A-C Price $4.75 Widths AA-C Price $5.00 


A. M. CREIGHTON, Lynn, Massachusetts 
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Skinner's Shoe Satins are 36 inches wide KINNER’S SHOE SATIN is made 
and supplied in four different qualities to especially for use in shoes. The same 
ie ela se pure-dye silk, the same skilled weaving 
that has produced the finest of dress 
satins and lining satins, has given the 


world its sturdiest of shoe satins. 


kinner's wshne sams «ack 


Chicago Boston Philadelphia 


Sh Oe Sa ti nN 7 ae Holyoke, Mass. Established 1848 


a 


When writing to advertisers please mention Boot anv Suoe Recorper 








BOOT AND SHOE RECORDER February 7, 1925 


DED WL ED ODDS 


Consider the 
Company 


UNION MADE N choosing the line of men’s shoes 
on which you will concentrate 
for retailing at $5 to $7.50—con- 
sider the company behind the line. 
The standards we have followed for 
sO many years in making Weber 
shoes constitute a value background 
on which retailers of our shoes can 
always depend. 


JS. 
“F 





WEBER BroOs. SHOE Co. 
North Adams, Mass. 


New York Office: 1328 Broapway, Marsrivce Bipo. 
H. Harris, Rep. 


COCO OLE ALE 


PEPE DL DL Di DLE 
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—For 


Your White Shoe Trade 


The Old Dependable Cake at in 
Dressing for White Shoes 


**The Name Blanco Is Signal of the Best 
Available White Cleaner” 


LAING, HARRAR & CHAMBERLIN 


Sole Distributors for the United States 
SkehTkidone  - - “tien .“™ 
JOSEPH PICKERING & SONS SHEFFIELD, ENGLAND Manufacturers 
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10,000 PAIRS LADIES’ SANDALS 
At Greatly Reduced Prices 


These numbers must be closed out regardless of their values. All high grade. No 
factory damaged. It is your golden opportunity. Buy them now. 


2% to7 
TWO STRAPS 7" 


». R1146—Gray Suede Two Strap, Full Leather 
Lined, Flexible Retan Sole, RubberHeel $2.00 $1.35 


. R149—Patent Leather, Full Leather Lined, 
Flexible Retan Sole, Rubber Heel....... ; 1.50 


ONE STRAP 


. R148—Black Lotus One Strap, Full Leather 
Lined, Oak Sole, Rubber Heel.......... 


. R179—Gray Spring Calf, Full Leather Lined, 
Oak Sole, Rubber Heel................ 


. R366—Gray Suede, Full Leather Lined, Flex- 
ible Retan Sole, Rubber Heel.......... 


. R164—Brown Suede, Full Leather Lined, Oak 
Sate, Fee, . bold Te nb 2 asecbes 


ANKLE STRAP 
. eee iad Elk Ankle Strap, Oak Sole, Rubber 


. R318—Gray Spring Calf, Full Leather Lined, 
Oak Sole, Rubber Heel................ 


. R309—Patent Leather, Full Leather Lined, Oak 
Sy ear ee 


. R305—Brown Lotus, Oak Sole, Rubber Heel. . 


. R308—Gray Suede, Full Leather Lined, Flex- 
ible Retan Sole, Rubber Heel.......... 


COMBINATION ONE STRAP 


. R1615—Brown Lotus, Patent Trim, Oak Sole, 
SR REA rs 


IN STOCK---READY TO SHIP 


Sicl) COMPLETED STITCHDOWN™ 


_TRI PLE wim? WELT 


347 RIDER AVENUE, BRONX, NEW YORK CITY 
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The WILO Kids 


May and June 


One born the last hour in May— 
the other the first hour in Fune. 





Their athletic “stunts” performed at 
the N.S.R.A. style show were a 


pleasure to all and created a most 
effective reminder that 


SPORT WILO | 


is the ideal leather 
for children’s shoes 





The picture below shows a portion of the shoes made from SPORT WILO 
which were kindly loaned us from their sample lines by many prominent 
makers of children’s and sport shoes. 


\ 

: 
) 
Y 
f 
a 


Watch for our next advertisement in which the 


Be Sure You Get What names of all these manufacturers will be given. 
You Order If You Specify ’ Sport Wilo 


Cie Kepner Leather Co. Colors Include 


Red, White, Blue, 
139 South Street, Boston, Mass. Green, Chocolate, 
Light Smoke, Log 


Cabin, Beige, Silver 

Gray, Dark Gray, 

Dark Smoke, Cocoa, 
Sole Selling Leathers Pearl, Tangerine, 
Agents of Black, Olive. 


Reg. U.S. A. 
— BRANCHES— 308 Leather Trades Bldg., St. Louis, Mo. 


Wes / HAW SAAS AUSSI 








=< 
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Stock No. 025-R—‘“Mr. At- 
las” last. Made of Tan Moor- 
land Calf. Box toe, 15-iron 
GIB. 6c cscs cccicvovesses $4.90 


Stock No. 020-R—Same, ex- 
cept made of Black Imported 
Moorland Calf.......... $4.90 


q 
; 
s 
| 
q 


Spring Low-Cuts—In Stock 


ITH their plump Moorland Calf uppers and their 15-iron Oak bot- 
toms, these two “Mr. Atlas” models are ideal low-cuts for early 
Spring sale, and are filling our In-Stock department with shipping orders. 


AISA 


They have the new broad toe and the latest circular seam and foxing 
patterns. Their bone-buffed sole finish is only one of their several fine shoe- 
making features. 


Let us send you the specifications of twenty other 
Bates In-Stock models that are timely for the next 
two months’ retail selling. We supply newspaper 
cuts free for most of them. 


A. J. BATES CO. 


WEBSTER - - MASSACHUSETTS 


ZA AN WW) SEIS IDNA 
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Le the coming Spring the delighttul whim of 
Fashion is turned to satin shoes for both day 
and evening wear. 


“CEDAR CLIFF” endorses this deci- 
sion with various grades to meet the 
present demand. 


Christine Tie of Cedar 
Cliff Shoe Satin, with 
cut-out quarters; full 
—, ponte heel, 


SHOE TINS 


The CEDAR CLIFF SILK COMPANY, 251-255 FOURTH AVE., NEW YORK 

















February 7, 1925 BOOT AND SHOE RECORDER 


BURDETT 
The Growing House 


for Growing Girls Footwear [fF 
: LYNN. MASS. J 














Growing Girls Are 
Growing More Fussy 


WE ARE making Burdett’s Growing Girls’ 
Footwear stand for merchandise a little 
better and more styleful than has ever been 
made before. 

If you are one of the merchants who want 
the line of an established House which is concen- 
trating and specializing on shoes for Growing 
Girls in styles which run true to type, over 
youthful lasts, we can do business together. 


Seeing ‘s to believe. Samples? Of course. 











: 


FACTORY SALESROOM 
278 BROAD ST., 183 ESSEX ST, BOSTON, MASS. 
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Style 6672—Russia ig Peston One Strap Pump, 283 last, 
10/8 Covered heel, B-C . Price $3.85 








and to 


T° attract the woman buyer’s eye— 
and more than that, to sell her 
the attractive merchandise, is your 
problem. Most beautiful shoes attract 
—if they are right in style, but they 
must be distinctive to sell. Here are 
three very new numbers, that will 
attract and sell because of their ultra- 
stylishness, comfortable fit, and fine 
quality. Again, they will sell because 
the prices are right. They are proven 
sellers—sure stock brighteners 
and fast on the turnover. 








Style 6679—Russia Calf Bessie One Strap Pump, 
292 last, i‘ 2 e Covered heel, Silk Cord around 
vamp, B-C- , 3-8. Price $3. 











es ee 


Order a trial quantity—display them promi- 
nently — or let your trade know of these 
distinctive numbers—then watch the results. 
All numbers are in stock. 


RICE & HUTCHINS 


INCORPORATED 
13 HIGH STREET BOSTON, U.S.A. 


(DISTRIBUTING BRANCHES) 
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Rice & Hutchins Chicago Co. 
Rice & Hutchins Cleveland Co. 
Rice & Hutchins Atlanta Co, 
Rice & Hutchins Baltimore Co. 


Rice & Hutchins New York Co, 
Rice & Hutchins St. Louis Shoe Co. 
Atlas Shoe Co., Boston, Mass. 
Jos. I. Meany & Co., Inc., Phila., Pa. 
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Style 6673—Russia ye xr Gore Pump, 292 
jast, 12/8 Covered heel. 3-8. Price $3.60 
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The College Market as a Forecaster 
of Men’s Styles 


The element of 
style in the shoe 
business has made 
successes for some 
concerns and fail- 
ures for others. 
“Style” will always be with us—there 
will always be the few who would 
mark themselves off from the rest by 
this or that distinction and there will 
always be the large group that delight 
in following the leader. 

This being the case, the subject of 
style should not be avoided and guessed 

at but rather looked into and studied. If style there 
must be, the merchant should do all in his power to 
discover the demand of the future in order that when 
people are asking for a certain type of shoe, he can 


By GILBERT H. TAPLEY 


and 
ALBERT W. FREY 


Of the Faculty of the Amos Tuck School of 
Administration and Finance, Dartmouth 
College 


provide it without the delay that 
may mean ruin. 


Style Leadership Belongs to the 
College Man 


Where styles originate is not the 
subject of this discussion, but it does seem that, re- 
gardless of their source the leaders in adopting them 
in the United States are college men. With our great 
common denominators,—radio, motion pictures, auto- 
mobiles and good roads—levelling practically all mar- 
kets they cannot erase this attribute of the college mar- 
ket—style leadership. Let the college man accept a new 
pattern, design, color, or what not and the majority of 
the male market will eventually follow suit. This has 
been demonstrated again and again The mackinaw of 
several years back was introduced to the city trade by 
college men. The lowly yellow slicker never broke 
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into polite society until the college man took it up. 
Gray flannels were not long in covering the country 
after being worn by college men. “Plus fours” are be- 
coming stronger in sales all the time after last year’s 
adoption by the colleges. 

Believing that the college student does accept styles 
first and that there is considerable lapse of time before 
the similar demand reaches much of the city market, 
the writers wondered if the results from the following 
questionnaire might not have real value to some retail 
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shoe merchants. He might well be interested in know- 
ing what the style leaders are doing, for he very likely 
will be serving a demand similar to that of the leaders 
in the near future. The present buying habits of male 
college students, as regards shoes, seem to be well 
brought out in the answers to this questionnaire sub- 
mitted to 113 typical college upperclassmen on a New 
England campus, drawing the majority of its students 
from outside New England. 


What then is shown? 


How College Men Buy Shoes— 
And Why? 


1. Most students buy two pairs or more each year, 
the average being 2.54 pairs. 


2. 75 per cent of the group buy high-priced shoes, 
that is, shoes costing $8 or more. 


3. Every one of the men bought low shoes. This is 
interesting indeed when it is considered that the ma- 
jority of these shoes were bought in the fall and early 
winter. It shows that the college market is strong for 
low shoes the year ‘round. 


4. Two-thirds of those answering preferred tan to 
black. 


5. Practically two-thirds like the smooth finished 
leather rather than the Scotch grain. 


Style and Quality Paramount 


7. Style and quality are the outstanding factors in 
influencing purchases; price and reputation being con- 
sidered least important. 


8. The majority of the students, 56 per cent, buy 
regardless of brand. They are not “sold” on any one 
brand to the extent that they will demand it when pur- 
chasing. 41 per cent more are not absolutely sure to 
ask for a specific brand. The college student who in- 
sists upon a brand is a rarity. 


9. Local dealers are not reaching even a quarter of 
the students. It is interesting to note that over one- 
quarter of purchases are from manufacturer’s travel- 
ing representatives. 

10. College students do not consciously buy season- 
ally. From the answers to the questionnaire, however, 
it seems that most of the men bought a pair of shoes 
in the fall months. It is very likely then that where 
most of the men buy two pairs a year, the other pair 
is bought in the spring. 

11. A few brands of shoes are extremely popular, 
but not due to impressive advertising of these brands 
necessarily. One New York firm, a leader in popularity, 
does little or no advertising. 

12. Twenty-eight men “neticed” shoe advertising in 
college publication. Sixteen more were influenced by 
direct mail appeals. General magazines and news- 
papers were of some importance. 


Question II was asked in order to be sure of just 
when most of the purchases were made in order that 
the value of the answers to the questions following 
might be more easily determined. If the majority of 
men had made their last shoe purchases a year or so 
ago, the facts about these purchases would be of 
doubtful value. 


Questions III, IV, and V were asked in regard to 
the last pair purchased rather than in regard to gen- 
eral likes and dislikes in the belief that the answers 
would be more reliable because more concrete. It is 
probable that if the man bought tan shoes last he 
favors tan shoes. For him to give a general preference 
might have been difficult and the answer as likely 
“black” as “tan.” So with “price” and “reasons for 
buying.” 

The questions and answers of the 113 men are as 
follows: 


I. How many pairs of shoes, excluding athletic 
shoes and dancing pumps, do you buy each year? 
(Rubber soled golf shoes to be included.) The answers 
showed that most men buy two pairs a year. There 
were enough who bought more than two pairs, how- 
ever, to bring the arithmetic average up to 2.54 pairs. 


II. Approximately when did you buy your last pair 
of shoes? The answers by months for 1924 were: 


(The questionnaire was distributed early in Decem- 
ber, 1924.) 


III. What price did you pay for your last pair? 
(Check group in which they belong.) 


a 
b 
c. 
d 





iletic 
rear? 
wers 
‘here 
how- 
airs. 


pair 
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A sensational piece of window advertising—suspending an automobile engine 
from the ceiling by a silk stocking. 


IV. Check the following items describing these 
shoes: (one in each couplet) 
0% 
100% 
Rubber heels .............. . 41% 
Leather heels . a .. 59% 
ares ickiccsasecoas 
. Na eRe Pe esr 
EE 
Not brogue .......................... 58% 
Scotch grain ........... . 88% 
Plain 62% 
Rubber soles.......................... 15% 
Leather soles 
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(The low percentage of rubber soles is due, of 
course, to the fact that the questionnaire was sent out 
during the winter. 


V. Which ‘of the following factors influenced you 
most in buying these shoes? 


(NOTE: The person answering the questionnaire 
was allowed to check as many of the following items 
as he wished. Some accordingly checked three or two 
and others only one. For this reason, these answers 
cannot well be put on a percentage basis and the actual 
number of checks in each instance are given. 
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Reputation 


VI. Which do you prefer? -' 


a. Rubber heels .. 
b. Leather heels 


.. 56% 
... 44% 


This shows that more men prefer rubber to leather 
heels, but that it is not an overwhelming factor is 
evidenced by the answers to the fourth couplet under 
IV, where only 41% of the last shoes purchased had 
rubber heels and 59% had leather heels. 


VII. In purchasing shoes, which way do you buy? 
a. One brand exclusively . sehaadabesieon a 
b. One brand usually .... 
ce. Regardless of brand ........... 


VIII. Where do you usually buy? 
a. Out of town .... 
b. Local dealers ...... 


c. Traveling representatives.. 
(while in Hanover) 


IX. Do you buy: 
a. Seasonally 
b. Whenever necessary 


In submitting this material no claims are made that 
it is the perfect picture of college shoe requirements, 
but the writers hoped that it would at least furnish a 
basis for comparison with other experience in this 
field. And, while the particular information gathered 
may not be exactly what any individual manufacturer 
desires most, it illustrates a possible method of secur- 
ing valuable data. 
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ITH all this interest in smarter shoes there 
is looming up a great flapper number for 
summer wear. 

It is patterned after the European braided or 
basket weave shoe, originally made by hand from 
strands of leather woven into a very open-effect 
sandal. Its translation into a practical shoe at a 
popular price has been done by skillful die mak- 
ing. Some of these dies have as many as two hun- 
dred holes to the single shoe, and the cost of the 
metal die is well up into the hundreds of dollars. 

Nevertheless, the final product is one of the 
cleverest products of American shoe manufacture. 

This is a shoe that should find its place in 
feminine demand next summer, and it should not 
be pushed too early in the season for it is essen- 
tially a summer-type shoe. 

That it will be a volume seller for summer is the 
opinion of astute buyers. It is said that one big 
manufacturer had orders on his books as early as 
the first of this year for 250,000 pairs of shoes of 
this type. 
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The 
Flapper 
Number 


One of the earliest uses of this 

braided leather, insofar as mod- 

ern shoemaking is concerned, 

is found in this high-heeled mule 
of European birth. 


Very charming are the combina- 
tions—sometimes in lattice-work 
effects, sometimes in braided or 
woven effects—sometimes a com- 
bination of both. 


Even goring has its place in the 
new flapper aryl summer. 
In high throat models the edge 
is not infrequently piped with a 
contrasting leather or material. 
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For 


Summer 


Two shades of brown lead the 
color combinations just at pres- 
ent. Combinations of black and 
gray, black and white, and brown 
and white also have sold. 





omer mane cautiously, way back in the 
spring of 1924, this so-called Deauville san- 
dal made 1ts bow to American buyers through the 
medium of several importing houses—a strictly 
PRP iy high-stylecreation at that time—a decided novelty 
seine poe Keser verre with atmosphere decidedly French. The Ameri- 
being held in place it aaede can woman of fashion found that it was not quite 
strips of silver or with gold right for her feet. So United States shoemakers 
at decided to re-adapt it. They put on a slightly 
heavier sole, ‘‘snapped up” the last, and built the 
heel to suit the various heights of arches. The 

same general lines were preserved. 
By the summer of 1924, the Deauville had made 
a most favorable impression. The American wo- 
men, not only in the $25.00 to $30.00 per pair 
class, but those who buy the $7.50 variety, had 
decided that they wanted the Deauville. Some 
ane Fsvelh —s - decided that they wanted a very “liberal trans- 
approximated with hes braided lation” of the type, and changes were made to 

effect. Some have been seen in all suit the pop ular taste. 

74 ep > pose The Deauville sandal and its “‘re-incarnations”’ 
of today are particularly comfortable and do not 
have to be as exactly fitted, as do other shoe 


styles. 
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Men’s Shoes in Limelight 


HERE is too much Scotch in the men’s shoe 
business—and that goes both ways, but par- 
ticularly in the direction of the “canny mon” who 
said he was “taking longer steps so his shoes 
wouldn’t wear out so quickly.” Someone said at a 
recent convention that “when boots went out, 
booze came in, and the price of a bottle and a pair 
were about the same, but one had the preference.” 
More pairs per man—that’s the theme—and 
it is a vital subject. It is the habit of the trade in 
its style conferences to balance seven hours of 
conversation on women’s shoes with seven min- 
utes in reading a report on men’s styles. It is, 
therefore, left to us to hold a little convention all 
our own on men’s shoes. 
The population of the United States is known 
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by sex, age and occupation. That is the basis of 
consumption. The problem is not one of devising 
means of forcing more shoes upon the consumer, 
but of devising ways to put more shoes within 
their reach. 

What one division of mankind has in the last 
six months shown a greater appreciation of foot- 
wear? We think it is the college man, and in this 
issue two college professors have analyzed for us 
the present buying habits of the college man. 

The value of research, even though it is but a 
sampling method such as you will find in this 
week’s issue, has its value in serving as a guide to 
a similar research that you might well make with 
your own customers. A new measure of impor- 
tance has attached itself to the men’s business in 
shoe stores in the last six months. We all know 
what the flapper has done to revolutionize the 
women’s shoe business. Is it not logical to assume, 
therefore, that the well dressed young man may 
accomplish something equally as revolutionary in 
his end of the game? 

In the men’s shoe business most of the progress 
of the trade has been made after the demand has 
been created. The balloon bottom trouser came 
first and it was some time before the trade na- 
tionally went in for the balloon last. The next 
move following the national encouragement of 
lighter shades of tan and a corresponding extra 
pair sale of black shoes is to educate the man cus- 
tomer in the wearing of lighter weight shoes for 
summer. This is a matter of education and most 
of it should be done over the fitting stool. The 
two-season plan worked to perfection when boots 
were worn in the winter and oxfords in the sum- 
mer, but since oxfords have become a year-round 
style, the only thing that can be done to increase 
the pairage, aside from lighter tans, is to encour- 
age lighter weights. But don’t overlook the neces- 
sity of having the shoes built with heavy in-soles 
and if necessary bevel the outer sole. By this 
method of manufacturing a light looking shoe is 
obtained with plenty of substance. The use of 
lighter weights in upper material is recommended. 

It is our belief that more men’s shoes can and 
will be sold provided the trade co-operates nation- 
ally. One store in a town cannot do much but with 
all stores talking the same common-sense argu- 
ment, the trade will profit accordingly. 





Longer Life for Style 


CRITICAL study of shoes purchased for 
spring indicates that most merchants have 
bought with the idea of prolonging the life of each 
style longer than the allotted monthly period. No 
one pattern stands out conspicuously. In fact, 
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many of the tested styles of the past year’s sell- 
ing have a place in spring stocks in newer 
materials. The light tans lead all the rest. Satins 
in black and particularly in blond and extra par- 
ticularly in the new lighter fallow shades have an 
important place in spring and summer shoe sell- 
ing. 

For the spring season, judging from purchases 
made, the more simple patterns lead and good 
taste has at last asserted itself. The cut-out is not 
so important and the use of stitchings is on the 
increase. The use of one material instead of two 
or more will come in the shoes after Easter. 


We are entering one of the most interesting 
periods of style development the shoe trade has 
ever known. The merchant who selects his shoes 
carefully and who looks for goed taste and good 
shoemaking will have stock that will be salable 
right through the summer. There is no reason 
why the shoe trade should not embark on its most 
profitable season, for with stocks of old type shoes 
fairly well cleaned out, the public will be given a 
better assortment than was ever before offered 
for Easter selling. The Easter season, however, 
should not be considered the peak, for it is only 
the beginning of a consistent and continuous pres- 
entation of good numbers in the months to follow. 





Mailing Lists Grow More 
Important 


T is becoming more and more apparent that re- 

tail shoe merchants are applying originality in 
their methods of stimulating interest in merchan- 
dise. The progressive merchant is not relying en- 
tirely on his windows and a newspaper advertise- 
ment now and then. 


At recent conventions, speakers have stressed 
the necessity of applying aggressive methods. To 
be more specific, many of the most alert stores to- 
day are making good use of the direct mail appeal. 
There are many firms which have a hard and fast 
rule providing for a postal card to be sent through 
the mails to a new customer a few weeks after the 
initial purchase. The substance of the written 
matter is a query as to whether the merchandise 
has met with approval. It’s a good plan for renew- 
ing the contact which originated with the first 
purchase. 

Then many houses have the form letter—sev- 
eral of them. One is written to the customer who 
has not been in the store recently. Another often 
goes to persons who have never purchased from 
the store. It is an appeal to them to open an ac- 
count and announces that there is a stock of new 
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shoes for the coming er present season that is 
worthy of inspection. 

The letters, with their obviously sincere inter- 
est, constitute one of the ways of making a larger 
profit through greater turnover. 





More Safety in Hosiery 


Colors 


LONG stride forward has been taken by the 

Textile Color Card Association and the Na- 
tional Association of Hosiery and Underwear Manu- 
facturers in standardizing the color terminology 
of the trade, an action dealt with in detail in this 
week’s Hosiery Section. The number of big pro- 
ducers who already have fallen into line and have 
re-labelled their stocks to conform, adding and 
subtracting from their formerly-used color names, 
is proof that it is being taken seriously. The big- 
gest economic gain, it seems, will be in the cutting 
down of the amount of returned merchandise. In 
the past, when a merchant ordered Airedale, let 
us say, he was apt to get from his manufacturer 
or wholesaler, what that manufacturer or whole- 
saler called Airedale, which might not be at all 
what the merchant wanted. Back went the mer- 
chandise. Now Airedale means but one color and 
the entire industry knows what it looks like and 
can produce with the assurance that it will be ac- 
ceptable. In time, this action may even result in 
lessening the number of colors which it is now 
found necessary to carry in stock. 





A True Story 


OT long ago the writer was called in to make 
a physical inventory of the shoe stock car- 
ried by a small drygoods store in the suburb of a 
large city. The average business over a period of 
some eight or ten years, had been not more than 
$6,000, yet the inventory, revealed a stock which 
had cost in the neighborhood of $10,000 and 
which was made up, including rubbers and over- 
shoes, of some 4,000 pairs purchased from 36 
different manufacturers and wholesalers. In in- 
stance after instance, it was found that this mer- 
chant had actually sized in from houses other than 
the ones with which he had placed his initial or- 
ders. He didn’t even know the names and ad- 
dresses of some of the firms from which he had 
bought. The stock was liquidated—at a big loss, 
of course, but with the cash this merchant placed 
an order with a general line house, saving enough 
to take a little flier in more stylish merchandise 
from two other houses. His business is now show- 
ing a profit. 
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Big New Retail Association Formed 


Merchants of Five States and District of Columbia 
Join Forces at Atlantic City 


held February 2, 3 and 4 at Atlantic City, N. J., 

under the auspices of the Pennsylvania Shoe Re- 
tailers’ Association. So successful was the combination 
of a convention and style show and so well the attend- 
ance in both the convention meetings and in the sam- 
ple rooms of the Hotel Traymore that a new and power- 
ful organization was the outcome. The states of Penn- 
sylvania, New Jersey, Maryland, Virginia and District 
of Columbia have decided that collectively they can 
do more for the craft and this day forth will be known 
as the Middle Atlantic Shoe Retailers’ Association. 

The significance of this merger of associations is 
that it is the second step made since the beginning of 
the year to reduce the number of conventions and to 
increase the attendance and interest in those larger 
gatherings which represent a geographical region. 

Atlantic City is particularly fitted for conventions 
and this was proven by the attendance. A lesson in 
convention management could be learned from the pat- 
tern set in Atlantic City. Each committee functioned 
for nearly five months in arranging every detail of 
the style show, the business sessions, and sample 
room features. 

It was the eleventh annual convention of the Penn- 
sylvania Association and the show was a success from 
the Directors’ Meeting on Sunday to the style show 
curtain on Wednesday night. The style show under 
Chester I. Campbell, of Boston, was one of the prettiest 
that has ever been held. 

Buying in sample rooms was up to expectations. 
Most of the merchants had previously attended the 
market shows and used the Atlantic City exposition as 


[vet most ambitious Regional Convention was 


Child Models on the Boardwalk 


an extra safeguard for late Easter buying and deliv- 
eries up to May. 


Committee Chairmen 


The men who made the convention were: Lee Reine- 
berg, president; Albert J. Schmidt, first vice-president ; 
Roy Walter, second vice-president; C. J. Mensch, 
treasurer; George M. Garman, Harry I. Boyd, style 
show committee; H. S. Frederick, publicity; George 
W. Ludeebuchl, membership; Roy Walter, program 
and speakers; George Barnett, entertainment; Myer 
Marx, hotel reservations; Morris Browdy, nominating; 
Joseph Feedman, Atlantic City local publicity; Al 
Freedman, reception committee Jersey night. 

Lee Reineberg as a presiding officer qualifies for the 
gold medal of leadership, and if he is as good a shoe 
man he is doubly fortunate. By the strength of his 
personality and the keen co-operation of his officers, 
the convention sessions were practically 100 per cent 
in merchant attendance plus traveling men and manu- 
facturers. With a $5 registration fee, nearly 200 
signed the roster and this figure could be increased 
considerably in actual merchant attendance. 

The first session was called promptly Monday morn- 
ing at 11:00, with George W. Ludebuehl giving the in- 
vocation. C. H. Githens, president of the Atlantic City 
Association, claimed the honor of being the youngest 
president of a local association in the world. Four 
weeks ago he was elected president of the Atlantic 
City organization and since that time had to forget 
the shoe business completely and spend all of his time 
in arranging the convention. In his speech he pointed 
out that several traveling men had anticipated the 
business side of the convention by taking orders on 
Sunday which was excusable in that “The ‘Better 
the Day the Better the Deed.” He also said we no 
longer talk about shoes in terms of articles tied up by 
a string for we are now in a scientific game. where 
every merchant has to study the best methods of con- 
ducting the business profitably. He claimed acquaint- 
ance with practically every merchant in Pennsylvania 
and New Jersey, for pervious to going into the retail 
business he was for 25 years a traveling man. 


Must “Profitize” in 1925—Reineberg 
“The average retail shoe merchant made little or no 
money during the past year and in fact a great many 
of them had a balance on the wrong side of the ledger 
in red ink. A great many more would have been in 
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greater difficulties had it not been for the helpfulness 
of association work. 

“The retail shoe merchant without a buying budget 
and a selling or expense budget found the sledding 
very rough, which reminds me of a little story about 
Mrs. Smith who was constantly urging her husband 
to put her on a budget system. Her neighbor had been 
placed on one and had shown her the splendid work- 
ings of the budget system and she knew just how far 
she could go with her expenses. She finally prevailed 
upon her husband to place her upon the same system. 

“He gave her an allowance of $300 a month, and he 
instructed her in the way of keeping books by making 
the entry on the one page and the expenditures on the 
other. At the end of the month he looked over the ac- 
counts and was quite surprised to see with what great 
facility she had kept the book, because having had no 
previous experience he was rather in doubt as to her 
ability to cover this matter. 

“In looking over the varous items, he noticed Jan- 
uary 3rd, G. O. K., $2.17. Two or three days later an- 
other item, G. O. K. $4.26, and so on down the line with 
about 6 or 8 G. O. K.’s. He couldn’t understand this 
and so he asked her what these entries of G. O. K. 
meant, and she said, ‘God only knows!’ So that God 
only knows how many of the retailers survived last 
year in as good a shape as they did. 


Kill Styles Too Quickly 


“Of course the cause of this condition has been as 
we know, the quick and radical changes of style and 
that in turn depreciates the value of the stock we have 
on hand. For the 1925 spring season it looks as though 
styles were a little more stabilized and we could buy 
with greater confidence than we have been able to in 
the last few seasons. 


“Another thing is that we kill styles too 
quickly. That has been preached to us on 
numerous occasions but it is a fact, never- 
theless. In our eagerness to beat our com- 
petitor to it, we want to create a new style 
out of our own minds and convey that to the 
manufacturer and he in turn interprets that 
for us. If we leave the life of a style a little 
longer, we will have less depreciation on our 
stocks.” 


“The basic economic conditions indicate to us that 
1925 will be a good year. The railroads find them- 
selves now in the best position they have been in for 
a number of years. The metal industries show prac- 
tically no change as to prices of the various metals. 
The textile industry statistics tell of a low supply of 
raw material and of a consumption of cotton cloths 
that runs ahead of the output, which is unusual be- 





cause for the past few years it has been quite the re- 
verse. The building industry tells us of great pros- 
perity ahead. Many big buildings are under construc- 
tion or in contemplation, so that these various basic 
and economic conditions point to a most successful 
year for 1925. 


Use Co-operative Advertising 


“Of course, we are interested now in the P. S. R. A. 
activities during the past year. Notable among these, 
and what we consider as our master stroke, has been 
the co-operative advertising campaign that this as- 
sociation has fostered through our advertising agency. 
This co-operative advertising campaign is available to 
every community in the State and the only cost that 
is attached to this series of 12 ads is the cost of putting 
it into your local papers. We furnish the matrices and 
copy and suggestions for same to local associations 
free of charge and our only regret is that not more of 
the local associations have adopted this program of co- 
operative advertising. 

“The purpose of this co-operative advertising cam- 
paign is to educate the people in the uses and abuses 
of footwear, the proper care of shoes and kindred sub- 
jects being taken up for discussion in this series. 


Middle States Organizing 


“A great amount of effort and thought was put into 
the proposed five states association which we hope to 
form during this convention to include the states of 
New Jersey, Maryland, Delaware, Virginia and the 
District of Columbia. We hope in this way to have a 
permanent organization of great strength that will 
have some power and be able to hold its own with 
similar organizations throughout the country. 

“While the last few years we have had no deroga- 
tory legislation that required a great deal of associa- 
tion activity along these lines, we can look for such 
things at any time. Right now the Department of 
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Commerce, under Herbert Hoover, is contemplating a 
very exhaustive study in the marketing conditions in 
which they hope to account for the big spread between 
the wholesaler, manufacturer and retailer and possibly 
some of those quick tempered Congressmen will see 
some loopholes there that they’ll want to rush some 
legislation in to Congress that will be derogatory to 
the efforts and interests of the retailer, particularly 
the shoe retailer. So that we must be on our guard and 
have associations that will have some strength and 
weight with the National Government and by this 
means of forming a regional association, we hope to 
gain that needed power and great strength.” 
President Reineberg appointed these committees 
for convention work: Resolutions, Roy Walter, chair- 
man; George Ludebehl, Frank Mandeville, Fred 


Bickle, George Frees. 
Credentials, Frank Bader, chairman; Louis Shapiro, 


Sam Shollenberg. 
Board of Election, Mal Neuwahl, chairman; H. L. 


Githens, Paul Kimmens, Louis Biegel, Justin Pagel. 


President Baird’s First Address 


John J. Baird, president of the National Shoe Re- 
tailers’ Association, made his first address since his 
election. In part he said: “It is immensely gratifying 
to me to stand before you today as your guest and the 
accredited representative of the National Shoe Re- 
tailers’ Association, and I feel keenly the honor that 
your organization and the national have bestowed 
upon me. I must say, my friends, it is a real pleasure 
to be placed in a position of service and it is my am- 
bition to make my administration of the office of our 
national association a year of service to the individual 
retailer, to the state organization and through these, 
to the national. 


“The national association is an instrument 
for service. If it were not that, there would 
be no real reason for its existence and I 
promise you here and now that your problems 
shall be our problems, your difficulties 
should and will be, our problems. The big, 
powerful national association belongs to you 
as individuals and as members of the Penn- 
sylvania Association. It is yours to use; it is 
yours to profit by. 


“The influence that we as a national body may 
wield is limited only by the number of our members. 
I therefore urge upon you all the need of all shoe mer- 
chants being affiliated with the national and state or- 
ganizations. The strength of these bodies depends upon 
membership and if there is a man within the hearing 
of my voice who has neglected to join both of these 
very necessary associations I hope he will take steps 
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immediately to get in line to join hands with the rest 
of us who are trying to make 1925 a year of profit for 
the shoe retailer of the country. 

“I have been told that this Pennsylvania crowd is 
a live wire bunch of shoe men. I see now how well de- 
served is that reputation, and I thank you for this fine 
opportunity of meeting you and joining with you in 
your constructive work for our craft. 

“I sincerely hope that your deliberations here will 
bear fruit, that you will conduct your meetings in a 
constructive and educational manner for the benefit 
of all of us.” 

President James Scanlon of the National Shoe 
Travelers’ Association followed President Baird, and 
said in part: “At the present time, the shoe salesman 
is absolutely essential to shoe manufacturers. The 
change that has come over the shoe industry in the 
past few years has made it such that the mere prestige 
of a long career in the shoe business does not make the 
shoes that the manufacturer is putting out salable. 
We have seen rise in a few years manufacturers who 
were never heard of before, and we have seen go down 
into the abys of bankruptcy manufacturers who have 
been of long standing. So that to introduce properly to 
the retailers the lines of shoes that have never been 
heard of before, or to keep before the retailers the 
reasons why they should buy from lines of shoes that 
have been on the market for many years, requires a 
salesman. 

“The experiences of a shoe salesman, his very life, 
in coming in contact with the various methods that are 
being pursued by other retail shoe merchants to over- 
come difficulties that are before them, enables him to 
be of great counsel to the retailer; it gives him an 
opportunity of advising and showing some methods 
that other retailers have been using to overcome 
the selfsame problem that confronts the retailer upon 
whom he is calling and above all things, the salesman 
brings to the retailer, to the ordinary retailer, the 
markets of the country. I think that the salesman has 
failed to realize his own importance in the part he 
plays in the distribution of footwear. 

“Too often the salesman approaches the retailer 
with a feeling that he is begging for an order, that the 
retailer is giving him quite a concession to look at 
his shoes. I think that is the thing that the shoe 
traveler must overcome. He must view with the proper 
respect his own position in the distribution of foot- 
wear. He must realize that he is on a par with the re- 
tailer, that it is a purely business proposition, that he 
is presenting to the retailer: some shoes by which he, 
a traveler, if he sells them, will make money and upon 
which in some cases at least the retailer is going to 
make some money. 

“So I say that I believe that is the thing that the 
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traveler must get,—that realization of his own im- 
portance in the distribution of footwear. 

“There has been a great era of co-operation of the 
various branches of the shoe industry. Just as a few 
years ago when the association of retailers was formed 
it did away with the furtive stealing up under cover 
of darkness to look in your competitor’s window, 
eliminated various faults and difficulties in the retail 
business, so the co-operation of the various branches 
of the industry with their associations is tending to 
eliminate the faults and the troubles and the supposed 
animosities between the various associations.” 


Sell Yourself on Styles—Spangler 


George M. Spangler, manager of the National Shoe 
Retailers’ Association, delivered an interesting and 
instructive address, part of which follows: “There are 
three elements that go into our industry—the manu- 
facturer, the traveler and the retailer. And I’d like to 
have any one of you give serious, sober thought to 
the situation and tell me how the organization as an 
institution can function without any one of those three 
parts. 

“There is a certain element of retailer who perhaps 
might, but he represents about 5 per cent of the re- 
tailers of this country. The other 95 per cent need and 
must have the traveling salesman. There may be a 
small percentage of mail order shoe manufacturers 
who could get along without a traveling salesman. 
They would be even less than 5 per cent and the other 
95 per cent or more, not only need but absolutely re- 
quire a traveling salesman. 


Let Styles Live Longer 


“Not only do they need a traveling salesman for the 
factory, but competition makes for stimulation of our 
industry and any industry, and if it were not for the 
traveling salesman visiting the retailer, vying with 
each other to place their factory’s product before the 
retailers of the country, how would we have this in- 
spiration to excel on the part of the factories? 

“You have to sell yourself on a style first. 

As I have talked with many hundreds of re- 
tailers (and I am very happy to say that they 
drift into the Chicago office on their way 
hither and yon) I am absolutely convinced 
that the public is not the factor that loses in- 
terest in styles; it’s the man in the retail shoe 
store who loses his own conviction that that 
style is still good. 

“There may be instances where any in- 
dividual, be he ordinarily ever so wise, will 
pick what the world calls a ‘lemon’ in shoes. 
There are those instances but we have found 
that the man who stays sold himself and in- 


sists that his sales force stay sold, is not 
troubled with a given type of shoe going out 
of style and our prayer to you is that if you 
want to get the 100 per cent result out of the 
change of the United Styles Committee ‘of 
traveler, manufacturer, tanner and retailer, 
have yourself sold and stay sold over a little 
longer period.” 


Geuting Opens Tuesday’s Session 


Tuesday’s session opened with 350 in attendance and 
when A. H. “Tony” Geuting started to talk, he covered 
everything from National Association to his famous 
rules of four and six, but what scored most was this: 

“The trouble with you boys from the smaller towns 
is that you are so afraid that the city man has some- 
thing that you have not got, so you pile up the stuff 
and the traveling man says: ‘Why, we sell it to the 
up-to-date merchants of the city of Philadelphia or 
New York and different cities. You have to have this 
if you want to keep your trade because your trade is 
leaving and going to the big city to buy.’ 

“There is nothing in that. Carry your sizes 
and widths and fit your people and get it down 
to just as few lasts as you know how and as 
few leathers as you know how, and anything 
that is a little out of the constantly saleable 
class, don’t buy.” 

Silent Cal Mensch hardly lived up to his title, 
for he started the open forum by dividing it 
into four major subjects. Unfair retail com- 
petition, led by Albert J. Schmidt of Pitts- 
burgh, who said that the competition of the 
company-owned stores and commissaries must 
cease, and that associations would not longer 
tolerate selling in volume to company stores 
and then selling at retail within the states 
in direct competition with the legitimite re- 
tailer. A strenuous campaign will be waged 
with the assistance of the business papers and 
the National Shoe Retailers’ Association to 
stop the pernicious habit. 


The subject of chain stores and high service shops 
was covered by George Geuting of Philadelphia. He 
said that the individual retail shoe merchant should 


ask himself the question: “Am I competing with the 
chain stores and in effect declaring myself a chain 
store merchant, or am I running a service shop?” He 
illustrated the point by a personal experience: 
Having been persuaded to stock some shoes to sell 
at $6 and $6.50 in his Market street store, Philadel- 
phia, which has a popular-priced traffic passing by 
the door, he did sell quite a lot. of those shoes, but he 
(Continued on page 47) 
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General view of hall. In the foreground, is the runway extending around the bal- 
cony from which the models showed latest shoe creations—at St. Paul. 


Need of Aggressive Merchandising Methods 
Stressed at Northwestern Convention 


held its annual convention at St. Paul, Minn., 

January 26, 27 and 28. The convention was held 
in the Auditorium and retail shoe merchants from the 
district to the number of 200 attended. Cold weather 
was attributed as a reason why the attendance was not 
greater. Interest in discussion of current business 
subjects was great and a shoe style show was one of 
the features. 

President Joseph A. Langley directed the presenta- 
tion of the program and did a masterly job. Seventy 
display booths were arranged in the auditorium and 
each was provided with a private room in the rear for 
booking business. 


[vet Northwestern Shoe Retailers’ Association 


Each Booth Has Sales Office 


Around the balcony there was a 600-foot runway, 
equalling in size the style show runway at the recent 
N.S. R. A. show in Boston. Fifty models were trained 
for the style promenade given Monday and Tuesday 
evenings. Thirty-five cents admission was charged 
the public. Each performance drew a _ capacity 
audience for the seating capacity of 2400. The public 
supported the style show, thus helping the association 
to meet the cost involved. 


Hotel Display Rooms Next Year 


During the closing session of the convention, Wed- 
nesday, the association officials admitted the exhibit- 


ors using booths had not received an adequate return 
on the booth expense in orders received. For next 
year the plan now is to use hotel rooms for exhibits. 

Convention sessions were interesting for the sub- 
jects discussed in open forum, but the attendance 
alternated between 20 and 100. Except for the closing 
session Wednesday, each meeting was presided over 
by Secretary H. S. McIntyre, publisher of the North- 
west Commercial Bulletin. 


Industry Making Progress 


President Langley opened the convention Monday 
afternoon. In part he said: “I say both in the spirit 
of warning and encouragement, let us, in our inter- 
course with each other, ever bear in mind the fact 
that the selling of shoes at retail, grand as have been 
its accomplishments, is still in a great measure ex- 
perimental. Not one of you, if you will run back 
over our records of the past quarter of a century, but 
will confess that my statement as applied to that past 
period, is undeniably true. The greater light which 
25 years of study and experience has thrown upon the 
theories and methods of that day has rendered many 
theories and methods antiquated which then seemed 
to have taken their places among the body of en- 
during shoe retailer knowledge. In 25 years more the 
same must be said of many theories and methods 
which now we are inclined to accept as beyond ques- 
tion. While we are awaiting these inevitable correc- 
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tions of time, let us not fail to realize the law of 
consumer interest and consumer demand. 


Need of Alert Merchandising 


“Let us, now and here, recognize the possibility that 
many theories and methods which now bear the label 
of verity may yet have to be relabeled, and perhaps 
thrown aside. Let us, then, meet each other and all 
the world, with out minds open to the consideration 
of every theory and method which bears upon it the 
stamp of honest conviction. Let neither fear nor 
prejudice stand between ourselves and the coming 
light. 

“And yet almost on the instant of their utterance, 
I must seem, I fear, to contradict my own words. 
When I say ‘be open to the new light,’ I do not by 
any means intend to advise you to use your present 
method of selling shees dubiously. To do that—to 
permit your effort to waste itself in doubt because 
perchance the next five or ten years may reveal a 
more efficient method than is now at our command— 
would be the act of a coward. For the scientific revela- 
tions of the next five years you are not responsible; 
for the efficient use of the knowledge now at the com- 
mand of your vocation you assuredly are. In truth 
there is no conflict between my two lessons. In the 
actual operation of your vocation use intelligently and 
fearlessly the knowledge which the world of today 
has placed at your command. 

“Faith, simple faith should be the message of this 
meeting. Faith in the Tanner; Faith in the Manu- 
facturer; Faith between Tanner and Manufacturer; 
Faith between Manufacturer and Retailer; Faith be- 
tween Retailer and the ultimate consumer of our 
product; Faith in your neighbor; Faith in your public 
men; Faith in our government; and last of all Faith 
in the good old U. S. A., the land of sunshine and 
happiness.” 


Advocate 37-40 Per Cent Mark-Up 


George S. Roth, manager and buyer for George A. 
Pierce, Inc., of Minneapolis, Minn., lead in the open 
forum discussion on Monday. His subject was: 
“Things to Remember in Buying 
Shoes.” He suggested four rules of 
guidance: 

1. Find out as a merchant 
where you do fit in your own 
town. Study the needs of your 
community and if having de- 
cided a specialty store or general 
store you will operate, then hav- 
ing established your policy of 
procedure, stick to it. 

2. Since styles of shoes have a 
distinct relationship to clothing 
styles, watch closely such style 
and color changes and then link 
up your shoe styles. 

3. Watch your stock. When 
you see that a style is changing, 
begin cleaning up then—don’t 
wait until clearance sale months 
roll around. 


One of the stars of the Style 
Show 
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4. Study carefully your mark-up. Mark up 
style shoes higher than staples. Earn your 
pay with service you offer your customers. 
Discussion favored a mark-up ranging be- 
tween 37 percent and 42 percent. 

M. J. McGowan of Appleton, Minn., President of 
the Minnesota Editorial Association, read an inter- 
esting paper on “The Small City Newspaper and the 
Shoe Merchant.” He urged intelligent, well prepared 
newspaper advertising for building the merchants’ 
volume of business and for off-setting the mail order 
competition which every small town merchant has to 
contend with. Use the proper amount of space to fit 
the object or the occasion when advertising a new 
style or a sale. The small town newspaper publisher 
can only justify his existence by keeping in close 
touch with the merchants of his town and knowing 
their problems and then helping editorially to draw 
business to that community. 

A. C. Kline of The Shoe Retailer urged that each 
merchant watch his rent and other overhead expenses 
if he would be sure of making a profit. 

B. C. Owen of the Boot and Shoe Recorder explained 
the Geuting rule of six for mark-up, and the rule of 
four for turnover in keeping a watchful eye on move- 
ment of shoes from the shelves on to the customer’s 
feet, backed up with intelligent optimism for insuring 
a profitable year’s business. 


How to Beat the Peddler 


On Monday night there was the first presentation 
of the Style Revue. New creations in footwear were 
effectively shown by pretty models on the runway. 

Tuesday morning cemmenced with an open forum 
discussion of the subject: “How Can We Cope With 
the Peddler?” led by W. M. Comer of Minneapolis. 
The seriousness of competition from peddlers of shoes 
was brought out by the speaker and a solution of the 
matter was suggested as a result of discussion by 
different members that every merchant ought to send 
out peddlers, thus making the peddling of shoes so un- 
popular that the people of each town will quit patron- 
izing any of them. 

One of the best addresses of the 
convention was delivered by Edward 
F. Flynn, general counsel for the 
Great Northern Railway Company. 
His subject was “Service.” He 
drew an interesting picture of the 
two million men engaged in manu- 
facturing transportation services for 
all classes, pointing out the improve- 
ment in service now being rendered 
by the railroads te shoe manufactur- 
ers, wholesale and retail merchants. 
He showed that the railroads have in- 
creased freight rates 34 per cent over 
pre-war rates, whereas the cost of 
materials for railroads has increased 
60 per cent and the cost of wages of 
railroad men has increased 125 per 
cent. Fewer men are engaged in the 
service today than during 1918, yet 
a greater tonnage is being hauled 
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Looking from the runway at the booths—also getting a good view of 
the decorative effects. 


than during 1918. The yield in man power or work 
done by each railroad employee has increased, thus 
making it possible for freight rates not to have in- 
creased in the same ratio as cost of materials and 
wages have increased to the railroads. 


Window Trims Very Important 


“Window Displays as Business Builders” proved to 
be an interesting subject in open forum, led by Carl 
M. Stendal of Minneapolis. He said, “Well lighted and 
well arranged windows make shoes look to be worth 
two to three dollars more per pair than the same shoes 
do in a window where daylight is the only means of 
providing light. Window displays are just as much a 
necessary cost for doing business as rent. As com- 
pared to newspaper advertising, window displays are 
worth more. If I had to make a choice between using 
newspaper or window display I would eliminate the 
newspaper advertising first. 

“Give new styles as they come in, a special place in 
your window trim, so that they are conspicuous. If 
then no calls for these new styles develop, you have 
picked a dead one.” 

Tuesday afternoon’s session was taken up with two 
addresses. “The Modern Crook—a Menace to the Retail 
Merchant,” by Melvin J. Maas of the National Hon- 
esty Bureau, New York City, pointed out that a few 
years ago the average age of crooks was 42 years, 
whereas today 75 per cent of all crooks are between 
the ages of 18 and 23 years. Four years ago forgeriés 
amounted to thirteen million dolars; 1923 forgeries 
had jumped to a total of two hundred and fifty-three 
million dollars; in~ 1924, over three hundred million 
dollars. The total criminal cost is twelve times the 


total of federal taxes and amounts to ten billion dol- 
lars annually. Mr. Maas pointed out that if crime can 
be controlled or reduced one-half the general public 
would not feel all the other taxation now imposed 
upon taxpayers throughout the country. 

“Changes and Consequences in Business,” by Nor- 
man H. Johnson, secretary of the Southern Whole- 
sale Dry Goods Association, Richmond, Virginia, was 
presented. He spoke optimistically of business and 
social conditions and declared that the present gen- 
eration has the greatest opportunities the world has 
ever offered. He said: “There will be sustained spend- 
ing power all through 1925. Boom days of business 
are over.” He urged shoe merchants to buy often, but 
not to speculate. “Know your community needs. Don’t 
buy every line offered. Discount your bills, and if 
you do you won’t overbuy.” He urged the shoe mer- 
chants to study their problems and never to feel that 
they know too much. 


Comer Elected President 


Officers elected Tuesday afternoon were: W. N. 
Comer, Minneapolis, president; vice-presidents for the 
various states in the association, O. J. Benton, Aus- 
tin, Minn.; John Mork, Grand Forks, N. D.; A. P. 
Johnson, Sioux Falls, S. D.; E. A. Rice, La Crosse, 
Wis., and J. F. Cook, Wolf Point, Mont.; George Roth, 
Minneapolis, treasurer; H. S. McIntyre, Minneapolis, 
secretary; directors, J. R. Lees, Fargo; J. A. Langley, 
St. Paul, and Otto Schuler, C. M. Stendal and C. A. 
Kilbourne, Minneapolis. Next year’s convention will 
be held in Minneapolis at a date to be selected later. 

During the evening a banquet was held at the St. 
Paul Hotel. The toastmaster was Norman H. Johnson. 
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The Ladder Club Made a National Organization 


Constitution Adopted and Plans Provided for Enlarging the Scope 
and Extent of This Store Organization Movement 


tionalized. This is the logical 

outcome of the movement or- 
ganized in 1924 by the Boot and 
Shoe Recorder to provide a regular 
department in its pages devoted to 
the retail shoe salesman and the 
problems of shoe store organiza- 
tions. 

“The Retail Shoe Salesman,” a 
four-page special section, has ap- 
peared in this magazine once a 
month for the past ten months. 
There came an insistent demand 
for reprints of this department 
from store owners and managers, 
and from salespeople themselves. 
At the present time this is being 
distributed to hundreds of shoe 
stores and thousands of salespeople. 


To Exchange Experiences 


Out of this grew the “Ladder 
Club,” which was organized by the 
Recorder as a means of getting 
store staffs together for mutual 
benefit, the exchange of ideas and 
experiences, the fostering of good- 
will, co-operation and store spirit, 
and for the improvement of store 
service at the vital point of public 
contact. 

This movement has met with 
such hearty and wide-spread re- 
sponse that it is apparent the time 
has come for crystallizing the work 
into more tangible, workable form 
—a national organization in fact. 

In order that the idea may be 
fully understood, we shall here ex- 
plain the plan in detail. 


Te Ladder Club has been na- 


‘How to Organize a Ladder 


‘Club 


The Ladder Club is an organiza- 
tion designed for the individual re- 
tail shoe store or department, or 
for two or more stores located fa- 
vorably for group meetings. 


The object of the Ladder Club is 
to provide a workable ground for 
the getting together in duly organ- 
ized form of executives and em- 
ployees of the retail shoe business. 

The basis of the Ladder Club is 
education, self-improvement, store 
betterment and mutual welfare. 

In other words, the Ladder Club 
is planned to do for any progres- 
sive retail shoe business all that 
can be done through organizing its 
store staff. 

The Ladder Club aims to help 
the owner and manager to organ- 
ize and crystallize the man power of 
the store into a UNIT. It aims to 
stimulate employees to a better 
comprehension of their duties to 
the store and to the public, and to 
make them think, more and clearer, 
about these things. 

It aims to help make them into 
the ideal store representatives, that 
every retail merchant desires. 

It aims to help bring the execu- 
tive and his employees closer to- 
gether, to understand each other 
better, to create a better apprecia- 
tion of the value and worthwhile- 
ness of working in harmony as a 
unit for the common good of all in 
the business, and of course, under- 


lying it all, to help create more and 
better good-will and business for 
the store. 





What Is the Ladder Club 
System? 

The Ladder Club was founded by 
the Boot and Shoe Recorder as a 
high service to the retail shoe mer- 
chants of the country. There are no 
dues or money considerations what- 
soever. 

We assist in organizing and 
maintaining a Ladder Club in any 
store or group of stores in these 
ways: 

1. Provide a Constitution and ad- 
vice for organization. 

2. Provide programs for regular 
meetings. 

8. Issue “The Retail Shoe Sales- 
man” once a month to the individ- 
ual members. This is a reprint 
usually of four full pages of a sec- 
tion devoted to the retail shoe sales- 
man’s work, in the Boot and Shoe 
Recorder, edited by Arthur L. 
Evans, the president of the Retail 
Shoemen’s Institute. 

4. Receive reports of all Ladder 
Club meetings; analyze, summarize 
and compile these; sending them to 
each Ladder Club for use in its 
meetings; and, generally, act as a 
central receiving and sending sta- 
tion for gathering information, 
ideas, opinions and experiences re- 
lating to shoe store salesmanship 
and broadcasting these things to 
the meetings of each Ladder. Club: 
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How to Organize a Ladder 
Club 


To organize a Ladder Club in 
your store the following steps are 
suggested: 

1. Familiarize yourself with the 
purpose and aims of the Ladder 
Club and read its Constitution. 

2. Talk it over with the leading 
members of your store staff and get 
their interest in it. 

3. Call a meeting of the entire 
store staff and tell them of the idea 
in your own words and ask what 
they think of it. Tell them what we 
promise to do. Finally, if they seem 
sufficiently interested, lead them up 
to the point of making a motion 
that they organize a Ladder Club. 
This done, have each one sign the 
Application for Membership and 
send this to the Boot and Shoe Re- 
corder, Director of the Ladder 
Club, 207 South Street, Boston, 
Mass., and we will immediately pro- 
ceed to carry out our part of the 
plan. 


Ladder Club Constitution 


Article I. Name 
The name of this organization 
shall be the Ladder Club. 


Article II. Object 
The object of the Ladder Club 
shall be: the mutual co-operative 
benefit and improvement of its 
members; the interchange of in- 
formation, ideas, opinions and ex- 
periences relating to the profession 

of retail shoe store service. 


Article III. Membership 
The membership of the Ladder 
Club shall be restricted to men and 
women engaged in a retail shoe 
store as owners, stockholders, exec- 
utives or employees. 
Article IV 
The officers of the Ladder 
Club shall be: a President, a 
Vice-President, a Secretary, a 
Treasurer and an Executive 
Committee, any or all of these, 
as the Club may decide, elected 
for one year, or until their 
successors are chosen. The 
President, Vice-President, Sec- 
retary and Treasurer shall be 


" members of the Executive 


Committee. 


Article V 
Duties of Officers 

The duties of the officers shall 
be: 1. The President shall be the 
executive officer; he shall open all 
meetings and, at his discretion, he 
may appoint a leader for any meet- 
ing from the membership. 2. The 
Vice-President shall act as Presi- 
dent in the absence or disability of 
the President. 3. The Secretary 
shall keep a record of all meetings 
of the Club; shall call and keep the 
roll of attendance; shall issue all 
calls for regular and special meet- 
ings and shall be the correspondent 
of the Club with National Head- 
quarters. 4. The Treasurer shall 
perform the usual duties of that 
office. 5. The Executive Committee 
shall be the board of management 
of the Club; shall devise and exe- 
cute plans for the Club activities. 





$10 For a Slogan 

WANTED—A slogan for the 

Ladder Club. Read carefully 

_ the statement of the ideals and 
objects of the Ladder Club— 
then see if you can make a 
slogan that will express these 
ideals and objects—send the 
slogan to the Director of the 
Ladder Club, 207 South St., 
Boston. 

The slogans submitted will 
be referred to all Ladder 
Clubs for their decision as to 
which is the best, and this will 
be adopted. 

A prize of $10.00 will be 
given to the author of the ac- 
cepted slogan. 











Article VI 

Vacancies 
The Ladder Club shall fill by elec- 
tion all vacancies in offices, for the 
remainder of the term of office in 

which vacancies occur. 


Article VI 


Meetings 
The Ladder Club shall meet regu- 
larly at least once a month for a 
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program and business meeting. 
Special meetings may be called at 
any time by the President or Exec- 
utive Committee. 


Article VII 
National Organization 

There shall be a National Organ- 
ization of the Ladder Club. The 
purpose of the National Organiza- 
tion shall be to act as the guide, ad- 
viser and director of the general 
activities of the respective Clubs; 
to be the go-between among the 
several clubs; to disseminate pro- 
grams for meetings, subjects for 
discussions, information, ideas, 
opinions, experiences, suggestions 


- and data relating to the conduct of 


the several Clubs; to receive re- 
ports of Club meetings; to issue 
summaries of reports of these 
meetings to the various Clubs and 
in general to assist the Clubs in 
functioning. 

The officers of the National Or- 
ganization shall be: a Director, a 
Secretary and an Executive Coun- 
cil of five members. 

The duties of these officers shall 
be: 1. The Director shall be the 
executive head and shall perform 
the usual duties of that office; shall 
sign all Ladder Club charters and 
other headquarters documents; 
shall be a member of and preside 
at the Executive Council meetings; 
shall receive all Club reports and 
papers. 2. The Secretary shall per- 
form the usual duties of that office; 
shall keep records of Executive 
Council meetings and be the cus- 
todian of headquarters records; 
shall be a member of the Executive 
Council. 3. The Executive Council 
shall constitute the general board 
of management of the National Or- 
ganization of the Ladder Club; 
shall devise and execute ways and 
means of conducting the affairs of 
the respective Clubs and of assist- 
ing them in accomplishing their 
objects. 

There shall be no dues payable to- 
the national headquarters. 


On the next page there is an ap- 
plication blank for membership. 
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THE LADDER CLUB 
National Headquarters, 207 South St., Boston, Mass. 









































Up the Ladder Persie) = of Achievement 


APPLICATION FOR MEMBERSHIP 


To the LappEeR Cus, 
Boston, Mass. 
We, the undersigned, hereby make application for membership in the Lapper Cius. 




















(If more space is needed, write on another sheet of paper.) 


























For your guidance we submit the following information: 
1. Name of concern 
. Lecation, Town 
3. No. of executives and employees 
. Type of store (please check): Family....Chain....General....Department....Specialty.... 
. Kinds of shoes carried (check): Men’s....Women’s....Children’s. . . .Hosiery..... 


(Signed) 
Firm member or manager. 
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Concentration: Practice vs. Preaching 


Being the second of a series of economic discus- 
sions on the subject, ‘‘Make a Profit or Quit” 


Concentration is one of the chief remedies for the ills 
that almost universally besets the shoe industry. 


How to Concentrate ? 
This is the big question of the day 


O PREACH an accepted doctrine is one thing: to put it into practice is quite 
another. 


Excessive competition in all branches has created and fostered non-concentration, 
which has proved a bad doctrine for everybody. The practice has gone far enough 
and has brought the issue of “Make a Profit or Quit” to an inevitable focus. 


Over 1,500 shoe manufacturers in the United States have an over-capacity of 
approximately 100 per cent. 

The same relative situation exists in retailing, in wholesaling, in tanning and allied 
branches. 


This is competition with a deadly vengeance—a producing element stretched to 
twice its natural needs catering to a market stretched to twice its normal spread. 


So in general it is doubly difficult for anybody to make a profit. 


Behold a great basic industry producing and marketing its goods, in so many 
instances, at cost or less! An industry, a considerable percentage of whose ultimate 
consumers are being shod at 50 cents on the dollar cannot so continue! A radical 


readjustment is imperative. 


What Concentration Will Accomplish 


Concentration will put out of business, shoe manufacturers, tanners and other 
producers who have no right to be in business because they do not and cannot make 
a profit—since they will have no market for their goods. 


Concentration will put out of business dealers who have no right to be in business 
because they do not and cannot make a profit—since they will have no source of 


supply. 


How the Shoe Manufacturer Can and Should Concentrate 
1. Stop granting credit to shoe dealers who do not deserve it. 
Many of you make shoes for dealers who are not themselves capable of mak- 
ing money. 
Many of you give some or much credit to shoe dealers entitled to none or 
little. You thus enter your own capital and credit in the retail field in competi- 
tion with merchants who are operating with their own money. 


. Concentrate wholly on dealers who deserve your support, and stand by them. 
. Do not be too eager to expand. Remember that there is already a serious over 
capacity. 
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4. Keep your overhead to a rigid minimum. Overhead always follows volume. 
Neither profit nor volume can be had if overhead precedes. 


5. Finally, PROFITIZE YOUR BUSINESS! 


How the Shoe Merchant Can and Should Concentrate 


1. Check up manufacturers, just as they check you up. Refuse to buy from con- 
cerns who do not meet your rigid tests of service, character, stability and 
reliability. 

2. Buy all your shoes from manufacturers who are reliable. Your best chances to 
succeed will be in alliance with such manufacturers. 


3. Co-operate fully with manufacturers who serve you well. Don’t compel them 
to make unnecessarily short deliveries. If you drive reliable manufacturers out 
of business you will have only the unreliable to serve you. 


4. Concentrate on your own stock; give it a chance to earn a profit. In the current 
style range, watch your sizes; you can’t buy every pattern; you can have 
enough sizes on FEWER STYLES, selected from FEWER LINES. 


5. Don’t be too eager to expand. Remember that there are far too many outlets 
already. 


6. Finally, PROFITIZE YOUR BUSINESS! 


How Tanners and Other Producers Can and Should Concentrate 


1. Sell your products only to shoe manufacturers who are reliable and capable of 
making money. 

Unreliable, persistently profitless shoe manufacturers cannot continue in 
business unless you provide them with materials. 

2. Refuse to encourage non-profitable shoe manufacturers to continue in business 
by extending unearned credit; do not thus enter your capital in shoe manu- 
facturing. 

3. Remember that the per capita consumption of footwear is not appreciably in- 
creasing and that shoes made by unreliable, profitless manufacturers inevit- 
ably come out of the business of the others who are your best, worth-while 
customers. : 


4. Stand by reliable shoe manufacturers and they will stand by you. 
. Finally, PROFITIZE YOUR BUSINESS! 
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Concentration a Bold, Cold Business Proposition 


Concentration is a bold, cold business proposition. Only those who can combine 
and work the necessary elements to merit success will succeed. There is no excep- 
tion. It is not a question of size, or of favor, it is wholly a matter of ability and 
capacity to serve and to make a profit in serving. 

If you are not now making money, Know Why. If you can remedy the trouble— 
fine! If not—you know what will happen, what always does happen, sooner or later. 


I believe that the courage to collect just profits will be rewarded and that concerns 
who do this will live and prosper while others pass away. 


Sri: Me few € 


Publisher, Boot and Shoe Recorder 
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N.S. R. A. Announces Radical Revision 
in Convention Plans — 


Next Gathering in Chicago, January 4, 5 and 6—No 
. Exhibit Hall with Booths 


Retailers’ Association and the National Boot 
and Shoe Manufacturers’ Association met on 
January 31 at the Hotel Astor, New York, to plan the 
annual convention features of the N. S. R. A. for 
January, 1926. Several members of the N. S. R. A. 
committee were tied up by the snowstorm east of 
Chicago but finally arrived in time for the session. 
The decision reached by the committees 
was to the effect that the exposition feature 
be abandoned and that in its place the con- 
vention and style review be held in the new 
Sherman Hotel at Chicago, January 4, 5, 6, 
1926. 

This eliminates the necessity for an exhibition hall 
for booths and all the incidental extra expense of in- 
stallation. The manufacturers will co-operate to the 
extent of a contribution of $200 per exhibitor and the 
displays will be confined to hotel rooms. 

Manager George M. Spangler has already reserved 
one thousand rooms for the use of co-operating manu- 
facturers. 

“The committees which made the decision were, for 
the merchants, A. H. Geut- 


OR committees of the National Shoe 


Provision has been made for living and sample room 
accommodations and committees will be appointed 
for the working out of details for an attractive and 
stimulative style review. 

“This substitute plan presupposes the support of 
the Manufacturers’ Association in the accomplishment 
of revenue for the N. S. R. A. through a publicity 
plan supported by the manufacturers at an individual 
cost not to exceed $200 making the outlay far below 
booth exhibit costs of the past and eliminating the 
incidental expenses of booth exhibits. This plan is 
based upon the allotment of rooms to participating 
manufacturers contingent upon their support of the 
publicity side of the program. 


“This plan also presupposes a campaign 
of vigorous and strenuous educational pub- 
licity pertaining to the conduct of the in- 
dustry as a whole, having as its highlights 
and features the encouragement of normal 
ordering and the elimination of any tendency 
toward withholding of ordering as a result of 
the convention, the details of this plan to be 
worked out by a special 
committee appointed for 





ing, F. E. Foster, I. B. 
Howe, Hudson Turner, 
George M. Spangler, and for 


Changes in N.S 


.R. A. Directorate 


the purpose. 
“The N. S. R. A. pledges 





the manufacturers, John C. 
McKeon, John Garside, 
Frank McElwain, Everett 
Bradley, Herman Meyer, 
George Baker, R. P. Haz- 
zard and A. N. Blake. 

The resolution as jointly 
adopted reads: 

“Resolved that the com- 
mittee appointed by the Na- 
tional Boot and Shoe Manu- 
facturers’ Association with 
ful powers to act, accept, 
the new Sherman Hotel, 
herewith endorse this sub- 
stitute plan presented by the 
N.S. R. A. providing for the 
holding of their next annual 
convention in Chicago, Jan- 
uary 4, 5, and 6, 1926, in 
the New Sherman Hotel, 
where provision has been 
made for all proceedings of 
the convention and style re- 
views and for’ contact 
between manufacturer and 
retailer under one_ roof. 





The first two weeks of the administra- 
tion of President John J. Baird have been 
remarkably busy. Two conventions have 
been covered by him and important de- 
cisions made relative to the next conven- 
tion of the National. To bring new blood 
into the directorate, Otto Hassell, John J. 
Baird and Seaton Alexander have re- 
signed as directors and in their place 
President Baird has appointed C. M. Sten- 
dal, Minneapolis; R. E. Sager of Green 
Bay, Wisconsin, and A. L. Day of Detroit. 
The resignation of Baird and Alexander 
is in the nature of a formality, for they 
are, by virtue of their office, executives 
of the National for 1925. 

The modesty of Otto Hassell is shown 
in his also refusing to serve as Secretary- 
Treasurer of the N. S, R. A., and Presi- 
dent Baird accepted his resignation with 
regrets. He then appointed Christian 
Ludebuehl of Pittsburgh to be the Na- 
tional Secretary-Treasurer and his accept- 
ance is expected. Mr. Baird has a plan 
on foot for rapidly increasing the mem- 
bership of the N. S. R. A. by fixing re- 
sponsibility for increased membership on 
the directors in each district. 








itself to conduct convention 
program along lines in har- 
mony with the publicity and 
economic features above 
referred to. 

“This plan also presup- 
poses that such additional 
exhibit space as exists in 
the new Hotel Sherman will 
be confined to others than 
shoe manufacturers. 

“The manufacturers’ com- 
mittee wishes to point out 
very sincerely that manu- 
facturers are in sympathy 
with the progress and edu- 
cational side of the N. S. 
R. A. and that conventions 
are essential to the welfare 
of the industry and, that 
the plan above agreed upon 
reduces interference with 
the general conduct of busi- 
ness of the various branches 
of the industry, to the 
greatest possible minimum.” 
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Big New Retail Association Formed 
(Continued from page 37) 

found at the end of the season that the lots of shoes 
remaining on his shelves were among the cheaper 
priced shoes. One day a traveling salesman handling 
better grades of shoes came to Philadelphia on Sun- 
day and spent the evening in examining windows in 
the shoe stores. The next morning when he came in 
to see Mr. Geuting, he said, “What are you doing, 
George, competing with the P shoe stores?” 

This aroused Mr. Geuting to the consciousness that 
that was just exactly what he was doing—trying to 
sell in competition with chain stores and in effect de- 
claring himself a bidder for chain store trade. It will 
be the policy of his store from this year on to sell 
shoes from $7.50 up, handling no shoe less than $7.50 
and to stick to grades upon which real service can 
be given. 

One of the subjects discussed in the open forum was 
ways and means to eliminate peddling of shoes and 
hosiery. Mal Neuwahl, of Altoona, told of the work 
being done by the boosters’ association of this city to 
discourage the residents of not only Altoona but all the 
surrounding communities from buying from these itin- 
erant merchants and peddlers, displaying two page ads 
that have been running in the Altoona papers warning 
people that goods bought from itinerant peddlers can 
not be exchanged or returned if unsatisfactory, and 
bringing out the point that the purchaser has no 
redress if he pays his money and the goods are not 
delivered, because the peddier has no address or place 
of business where the customer can go for redress. 


Garman Is New President - 


Silver cups were awarded to the New Jersey 
association for having the largest attendance; and 
Maryland got second prize. The total registration was 
524. Fraser R. Moffatt, president of the Tanners’ 
Council, advocated more study of materials. 

Officers elected include: George M. Garman, presi- 
dent; George Ludebeuhl and A. N. Forster, vice- 
presidents; Cal J. Mensch, secretary-treasurer; Miss 
Mabel C. Preston, business manager. 

Directors elected include: C. J. Mensch, George M. 
Garman, Martin F. Murray, Albert J. Schmidt, George 
N. Geuting, Pennsylvania; Frank Mandeville of 
Trenton, N. J.; C. Fred Bikel, Hagerstown, Md.; 
John W. Loud, Wilmington, Del.; Warner Pierce, 
Richmond, Va.; and Henry Hirsh, Washington, D. C. 

The final style show was a big social feature. The 
outlook for spring is interpreted by this style show as 
offering more opportunity for better grade shoes in 
one material rather than combination. 





A. F. Bancroft Elected President 


Boston, Feb. 5—The annual meeting of the stock- 
holders of the National (New England) Shoe and 
Leather Exposition and Style Show, Inc., was held at 
headquarters, on February 4. President Herman E. 
Lewis presided. 

The following officers and board of directors were 
elected: treasurer—Chas. C. Hoyt, National Fabric 
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and Finishing Co., Boston; clerk—Thomas F. Ander- 
son, Boston; directors—Harry I. Thayer, Thayer-Foss 
Co., Boston; Frank R. Briggs, Thomas G. Plant Co., 
Boston; Charles T. Cahill, United Shoe Machinery 
Corp., Boston; Buford H. Jones, Thomson-Crooker 
Shoe Co., Boston; Herman E. Lewis, Herman E. Lewis, 
Inc., Haverhill; Burt W. Rankin, Hunt-Rankin Leather 
Co., Boston; Geo. W. Langdon, Jr., Hazen B. Goodrich 
& Co., Haverhill; H. B. Dillenback, Beggs & Cobb, Inc., 
Boston; A. F. Bancroft, Bancroft Walker Co., Boston; 
William Bresnahan, Bresnahan Shoe Co., Boston; H. 
M. Read, Gregory & Read Co., Lynn; Walter I. Perry, 
Bliss & Perry Co., Newburyport; Frank S. Farnum, 
Churchili and Alden Co., Brockton; Charles Ault, 
Ault-Williamson Shoe Co., Auburn, Me., and Paul Mc- 
Bride, Milford Shoe Co., Milford. 

The new board of directors held a meeting subse- 
quent to the adjournment of the stockholders’ meeting 
and unanimously elected A. F. Bancroft, of Bancroft 
Walker Co., Boston, as president of the corporation, 
and Messrs. Charles T. Cahill, of the United Shoe 
Machinery Corporation, and H. B. Dillenback, of Beggs 
& Cobb, Inc., as vice-presidents. 

The executive and other committees will be an- 
nounced by President Bancroft later. 

Plans for the 1925 Boston Show, which will be along 
somewhat different lines from those of the previous 
expositions, and calculated to make the event an even 
greater attraction, were informally discussed. It was 
the consensus of opinion that the outlook for the suc- 
cess of the present year’s Exposition and Style Revue 
is exceedingly promising. 


Frank C. Allen Joins E. C. Mills 
Leather Company 


Frank C. Allen, for 24 years sales manager for 
Creese & Cook Company, the widely-known manufac- 
turers of calfskins, of Danvers, Massachusetts, has 
resigned from that firm to become a member of the E. 
C. Mills Leather Company, with headquarters in Bos- 
ton. 

This news will come as a considerable surprise to 
Mr. Allen’s wide-spread company of friends in tan- 
ning, shoe manufacturing, and shoe-retailing circles 
throughout the United States. Most of his business 
life has been spent in the Creese & Cook Company 
where his efforts in promoting the sale of their well- 
known Tony, Cresco, and Spartan calfskins is a matter 
of common trade knowledge. 

As a merchandiser of leather, Mr. Allen was one of 
the very first to recognize the importance of close 
contact with the retailer of shoes, thereby sensing as 
far in advance as possible the colors and qualities of 
leathers in which he and his trade were interested. It 
is probable that there are few, if any, salesmen of 
leather who have a wider or closer contact with retail 
shoemen than he. 

While naturally regretting the severing of connec- 
tions so long continued in a company in which he has 
literally grown up, Mr. Allen feels that the opportunity 
presented him by his new connection is too promising 
to be disregarded. 
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The Salesman an Essential Factor in Distribution 


Albert W. Meley, Laird, Schober & Co.’s Representative, Stresses Shoe Traveler Importance 
at Manufacturers’ Convention—Oklahoma Looks Forward Brightly 


HE subject of “Styles in 
Footwear and Its Problems” 
was well presented by Al- 
bert W. Meley of Laird, Schober & 
Co., at the recent convention of the 
National Boot and Shoe Manufac- 
turers Association. In his talk Mr. 
Meley emphasized the fact that the 
traveling shoe salesman is an im- 
portant factor in the styles situa- 
tion as it relates to the retail shoe 
merchant and the manufacturer. 
He said in part, as follows: “If the 
retail shoe merchant has confidence 
in the salesman he will take the ad- 
vice of the salesman as to the cor- 
rect styles to be featured. The shoe 
traveler knows about shoe styles 
and what will be good sellers, 
if correctly pushed—that is his 
business. Styles well bought are 
styles half sold. The shoe salesman, 
who is familiar, not only with his 
line, but with the needs of the mer- 
chant in his territory, can make 
real selling suggestions to the mer- 
chant as to correct footwear for his 
locality. I firmly believe that cer- 
tain sections are influenced by cer- 
tain styles and that these influences 
the good salesman knows. I am not 
referring to the salesman, who is 
thinking in dollars and cents, but 
the one, worthwhile, as are all good 
members of the N. S. T. A.—those 
who have the future of the cus- 
tomer at heart. 

Secretary T. A. Delany, repre- 
sented the National Shoe Travelers’ 
Association at the Manufacturers’ 
Convention, New York and brought 
home to Boston the picture of the 
N.S. T. A., the N. S. R. A. and the 
N. B. & S. M. A., as an equilateral 
triangle, each side of equal import- 
ance to the other, and all three 


meeting at the apex of a greater 
per capita shoe distribution. 


Oklahoma to the Fore 


John H. Boyle, Oklahoma repre- 
sentative of The Juvenile Shoe 
Corporation of America,.is an 
“Oklahoman” through and through, 
“Under any conditions we have,” 
states he, “Oklahoma is the best 
state in the Union. Our future for 
spring business looks very promis- 
ing. We had the same depression 
which was felt everywhere, and so 
we made up our minds to go ‘over 
the top’ and did so, just as all other 
states will have to do. Now that we 


JOHN H. BOYLE 


Oklahoma representative for 
The Juvenile Shoe Corporation 
of America. 


are over we can see bright things 
‘on the right side.’ 

“As everyone knows, business 
could be better and crawling back 
is not as easy as going: down—so 
each one of us, in every walk of 
life, is making sure that a step 
forward is a permanent one, be- 
fore stepping out again. 

“In the cotton area of our Okla- 
homa, business has been ‘great’— 
the wheat section fair and oil 
not so good but our future looks 
fine in every section, and the 
world can look forward to a 
bountiful supply of good things 
that Oklahoma will give to it be- 
fore 1925 gets very old.” 


Philadelphia Appoints 
Committees 


At the first Board of Directors’ 
meeting of the year of the Phila- 
delphia Shoe Travelers Association, 
held January 17, the following com- 
mittees were appointed for 1925: 
Membership, C. R. McClellan; em- 
ployment, I. F. Oberfield; welfare, 
James L. Scanlon; entertainment, 
F. L. Fitzpatrick; publicity, L. L. 
Enow; styles, W. F. Schoell; legis- 
lative, H. M. Compton; house com., 
H. Cunningham; hotel com., Arthur 
S. Raphael; trades Co-op., P. S. Lip- 
pincott, Jr. 

This meeting proved to be a very 
interesting one in that unusual en- 
thusiasm reigned and from all in- 
dications the year 1925 will see big 
things accomplished. 

N. S. T. A. President Scanlon 
gave out a few hints as to the policy 
for the national for 1925, and suf- 
fice it to say, “Stop, Look and 
Listen.” 
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R. L. FELLOWS 


Covers North Dakota and North- 
western Minnesota for Rice & 
Hutchins Chicago Co. 





Among the work taken up at the 
meeting was the possibility of get- 
ting a reduced rate on oil and gas- 
oline for the members of the asso- 
ciation who call on the trade in au- 
tomobiles. Inasmuch as almost ev- 
eryone in Philadelphia sells shoes 
by auto this measure strikes home. 


“Daddy” Earle, Honorary 
President 


Among the many interesting 
“high lights” of the evening was 
the creation of a new office in the 
association, that of honorary presi- 
dent, which honor fell to none other 
than the boys’ own beloved, Arthur 
C. Earle, better known as “Daddy.” 

After a good entertainment fur- 
nished by the committee, the meet- 
ing was adjourned. 


“Jack” Hasey Is Dead 


J. W. (“Jack”) Hasey, salesman 
for the McElroy Sloan Shoe Co., 
died at his home in Cleveland, Jan- 
uary 19. Typhoid fever caused his 
death. The Cleveland Shoe Travel- 
ers’ Association, of which he was 
an active member, named a com- 
mittee, consisting of Secretary Ed. 
F. Buzek and 8S. Siegel, to offer the 
services of the association to the 
family of the deceased; also to send 
a floral wreath tribute. The pall- 
bearers at the funeral were all 
members of the Cleveland Shoe 
Travelers’ Association: George 
Woodruff, S. Siegel, C. Darrah, Ed. 
F. Buzek and N. Riess. 


Fellows with Rice & Hut- 
chins Chicago Co. 


E. L. Fellows of. Fargo, North 
Dakota recently “signed up” with 
the Rice & Hutchins Chicago Com- 
pany, to cover North Dakota and 
Northwestern Minnesota territory. 
Mr. Fellows was previously with 
the Goodyear Rubber Co. of St. Paul 
Minnesota, and has also been a very 
successful shoe salesman for a 
number of years. He at one time 
was a partner in the firm of Pol- 
lock & Fellows of Casselton, North 
Dakota. 

Mr. Fellows has already been on 
his. territory two. or three weeks 
and reports a very successful trip 
so far. He says that his line is 
“going strong” with the prosperous 
merchants of the northwest. He 
thinks so much of the shoe game 
that he recently turned down a 
good offer as assistant manager in 
a large department store in the 
leading city of his state, and says 
that he finds it a real pleasure to 
call on his trade in North Dakota 
and Minnesota so he is going to 
stay with the boys on the road. 


Arthur Benedict with Selby 


Arthur I. Benedict has taken on 
the representation for the New 
York district and surrounding ter- 
ritory of the Selby Shoe Co.’s line. 
Mr. Benedict will make his head- 
quarters at Room 1421, 130 West 
42nd street, phone number, Wis- 
consin 2404. Mr. Benedict will as- 
sist H. E. Marconnet. 


Governor Fuller, Honorary 
B. S. T. A. Member 


Frank W. Lord, Vice-President 
of the Boston Shoe Travelers’ As- 
sociation announces that the Gov- 
ernor of Massachusetts, Alvan T. 
Fuller, one of the principal speak- 
ers at the recent N. S. T. A. ban- 
quet and who on many past occa- 
sions has favored the boys with his 
presence and oratory, has become 
an honorary member of the B. S. 
T. A. He wishes the boys and their 
organization a large measure of 
success during 1925. 


E. U. Burdett on Trip 


E. U. Burdett, of the Burdett 
Shoe Co., is leaving Boston on a 
three weeks’ trip through the Mid- 
dle West. He has a most appealing 
sample line of growing girls’ foot- 
wear, together with the children’s 
shoes for which the Burdett name 
has become famous. 
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GEO. E. PARROTT 
Who sells the jobbing trade for 
the H. E. West Shoe Co., and 
Bellingham Shoe Co. 


George E. Parrott represents the 
H. E. West Shoe Co.’s misses’, chil- 
dren’s and infants’ turn line, also 
the Bellingham Shoe Co.’s line of 
boys’ welts. Mr. Parrott is about to 
start out on his territory with some 
brand new effects. In boys’ shoes, 
he states that the moccasin type 
with crepe soles is popular and that 
the boys all prefer the low shoes— 
“in fdct,” said Mr. Parrott—‘“we 
are facing a low shoe season.” Mr. 
Parrott is one of the best liked 
salesmen selling the jobbing trade. 
His headquarters are at 139 Lincoln 
street. 


“Dick” Apt with Marlbo- 
rough Shoe Co. 

E. R. (“Dick”) Apt, with Bos- 
ton headquarters at Rooms 413-414, 
207 Essex street, has taken charge 
of the sales and style features of 
the Marlborough Shoe Co. Mr. Apt 
has been connected with the trade 
for some 15 years and is well known 
as a style man. He says: “The 
Marlborough Shoe Co., are making 
about 185 cases a day, 25 per cent 
welts and 75 per cent, novelty Mc- 
Kays. I carry all new and “snappy” 
lasts, and patterns. The Marlbo- 
rough Shoe Co. sells the whole- 
salers and chain stores. 


Jones with Fisk Rubber Co. 

Fred C. Jones, formerly with the 
Elite Shoe Co., is now with the Fisk 
Rubber Co. of Cudahy, Wis. He will 
demonstrate their rubber cement 
and will also have charge of that 
particular branch. 
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Annual Meeting of New England 
Association 


Boston, Feb. 5—Elisha W. Cobb of Beggs & Cobb, 
Inc., of this city, was elected president of the New Eng- 
land Shoe and Leather Association at its annual meet- 
ing held Wednesday afternoon. Other officers elected 
include: vice-presidents—Charles H. Jones, Common- 
wealth Shoe and Leather Co., Boston, Mass.; Burt W. 
Rankin, Hunt-Rankin Leather Co., Boston, Mass.; Fred 
B. Rice, Rice & Hutchins, Inc., Boston, Mass.; Arthur 
W. Wellington, United States Leather Co., Boston, 
Mass. 

Secretary-treasurer—Thomas F. Anderson, Boston, 
Mass. 

Directors—Herbert T. Drake, Emerson Shoe Co., 
Rockland, Mass.; Albert N. Blake, Watson Shoe Co., 
Lynn, Mass.; William J. Fallon, W. J. Fallon Leather 
Co., Boston, Mass.; Charles C. Hoyt, National Fabric 
and Finishing Co., Boston, Mass.; Herman E. Lewis, 
Herman E. Lewis, Inc., Haverhill, Mass.; William J. 
McGaffee, Thomas G. Plant Co., Boston, Mass.; P. J. 
Nangle, P. J. Nangle & Co., Boston, Mass.; Harry I. 
Thayer, Thayer-Foss Co., Boston, Mass.; Horace R. 
Thomas, Thomas & Lake, Inc., Boston, Mass.; George 
P. Crafts, Geo. P. Crafts Co., Manchester, N. H.; Mer- 
ton F. Hayward, Preston B. Keith Shoe Co., Brockton, 
Mass.; Charles Ault, Ault-Williamson Shoe Co., Au- 
burn, Me.; George A. Learned, George A. Learned 
Co., Newburyport, Mass.; Buford H. Jones, Thomson- 
Crooker Shoe Co., Boston, Mass.; Joachim D. Rickard, 
Rickard Shoe Co., Haverhill, Mass.; Edward T. Cady, 
Griess-Pfleger Tanning Co., Boston, Mass.; Elliott L. 
MacDonald, L. B. Southwick Co., Peabody, Mass.; L. 
H. Gilson, Barbour Welting Co., Brockton, Mass.; Lu- 
cius J. Barnet, J. S. Barnet & Sons, Inc., Lynn, Mass. ; 
J. Franklin McElwain, J. F. McElwain Co., Boston, 
Mass.; Merton R. Alden, Jos. M. Herman Shoe Co., 
Boston, Mass.; J. C. Lilly, American Hide and Leather 
Co., Boston, Mass.; Charles T. Cahill, United Shoe 
Machinery Corporation, Boston, Mass.; Alfred W. 
Donovan, E. T. Wright & Co., Inc., Rockland, Mass. 

Mr. Elisha W. Cobb, the new president, has been 
actively connected with the organization for a long 
period, and previously had been one of its vice-presi- 
dents. 

The report of Secretary-Treasurer Thomas F. An- 
derson covered the more important of the Association’s 
innumerable activities during 1924 and also the finan- 
cial results of the year. 

The meeting rose in silent tribute to the memory of 
the 10 prominent members of the New England trade 
who had passed away during 1924. This tribute also 
included the late Senator Henry Cabot Lodge. 


Lack of Shoe Consciousness 


The retiring president, Herbert T. Drake, in his 
address said in part: 

“Individual effort—that is the keynote in the solu- 
tion of many of our problems today. It leads to princi- 
ples and moral standards in the conduct of our lives. 
It is the every day application of these standards to the 
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problems which confront us in business as well as 
habits; it is the exercise of foresight and planning 
rather than hindsight; it is building for the future on 
sound principles rather than meeting momentary con- 
ditions; it is the thought and application of those 
things which are for the good of all; the thought of 
one individual toward another, the thought of one 
member of the family toward another, the thought of 
one neighbor toward another, the thought of one busi- 
ness associate toward another. 

“In our homes we have been educated to want cer- 
tain comforts; in transportation we want comforts, 
whether it be through the automobile or through the 
heated street car; in our appearance we appreciate to- 
day more than ever the necessity of fitness and good 
appearance—well-pressed clothes, smart hats, collars, 
shirts, hosiery—all these articles of dress have regis- 
tered. The day of the white collar, be it stiff or soft, is 
here with all classes. But—and here, gentlemen, I be- 
lieve lies the partial solution of many of our problems 
—in the matter of footwear, foot-consciousness, the 
appearance of our shoes, the shoe for the occasion, we 
antedate in this respect the days of Adam.” 





New Line of McKays to Be Made 
in Lynn 


Lynn, Mass., February 3.—Milton Katzman, for 
many years a member of the well known firm of Katz- 
man-Adler, shoe wholesalers of Boston, has associated 
himself with the 
Herrick Shoe Com- 
pany of Lynn 
where he will be in 
charge of the pro- 
duction and distri- 
bution of a new 
line of style McKay 
footwear. Hereto- 
fore, the Herrick 
line has consisted 
of men’s slippers 
and old ladies’ com- 
fort shoes. The 
new line, therefore, 
is a distinct addi- 
tion. 

The McKay line 
is to be made by a 
new, tackless proc- 
ess assuring, ac- MILTON KATZMAN 
cording to Mr. Now associated with the Her- 
Katzman, extreme rick Shoe Co., of Lynn. 
flexibility. The 
Herrick company is the first to adopt this process. 
The entire production of the present Herrick plant is 
to be given over to the manufacture of McKays. The 
manufacture of men’s slippers and old ladies’ comfort 
shoes will be continued, but in a separate plant. 

The Boston office of the Herrick Shoe Company has 
been established at 207 Essex Street. 
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HOSIERY 


in the 


New Standardized Colors 


The complete spring line of 
Gordon Silk Hosiery can 
now be had in the new stand- 
ardized colors adopted by 
the Textile Color Card As- 
sociation and the National 
Association of Hosiery and 
Underwear Manufacturers. 


The invariable manufactur- 
ing policy of the Brown 
Durrell Company to make 
the highest quality mer- 
chandise in its price class, is 
behind every number of 
Gordon Silk Hosiery, from 
the sheerest chiffon to the 
heavier H300. 


Behind this _ in- 





The complete 
Gordon silk line 
comprises ten 
numbers to retail 
at the popular 
prices of $1.00, 


The Green and Gold 
Keystone tickets iden- 


variable manufac- 
turing policy is the 
Brown Durrell 
Company's un- 
equalled service to 
merchants, which 
makes possible the 


$1.25, $1.50, $2.00, tify hosiery of quality. lowest inventories 





$2.50 and $3.00. 





of fresh stock at all 





times. 


BROWN DURRELL COMPANY 
GordonHosiery - Forest Mills Underwear 


New York Gordon Underwear 
11 West 19th St. _? 


Boston 
104 Kingston St. 
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oezaiOU can sell your customer an 
Fe fa ordinary pair of Silk Hose, 


ly PY 


SNS or you can sell her a pair of 
DUBBELIFE. 

If you give her DUBBELIFE, the 
chances of her being satisfied are multi- 
plied by 2. 

How so? Because DUBBELIFE 
hosiery is chemically treated to give 
from 2 to 4 times the wear of untreated 
silk hosiery. * 

You are really giving your customers 
double value. Will they always come 
back to you? Decidedly! 











Lansdale Silk Hosiery Co., Inc. 


LANSDALE, PENNA. 





Sole Selling Agents: A. L. ULLMAN, 389 Fifth Ave., New York 


*Tested and certified to by U. S. Testing Co. 









































“Dubbelife ‘tosiery 


The Sheerest of Silk Hose Toughened for Wear 


| | 
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—and carried 
by every leading 
Fifth Avenue store 
since its introduction. 


aw A full fashioned all 
silk ingrain chiffon 
of fine gauge, with heel, sole and toe contrasting delightfully in color to the body of the stocking. 
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Gunmetal body with black Nude body with Blond Satin Bois de Rose body with _Rem- 
(as illustrated) French Nude Body with Bois de brandt 
Pearl body with black Rose Peach body with Blond{Satin] “ 
Gold body with black Freckles body with Russet Stone Grey .body with Gun- 
Silver body with black Noisette body with Bois de Rose metal 
White body with black White body with Copenhagen Beige body with Freckles 
Blue White body with Canary 
Price $27.50 per dozen Terms 2%—10 days E. O. M. 


NORTHAMPTON HOSIERY CO., Inc. 


NORTHAMPTON, MASS. 
A. L. ULLMAN, Sole Selling Agent, 389 5th Avenue, New York 





Issue of February 7, 1925 





HOSIERY SECTION, 






HI£ Callum serine 


March 30—April 11, 1925 


Top row, standing, left to right: Danielson, Wellington, Sloman, Whitaker, Black, Coffev, Lawler, Clifford, Dimpfl. 
Bottom row, seated, left to right: Jarchow, Smith, Hall, Linehan, Lounsbery, Custons, Holmes. 


"| HESE MEN will present to you a compre- 

hensive plan of concentrated hosiery mer- 
chandising backed by a powerful consumer 
advertising campaign. 


When the McCallum representative calls 
upon you, consider him and his proposition from 
these two standpoints: 


FIRST: He is offering you a line of fine 
silk hosiery whose prestige is without parallel. 


This prestige is the result of years of con- 
sistent and distinctive advertising, based upon 
a product in every way worthy of the most 
definite claims to superiority. McCallum pres- 
tige rests upon long years of leadership in smart 
styles; upon long years of careful, 
painstaking manufacture of the finest 
quality; upon long years of familiar- 
ity with what the best hosiery stores 
in this country want for their cus- 


tomers and the unfailing effort to deliver this 
wanted merchandise. 


SECONDLY: Regard the McCallum repre- 
sentative as a man who is offering you not alone 
a line of the highest prestige but a line which 
from a merchandising standpoint is practically 
perfect. That is to say, in no other line of fine 
silk hosiery in this country or abroad will the 
buyer find so many different and distinctive 
numbers. There are more than eighty different 
McCallum styles, each one a leader. 


The merchant who will base his merchandis- 
ing plans upon the McCallum line, ordering a 
really representative assortment, will find not 
only that he is building up a reputation based 
upon having everything desired by his cus- 

tomers in the best known, best liked 
line of fine silk hosiery, but also that 
he is in a position to get service from 
one of the best and oldest hosiery 
houses in the country. 


MeCALLUM HOSIERY COMPANY 


Northampton, Massachusetts 
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SHOPPING CONCENTRATION 
1G March 30—April 11, 1925 








A powerful effort to help the McCallum dealer 
: do a bigger and better hosiery business 


sy 


























e rROM March 30 to April 11 McCallum plans If you are NOT a McCallum dealer, 
h a concentrated sales and advertising effort here is an opportunity for you to become one 
y —designed to stimulate directly the hosiery under the most favorable conditions. Send in 
e business of the merchants who carry McCallum the coupon, expressing your interest in this 
e Stockings. Concentration Offer. Full details will be sent 
e to you immediately. 
it The Concentration plan is comprehensive. It 
comes just before Easter, when women are MAIL THIS COUPON 
a keenly interested in colors and styles and are 
A ready to buy. It goes all the way from a double . a 
t spread in full color in the Ladies’ Home Journal, McCallum Hosiery Company, 
Northampton, Mass. 
d April 1, through special display material, circu- ac 
. eae Please send me, without obligation on my 
lars, signs and consumer advertising of power + agg gptcdling tee ee 
= part, details of your Spring Shopping Concen- 
d and distinction. oat 
it r Pc 
« If you are a McCallum dealer now, you I es cin chee Wot inddevhuh ses 06h aw 
y will receive full information regarding the Re tuher sd cncundigerdee tevounoieuins 
details of this plan—direct from McCallum, 
and followed up by the salesman who serves Name of Hosiery Buyer...................04- 
your account. 
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Every beauty knows where admiring eyes will linger 


Announcing the addition of another popular priced number 
to our already famous “Onyx Pointex” lines. 


No. 155 —“Onyx Pointex”, 
medium weight, with $] 2: 50 


lisle top and sole. . 
No. 255—“Onyx Pointex”, No. 350—“Onyx Pointex”, 
service weight, with $15°%° service weight, all $21:° 
lisle top and sole. silk 
No. 355 —“Onyx Pointex Shere- No. 450—“Onyx Pointex Shere- 
silk”, with lisle top $] 5:50 silk”, chiffon weight,. $ 21: 
and lisle-lined sole, all silk 


These numbers in the new shades accepted as standard by the National Hosiery 
Committee and the Textile Color Card Association of the United States. 


“Onyx @ Hosiery 


**Onyx”’ Hosiery Inc., Manufacturers 
1107 Broadway - - New York 


Chicago - Philadelphia : Boston - Buffalo - San Francisco 
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In the 
Retail Shoe 
Store 
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A DEPARTMENT OF THE Boot AND SHOE RECORDER 
207 South Street, Boston 


Light Shades Seem Destined to Hold 
Over Into Spring 


O far very little change is 
observable in the hosiery 


colors one sees worn. The 
vogue for very light shades in 
flesh and fawn casts has carried 
consistently through the winter season and as 
trends are now discernible, bids fair to hold over 
into the spring season. Whether light shades will 
compete with white for summer honors, is prob- 
lematical. It is too far ahead to hazard any guess. 
Very strong primitive shades, however, are now 
being tried out at Palm Beach, the Riviera and 
other European playgrounds of the wealthy. They 
comprise cerise, bright yellow, orange, red orange, 
rose, periwinkle blue, rose and a pink lavender, 
vivid shades which it is said will be found in 
spring embroideries, and millinery. Pastel shades 
were welcomed on their first showing as the correct 
complement for the summer sports costume. It is 
said that momentum has already been felt in pastel 
colors—in sky blue, mauve, light yellow, spring 
green, tea rose and orchid. 


Beige Range to Continue Popular 


The range of colors already mentioned, how- 
ever, applies only to sports wear; they are not 
expected to make any headway in street wear. The 
Allen A. Co. predicts that “big business will con- 
tinue to be done in the beige range, particularly 
after the gunmetal season is over; that shell will 
be the most popular color next to beige; that maple 
cream will be near the top of the list of best sell- 


«Nore Vivid (i olors Bein 4 
Given Test-Outs in 
Winter ‘Resorts 


ers; and that biscuit, notabiy one 
of the best of the new shades in 
women’s silk hose, will probably 
be the best light shade for spring 
and summer in men’s hose.” 

We quote the Allen A Hosiery Bulletin of Jan- 
uary 26, which notes the percentages in which their 
hosiery sold for at-once delivery during the week 
ending January 24. 


Sheer Heavy 
Black 

Beige 

Aztec 
Airedale 
Biscuit 

Nu Russian 
Snapdragon 
Nude 
Chestnut 


Black 
Gunmetal 
Beige 

Rose Taupe 
Snapdragon 
Biscuit 
Airedale 
Nude 

Rose Blond 
10 Aztec Rose Taupe 
11 Jack Rabbit ; 11 Silver 

12 Nu Russian : 12 Jack Rabbit 
13 Silver 13 Gunmetal 
14 Chestnut 14 African 

15 Nutmeg 15 Rose Blond 
16 White 16 White 

17 African 17 Nutmeg 


Snapdragon and Biscuit show weekly gains. 
An unusually strong novelty season is predicted 
for spring. Novelties have been the outstanding 


OOWUAKNEWNHH 


— ee PDO lO Dd 


noScN US OW WENN 


to ROW 
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stock in men’s wear for approximately one year, 
and during the last six months noticeable gain has 
been made in fancies for women. 

A few weeks previous to Christmas the Ann 
Pennington hose was launched; its success is inter- 


Hand-painted snake design on an imported full-fashioned 
mercerized lisle stocking from the Krueger-Tobin line. 


esting inasmuch as it seems to point the way toward 
a development in all-over and knee-embroidered 
effects in silk hosiery. The price of embroidery has 
been reckoned from $4 to $6 a dozen but no doubt 
quantity manufacture will be able to lower the 
price. 

Novelties in Lisle 


An amazing variety of novelties is offered in 
imported lisle and lisle and rayon combinations 
which begin at about $6 per dozen and run up 
to $24 per dozen. They comprise ribbed, embroid- 
ered clocks, drop stitch, embroidered and Jacquard 
effects. Checks and plaids are shown in abundance 
but the horizontal checks seem to be the best bets. 
An offering in checks at $11.50 was snapped up 
almost overnight. In plain colors and two-tone 
effects gained by the use of rayon with the lisle, 
prices are quoted beginning at $8.00. 


Chiffon Lisle Appears 


Cotton printed hose for men, women and chil- 
dren in long and golf stockings have been greatly 
in demand for sportswear throughout the winter 
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and have retailed from $1 up. It is difficult to 
name the retail prices which will obtain for novelty 
lisle inasmuch as these depend greatly on local 
competition. Many of them are exclusive, will be 
confined to one or two dealers in a town and will 
be sold out before they can be copied by domestic 
manufacturers. In general the volume will come 
in lisle between $1.50 and $2.00, although, no 
doubt, a satisfactory business will occur in high 
class fancies. A chiffon lisle is in the market at 
$12.50 per dozen which has a single row of open 
clocking. 


New Corn Color for Men 


In some of the fancies shown color is vivid, but 
on the whole it may be said much interest is shown 
in black and white and in pastel shades. Among 
the pastel shades after the usual fawns, shades of 
blue and corn color stand out. The plaid pastels 
are very lovely. 

In men’s hose blue, gray and gray and blue are 
said to be the leading shades. Camel and shades of 
tan have come to take the place of staples. London 


Full-fashioned woven Jacquard pattern from the line of 


Mock & Judson. 


lavender is being presented in very pretty novelty 
patterns but is not expected to make any wide ap- 
peal. Corn color may be a factor in the masculine 
situation if the retail merchants succeed in putting 
over bisque as the new sport shade in flannel and 
worsted sport trousers. 
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A liberal showing of novelties has helped swell the sales total of this John Ward hosiery department in 
New York City. 
Standard Hosiery Colors Adopted by 
Color Card Association 
HE Textile Color Card Association of the Med. Gray Light Pink 
United States has selected the following Gray No. 31 Pink 
colors as standard for the hosiery industry. Taupe Peach 

Atmosphere Mandarin Cannon Sky Blue 

Nude Cinnamon Gunmetal Turquoise 

French Nude Sunset Cerise Lavender 

Blush Harvest Royal Purple Orchid 

Sunburn Aztec Orange Yellow 

Champagne Biscuit Yale Blue Maize © 

Crash Sandalwood Golf Green Apple Green 

Gravel Windsor Tan Copenhagen Nile 

Grain Russet Brown Reseda Jadeite 
) Beige Russian Calf There are, in all, 66 colors. The colors cover a 
: Acorn Med. Brown wide and comprehensive collection, including sport 

Bran Cocoa Brown colors and evening shades; also neutral tones for 
a Toast Dark Brown daytime wear considered suitable to cover all the 

Dark Beaver Cordovan staple needs of the industry. There are 9 browns, 

Almond New Bronze 10 grays, and 16 shades which collectively cover 
elty Tanbark African the category of nude, beige, fawn and similar 
ap Moonlight Navy Blue tones. There are also six that enter the blush, bis- 
line Pearl Cardinal cuit and tortoise class. Of the sport colors there are 
ting Piping Rock Silver ten, and for evening wear 15 are given. The report 
ona Zinc Gold emphasizes the fact that the collection is not in- 


Stone Gray 


Flesh 


(Continued on page 73) 
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Spring Thoughts on Hosiery Advertising 


Pick Any Idea Here and Use It in 
Your Advertising 


S this is being written there are straw hats 
A se by on the street below. Nature 
may take her time in announcing spring. 
She has no competitors. With fashions it’s dif- 


the case of the merchant whose interest lies in both 
directions. 

There needn’t be anything alarming done in the 
matter of combining the two articles of footwear. 
The great want is the sim- 





ferent. It isn’t too early to 
think of spring hosiery 
and shoes although the 
actual sale of spring ho- 
siery and shoes will be de- 
layed later than that of 
millinery. 

Where is hosiery’s logi- 
cal place? The answer is 
easy. In the shoe store, of 
course. But one would 
never get that answer in 


Vr Hostery 


1925's WiwIdea iro footwear 


ple combination of the two. 

There have been too 
many cases in advertising 
illustration of a lone shoe 
without anything in it be- 
ing placed out doors some- 
where on a broad avenue, 
in a field most any- 
where that nobody ever 
expects to see a shoe. That 
is too much of a strain on 





the reader’s imagination. 








the daily shoe store adver- 


Better make it a little 








tising. It takes no more 








easier for the imagination 





room in an advertisement 








in illustration. Don’t put 





to show hosiery with shoes 








any “local color,” “atmos- 





than it does to show the 








phere,” or “setting” into 





shoes alone. Hosiery does 








a picture that will make 











not get a fair chance. It 


the shoe and hose look 








doesn’t get the chance it 








ought to have to make all 
shoe advertising more 
effective. | 


Show Shoes and Hosiery 
Together 


+. 


VYoux Name Here 
ddress 


zea. 


incongruous in either size 
or position. A man driv- 
ing an automobile is a 
very usual sight nowa- 
days so put his feet on the 
pedals and show half way 








A shoe alone is not nearly 
so natural as one shown 
with its close companion, 
hosiery. Shoes, women’s 
shoes, particularly, needthe 
softening effect of hosiery 
just as much as a woman’s 
face needs the frame of 
the coiffure to avoid hard- 
ness. That’s from the 
angle of display and it 
applies to advertising in 
newspapers, windows, anywhere that shoes are 
shown. The very beauty of the combination is com- 
pelling. Whatever a store’s selling policies or prices 
they needn’t crowd out beauty. That’s too much 
like using modern harvesting machinery on a field 
in which the seed has never been sown. 

If the hosiery advertising as seen in the current 
magazines includes shoes in the picture, and it 
does, then the rule ought to work the other way in 


with clothes. 


style. 


shoes and hosiery are? 
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Smartness isn’t so much price, or color, or style 
as it is harmony. It looks odd to see a liveried 
chauffeur in a lightweight car. It’s just the same 


They must harmonize in color, in price, and in 
This year we can see signs of a greater interest 


in footwear. They are new ideas perhaps, but im- 
portant ones. Have you seen how smartly styled our 


up his leg and let the 
reader piece the rest of the 
picture out for himself. 
A woman runs a sewing 
machine in comfortable 
house shoes so put her feet 
on the sewing machine 
pedal with all parts of the 
picture in their relative 
importance and size. The 
rest of the picture is 
formed in the imagination 
of the woman who reads the advertising. Attention 
may be easily focused on shoes and hosiery through 
following such a simple rule. Do nothing alarm- 
ing, just use a little ingenuity. 


The Subject of Copy 


One suggestion leads to another, and perhaps 
the handling of the copy question can. be made to 
cover enough ground to supply all the suggestions 
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needed for spring. The author writes a book and 
then looks for an illustrator to picture the most 
interesting situations. The merchant will read the 
“copy” here and proceed to picture the situations 


J a 














in footWear 


Mens Shoes + HOSE “p Wun ens Shas ¢ Hose 
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YourR NAME HERE 
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LUXURY IN FOOTWEAR 


It’s simple. And it doesn’t make any difference 
whether you are man or woman. Luxury comes of 
wearing becoming things. 

Take a beautiful satin slipper and cotton hosiery. 
What a picture! Nobody would wear such a com- 
bination. But with our new styles and hosiery com- 
binations the old looks pretty old. 

The big advantage in buying shoes and hosiery 
here is that you get the benefit of the best advice 
on quality as well as the choicest selections. 


that offer the greatest possibilities. In talking of 
shoes and hosiery in the same advertisement: 


DON’T LET HOSIERY APOLOGIZE— 


“Tt may be your hobby to wear fine shoes, and 
nice hosiery. You have one standard for the two. 
And that’s one reason why you will enjoy buying 
your footwear at this store. Our shoes do not put 
our hosiery to shame, nor is it ever the duty of 
splendid hosiery to offer an apology for a pair of 
shoes that have broken down under the strain of 
wear. 

“T he price really doesn’t matter, but the quality 
of shoes and hose must be equal in order to give 
satisfaction.” 


HOSIERY 


SECTIOZX , 
Or again, something like this: 
ONCE HOSIERY WAS HIDDEN— 


“Voluminous skirts once eliminated the hosiery 
problem. Today it’s an open subject; the amount 
of footwear actually seen is doubled and tripled. 
So is the amount of care necessary in right selec- 
tion of footwear. 

“Still, it’s pretty easy to get satisfaction .. here. 

“Have you seen our hosiery display? We can 
tell the quality of stocking to wear with a certain 
priced shoe. 

“Had you ever thought of it that way? Hosiery 
was forgotten for so long during the ages of bustle 
and hoop that one is likely to overlook its real im- 
portance, even now. 


Or this: 


HOSIERY IS A SHOE’S TRAVELING 
COMPANION— 


“And if it iswt a congenial one everyone else 
knows about it. The ‘fight’ is carried out right in 





Ss She Mew Spring Combinations, x. 
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YOUR NAME 


os (Address se 
& 7. 


THE NEW SPRING COMBINATION 
No. There isn’t any single one. That’s why you 


ought to come here to make a selection. 

We have provided the assortment, and the right 
co-operation in helping one make a choice, and the 
quality that will make one glad of a choice out of 
such a fine stock. 

Our shop looks as colorful as a spring morning. 
And color, as usual, is the thing. 

(Continued on page 79) 
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Sometimes an entire window is devoted to hosiery in this Wilbar store in Worcester, Mass. 


Almost Every Saturday His Customers 
Spend $400 for Hosiery 


doing business in women’s novelty shoes at 32 

Front Street, Worcester, Mass., to do a $400 
hosiery trade on Saturdays. There are few Satur- 
days in the year when the sales on hosiery alone 
fail to reach this figure. The concern, which is one 
of four shoe stores doing business in Massachusetts 
under the same firm name, has built up an ex- 
cellent trade—substantially greater than that of 
any of the other three Wilbar stores. 


T he interest in hosiery is not confined 
entirely to Saturdays as an average 
business in hosiery here is 50 pairs a day. 
Hosiery trade alone brings in close to 
$50,000 yearly. 

The store has an inviting front. The windows 
are always neatly and attractively trimmed. The 
lobby is wide, due to having receding windows. 
Hosiery is displayed in both windows, and during 
the week of January 26, because of a special 
hosiery sale, one whole window was devoted to 
hosiery. Special hosiery sales are not common with 
Wilbar’s, but because the buyer secured a good 
“buy” from a hosiery company, a sale was held for 
one week. The window was commanding in ap- 
pearance. 


[= a common thing for Wilbar’s Shoe Store, 
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The hosiery department is well placed near the 
entrance. As one enters, it is at the right. There 
are two glass-enclosed cases about eight feet long, 
backed by adequate shelving. One girl’s sole duty 
is to sell hosiery. The cases are always kept looking 
attractive. 


Stock Is 1700 Pairs 


When one considers that an analysis of a year’s 
hosiery business shows that 60 per cent of those 
buying shoes go out of the store with hosiery, too, 
it’s indicative that the firm has a well defined sales 
policy for hosiery. The hosiery stock measures 
about 1700 pairs and it is turned about 12 times a 
year. The shoe stock turns about six and one-half 
times, its rapidity being explained by the fact that 
the shoes handled are a high style type. 

Weekly meetings are held and hosiery is always 
discussed from many angles. A customer entering 
the store seeking shoes is never allowed to leave 
without being tactfully reminded that she can 
purchase hosiery either to match or contrast the 
new shoes. In fact the manager, M. H. Winston, 
follows the sales slips very closely and if he ob- 
serves that a salesman is falling back in his hosiery 
sales, he approaches the individual and discusses 

(Continued on page 69) 
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_REG.U.S.PAT. OFF 


Important Notice! 


N CO-OPERATION with the Tex- Within a few weeks we will send 
tile Color Card Association and Gotham merchants our new color 


e National Associatio ysiery ‘ , . 

th —— iation of Hosiery card showing the colors in the Gotham 

and Underwear Manufacturers, we é . . 
line with the standard names. For a 








are adopting immediately the Standard 
Hosiery Colors and names decided 
upon by the Committee of Hosiery 
Manufacturers. 


Although it means some temporary 
inconvenience, we know that the 
standardization of hosiery colors and 
names is a progressive step which 
will benefit retailer, manufacturer 
and consumer and we are heartily in 
accord with the movement. 


Standard Color Name 


while all of our boxes will be marked 
with both the old name and the new 
name wherever the name has been 
changed. 

Below we are listing the colors which 
will appear on our new color card 
together with the corresponding former 
names. Some of the colors will be 
slightly changed. 


Former Gotham Name 
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A better hose for men. 
‘Big selling points for you/ 


Seven points of difference 


1. Foot knit at right angles from the leg. 
Built like a shoe—knit to fit the foot 


2. Leg is made with accordeon rib in silk and lisle, 
silk and wool and all silk. Large enough to fit any 
leg, small enough to hug any ankle. 

Built like a shoe—knit to fit the foot. 


3. The foot is fashioned without any objectionable 
seams, therefore Hirner hosiery wears longer than any 
other hose. 

Built like a shoe—knit to fit the foot. 


4. The accordeon rib does not run over the instep 
and does not leave ridges where the shoe is laced over 
the instep. 

Built like a shoe—knit to fit the foot. 


5. The Hirner elastic top gives elasticity and does not 
bind or cut the calf. Made longer in the leg than 
most stockings for men. 


Built like a shoe—knit to fit the foot. 


6. Hirner Hose are built each size on an individual 
machine and are not boarded to shape. 


Built like a shoe—knit to fit the foot. 
7. The silk in Hirner silk hose is not loaded. The mill 
uses only the highest grade of silk, wool and mercer- 


ized yarns, and uses no artificial silk, therefore Hirner 
Hose wear better. 


Built like a shoe—knit to fit the foot. 


Write for our business building plan for dealers 


Silk and lisle accordeon ribbed leg— 
mercerized lisle foot. 

Black and white Black and gold 
Black and navy Black and redj 
Also complete range tan and gray com- 
binations. 


Price $11.00 


Sole Selling Agent 


ROBISCHON SALES CO., INC. 


389 5th Ave., New York | 
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Made also in all silk tram accordeon rib 2 
tone with spun silk foot reinforced with 
liske—Same colors. 

Price $22.50 


Silk and wool in many combinations. 


Price $13.00 


HIRNER HOSIERY CO. 
Allentown, Pa. 
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STARKIST ZEBRA 
HEEL 


Here is a beautiful silk and art silk stocking with a 
patented heel design that is a vast improvement 
over the old solid black heel, being far more graceful 
and appealing. 

The design cannot be washed out and in fact looks 
better the more the stocking is worn. 


Mending, if ever required, will be unnoticed through 
the zebra effect, and the stocking will continue in 
service. This is not the case with the solid black heel 
stocking which has to be thrown away when a hole 


appears. 
Price $8.75 per dozen 


COLORS WITH BLACK STRIPE HEELS 


Airedale Lariat Tan Bark 
Blush White Russian Calf 


Silver 


BLACK WITH GREY STRIPE HEELS 
Sole Manufacturers of the Zebra Heel 


Makers of the famous $1.00 seller, 79 C.C. at 
$7.85 per dozen 


Starkist Hosiery Co. 


Guarantee ieee 


slip with — Wd 
each pair =“ Sewumytl 


; Guaramlee 
wy sworn Nill} {iypiie™ 
‘ We guarantee - 


BESTHERIZ Stockings ee 
; Stand twe weeks of con- 
Stant wear...tf stock- 
ings do not give satis- 
factory wear we wi/i 
exch: ange fora new \y 


vairwithin 30 days, \ 
BESTHERIZ HOSIERY CO \ 
y 
YUEN 


BESTHERIZ 


GUARANTEED 





Full-Fashioned Silk Hosiery 


Your customer has unrestricted wear of Bestheriz 
Hosiery for two weeks’ time. 

If the stockings give unsatisfactory service, your 
clerks are not bothered by replacement, for this is 
taken care of direct from the mill on the request of 
your customer, wherever she may be. 

No other guarantee is as broad as this and you can 
use it to build a greater and more profitable business. 
Write us for complete details about this remarkable 
new plan. 


No. 111—Med. light wt. silk merc. lisle top and foot. 

No. 222—Silk Chiffon, mercerized lisle top and foot. 

No. 333—Med. It.wt. silk to the top—foot reinforced 
with lisle. 

No. 400—All silk chiffon (very sheer) foot reinforced 
with lisle. 

No. 544—Heavy weight silk boot—top and foot re- 
inforced with 3 thread mercerized lisle. 


No. 888—Heavy weight allover silk. 


Numbers are all finest dip-dyed and come in a wide 
variety of the new Spring colors. 

Attractive counter signs will be sent out with all 
orders. 


Bestheriz Hosiery Co. 





Robischon Sales Co., Inc. 


389 5th Ave., New York 
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the subject. When a salesman fails to sell hosiery 
to one out of three who buy shoes, he’s “Jacked- 
up” because Wilbar’s appreciate that the life of the 
hosiery business depends on continual suggestion. 

The firm has established a splendid trade that 
measures very favorably with the department 
store hosiery business. Manager Winston refers to 
his “direct trade” as that class of people—they’re 
mostly the younger women of the city, who come 
regularly to buy hosiery, regardless of whether 
they need shoes. Probably this is due in a great 
measure to the fact that the store goes a great deal 
farther than half way in the matter of adjust- 
ments. If there’s any doubt who is at fault concern- 
ing any question of quality brought up by the 
customer, the latter is given the advantage. If the 
manufacturers fail to make good, Wilbar’s stand 
the loss and contend that in the long run they 
benefit by it. They build up hosiery good will and 
have used that in influencing customers to return 
for hosiery purchases. Hosiery to match an odd- 
colored shoe is sometimes dyed to match, if the 
stock cannot provide the particular shade. This is 
another means of building up a permanent hosiery 
clientele. 

The sales staff has 
two mercenary incen- 
tives to inspire the 
members to their best 
efforts. A bonus of 
five cents is paid to 
each salesman _ for 
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ing the week gets 
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3500 PAIRS “ONYX” SILK HOSIERY 


An Incomparable Special Purchase Sale 
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sell hosiery, as they are familiar with the stock 
arrangement. 

“The cause of our big business is due in a big 
measure to the fact that we sell one line of silks at 
one price and one line of chiffons at one price,” 
said Manager Winston, and he is supported in this 
contention by I. C. Bluestein, who buys hosiery 
for the four Wilbar stores. Two other stores are 
in Boston and one in New Bedford, Mass. 


One Price for Silks—$1.75 


Buyer Bluestein buys frequently. The silk hose 
sells at one price, $1.75, and is a full fashioned 
number, being a good value. At this time the chif- 
fons, which are also bought from one firm, are 
selling better than silks. They sell at $1.85 and are 
also good values. The firm adheres to the slogan: 
“Stick to one good line at one price” in doing its 
silk and chiffon business. 

At the present time, it handles sport hosiery at 

1, $1.50, $1.95 and $2.95; imported qualities 
being sold at the two highest prices. The best- 
selling sport hose.is silk and mercerized cotton at 
$1.95. 

Twenty Colors in Silk 


The Worcester store fea- 
tures its $1.75 silk stocking 
as “Wilbar’s Own” and 
pushes it in 20 different 
shades. Chiffon comes in a 
broad range of tones. A 
trend toward more match- 












Every Pair 
Guaranteed = ing is noticed, following 
by Wilbar’s the vogue for contrasting 
and Onyx ° ° 
an te hosiery with shoes. 
Absolutely A gun metal chiffon is a 
Perfect big number with Wilbar’s. 


The older colors, trending 
toward flesh tones, are still 
having splendid sales and 
with the 


A blackboard is kept 
in the stock room and 
daily hosiery records 
are kept so that the 
sales force knows at 


Staging A Women’s Hosiery 
Event That Will Start All 
Worcester A Wondering 


NEVER BEFORE, in Worcester, have the ONYX 


: this one. Appreciative 
CHALE ivan? of yack tremendoun proportisa, 


Including All of 
Fashions’ 


approach of 
spring, they are expected 
to increase with advent of 
light shades in footwear. 
The relative cost of 











all times how they 
stand in the weekly 
contest. 


will be the talk of 
months to come. 


| County women for 


Lisle Heels and Tops 


operating the hosiery de- 
partment and the shoe 
department is very small. 








When a salesman sells 
his customer the idea of 





Buy Several Pairs. 
Thread Silk Hosiery at This 
Speciul Price, Costs Less Than 
Ordinary Inferior Brands. ° 


ONYX Pure The overhead is limited to 


the salary paid the girl. 
The records covering the 








matching or contrasting 
shoe with new hosiery, the 
girl in charge of the de- 
partment, makes the sale 
and the salesman gets 
credit for the five-cent 
bonus. During extremely 
busy times, the salesmen 





Wilbars 


32 Front Street 


In most cases Wilbar’s Shoe Store makes its hosiery adver- 
tising incidental to its shoe advertising. But when a hos- 
iery sale is contemplated, the entire ad is sometimes hosiery. 


hosiery department ex- 
pense charge only the 
girl’s salary. 

Every time an adver- 
tisement appears in the 
newspapers, some mention 

(Continued on page 7?) 
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Trend Toward Higher Prices Noticeable 


in Hosiery Market 


Some Lines Already Quoted atan Increase 
While Others Stand Pat 


HE Silk Market Weekly Digest of Jan- 

uary gave a summary of conditions in the 

silk industry as they appeared on the 
threshold of 1925: 

“}—An extremely strong primary market due 
to the exportation of nearly two thirds of the 
available crop from Japan during one-half of the 
season. 

“2—The probability that stocks of raw silk in 
warehouse in New York will be around 60,000 
bales, which is to say, an excess over minimum re- 
quirements of nearly one month’s full supply. 

“3A very considerable stock of finished goods 
in the hands of the manufacturers. 

“4 Broad silk manufacturers’. plans based en- 
tirely upon orders placed by jobbers and con- 
verters. 

“5——Hosiery manufacturers doing a good busi- 
ness but producing at a high rate in anticipation of 
greater demand.” 

Hosiery Production Speeded Up 

It will be seen from these five factors that the 
most fortunate branch of the silk industry so far 
is the raw silk division in Japan which has sold 
so largely of its goods up to the present time. The 
real speculators for the moment are the raw silk 
importers, carrying unsold stocks of finished goods, 
jobbers and converters who have placed large 
orders for 1925 delivery, and hosiery manufac- 
turers who, while they have reduced considerably 
the large stock held earlier this year, are advancing 
production schedules in anticipation of a large 
spring business. 

The raw silk market remained quite steady 
throughout the month of January. Reelers are in 
a strong financial position, have no large supply of 
cocoons and can sit tight on the merits of the past 
season until expected market activity arrives. It is 
logical to expect then a sharp turn in the market 
which will usher in higher prices. 

Although one large producer has advanced full- 
fashioned hosiery 50c and $1 per dozen; and an- 
other has made revision upward as high as $1.50, 
two others are standing pat. 


Price Maintenance Up To Retail Merchant 


In regard to retail selling prices for silk hosiery 
they can hardly be lower than last summer and 
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the present winter season saw them. Christmas 
buying always serves to introduce a higher price 
level. Whether or not it is maintained or whether 
bargains and cheap hose will be played up in Feb- 
ruary advertising depends upon the retail mer- 
chant. No predictions can be made on retail prices 
with any assurance. The demand experienced last 
season for a light weight medium hose that was 
not a chiffon stocking was satisfied by a nine strand 
number. Its volume has placed it as a staple, cheap, 
full-fashioned number. 

Reports as to the volume in holiday business 
are still conflicting. 

Apparently New York business was slightly be- 
hind last year, but reports throughout the country 
show an increase. Too large a proportion of busi- 
ness came in the last week before Christmas and 
in many cases stores were disappointed on last 
minute deliveries. Whether the final transactions 
were sufficient to make up for the loss in a quiet 
early December, reports do not show. 

The prolonged cold weather has resulted in 
moving jobbers’ woolen stocks. Several factories 
are said to be contemplating a larger production 
schedule for next year. For at least two months 
increases have been expected in the price of spring 
and fall wool hosiery. Some quotations are as high 
as a 25 per cent increase but how much of this will 
appear in the retail price is problematical. 





Fibre Silk Consumption Increasing 
Rapidly 

The growth and development of the fibre silk 
industry in the United States has been astounding. 
Mr. Yerkes, president of the Du Pont Fiber Silk 
Co. Inc., says that the consumption of fibre silk 
has now passed that of raw silk in the United 
States. He estimates that 80,000,000 pounds of 
fibre and about 70,000,000 pounds of raw silk 
were consumed by manufacturers last year. 

“Production of raw silk is limited to between 
60,000,000 and 70,000,000 pounds annually and 
cannot be increased to more than 100,000,000 
pounds,” Mr. Yerkes declares. “Fibre silk may 
reach a total of 150,000,000 pounds this year.” 

For some years the standard size of fibre silk 

(Continued on page 79) 
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Idea: originated in 
department stores 
but easily adapta- 
ble to shoe store 
windows where 
both shozs and 
hosiery are to be 
shown, 
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{As Advertised in The Ladies Home Journal and Vogue} 


#3785—A Chiffon Stocking 


Specially Built for Dancing 


ane sheer, all silk from top to toe. This special chiffon Other Specially 
hose has an invisible inner foot of fine mercerized lisle. Advertised Styles 


Extra strength and wear. It’s made this way for dancing. No. 3780. Extra sheer 
gt y & chiffon with garter tops, 


This is the special chiffon stocking advertised in the Ladies’ heels, soles and toes of fine 
: ey mercerized lisle. Pure - 
Home Journal and Vogue this month. If you have it in thread Japan silk. Full- 

: : fashioned. Dip-dyed. Un- 
stock display = now. adulterated. In all colors. 
No. 895. Regular weight 

service hose of pure thread 

e n Japan silk. Tops, heels, 

ae and toes of fine mer- 

H OS IER Y UNDERWEAR cerized lisle. Full-fash- 


i . Di , l- 
For Men, Women and Children For Men and Boys Only wae 5 ge a in ge 


THE ALLEN A COMPANY + KENOSHA, WISCONSIN 
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Full-fashioned silk chiffon with so-called Monte Carlo clock- 
ing from the line of the J. R. Beaton Co. 


$400 for Hosiery on Saturdays 


(Continued from page 69) 
is made of hosiery. A generous-sized ad was 
printed preceding the special sale at $1.35. 


Approximately a 37 per cent mark up 
is obtained on all lines. 


Windows Changed Frequently 


Hosiery is displayed in both windows. Often 
unique ways are used in order to associate the hose 
with a shoe. Manager Winston has charge of trim- 
ming the “eyes of the store” and is very regular in 
changing. One trim never stays in its place more 
than a week. 

Members of the Wilbar organization include: 
William Bluestein, senior member; B. H. Blue- 
stein, shoe buyer; I. C. Bluestein, hosiery buyer; 
H. B. Bluestein, manager of the store at 455 
Washington street, Boston; George O. Jones, 
manager of the store at 85 Summer street, Boston; 
B. L. Friedenberg, manager of the New Bedford 
store on Purchase street. Miss Cecile Germain is 
in charge of the Worcester hosiery department. 





Standard Hosiery Colors 


(Continued from page 61) 
tended as a spring forecast. It is a compilation of 
staple colors for the standard card suitable for the 
volume of production for all seasons. The Hosiery 
Color Card Committee is a permanent one. From 


HOSIERY SECTION 


Full-fashioned all silk stocking with hand painted butterfly 
design from line of Onyx Hosiery, Inc. 


information gathered from all sources it will make 
seasonal selections which will be sent semi- 
annually to the joint membership of the Textile 
Color Card Association and the National Associa- 
tion of Hosiery and Underwear Manufacturers. 
It is the intention of the Committee to begin 
seasonal forecasting in time for 1925 fall produc- 
tion. 

For a few weeks hosiery terminology will be 
confusing as individual firms have already issued 
spring hosiery cards and retailer literature. Co- 
operation with the Hosiery Color Card Committee 
cannot be immediate inasmuch as a fair supply of 
boxes and labels have been printed under the old 
names. Hosiery firms which have changed over or 
will in the very near future, are Onyx Hosiery, 
Inc., the McCallum Hosiery Co., the Allen A 
Co., the Brown-Durrell Co., the Van Raalte Co., 
the Patterson Mutual Hosiery Co., and the 
Gotham Silk Hosiery Co. 





Men Buying Freely of Sport 
Patterns 


Baltimore, Md., Feb. 2.—Men’s hosiery in ex- 
treme novelty patterns has been very active, es- 
pecially in woolen material. The more radical the 
better they sell. Men’s hosiery business has been 
very good and one finds men buying half a dozen 
pair of socks, whereas formerly they bought but 
one pair. 
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Trade Mark 
The Pure Thread Silk Stocking 


at $900 
‘*They’re all Asking About’’ 


Inventory time proved to many retailers that 
if it hadn’t been for “One Twenty Five” they 
would not have made a gain last year. That’s 
because they were never before getting the class 
of trade this stocking attracts and holds—they 
never had the stocking to do it with simply 
because there 1s no other stocking comparing in 
value that can be sold for $1.25. 





NOTE OUR 
NEW 


ADDRESS— 
We’ve Moved! 


Moved to larger, better and 
more convenient quarter; 
to properly accommodate 
the expansion of our busi- 
ness. 


The new quarters are 
located at: 





373 
FOURTH 
AVE. 


—just opposite 
Madison Square 
Garden at 26th St., 
convenient subway 
stations at Broad- 
way and Twenty- 
Third Street and at 
Lexington Ave., 
and Twenty-Eighth 
Street. 
Telephone 


Mad. Sq. { 4 











~ ie at ~~ ia 


nm 


Certainly the average mock-seam stocking doesn’t, and a cheap Full 
Fashioned stocking does not commence to compare. This “One Twenty 
Five” is different, a difference you can understand. It is made better right 
through from the double cracked extra silk through the knitting, which 
shapes the stocking to the form of the leg without dependence on boarding, 
through finishing and into a packing that makes most other packings seem 
dull and uninteresting. 

And the Stocking is Guaranteed 

Not figuratively, not relatively, not with 

reservations, not against runs only, but 

guaranteed against being unsatisfactory, due 

to any faults of manufacture. , 


Please pay us a visit in our 
new home. 


r —___ } 


No. 516—Full fashioned dipped 
stockings, flare top, reinforced 
tops and feet in new, popular 


shades $13.50 


No. 568—The best mock-seam 
chiffon stocking made. Extra fine 
gauge spring needle 
with full fashion markings, silk | 
to welt and packed in individual | 
bags. Doz.. ... . $8.00 


No. 517—Full fashioned, good | 
weight, reinforced tops and feet. | 
Full 20-inch foot. A beautiful | 
appearing and serviceable stock- | 


$12.00 | 


And it’s a money maker from the first busy 
moment it is on your counter. This is the 
stocking to find out about and buy. 

Full Range of New 

Shades. 





machine 


ing. Doz 


A NEW FREE “AD” SERVICE | 


For buyers of ““One Twenty 
Five.” A Service of striking 
illustrations. A_ service of 
business-getting copy. A 
service of sales suggestions. 


Send today for your copy. 


RAY-MOND HOSIERY CO. 


373 Fourth Ave. New York City 


(Opposite Madison Square Garden) 
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On Many of His Odds and Ends He 
Actually Makes a Profit 


How the Hunter- Thompson Shoe (2. Has Solved the ‘Problem af Getting ‘Rid 
of « Unsaleable” Hosiery Stock 


M SYSTEM combining some elements of 
A stesnanshi and some elements of stock 
arrangement, whereby odds and ends are 
cleaned-up either at a profit or with only a very 
slight loss, is the rather unusual feature with which 
one is met in analyzing the reasons for the hosiery 
success of the Hunter-Thompson Shoe Company 
in Salt Lake City. 

As explained by Miss Amy Kemp, who is in 
charge of the department under Jesse Thompson, 
president of the company and manager of the 
store, the system consists in grouping in one section 
on the bottom shelf of the hosiery stock cabinet 
all the merchandise which it is desirable to get 
rid of. 


Stock Checked Up Every Week 


When a customer wishes a shade to wear with 
a black patent or kid, let us say, Miss Kemp al- 
ways goes to the first shelf and usually succeeds 
in selling a pair. 

“This can be done,” she said, “when the cus- 
tomer asks specifically for something to wear with 
the shoes in question.” 

The department has its lines checked over once 
a week, odds and ends being always placed at the 
bottom immediately. They are never placed on 
the counter. It makes them look too much like 
bargain stuff and also is likely to result in counter 
damage, it was stated. 


Customer Urged to Inspect Hose Carefully 


Every effort is made to find whether the cus- 
tomer is well pleased before she leaves the de- 
partment, according to Miss Kemp. “We guaran- 
tee our merchandise,” she said, “and if necessary 
are willing to give the customer the benefit of the 
doubt. For the reason, if for no other, that we like 
to know in advance whether or not they are per- 
fectly satisfied. Every pair of hose is carefully ex- 
amined by the saleswoman before it leaves the de- 
partment and in the presence of the customer 
whose aid is invariably enlisted when possible. 
This helps to establish confidence. The hose is held 
under a daylight lamp while the inspection is being 
made.” 

The hosiery department has different ways of 
attracting the attention of possible customers, al- 


ready in the store. Particular attention is paid to 
the shoes that are being fitted by the department 
and a pair of hose to match or contrast is un- 
obstrusively brought forth. The policy of the 
hosiery department in this respect is to suggest 
rather than solicit. Miss Kemp said sometimes a 
salesman will bring a shoe customer to her depart- 
ment. There are times, she said, when her depart- 
ment helps a customer to decide on a pair of shoes 
that might not otherwise have been purchased. 


Hosiery Helps Sell Shoes 


“We offer a contrasting shade or an exact 
match,” said Miss Kemp, “and the women custo- 
mers—we don’t bother so much with men in this 
regard—frequently express thanks for what they 
consider a good turn on the part of my depart- 
ment. The policy of the store, in both shoes and 
hose, is to make every one feel at liberty to ex- 
amine merchandise without being under any obli- 
gation to buy.” 

Miss Kemp said they do a nice hosiery business 
without any aid whatever from the shoe depart- 
ment. She said they aim to get people into the 
store for hose whether or not they desire a pair 
of shoes. Last Christmas the independent position 
held by the hosiery department was proved, she 
said, when people flocked into the department to 
buy hose as presents. 

Shoes and Hosiery Advertised Together 

The company does not spend much on news- 
paper advertising for its hosiery department. Ref- 
erence to hosiery is usually included in the shoe 
advertisements, but from time to time there is an 
exclusive hosiery department advertisement in the 
daily press. These exclusive hosiery adyertise- 
ments usually have to do with a special offer or 
sale. 

How to Sell Two Pairs 

Miss Kemp said they have been very success- 
ful in selling two pairs of hose. After a customer 
has selected a pair that suits her she is told that it 
is more economical to buy two pairs at a time. 
Then the reason for this is given, which is that 
with a single pair of hose, the pair is of no value 
when one hose gives out, whereas when two pairs 
are purchased they can frequently be made to go 
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Our Patented “Gartatop” Sock 
for 
‘Tus season included in our extensive presentation of novelties and staples is a 
the ““Gartatop’’ Sock. Obviating the use of the garter, this sock stays securely on om 
the child’s leg without binding and without harmful restriction of blood circulation. sig 
The elastic woven into the cuff by Patented Machines is chemically treated for all 
wear. gel 
ha’ 
This is one of a group of novel features embodied in our unusual Line this the 
Spring. ter 
Ke 
The House Specializing in Children’s Hosiery exclusively is best equipped to tur 
present a line that offers the maximum returns. Write for the new spring catalog. ha’ 

“The Only House Specializing in 

Children’s Hosiery Exclusively.” ‘de 
shc 
R wa 
D*A.POSNER.SHQES. Inc. Th 
142 WEST BROADWAY = 
NEW YORK CITY on 
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Novelty woven Jacquard half hose for men from the line of 
Fraser & Seidenberg. 


as far as three pairs. Miss Kemp said a customer 
is usually quick to grasp the point, especially when 
the fact that the present is the time to make sure 
that the correct shade will be obtainable when the 
second pair is worn. 


Building a Mailing List 


Miss Kemp said that whenever a customer asks 
for something that is not carried and there seems 
any likelihood that it can be obtained or would be 
worth while as a line, the name of the customer 
and the article desired is entered in a book de- 
signed for the purpose. She said this attention usu- 
ally flatters a person. Then she said they aim to 
get names of all their customers so that when they 
have any special offers or bargains they can let 
them know. This is done by phone or letter, a let- 
ter with a personal touch. “We like,” said Miss 
Kemp, “to give our regular trade the first oppor- 
tunity to take advantage of anything special we 
have to offer, and they appreciate it.” 


Hosiery Always in Windows 

The window space is used for hose to the extent 
that a pair of hose that goes well with a pair of 
shoes is placed by its side or arranged in some 
way so as to show it off to the best advantage. 
This is sometimes done with men’s shoes as well 
as women’s shoes. 

The department devoted to hosiery is situated 
on the north side of the store near the entrance. 
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A woven cotton stocking for sports wear from the Koneger- 
Tobin line. 


The price range is $1.65 to $4, but they have 
been featuring hose at $1.95 and $2.95. Their big 
seller today is a $1.95 chiffon hose. It is a fine 
gauge, very clearly woven hose and full fashioned 
with a three-inch welt. 


Men’s Novelties Help Stimulate Trade 


Chiffon hose became popular about a year ago. 
Up to that time their trade builder had been a 12- 
strand, fine-gage lisle top and lisle foot hose, full 
fashioned, medium weight silk. They are still 
selling a 20-inch silk hose with lisle top for service 
wear. It is a sort of staple line. 

Miss Kemp said during the past 12 months the 
department had benefited considerably by adding 
new lines to its men’s hosiery section. Up to that 
time they had not paid so very much attention to the 
men’s business. But now they have a men’s novelty 
line in plaid and English wool checks. They sell 
at $1.50 and $1.95, but a $2.95 grade is carried, 
though not in great demand. The $1.95 line is the 
biggest seller, as it is in the women’s section, Miss 
Kemp said. Lisle hose for men are also sold at 
$1 a pair, and the demand is rather good, it was 
stated. : 

The Hunter-Thompson Shoe Co., is one of the 
well-known stores of the West selling high-grade 
footwear. The hosiery department is a fairly new 
addition to its business, but, new as it is, it already 
has demonstrated its ability not only to stand on its 
own feet, but to make a real profit. 
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Just 
below the knee 


A exquisite jade and_ fuchsia 
butterfly embroidered on the 
stocking—just below the knee. That’s 
the latest thing in hosiery. It is made 
especially for the millions of women 
who within a few weeks will be asking 
for this type of style novelty. 


The beautiful chiffon stocking itself 
is made of pure thread silk, full 
fashioned, mercerized top, knitted 
very fine, and is to be had in ten 
popular colors. Packed in quarter 
dozens. $16.00 per dozen. Terms 
l per cent ten days, net thirty. 


Be the first dealer in your territory 
to stock and display butterflied 
hosiery. It will mean many additional 
sales and new customers. Send in your 
order today. 


Colors in Butterflied Hosiery 
Style 150 


Black, White, Sunburn, Nude, 
French Nude, Champagne, Blond 
Satin, Neutral, Cruiser, New Tan 


Miller Hosiery Co., Inc. 


22) Fifth Avenue New York City 
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Wood Hosiery ‘Display Fixtures 
That Are Interchangeable 


No. H-B 
Complete Information Regardi 
These Fixtures, Upon Request 


J. R. PALMENBERG’S SONS, Inc. 


Founded 1852 
63-65 West 36th Street, New York 


CHICAGO BALTIMORE 
204 West Jackson Blvd. 122 W. Baltimore Street 
BOSTON SAN FRANCISCO 
26 Kingston Street 11 First Street 























THE HOSIERY SECTION 


OF THE 


BOOT AND SHOE RECORDER 
Is at the Service of Hosiery Buyers 


Whatever your problems or your 
needs— 


Wherever and whenever we can 
supply you with information rela- 
tive to Hosiery and your Hosiery 
Department— 


Call on the Hosiery Section. We 


will do our best to serve you. 


Hosiery Division 


Boot and Shoe Recorder 
127 Duane Street New York City 
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Spring Thoughts on Hosiery 
Advertising 


(Continued from page 63) 

public. Not everyone knows color harmonies, but 
without exception everyone knows when he likes 
a color. Then that’s the right color for it’s har- 
monious. There are many beautiful hosiery 
shades. There are many shades of leather. All 
beautiful, but some ‘clash. T hose in charge of our 
hosiery department know color harmony. They 
may help you to even more beautiful footwear 
than you think.” 


Speaking of Color 

Here are some suggestions for the hosiery sales- 
man’s notebook. 

‘or cheeriness, the color yellow. It has the 
qualities of sunlight in it. Red is a stirring color, 
etc. Blue is a cold color with a quality of restraint 
and dignity. Violet is the opposite of cheerfulness. 
The fair blonde wears green in refined tone, olive 
or blue. Auburn blondes look well in blues inclin- 
ing to gray, slate, fawn, etc. Pale brunettes wear 
russet, subdued crimson and old rose as proper 
complements to their coloring. They also look 
well in golds and yellows. The florid brunette 
turns to rich maize, yellow, deep gold, subdued 
orange, maroon red, warm browns, dark blues and 
olive greens. 

The Quality Sign 

The price justification comes in the presenting 
of the quality of an article. A nice description that 
will bring to the mind’s eye a thing’s value is 
worth while working up. Copy like this: 


IT DOESN’T TAKE AN EXPERT TO 
SEE SUCH VALUE— 

“The lustre, the coloring, the weight, the con- 
struction of our hosiery. Everything about the new 
styles carries an appeal. Every quality imaginable 
is in them. You can’t help but be impressed. 
They’re just your idea of what you want in nice 
hose. And those fine qualities won’t disappear like 


the dew even though in their daintiness they seem 
dewlike.” 


EXAMINE SUCH FINE HOSE 
CLOSELY— 

“There is a refinement here, a re-enforcement 
there that will tell the story of quality better than 
anything we can say here. 

“Garter runs are guarded against. Toes and 
heels are protected against wear, etc. 

“Those are the things that speak of quality not 
loudly, but unmistakably. Everybody notices 
quality, and our hosiery will certainly speak well 
of you because of its quality look.” 
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The. Picture is Important 


Therefore in our illustrations the picture is em- 
phasized. The illustrations will no doubt save many 
merchants a great deal of time in getting a layout 
ready for the artist. The real point is that such 
things stimulate thought. The sources of material 
may differ widely in various parts of the country, 
but the thought in selling is the same practically 
everywhere. First the thought and then the adap- 
tation. 

For Window Display 

The hosiery window requires some delicacy of 
treatment different from that of shoes. There is 
the curtain idea draped so as to show just the feet 
and legs. There is the idea spoken of here of show- 
ing feet “in action.” 

It all means that the attention must be concen- 
trated on simple ideas in order to make any idea 
stick in the mind. 

A wax figure standing erect in a window holding 
a big circular placard that runs from just below 
the chin down to a little below the knees and noth- 
ing else in the window is proper concentration. 

On the placard the various shades of hosiery 
can be displayed. Have the figure’s head bent 
forward looking down at her shoes. On the placard 
a message like the following might be used, “Do 
You Like ’Em?”’, it being the idea that the figure 
is saying this to the passersby. 

Then have this window photographed and a 
plate made from the photograph in coarse screen 
for newspaper use and use the idea for a week’s 
selling. Such ideas pay. 





Fibre Silk Consumption Increasing 
Rapidly 
(Continued from page 70) 

for hosiery manufacture has been 150 denier. “A 
size half as large,” says Mr. Clarke, vice president 
of the Tubize Artificial Silk Co. of America, 
“opens up new territory and new creative fields. 
The use of finer deniers in combination with finer 
counts in cotton, tram, and worsted enables the 
manufacturer, especially of full-fashioned hosiery, 
to introduce novelties in design, weight and appeal 
hitherto unknown. 

“A combination of 60-denier artificial silk with 
two ends of 13-15 tram will compare most favor- 
ably with a six-thread silk hose and has the ad- 
vantage of reducing cost to the manufacturer and 
price to the consumer. In addition, the wearing 
qualities of such a combination are better than the 
wearing qualities of an all-silk hose made to sell at 
the same price, since the highest grade of pure 
silk and best methods of treatment cannot be em- 
ployed in the latter case.” 
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Are we leading? 


January was the month that we 
began our “‘Egotistical Ads” 


The illustration is a photo of 
our modern laboratory. This 
laboratory is the only one of its 
kind in the country — being 
truly mechanical, a miniature 
dye house. This is done to give 
the samples the same working 
conditions as the practical dye 
house. This is for your advan- 
tage. 
Peerless for Re-Dyeing 

This is another addition to our 
First List, proving that Peer- 
less is actually two steps ahead. 


Remember — Peerless dyeing PEERLESS HOSIERY DYEING CO. 


bears the undeniable mark of 
quality. Pleasantville, N. Y. 
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“HIOSTERT ” 
cA Contact Point of Profits 


As the crystal detector of a radio instrument is the vital contact point between 
the great world of sound waves and your ear—so has ‘‘Hosiery” become the 
valuable contact point between your cash drawer and all that the leading hosiery 
manufacturers can do to fill it. 


“Hosiery” is a distinct department of the Boot and Shoe Recorder and is the only 
medium which concentrates on making itself useful to shoe merchants who are 
selling, or plan to sell, hosiery. 


Each month its standing becomes higher and more authoritative. Each month 
for this reason it is more worthy of your careful reading and thought. 


BOOT amd SHOE 
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GREAT WATIONAL SHOE WEEKL 
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Buckles and Bows Sell 
Freely in Chicago Stores 


CHICAGO—The height of in- 
terest in shoe stores seems now to 
center itself on the hope that spring 
business will revolve around some 
new pattern or type not yet devel- 
oped, in spite of the fact that trade 
continues to be brisk on patterns 
that have run well through the 
winter months. 

The buying public seems still a 
bit “wary” of the two-toned pat- 
terns with the exception of the pat- 
ent and brown combinations in 
pump and tie styles which have 
shown a tendency toward popular- 
ity with the younger folk. 

Pumps, ties and gore patterns 
are still popular—especially the 
bow types and small-tongue types of 
pumps and the one- and two-eyelet 
ties and almost any development 
of patterns in these styles has good 
selling possibilities. 


Buckles Sell Freely 


Many merchants are making a 
good thing of buckles and bows in 
cloth and leather, as well as metals, 
and these accessories have shown 
well on the saies sheets. The 
buckles especially have done well in 
combination with satins and bows 
of ribbon and leather, for the 
pumps have been very popular. 
Many merchants have bought only 
the plain pumps for stock purposes 
and have achieved variation of 
style with leather bows and buckles 
and ribbon ties. 

The patent pump still continues 
to be popular—as does patent 
leather in all patterns, and black 
calf has been one of the feature 
sellers in the past week in the pump 
and tie patterns. 

The weather has been seasonable 
enough to make the rubber and 
galosh stocks reduce as they should 
in the past few weeks, and there 
are few of the sales noted last year 
at this time being held now on rub- 
ber footwear. 


Sales Well Patronized 


Sales generally have been very 
well attended although no “rush” 
has been seen to these events. 
Prices generally in these sales have 
been held to a fairly high level and 
there seems little evidence in them 
to warrant the conclusion that Chi- 
cago merchants have been very 
heavily stocked in any one item or 
pattern. 





Factories Are Busy 

Chicago manufacturers are 
busy with booked orders that 
have kept plants well up to 
figured volume since late in 
December, and the feeling of 
optimism runs strong for 
1925 business. Credits are 
good. Merchants are paying 
their bills in good time and 
orders indicate a willingness 
to buy and a healthy caution 
that stocks remain at a fairly 
flexible level. 











Good Trade on Men’s 


The men’s stores report a very 
satisfactory business and stocks 
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are pretty well sold to a satisfac- 
tory minimum. The style question 
seems to have little effect. If any 
leather is leading, a slight advan- 
tage would be with the blacks. 


Ellis Joins Fair Store 
R. V. Ellis has taken over the 
buying of women’s footwear at the 
Fair Store on State and Adams 
street. Mr. Ellis was formerly with 
Stix, Baer and Fuller of St. Louis 
and brings to the Fair Store a 
splendid record as a merchandiser 

of department store footwear. 


Wholesale Market Marks 
Time 

Wholesalers are optimistically 
waiting the run of the market that 
is freely predicted now that Janu- 
ary is written off the 1925 calendar. 
Business is brisk but not in any 
large volume, although future or- 
ders show evidence of a lively mar- 
ket in the near future. 





Clearance Sales Waning 
in Cincinnati Stores 


CINCINNATI—The weather 
was the chief factor in stimulating 
business among the retail shoe mer- 
chants during the week ending Jan- 
uary 31. Snow fell during the 
week, the heaviest recorded since 
the winter of 1917-18. There was a 
rush for rubber footwear. 


Shoe Men’s Association 
Nominates Officers 

The Cincinnati Shoe Men’s As- 
sociation recently nominated can- 
didates on the two rival tickets, the 
regular and independent tickets. 
Officers will be elected at the an- 
nual election, Sunday February 22. 
The following men were nominated 
for the regular ticket: Henry M. 
Stock, president; Chas. C. Hiebing, 
vice-president; B. J. Finke, treas- 
urer; F. J. Ruehrwein, financial 
secretary; Geo. W. Dohrman, re- 
cording secretary; John J. Wey- 
man, Ben Kessen, August Wode, 
Len. Wissman, Wm. Frye, and 
James Cowen, directors; Geo. W. 
Stalf, sergeant-at-arms. The inde- 
pendent ticket nominated: A. J. 
Woll, president; Fred Hilgeman, 
vice president; H. Mayhaus, treas- 
urer; Jesse McDonald financial 
secretary; Fred Wiethe, recording 
secretary; Robert Brinkman, John 
Schwarz, B. S. McDonald F. J. 
Weber, George Schraffenberger, 


and Max Kappner, directors; John 
Poske, sergeant-at-arms. 


Clearance Sales Waning 


Among the last of the clearance 
sales was one announced by H. and 
S. Pogue Co. Some of the models 
advertised at substantial reductions 
included: Strap sandals in suede, 
trimmed with kid; oxfords in pat- 
ent leather with suede inlaid panel; 
and many other styles. 

The Irving Co., advertised novel- 
ty pumps and oxford ties at $5.95, 
in 15 different styles. 

The Fair Store advertised high 
shoes for women. 

The Daniels Shoe Co., featured 
women’s straps and oxfords at 
$2.85. 


Showing Spring Styles 

Some spring footwear is begin- 
ning to be shown at some of the 
stores. 





Exchange Ideas in Mer- 
chandising 

Mr. Kraft of the Boston Shoe 
Store, Louisville, Ky. and H. E. 
Coonin, of the William Hahn & Co., 
with stores in Washington, D. C., 
and Baltimore, Md., were visitors 
recently and visited the Potter Shoe 
Co. 
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Detroit Sales Provide a 
Stimulating Effect in Stores 


DETROIT — January’s business 
was considerably stimulated by 
clearance sales, most stores making 
the price appeal instead of that of 
style. Reports in many cases of the 
results of the sales being held are 
optimistic. Price cuts are the usual, 
varying from 15 per cent to 33 1/3 
per cent for the least broken lines, 
while many odds and ends of $6 to 
$7 women’s shoes have been offered 
at around the $2 mark. The price 
cuts on men’s lines are not as severe 
as in women’s, although S. L. Bird 
& Sons cut many lines one-third. 
This was done so that the price re- 
ductions in the shoe department 
would cerrespond with the reduc- 
tions made on their men’s apparel 
lines. 


Burns’ New Store Opens 


The new A. E. Burns & Co., 
men’s store, in the Book-Cadillac 
Hotel building, opened Saturday, 
January 17 with A. H. Neubert as 
manager. Business on the opening 
day was above expectations, prov- 
ing the location to be a good one 
for men’s shoes. 


Crowds at Auto Show 


The Auto Show drew a large at- 
tendance of out-of-town people to 
Detroit and retail shoe merchants 
were not behind other merchants 
in tie-up displays. The conventional 
method being to display an auto 
tire with the show colors in their 
displays. 


Altering E. & R. Store 


Alterations are being made in the 
E. & R. store, 124 Michigan avenue. 
Partitions at the rear are being 
taken out so as to provide more 
floor space for fitting chairs. New 
backgrounds are being placed in 
the windows, which are being en- 
larged. 


Picks Gore Pumps 


Harry Richenbach of Newcombe, 
Endicott Co., predicts that the slip- 
on pump with a small center gore, 
with petite small rim buckle, or 
steel cut buckle, with the same ma- 
terial as the shoe slipped through 
the buckle to give it a tailored 
effect will be the predominant note 
in the spring styles. Patent kid, black 
spring styles. Patent kid, black 


satin, blond satin, and brown will 
probably sell in the order men- 
tioned. He also sees a sprinkling of 
rosewood and chestnut shades in 
satins to brighten up the colors of 
spring footwear. 


To Open Orthopedic Store 


The Hack Shoe Co., with a family 
shoe store at Hastings and Farns- 
worth streets, will open an ortho- 
pedic boot shop on the fifth floor of 
the Stroh Building, Adams avenue, 
on or about March 1. The suite will 
consist of a reception room and a 
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fitting room. Children’s shoes as 
well as men’s and women’s will be 
featured. 


Ertell & Butler Move 

Ertell & Butler, formerly 205 
Monroe avenue, were forced to close 
out their stock of shoes owing to 
the immediate razing of the build- 
ing they occupied. The firm has tak- 
en a temporary office at 1036 Ran- 
dolph street until a suitable store 
can be secured. 


Gregg Sells Interests 
E. C. Gregg, who formerly leased 
the shoe department of the Elliot- 
Taylor Co., store has sold his inter- 
ests to that firm, who will now han- 
dle it as a regular department of 
the store. 





Some Milwaukee Houses 
Show Early Spring Styles 


MILWAUKEE—Advance _ show- 
ings of spring styles were made by 
several Milwaukee stores during 
the last week, creating a little more 
business in footwear than would be 
afforded by the windup of clear- 
ances. The number of styles in- 
cluded in these showings was lim- 
ited, as the majority of merchants 
believe it more advisable to hold 
off until some time in February be- 
fore holding an extensive showing 
of spring shoes. At one store, the 
preliminary showing featured tans 
and two-tone combinations in three 
outstanding styles. Gore patterns, 
four-button oxfords and cut-out 
ties with semi-spike heels were 
favored. One shoe store was very 
successful in introducing the cross- 
word puzzle pump. These novelties 
were developed in tan with light 
tan checks on the toe and quarter, 
and in patent with the design in 
tan. For a novelty, these cross- 
word puzzle pumps have been mov- 
ing very well, it was stated. 

There has been little change in 
the men’s shoe situation in local 
stores. 


Hold Director’s Meeting 


The new board of directors of 
the Milwaukee Shoe Retailers’ As- 


sociation held its first meeting 
January 27 to outline a program 
for the first part of the year. Plans 
for greater activity on the part of 
the organization were considered. 
The year’s work will open with an 
extensive membership drive to get 


new members and bring back those 
who have dropped away during the 
past year or two. Following this, 
local shoe merchants are planning 
to send out booklets of an educa- 
tional nature to their mailing lists 
as a part of the co-operative adver- 
tising that will be carried out by 
the association during the year. 
At this meeting, A. B. Caspari, 
newly-elected president, announced 
his committee appointments for the 
year, which include: Legislative, A. 
B. Caspari, chairman; O. A. Hensel 
and Henry Lemay; publicity, C. E. 
Collar, chairman; A. C. Klein, W. 
W. Belson; welfare, Ed Schneider, 
chairman; S. J. Brouwer, J. Pinsel 
and W. F. Wuerl; entertainment, 
Clarence Bertler, chairman; Ed 
Schneider, F. L. Kuczynski, Harry 
Lucas and C. A. Helmbacher; 
grievance, board of directors aud- 
iting Max Diamond, chairman; O. 
C. Labude, John W. Wuerl R. J. 
Ripple; membership, down town, 
Joseph Schumacher, chairman; A. 
B. Caspari, C. E. Collar and Max 
Diamond; membership, north side, 
John Geisinger chairman; William 
Graebel, F. J. Janecak, Robert Kurz 
and Charles Gesch; membership, 
south side, O. C. Labude, chair- 
man; W. Vahl F. L. Kuczynski, W. 
Samolinski and F. Meier. 


Shoe Factories Busy 


Shoe manufacturers give favor- 
able reports and the larger plants 
are working at capacity, according 
to Robert Wittig, local manager of 
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R. G. Dun & Co. He states that re- 
tail shoe merchants report satisfac- 
tory business, especially in heavy 
goods, and notes that the general 
situation is considered favorable. 


Buys Out Partner 


W. F. Weiler has purchased the 
interests of his partner, Henry 
Flug, in the Flug-Weiler Shoe 
Manufacturing Co. at Chippewa 
Falls, Wis., and has taken over the 
entire business. The concern has 
now been incorporated under the 
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name of the Weiler Shoe Manufac- 
turing Co. with capital stock of 
$50,000. The Flug-Weiler firm has 
been manufacturing shoes here for 
the past six and a half years, and 
Mr. Flug organized the business 
nine years prior to Mr. Weiler’s 
entrance into the business. 


Open Madison Shoe Store 


A. Mains, C. Blake and H. Gins- 
berg have signed articles of incor- 
poration for the Tradehome Shoe 
Store of Madison, Wis. The com- 
pany is capitalized at $16,000. 





Retail Buying Healthy 
with San Francisco Firms 


SAN FRANCISCO—Pumps are 
selling very well in most shoe 
stores. Calf and patent are the two 
most popular materials. Combina- 
tions are in vogue, with patent 
vamps and calf quarters. Buying in 
most stores is reported fairly good. 


Feltman & Curme Store 
Opens 

The third San Francisco Feltman 
& Curme store opened on January 
24. On the Monday preceding the 
opening, the windows were fully 
dressed, with attractive merchan- 
dise, the background of .gilt- 
panelled American walnut being 
quite completed. The store, which 
is large and very commodious is ar- 
ranged along the lines rendered 
familiar to those who know the 
firm, by numerous other stores. 
There is the usual large, square en- 
trance. The store is on Market 
street, between Powell and Mason 
streets. The manager is L. L. 
Church. 


Big Corrective Trade 


A store in the business district 
that has a steady clientele is Ger- 


lach’s, 543 Market street. Fred W. 
Gerlach the proprietor since 1896 
has specialized in corrective foot- 
wear. Many of his customers date 
back to the founding of the busi- 
ness and Gerlach’s is now under- 
stood to be the largest corrective 
footwear establishment in Califor- 
nia. Speaking of his success, Mr. 
Gerlach said it was due entirely 
to the interest he and his associates 
take in every detail of producing 
shoes that have character combined 
with quality, comfort and price. Mr. 
Gerlach firmly believes that foot- 
wear can follow the styles, and yet 
be corrective. 


Enlarge Store 


A number of improvements have 
just been made in the store of the 
Price-Pechner Shoe Co., 695 Mar- 
ket street, an exclusive men’s store. 
New raised oak bottoms have been 
installed in the windows, which are 
now of a very substantially hand- 
some type. Additions to the upper 
portions of the shelves have enabled 
the firm to add to the stock an addi- 
tional 2,500 pairs of shoes. Good 
business is reported. 





Strength of Blond Satin 
Is Marked in St. Louis 


ST. LOUIS—The report on gen- 
eral business just issued by the 
Eighth Federal Reserve Bank of 
this city indicates an upward trend 
in business of a most encouraging 
nature. The report follows in part. 
“Resumption of activities in indus- 
trial lines and the wholesale and 


jobbing trade after the holiday and 
inventory interruption has been 
more rapid than is ordinarily the 
case. In virtually all lines investi- 
gated stocks at the end of the year 
were found to be of moderate pro- 
portions, and this fact coupled with 
a continued good consumptive de- 





87 





Blond Satin Very 
Strong 


Russia calf in women’s lines 
is still receiving the large por- 
tion of prestige. Patent also 
goes on with its same popu- 
larity. The new note in the 
style field that has been 
sounded with much gusto is 
blond satin and combinations. 
Blond satin where merchants 
have this type of footwear is 
being sold in good volume. 
Combinations of tan calf, pat- 
ent and patent and apricot 
kid are mentioned as meeting 
with favor. 

January compared with the 
same month of 1924 should 
prove better although the 
margin in some instances will 
be small. Breaking even with 
the same period of a year ago 
is the familar statement which 
not a few merchants have ex- 
pressed of their comparative 
business. 

















mand for commodities of all sorts 
has had a tendency to stimulate 
production and the replenishment 
of depleted supplies of goods. 
“The movement of goods for 
common consumption was greatly 
assisted by the arrival of the first 
real cold weather of the season.” 


$200,000,000 1925 Shoe 
Business 


Figures compiled by the St. Louis 
Chamber of Commerce report an 
aggregate business of $1,904,087,- 
500 by St. Louis wholesalers and 
manufacturers during 1924. As in 
the past years the greatest business 
was done in the boot and shoe trade, 
those commodities being set at 
$200,000,000. 


Swope Team Victorious 


With the Swope Shoe Company 
and Shoe Mart bowling teams in a 
deadlock each having annexed one 
victory, it has been decided to split 
the tie on Wednesday evening, Feb- 
ruary 4th. 


Good Business Prevails 


The retail shoe business in the 
down-town section remained during 
the week ending Saturday, January 
81, brisk with buying on Saturday 
of a good type. Practically all stores 

(Continued on page 101) 
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‘We congratulate you on this leather. 
We are anxious to cut some shoes w 
from it immediately.’’ ” 








Wish we could tell you the name of the man who | a 
wrote this about our new TE op 


TONY GOLD || 


He makes some of the finest shoes in the world. He jf ; 
knows a good thing when he sees it. | el 





No previously originated Creese and , 
Cook color has ever caught the trade 
so immediately as TONY GOLD. 
The demand is “jumping” every day. “ 
ACTION IS THE WORD if you P 
want TONY GOLD in your lines. 1 








“CALF LEATHERS ARE WHAT THEY WANT” 











CREESE & COOK COMPANY 


SALESROOMS Sb UES TANNERIES 
95 SOUTH ST., BOSTON F<, SN ONS DANVERSPORT, MASS. 


P. A. HENRY & CO. tc” wo) SILVEY & CHRISTMAN 
706 Broadway, Cincinnati, O. coy CY 82 GOLD STREET 
Leather Trades Bidg., St. Louis, Mo. BOON I NEW YORK CITY 
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New York Reports More 
Interest in New Footwear 


NEW YORK—Stormy and snowy 
weather in New York last week, 
while greatly stimulating the sale 
of rubbers, gaiters and similar mer- 
chandise, did little to help the sale 
of regular footwear. In fact, there 
was some let-down in the volume of 
general business despite the con- 
tinuance of the clearance sales, 
which previously had resulted in 
a big upturn in volume. 

The growing indifference that the 
public seems to be showing toward 
the sales is taken by some retail 
merchants to indicate that further 
price-cutting or similar action will 
not stimulate business to any ex- 
tent. Accordingly more stress is 
now being placed on new footwear, 
particularly for the Southern re- 
sort trade. This business is develop- 
ing well, according to the more ex- 
clusive merchants. Several of the 
retail merchants here who main- 
tain shops at Palm Beach, Miami, 
or other Southern resorts, report 
good business from these stores, in 
addition -to a good demand for 
Southern resort footwear in their 
local shops. 


Colors for Trimmings 


For resort wear, white kid 
trimmed with alligator, lizard, 
snake or colored kid leathers is go- 
ing fairly well. A new note in light 





Expect Sandals to be 
Spring Feature 


There is some basis for be- 
lief that sandal types of all 
kinds will be ready sellers 
this spring. Several new san- 
dal designs have been shown 
and have received favorable 
comment. 

Outside of the resort foot- 
wear, current demand seems 
centered on patent leather and 
satin in a wide variety of 
models. At no previous time, 
has there been such a wide 
variety of salable patterns, 
according to leading mer- 
chants here. The newer pat- 
terns seem to be trending 
strongly toward more elabo- 
rate decoration and there is 
some fear that the swing to- 
ward simple footwear and 
stabilization has been checked. 














shades of suede, or doeskin, has 
been struck by at least one well 
known specialty shop, with success. 
This shop recently introduced a 
“Stone Age” sandal, somewhat re- 
sembling the earliest known foot- 
wear in white doeskin and light 
colors. The sandal is made with a 
welt sole, rather broguish in last, 
and has tabs with large eyelets 
which lace together. 


Shoe Sales in December 
Showed Gain 


Shoes stood eighth on the list of 
commodities sold in department 
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stores ‘in the Second Federal Re- 
serve District, making gains in De- 
cember, 1924,.over December, 1923. 
The gain in total shoe sales, accord- 
ing to reports from department 
stores in the district, was 9.5 per 
cent. Cotton goods led the list with 
a gain of 28.3. 

Sales in chain shoe stores in the 
district were 9.4 per cent heavier 
in December, 1924, than in Decem- 
ber 1923. For the entire year of 
1924 sales by chain shoe stores 
were 9 per cent heavier than in the 
year 1923 and the highest in the 
last six years. 

Wholesale trade also showed con- 
siderable improvement in the clos- 
ing month of last year. For the 
year 1924, wholesale shoe sales 
were 4 per cent less than in 1923, 
and with the exception of 1922, the 
smallest in the last six years. 





Boston Retail Stocks Are 
in a Healthy Condition 


BOSTON—The_ rubber __ trade 
was the most marked feature of 
the retail shoe business during the 
week ending January 31. Snow fell 
at intervals during the week and 
combined with periods of very cold 
weather provided a _ necessary 
stimulus in moving rubber stocks. 

January was a good month for 
rubbers, although there were no 
extremely severe storms. Snow 
fell intermittently throughout the 
month in small doses and as a re- 
sult rubber and galosh sales were 
very good. 

Tan calf patterns in women’s 
lines are continuing as the feature 
of the demand. 

Clearance sales are on and results 
are generally satisfactory. Stocks 
are in good condition and there is 
a feeling of optimism concerning 
the retail outlook for spring. 


Opening Session of Shoe 
and Leather Class 


The free Shoe and Leather Con- 
tinuation Class, maintained by the 
New England Shoe and Leather 
Association, held its first meeting 
Monday, Feb. 2, at the association’s 
rooms, 166 Essex street. 

The course includes the funda- 
mentals of tanning, shoe manufac- 
turing, shoe and leather distribu- 
tion and the essentials of machin- 
ery manufacturing, last making the 
production of findings and all of 
the other important departments of 


the allied industries. A particularly 
instructive feature is the visits by 
the class to shoe factories, tan- 
neries, and hide and leather ware- 
houses in Boston and vicinity. 

The following is an outline of the 
course: 

1. Brief historical account of 
leather making. Trade centers in 
the United States. Sources of hides 
and skins. Methods of curing. 

2. Classification of hides and 
skins according to age, sources, in- 
juries, and “take-off.” 

3. Discussion of hide reports in 
trade papers to bring out above 
points. Merchandising of hides and 
skins. Chemical and anatomical 
structure of skin as applied to un- 
hairing, fleshing and liming. 

4. Trip to New England Dressed 
Meat and Wool Co., Somerville. Kill- 
ing of cattle and sheep. Care of 
hides in hide basement. Scouring 
and painting of sheepskins. Wool 
pulling and making of pickled 
sheepskins. 

5. General 
operations from 
Layout of tannery. 

6. Chemical demonstration of ac- 
tion of tanning materials on hide- 
substance. Details of vegetable tan- 
ning and study of vegetable tan- 
ning materials. 

7. Mineral tannages, chrome, 
alum, and combinations. Oil tan- 
nage. Details and processes. 

8. Trip to a near-by tanning 
plant. An afternoon spent in see- 


outline of tanning 
start to finish. 





ar" 
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THE COMPLETE LINE FOR INFANT FEET 


No. 263—Soft Sole Blucher Lace. No. 417—First-Step Flexible Tackless 
White, Tan and Smoked Elk. Made in Stitchdown Button Boot. White, Tan 


Soft Soles in great variety—for many purposes. Fat Ankle Boots for the chubbier 
feet. First Steps with their flexible soles providing protection for the tiny feet as 
they begin “Life’s’ Journey.” 


Tie up for profit with the complete Infant’s Line covering all needs. 





Send for catalog, and learn 
of the variety of shoes we 
earry In Stock 























special lasts, which fit the chubby foot. and Smoked Elk. In Stock. Per 
covvaee ‘ $13.50 


In Stock. Per dozen 


$13.50 dozen... 


Mrs. Day’s Ideal Baby Shoe Co. 


Danvers - Mass. 


NEW YORK OFFICES BOSTON OFFICE 
320 Fifth Avenue CHICAGO OFFICE 12 West St., Room 616 
387 Fourth Avenue 323 West Jackson Blvd. Phone Beach 8060 
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RUBBER FOOTWEAR BARGAINS 


All Perfect, Clean Goods on the Serv Heels 
Hub 31 Cases Wos. Norwood (Cro.) Denby M3/6 4/7 $0.75 $0.55 


Reg. Price Our Price 


Hub 24 Cases Wos. Norwood (Cro.) Denby F 3/6 4/7 3 © 
Hub 11 Cases Wos. Hvy. Norwood (Cro.) Denby F 4/7 75 
Hub 10 Cases Wos. Norwood (Cro.) Orm F 3/6 4/6 75 
Hub 87 Cases Wos. Norwood (Cro.) Orm M3/6 4/7 75 
Hub 5 Cases Wos. Norwood (Cro.) Orm S 3/7 4/8 75 
Hub 29 Cases Wos. Norwood (Cro.) Melba M3/7 4/7 75 
Hub 12 Cases Wos. Norwood (Cro.) Melba F 3/8 4/7 75 
Hub 15 Cases Miss Norwood (Cro.) Orm M12/2 13/2 68 
Hub 3 Cases Miss Norwood (Cro.) Orm F 13/2 68 
Glo 34 Cases Men’s Earl (S.A.Clog) Kent M54/106/11 1.00 
Glo 10 Cases Men's Earl (S.A.Clog) Kent F 6/10 1.00 
Glo 27 Cases Men’s Dandy (S.A.Sand) Kent M6/9 6/10 1.00 
Glo 20 Cases Men’s Dandy (S.A.Sand) Kent F 6/9 6/10 1.00 
Glo 10 Cases Boys’ Dandy (S.A.Sand) Kent M24/6 85 
Glo 9Cases Boys’ Dandy (S.A.Sand) Kent F 24/6 4/6 85 
Glo 6Cases Yth’s Dandy (S.A.Sand) Kent M11/2 .72 
Glo 13 Cases Yth’s Dandy (S.A.Sand) Kent F 11/2 1/2 72 


Terms: F.O.B. Col. 1/10 Net 30. Special dating on five cases or more due 
November Ist. Net. Anticipation 1% per mo. 


ALSO A FULL LINE OF GOODYEAR GLOVE RUBBERS 


MARION RUBBER COMPANY Columbus, Ohio 
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ing what has been taught. Princi- 
pally chrome work. 

9. Finishing operations. Patent 
leather. Preparation of varnishes. 

10. Trip to tannery and patent 
leather shop. 

11. Lecture “Tannage of Goat- 
skins,” also “Manufacture of Sole 
Leather.” 

12. Trip to glazed kid tannery. 

13. Talk on “South America and 
Its Hide Exports.” 

14. Talk on “Tannage of Sheep- 
skins and Calfskins.” 

15. Talk on “Sheepskins” and 
exhibition of stock at the sheepskin 
department of a large tannery. 

16. Brief outline of history of 
shoemaking in the United States, 
Development of machinery and the 
modern factory. Steps in manufac- 
ture up to stitching-room. 

17. Leather remnants, examina- 
tion of stock and talk on uses of 
various kinds of remnants. 


18. Illustrated lecture on history 
of shoes. 

19. Talk and exhibition of calf- 
skins at calfskin department of tan- 
nery. Talks on “Tanning,” and 
“Selling the Product.” 

20. Trip to near-by shoe factory. 
High-grade men’s welts. 

21. Talk on “Shoe Selling and 
the Manufacture of Rubber Heels.” 

22. “Shoe Findings,” talk and 
exhibit. 

23. Trip to large Boston shoe 
factory. Women’s welts, McKays, 
and turns. 

24. Brief summary of _ shoe 
manufacture by the Instructor. 
Statement by Secretary of the New 
England Shoe and Leather Associa- 
tion, and others. Presentation of 
graduation certificates. 

Applications for enrollment should 
be sent to T. F. Anderson, secre- 
tary, 166 Essex street, Boston. 





Brockton Manufacturers 
Hold Annual Meeting 


BROCKTON—At the annual 
meeting of the Brockton Shoe 
Manufacturers’ Association held 
last week, John S. Kent, treasurer 
of M. A. Packard Co., was re- 
elected president. Other officers 
and directors were re-elected with 
the exception of William E. Doyle 
of Wall, Doyle & Daly, Inc., who 
resigned. The complete list of as- 
sociation officers for the ensuing 
year is as follows: President John 
S. Kent; vice-presidents, Charles 
E. Moore of Geo. E. Keith Com- 
pany; Herbert L. Tinkham of W. L. 
Douglas Shoe Co.; treasurer, Frank 
L. Farnum, Churchill & Alden Co.; 
secretary, Frank M. Bump; assist- 
ant secretary, T. J. Evans; direc- 
tors, Charles E. Moore, chairman; 
C. Chester Eaton, C. A. Eaton Shoe 
Industries; Perley G. Flint, Field 
& Flint Co.; William A. Hogan, T. 
D. Barry Co.; Hector E. Lynch, 
Howard & Foster Co.; Charles S. 
Marshall, ©. S. Marshall Co.; 
Charles M. Park, The Preston B. 
Keith Shoe Co.; Clarence P. Waide, 
Stacy-Adams Co.; Lars Peterson, 
Brockton Co-operative Boot & Shoe 
Co.; Peter W. Blunt, Givren & Blunt 
Co. 


Says New England Too 
Modest 


At a recent get-together dinner 
of the Brockton Chamber of Com- 


merce, the principal speaker of the 
evening was W. P. G. Harding, 
Governor of the Federal Reserve 
Bank, Boston. Mr. Harding in the 
course of his remarks, brought out 
some points which have a special 
bearing on Brockton’s shoe manu- 
facturing industry. One was that 
with few exceptions, the shoe 
manufacturing business in this city 
has no absentee landlord business, 
but is owned and managed entirely 
by local men. In many instances 
these men represent several genera- 
tions of shoe manufacturing in 
Brockton and old North Bridge- 
water. This, Mr. Harding said, 
gives the local industry stability, 
and also strength to meet compe- 
tition. Another point which Mr. 
Harding brought out was that he 


BOOT AND SHOE RECORDER 91 


was “sold” on New England, and op- 
timistic about its future. New Eng- 
land should, in his opinion, be a 
little less modest and should talk 
more liberally and_ intensively 
about itself and its industries 
through the use of printers’ ink and 
other forms of advertising, this be- 
ing applicable to the shoe business 


‘as well as other lines. 


Expect Shoe Designer 


John T. Bullivant, who recently 
celebrated his 75th birthday anni- 
versary, was the subject of a long 
article in the Brockton Enterprise. 
Mr. Bullivant is the father of 
Mayor William H. Bullivant of 
Brockton. He is the oldest designer 
of good shoes, such as Brockton 
produces. 

Forty years ago Mr. Bullivant 
came to Brockton from Newark, 
N. J. to take charge of shoe design- 
ing for Stacy, Adams & Co. Many 
of that concern’s best models were 
designed by him as he worked with 
the members of the concern and 
salesmen. When the blucher shoe 
came into vogue, he modified the 
pattern and added many practical 
touches making for style and com- 
fort. Mr. Bullivant is still active in 
the work of designing shoe pat- 
terns. While he admires the skill 
of designing and the speed of pro- 
duction of modern factories, he still 
inclines to the belief that the old 
time custom boot and shoe was the 
finest type ever produced. 

In addition to his talent and ex- 
perience in designing shoes, Mr. 
Bullivant is interested in art and in 
his Brockton home there are many 
evidences of his artistic tempera- 
ment. At the age of 75, he main- 
tains his interest and activity, re- 
garding designing and making of 
shoes, for in the latter respect Mr. 
Bullivant is a practical shoemaker 
and is familiar with every phase of 
shoe factory operation. 





Rochester Shoe Men Hear 
Some Encouraging Messages 


ROCHESTER—The annual ban- 
quet of the Rochester Retail Shoe 
Dealers’ Associatoin, held at the 
Powers Hotel on Wednesday eve- 
ning, January 28, brought out 
one of .the biggest gatherings of 
shoe men that have ever attended a 
shoe meeting in Rochester. 

William J. McCaffery, president 


of the National Bank of Rochester, 


the main speaker of the evening, 
stated that general business condi- 
tions were the best they had been 
at any time since the war, and used 
many examples to illustrate his 
statements, including agricultural 
conditions, commercial paper rate 
in New York city, the railroads, 
stock market, politics and foreign 
affairs. 
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A line of ‘“‘bread and butter’’ shoes that always show a profit; never a loss. 


In Stock $4.50 


In Stock $4.50 In Stock $5.00 


AA 


Style B77 ‘Black glazed kid, out- Style B99—Black glazed kid, “full” Style B75—Black glazed kid, “‘out- 
size top lace, 6% height, plain top, 616” height, seamless pattern, size” top lace, 614” height, regular 
toe, 11-8 W ingfoot heel. Flexible wool felt cushion insole, 11-8 Wing- tip, 11-8 Wingfoot heel. Flexible 
welted sole. Price - «+» $4.50 foot heel. Price Mey $5.00 welted sole. Price 


Widths D, E and EEE Widths E and EEE Widths D, E and EEE 
Sizes 2” to 11 Sizes 2’ to 11 Sizes 2% to 11 


Aunt Polly's Outsizes are built over lasts designed expressly to fit FAT feet 


Just plain appearing, long wearing, common sense shoes that are slow but sure business builders, 
fitting feet that cannot be fitted comfortably in “‘ordinary”’ shoes, selling to women who, as a 
class, wear the same style year in and year out. 


‘Aunt Polly’s’’ always inventory at one hundred and one the dollar. A one hundred dollar in- 
vestment will cover your requirements. Make the investment now, and you will find that per 
dollar invested, ““Aunt Polly’s” show a greater return than any other line of footwear. 


‘Aunt Polly’s Outsizes’”’ are made by the Goodyear welt process, with leather counters, leather 
box toes, solid leather heels, solid leather innersoles, Red-Line-In lining, Diamond eyelets, Good- 
year Wingfoot toplifts, and reinforced steel arch supporting shanks guaranteed against breaking 
down. 


Note—Sizes 815 and 9 are 35c. extra; 9% and 10, 50c. extra; 1014 and 11, 75c. extra. 
There is a single-pair packing charge of 25c. per pair on all orders of Jess than 3 pairs. 


W. B. COON CO. Rochester, N. Y. 
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The shoe trade in general, the 
speaker said, should benefit from 
the business spurt, and Rochester 
manufacturers and retail mer- 
chants now have an opportunity to 
get back on their feet from the 
strenuous times during and follow- 
ing the war. 

Mr. McCaffery devoted part of 
the address to advice to the Roches- 
ter trade. Rising shoe costs, he de- 
clared, should be fought, for the 
demand for shoes will immediately 
fall off if prices go up. Co-opera- 
tion, from the tannery to the retail 
merchant, was greatly stressed by 
the speaker. 

Harry C. Goodwin, local adver- 
tising man acted as toastmaster, 
and William Pidgeon, Jr., did the 
honors in installing the new officers 
for 1925. The officers installed 
were: President, H. J. Van Ars- 
dale; first vice-president, Fred 
L. Myers; second vice-president, 
Louis J. Fuller; third vice-presi- 
dent, George L. Snyder; fourth 
vice-president, Jack Collett; secre- 
tary-treasurer, Allan Draper. The 
second speaker, Joseph P. Byrne of 
John Kelly, Inc., a former president 
of the National Shoe Travelers’ 
Association, talked on _ general 
trade conditions and warned the 
merchants against the purchasing 
of foreign-made shoes and advo- 
cated American-made footwear for 
American men and women. 


Many Guests Attend 


Among the out-of-town guests 
were Ernest Park of Syracuse, re- 
cently elected director of the Na- 
tional Shoe Retailers’ Association; 
Mott B. Hughey, of Watkins, presi- 
dent of the New York State Shoe 
Retailers’ Association, and Elmer 
Beasley of Syracuse, who enter- 
tained the meeting with several 
selections. 

Entertainment was also fur- 
nished by a group of aesthetic dan- 
cers, a solo by Edwin Kalb and a 
black and white number by Albert 
and Frank Nagle, and the Rainbow 
Girls’ five-piece orchestra. 

Arrangements for the banquet 
were made by the following com- 
mittees: Dinner, A. F. Smith, P. M. 
Van Deventer, J. F. Olmstead; 
tickets, Harry H. Phelan, O. K. 
Johnson, Philip H. Leckinber, Allan 
Draper, John H. Schmanke, Fred 
L. Myers, Jack Collett, Joseph M. 
Pratt, 
Hanley, E. M. Squires; associate 
trades, Chris Demer, Enie Fink, A. 
J. McLeod Clark B. Rowley; enter- 
tainment and speakers, William 
Pidgeon, Harry A. Chase, Rossiter 


L. Seward; reception committee, R. 
H. Webster, Albert B. Eastwood, 
H. J. Van Arsdale, Louis J. Fuller, 
Don J. Burke, Cleon E. Shields, 
Cosmo Dispenza, George L. Snyder, 
Frank Guinivan and A. R. Fred- 
erick. 


Merchants Reduce Stocks 


The last week of January 
brought a slump in the sale of both 
men’s and women’s shoes. Clear- 
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ance sales which started around 
Christmas time have been pro- 
longed until, as several merchants 
express it, “‘Rochester has been 
‘saled’ to death,” and the public 
has arrived at the point where they 
must have new spring merchandise 
to stimulate buying. Stocks are re- 
ported generally as being in excel- 
lent condition and indications point 
to a good spring business as soon 
as the weather moderates and new 
stocks are displayed. 





Many New Sandal Models 
in Brooklyn Spring Styles 


BROOKLYN—New business is 
coming into the Brooklyn factories 
rather slowly and there is some dis- 
appointment in certain quarters 
over the present buying trend be- 
ing shown by retail shoe merchants. 
New patterns have been introduced 
into many lines since the Boston 
style show in an effort to stimulate 
new buying interest and most of 
them are more elaborate than those 
that have been shown previously. 
It begins to look as if the race for 
novelty has been started all over 
again. Not only are the smaller 
manufacturers working new pat- 
terns into their lines with greater 
frequency, but some of the larger 
producers are doing it as well. They 
say they are being forced to it by 
the insistent demand of the retail 
shoe merchants for “something 
new.” 


New Sandal Patterns 


Among the new patterns now be- 
ing brought out are many of the 
sandal type. The vertical strap in 
these is generally omitted, but elab- 
orate decorations in the way of 
cut-outs overlays, or fancy stitch- 





A. L. Robinson Edward 





Satins Promise to be 
Strong 


satin is running 
strong, and many of the 
manufacturers, who a few 
weeks ago figured it as 
“dead,” are now working out 
new models in this material 
and booking fair orders on it. 

Colored satin is looked upon 
as a growing material and 
the moire, batik and other ef- 
fects are being tried out with 
some degree of success. 


Blond 











ing is shown on both vamps and 
quarters. 

The kid situation in Brooklyn is 
rather uncertain. While kid was 
generally touted as the leading ma- 
terial for spring, there has been 
some reversal of opinion along this 
line. Kid is still selling well in a 
number of factories, but in others 
the trend is toward more patent 
leather and satin. 


Some Prices Advance 


The price situation also is pre- 
senting some difficulties for the 
Brooklyn producers. While there 
have been some advances here and 
there in the “Brooklyn field, the in- 
creases have been by no means gen- 
eral. Most manufacturers would 
like to raise their prices, in fact, 
feel that advances are justified in 
view of the increased cost of mate- 
rials, principally calfskin and kid- 
skin, but they hesitate to place ad- 
vances on their products. 

Buyers, they say, are resisting 
any advances strongly. Many of 
the manufacturers here are pro- 
ducing lines that can be retailed at 
$10. If advances are made, the re- 
tail prices will have to go above 
this figure which, according to 
many retail shoe merchants, marks 
the high point. This does not mean 
that shoes to sell above $10 a pair 
are not being made in Brooklyn. 
The bulk, however, do fall into this 
class. 


Discuss Style Show Plans 


Talk of another Brooklyn Style 
Show is in the air but it seems un- 
likely, from the present status of 
developments, that a show will be 
held this year. The subject has 
been discussed to some extent at 
the Shoe Manufacturers’ Board of 
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“ALL INSTEPS LOOK ALIKE TO GORED SHOES” 





A prominent shoe man recently satd: 


~ |, He popularity of goring as a means of shoe 
adjustment is very logical, for it solves exactly 
the problem of how to make a shoe conform to the 
foot without bagging at the sides; not to mention 
the ease and perfection with which it may be fitted.” 


In Ordering Gored Shoes, Protect Yourself 
and Your Customers by Insisting on HUB 
GORE—Backed by a Two Year Guarantee 


N exclusive design UR cross word design 


in HUB GORE is only one of many 
makes possible this very which we are constanil 


artistic buckle effect. developing in HU 
E 


This trademark is on every 
piece of genuine HUB GORE 


and represents a two-year 
guarantee by the largest 
makers of elastic fabrics in 
Courtesy of ’ the world. oe Courtesy of 
Ernest D. Haseltine Ernest D. Haseltine 


HUB GORE MAKERS 


Branch of 
Everlastik, Inc., Chelsea, Mass. 
1107 Broadway, New York 
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Trade, which took the initiative in 
staging the previous style shows, 
put nothing definite has been de- 
cided. 

Among the larger manufacturers, 
majority sentiment appears to be 
against holding another style show. 
It has been suggested that a sort 
of shoe fair be staged some time in 
the spring at one of the leading 
New York hotels, with the Brook- 
lyn manufacturers taking display 
rooms and showing their samples. 
An added feature would be a ban- 
quet at the close of the three- or 
four-day display. This idea has 
been well received by a number of 
the trade leaders. 


Brooklyn Firm Victimized 
By Impostor 
A man, representing himself to 


be a very well known Middle West 
retail shoe merchant, recently vic- 


timized one of the Brooklyn shoe 
manufacturers. Appearing at the 
sales office, he introduced himself, 
ordered some shoes and then asked 
to be taken to the bank for identifi- 
cation while he cashed a check. Ar- 
riving at the bank with the junior 
member of the firm he suddenly 
“remembered” that he had left his 
checkbook at his hotel, whereupon 
the shoe manufacturer cashed a 
firm check for $300, the ‘“mer- 
chant” promising to send a check 
that evening. The fraud was not 
discovered until several days later, 
when, having received no shipping 
instructions on the shoes ordered, 
the Middle West retail shoe firm 
was communicated with. The man 
is described by this Brooklyn 
manufacturer as being about five 
feet, ten inches in height, rather 
stout, with black hair and black 
eyes and with hands which were 
exceptionally soft and spongy. 





Men’s Buying in Baltimore 
One of Bright Features 


BALTIMORE—Retail shoe mer- 
chants here are in the midst of 
their semi-annual reduction sales. 
A few advertise 20 per cent reduc- 
tions on all but new spring shoes; 
others at even greater reductions. 
Business in general has been very 
good and many report definite in- 
creases. One leading shoe store en- 
joyed a greater volume of business 
during the month of December than 
it had the same month since its ex- 





Best Styles 


Genuine alligator is in good 
demand. In many cases, these 
skins are used for trimming 
quarters, and all-over alliga- 
tor shoes can also be obtained. 
Sport pumps with front gore 
concealed, also gored opera 
pumps are selling well, al- 
though there seems to be a 
slight decrease of the latter 
in some instances. 


Combinations are very 
good, also two-tone tans, 
shaded very slightly and vary- 
ing. Rust color is very pop- 
ular. One shop reports a de- 
cided increase in sales of 
black satin. Blond satin is still 
holding its own, also black 
suede. 











istence. There is a general feeling 
of better business conditions, and 
everyone is expecting a favorable 
spring. Several men’s shops state 
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that business is better than it has 
been for some time. 


Boling Joins Gutman & Co. 

P. C. Boling, formerly assistant 
to Ted Leason at The Hub, is now 
buyer and manager of women’s, 
children’s and boys’ shoes for Joel 
Gutman & Co., succeeding Max J. 
Schendel. Mr. Schendel who has 
been with the company for about a 
year resigned the first of the year. 

C. F. Winter has charge of the 
Kahler Shop, 128 N. Eutaw street, 
and does the buying for this de- 
partment. Mr. ‘Winter has been 
with the Joel Gutman Co. since it 
opened the Kahler Shop four years 
ago. 


Two Stores Closed 
The Newark Store at 431 S. 
Broadway closed the first of the 
year, and the Brockton Store at 208 
E. Baltimore street also closed re- 
cently. 


New Store 

Dixie Shoe Co. opened a store 
at 421 E. Baltimore street and an- 
other at 431 S. Broadway. Plans 
have been made to open other Dixie 
stores. Of unusual interest is the 
front of the store which looks like a 
house. 





Haverhill Appreciates Need 
of Aggressive Sales Plans 


HAVERHILL—“A strong sell- 
ing organization is the keynote of 
present day success in shoe manu- 
facturing,” remarked a member of 
the Haverhill trade. “In war boom 
times a shoe manufacturer did not 
have to leave his factory to sell all 
the shoes he could make. It was a 
seller’s market. We could sit in our 
offices and say ‘no’ or ‘25 cents ad- 
vance’ to prospective buyers. Many 
selling organizations were scrap- 
ped. It seemed possible to do with- 
out them. Today the situation is 
different. It is a buyer’s market. 
We have to go out and battle for 
business. It is not enough to know 
how to make shoes. It is: necessary 
to know how to sell them. Haver- 
hill manufacturers are recognizing 
this fact and are giving their sell- 
ing problems the most careful con- 
sideration. 

“The increasing number of local 
concerns selling the retail trade di- 
rect, calls for intensive merchandis- 


ing methods coupled with strong 
selling organizations to put these 
over. Merchandising problems take 
precedence in shoe production. So- 
liciting business from retail shoe 
merchants in all parts of the United 
States is a very different proposi- 
tion from the old plan by which a 
manufacturer sold practically his 
entire production to a few whole- 
salers. In selling the retail trade 
competition is keen and merchants 
are critical. They demand from the 
seller a full knowledge of what he 
has to sell, the forecast and trend 
of styles, and many other details 
in addition to the naming of prices. 


“Haverhill concerns are giving 
their attention to the building up 
of selling organizations which will 
function: along these lines. They 
recognize the importance of mer- 
chandising and they realize, as 
never before, that selling organi- 
zations, composed of men who are 

(Continued on page 99) 
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Shoe Salesman: “Mr. Brown, when you bought 


2 


= : your new car you insured it didn’t you?” ‘ 

> 1 

j= Mr. Brown: “I'll say I did; I feel better with V 

at" = the protection.” ~ 
= Shoe Salesman: “‘Let me suggest you buy these ti 

‘ st 

ail shoe trees. They are shoe insurance of the ti 
most practical kind.” al 

“ , , ci 

Mr. Brown: “Good idea; I need a pair for each si 

pair of shoes. Wrap ’em up.”’ : 

“ s 


CAPITALIZE THE MARKET . 
FOR SHOE TREES - 


You can take a profit that’s pleasing in a shorter time than id 
selling shoes. In fact they sell with shoes doubling unit of sale, 
increasing amount of sale, profit, and customer satisfaction. se 


WOMEN’S VENTILATED BETE No. 328 WOMEN’S VENTILATED PACK-FLAT No. 298x 
(ADJUSTED TO SIZE BY TURNING HANDLE) 


THE BETE TREE THE “PACK-FLAT” TREE 
(Ventilated) (Ventilated) 


This tree, while very simple in its construction, is most 

efficient in its service—so constructed that it is possible Thi . jt : 
: ; f is tree, as its nam lies, , 

to extend it to any degree desired after the heel piece has ” ¢ implies, can be packed flat, making 


been pushed down, and the tree is in position in the shoe, it convenient and desirable, especially for travelers. The 
by simply turning the handle. Turning the handle in the adjustment is simple and serviceable. 

opposite direction shortens the tree so that it can be easily 

removed. 


SHOE TREE DIVISION 


O. A. MILLER TREEING MACHINE CO. 


BROCKTON, MASS. 
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No Sharp Changes in 
Lynn Footwear Patterns 


LYNN—Factories are busy mak- 
ing shoes for Easter and spring. 
Volume of business is satisfactory. 
Manufacturers are operating cau- 
tiously, because of changing condi- 
tions regarding prices, grades and 
styles. Prices of raw materials con- 
tinue on the up swing. Some firms 
are working into high grade spe- 
cialties. Styles are more simple. No 
signs of abrupt changes are in 
sight. Manufacturers look for a 
steady future business. 


New Type of Footwear 


Some Lynn firms are to bring 
out a new type of footwear. “Bench 
Made McKays”’ is the title by which 
one man describes them. They are 
the highest grade McKays yet. 
Shanks are slim and shapely, treads 
ideal, and edges ‘perfect. They are 
the result of improvements in shoe- 
making methods. Buyers who have 
seen these new types of shoes are 
enthusiastic over them. 


New Stitched Effects 


Fancy stitching is a factor in 
styles. New guimpe stitching, on 
combination shoes, show a black 
stitch on an apricot quarter and 





Shoes for Spring 

Styles are steady, more so 
than for some time. Patent, 
tan and white leather are 
used for the bulk of Lynn 
shoes now being made, Col- 
ored kid is used for quarters, 
vamps being of patent. Alli- 
gator is used for trimming 
calf shoes. 

Satins continue in brisk 
demand. They are high in 
price, too. 

Lasts are stagey, swagger 
or flapper. Flapper styles re- 
veal the sandal styles in new 
designs. 

Heels range from 6/8 on 
sandals to 20/8 on stagey 
styles. Some heels are of the 
spike style. However, the vol- 
ume of business is on lasts of 
moderate character. 

Patterns continue in their 
usual abundant variety, and 
the rule prevails that “what's 
pretty sells, and the prettier, 
the better it sells.” 











an apricot stitch on a patent vamp. 

Single lines of thread are 
stitched across the vamps, or along 
the quarters, to get a pattern de- 
sign as well as a color effect. 

Results of this stitching, from a 
style making point of view, depend 
much upon the quality of the thread 
used. 


Burdett Shoes 


Peter Pan pumps are now among 
Burdett shoes. They promise to 
rival the Flapperettes, which the 
Burdetts brought out recently. 
Peter Pan pumps are gore styles. 
Gores are concealed by pretty orna- 
ments. These shoes, light and dain- 
ty, are for growing girls. 
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Russia calf, patent leather and 
white calf are the chief materials 
being cut. Colored kid is being cut 
for quarters. Black satin shoes are 
staples with the firm. New lines of 
blond kid shoes are being added. 


Coast Men Here 


Herman L. Fitzpatrick, manager 
of the Sorosis Shoe Stores in Los 
Angeles, arrived at the A. E. Little 
factory in Lynn recently. With him 
came Charles H. Bennett, Pacific 
Coast salesman for the firm. They 
come to make up new styles espe- 
cially for the Californian trade. 


Coolidge Coming 


There is local pride among Lynn- 
ers because President Coolidge is 
to spend part of the Summer in 
Swampscott, a residential suburb 
of Lynn, where a number of shoe 
manufacturers have their homes. 





Philadelphia Factories Note 
Increases in Volume Orders 


PHILADELPHIA—Shoe manu- 
facturers here report that the num- 
ber of orders they are receiving and 
the quantities of shoes called for 
are both increasing. While most of 
the factories have increased their 
production in the past two or three 
weeks, the average plant is not be- 
ing operated at much more than 60 
or 70 per cent of its maximum ca- 
pacity. Some few factories, how- 
ever, are being operated up to ca- 
pacity. The situation with them, 
however, is not generally regarded 
as being permanent and how long 
they will be able to continue at 
maximum capacity is a question. 

In the footwear going through 
the factories now, tan calf and pat- 
ent leather seem to be about as 
prominent as any materials. Pat- 
terns are divided in about equal 
proportion in a number of factories 
between gore models and strap ef- 
fects. Most of the gores are on the 
front and are designed for use with 
ornaments or have tongues. Pat- 
terns are both plain and fancy, 
there being a good demand on the 
one hand for conservative models 
and quite a call on the other for 
fanciful and elaborate effects; not 
approaching, however, the style ex- 
cesses of a season or two past. 
Combinations are active here and 
there though it is not felt that the 
demand for them so far has been 
as active as the early predictions 


about them would lead one to ex- 
pect. 

Prices generally are high, al- 
though some manufacturers are 
still holding down their quotations, 
either because they were covered 
on raw material and did not have 
to pay the advances, or because of a 
general unwillingness to advance 
prices at this time. Others, though, 
have put their prices up anywhere 
from 10c to 35c. 


Improvement in Trade 
Dun’s Weekly Review of local 
trade conditions says that the im- 
provement in trade conditions is 
fully up to expectations and reports 


made by representatives in all 
lines of seasonable merchandise 
say that conditions are better and 
that new orders are very encourag- 
ing. Among the lines in which the 
outlook is mentioned as being fa- 
vorable are leather, paints, lumber, 
bituminous coal, automobiles, 
ready-to-wear garments, and milli- 
nery. 


Wholesalers Hold Annual 
Meeting 

The Philadelphia Shoe Whole- 
salers’ Association held its annual 
meeting and election of officers on 
Monday night, January 26, in the 
newly opened home of the Phila- 
delphia Elks on North Broad street. 
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Shoes of Worth 


A. E. NETTLETON CO. 
Syracuse, N.Y., U.S. A. 
MEICS FINE SHOES EXCLUSIVELY 
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TRADE MARK, Brockton, Mase. 





a 
BOSTONHANS 


Commonwearta Swot & Learuer Co. 


WHITMAN, MASS. 














Howard SHOES 


BROCKTON, MASS. 











The chief address was made by 
Charles Graeklow, director of Pub- 
lic Welfare of Philadelphia. The 
other speakers of the evening were 
the officers of the association, all of 
whom were re-elected. They are: 
W. J. Dallas, president; Harry Bell, 
vice-president; Thomas W. Sanner, 
secretary; and C. F. Woltman, 
treasurer. Frank Hoffman was 
chairman of the entertainment 
committee. 


Featuring Bow Effects 


Two models in street footwear 
that emphasize the bow knot were 
recently featured by the Straw- 
bridge and Clothier store. One was 
a step-in pump with a moderately 
high heel in tan Russia calf with 





Various Opinions About 
High Shoes 


Retail merchants here have 
varying degrees of optimistic 
feeling about the return to 
favor of the high shoe. One 
department store which re- 
cently held several sales of 
high shoes featuring them as 
“come-back” sales, has just 
had another one in which 
thousands of pairs were put 
up for sale. It reports that 
the tide is turning once more 
to the boot. A block or two 
away is another retail mer- 
chant who has a pessimistic 
feeling for the boot. 





88-90 Reade St. New York 
AUCTION TRADE SALES 
of 


SHOES AND RUBBERS 
Every Wednesday and Friday 








Stock Dept. 5 

Is At Your Service 

THE STETSON SHOE CO. (Ine.) 
South Weymouth, Mass. 
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Style Quality 


° D I 
A. FREE AS so ne. 

















turned sole and covered boxwood 
Cuban heel and leather bow. It was 
priced at $12. The other, likewise 
priced at $12, was a Colonial pump 
combination tan kid and black pat- 
ent leather, with a two inch high 
Louis XV heel and a bow of tan 
grosgrain ribbon. 


Weather Hits Wholesale 
Shoe Business 

As business during the past two 
weeks was exceptionally good in 
galoshes, so it was correspondingly 
dull in shoes. Orders, however, are 
beginning to come in somewhat 
more freely according to one whole- 
saler here. Tan calf and patent 
leather in both gore models and 
strap effects seem to be in as much 
demand as any kind of footwear. 
Combinations have not yet made 
much of a dent in the market 
though it may be they will become 
more active as the season progres- 
ses. 











SNAPPY SHOES 
FOR YOUNG MEN 
to the minute Styles. Selling 
unsurpassed. Priced te please. 
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DR. CAMPBELL'S HEALTH SHOES 


Women’s Boots In Stock 
5 LASTS—12 STYLES 
$4.60 to $5.25 
BEST Quality Throughout 
POWELL & CAMPBELL 
Mtg. Wholesalers of Dr. Campbell's Health Shoes 
122-124 Duane St., New York, N.Y. 
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Haverhill 


(Continued from page 95) 
eapable of talking constructively to 
merchants, are indispensable to 
manufacturers’ success.” 


Big Demand for Shoe 
Ornaments 


Decorative effects on women’s 
footwear are an outstanding fea- 
ture of present day shoe manufac- 
turing and retailing. Every possible 
opportunity to place bows, beading, 
and other decorations upon wom- 
en’s pump patterns is utilized by 
manufacturer and merchant. Not 
for several years has there been 











Calling for Satin 
Slippers 


Blond and rosewood are two 
leading shades of satin being 
shown and sold by manufac- 
turers in various patterns and 
combinations. Concerns are 
having some difficulty in ob- 
taining these shades in suf- 
‘s19pi0 [JY 0} S}uNOWe 4UsTDY 
Manufacturers are - buying 
these materials with care in 
order to guard against pos- 
sible overstock if the demand 
should fall off. Rapid changes 
in the popularity of various 
materials and colors have 
caused manufacturers to be- 
come quite conservative in 
their buying. 

















such a universal demand for shoe 
ornaments of all descriptions. 

One of the oldest shoe ornament 
houses is located in Haverhill— 
Dalrymple-Dudley Co. It is re- 
arranging the various departments 
of its plant and otherwise securing 
additional facilities for filling the 
orders for “Dalco” shoe ornaments, 
which are being received from shoe 
manufacturers and merchants. One 
of this concern’s latest novelties is 
the “Dalco” pump hold which is 
produced in great variety of de- 
signs. At the recent Boston Style 
Show retail shoe merchants gave 
substantial evidence of apprecia- 
tion of this novelty. 


Wood Heel Business in 
Prosperous Condition 
Haverhill’s wood heel industry, 


which is counted as the most im- 
portant adjunct to the city’s shoe 
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Flexible Turn Shoes 
Fer the Jobbing Trade Exciusively 
F. S. ELAM SHOE Co. 


N.Y. 
Boston Office, 183 Essex Street 














‘Bonita Shoe * Baby 


TURNS end SOFT SOLES 


In Stock 


Send “er Cata! 


AH. Martin@ 


Mekhew ROCHESTER NY 











Foal Tint, Stee Shoe ee Onpecy 
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In Stock—Soft Soles 


Also new line Elk Moccasin 
First Steps — Sizes 1 to 6. 
SEND FOR SAMPLES. 








“Nu” Baby Shoe Co. - - East Lynn, Mass. 








Reckiand, Mass., U. &. A. 
IN STOCK MADE TO ORDER 


AShoe for Boys 
That Wears 


Marston & Tapley Ce. 
DANVERS, MASS 
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BEST-EVER SLIPPER CO., lnc., BROOKLYN, IY. 








Foote, v- 
Pullman Slipper ar 
RED BLACK TAN 


The Quality 
SWAN SHOE CO. Baltimore, Md. 








Satin, Felt and Leather 
Seft-Sele SLIPPERS 
for the Entire Family 

No. 7300 Satin in these 
colors American Beauty 
Copen Blue, Old Rose, 
Lavender, B. Blue, 
Black, Taupe ¢ and Pink. 
Send for rice List 
NEW ENGLAND SLIPPER CO. 
WESTBORO, MASS. 











PARISTYLE FOOTWEAR MFG. 6O., I oe 


Shitkes Suen, Secertty Bids. 190 


HIGH GRADE MULES AND prensave 
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“IM STOCK BLACK KID BALLET 
SLIPPERS” 

Ours mae' -y Strain 
6to8 = s He) to 8 
$1.20 
THE Kay 1A SHOE CO, 

Manufacturers 
309-315 Findlay Street 





nati, Ohio 








Demand Dunbar Designs 


From Your Manufacturer 
AND BE ASSURED OF STYLE 
AND FITTING QUALITIES 
IN YOUR SHOES. 


~ 











Where to Buy 
Wanted Styles 








manufacturing business, is show- 
ing a substantial increase in vol- 
ume. There are about 30 wood heel 
plants, employing, under normal 
conditions, about 1000 operatives. 
Haverhill has first place in the 
United States as a producing cen- 
ter for wood heels. The general 
improvement in the manufacture of 
women’s shoes in all parts of the 
country is responsible for the 
marked increase in the demand for 
Haverhill-made wood heels. 


Lamont H. Chick Dead 


Lamont H. Chick, a life-long 
resident of Haverhill and for many 
years prominent in local shoe manu- 
facturing and banking circles, died 
January 29 in Miami, Florida. Mr. 
Chick, who was spending the win- 
ter months in the South, was 
stricken with heart disease earlier 
in the week and passed away soon 
afterward. The body was brought 
to Haverhill, the funeral being held 
in this city. Mr. Chick was born in 
Alfred, Maine, 74 years ago, coming 
to this city with his parents as a 
boy. With his brother, William M. 
Chick, he established a shoe con- 
tracting business in Haverhill. This 
later was merged into a shoe manu- 
facturing business. A large brick 
factory was built on River street. 
Chick Brothers built up a large and 
successful business. In 1879 Lamont 
Chick withdrew from the concern to 
accept the presidency of the Mer- 
chants National Bank of Haverhill. 
He continued with that institution 
until 1916, when it was merged 
with the Haverhill National Bank. 
He remained as a director. 

Mr. Chick re-entered the shoe 
business in 1916. On the death of 
Charles K. Fox, he was chosen 
president of C. K. Fox, Inc., repre- 
senting the Fox estate. Mr. Chick 
continued as the head of this con- 
cern for several years. About two 
years ago, under Mr. Chick’s direc- 
tion, the Fox business was liqui- 
dated. 





Eckhard Brothers Dissolve 
Partnership 


Alton, Ill—Eckhard. Brothers, 
retail shoe merchants in business 
here for more than 20 years, have 
dissolved their partnership. The 
members of the firm included 
Joseph J. and John E. Eckhard. 
They commenced business when 
both were under age and have wit- 
nessed the progress and changes 
in the shoe industry during their 
career. 
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BALLET SLIPPERS IN STOCK B&, Indie Kus, 
8%-T, —_ i 


toe, 
FERGUSON BROS. Co. 
10 High St., Reom 527 








BALLET AND GYM SHOES 
BLACK VICI KID—IN-STOCK 
rey gueee No. 116 


2% to $1.00 
\% to ll $1. 

$1.30 

. Men's Leather House 
Slippers In Stock 








Athletic Shoe Mfg. Co., 124 N. Third St., Philadelphia 





QUALITY BALLETS— ae 
Soft Tee 
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METROPOLITAN SLIPPER CO. 


134 W. Bway, near Duane St. New York 
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CHICAGO 
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MANHATTAN FINDING CO. 


107 Duane St., New York City 
Specializing in 
“KOM-FUT"’ ARGH ‘SUPPORTS 
BALLET SLIPPERS 


Childs’ $1.15—Misses’ $1.20—Ladics’ $1.25 
Herd 7 Toe—Prices from $2.30 up 
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F. BE. JONES, Treas. 
a. ALD, Vies-Pres. 


F. E. JONES CO. 
FANCY COLORS 


MAT KID 











COATED GEM DUCK 
ADHESIVE BACKING CLOTH 





e ALL 
WIDTHS 
Oring .2: 
GRADES 
Russell ManufacturingCo. 
Middletown, Conn. 





os The One 
Waterproet 




















EMIL RUBLACK 


Maker of Artistie 
PRICE TICKETS 


Ne. 400 $8 per 100 148. pe weer peas 
" 11-823" NEW YORK, N. 








INFORMATION 











St- Louis 


(Continued from page 87) 

on Saturday were handling a big 
volume of shoe buyers and in some 
instances where special sales were 
inaugurated this statement could be 
enhanced to a point where the busi- 
ness was all that could be handled 
in those particular stores. 


New Factory Planned 


It was announced at Centralia, 
Illinois this week the completion 
of a campaign to raise $85,000 for 
a shoe factory to be operated by the 
Pennington-Gilbert Co. owned by 
St. Louis capitalists. The company 
is capitalized at $200,000. 


Robert W. Bird Dies 


Robert W. Bird, local manager 
of the United Last Co. died at his 
home here in St. Louis, Monday, 
January 25, following an attack 
of acute indigestion. He was 58 
years old and had been associated 
with the shoe industry in St. Louis 
and Chicago for 25 years. Mr. Bird 
was born in England and was a 
graduate of Oxford University. He 
came to America 27 years ago and 
has been in St. Louis for the last 10 
years. 


Russell Agnew Resigns 


Russell Agnew, a hale fellow well 
met, has resigned his position as 
manager of the Brandt stores here. 
Mr. Agnew came to St. Louis two 
years ago from Chicago where he 
had been associated with O’Con- 
nor-Goldberg for 15 years as buyer 
of the men’s shoes. His present 
plans are indefinite but he has inti- 
mated that he will take a vacation 
for about four weeks before get- 
ting back into harness. 


D. H. Lawton to Manage 
Brandt’s 


D. H. Lawton has been appointed 
to manage Brandt’s stores here and 
will assume his new position at 
once. He was formerly connected 
with the James McCreery Com- 
pany of Pittsburgh and previous to 
this was associated with Carson, 
Pirie Scott of Chicago, Illinois. 


Manufacturers Meet 


The St. Louis Shoe Manufac- 
turers’ and Wholesalers’ Asssocia- 
tion held its monthly meeting at the 
City Club, Friday noon January 
30th. The motion pictures made of 
the Pageant of Footwear Fashions 
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[ABE Ls7¥ 


AMPLES 


ASK FOR S 


1 C / 
“We Ses 77a J 


TOLMAN PRINT. INC. ,' 


L Se 





MULTIGRAPH PLATES 


COMPLETE SERVICE 
Engravings, Signature Cuts, Rule Forms, 
Campotiiion,teeal and Copper Face Electros 
Write for Prices 


UNIVERSITY ELECTROTYPE Feumnar 
CAMBRIDGE, M 








ATLANTIC PRINTING CO. 


Producers of Distinctive 
Shoe Catalogues and 
Shoe Booklets 


201 Seuth Street Boston, Mass. 
Telephone, LiBerty 8673 














were shown and it was reported 
that these films had been distrib- 
uted throughout the country in the 
news weeklies. 


Increase for Wohl Shoe 
Company 

The Wohl Shoe Co., through its 
president, Dave Wohl, announced 
that in their 20 stores, scattered 
throughout the country, an increase 
in business was shown in January 
over the same period of a year ago, 
Wohl was optimistic as to the shoe 
business during the coming year 
and has adopted the following 
slogan, “One Million Gain in 1924; 
Watch Us in 1925.” 

Wohl announced the appointment 
of Emanuel Zerega as manager of 
the shoe department at Stewart’s, 
413 N. Sixth street, St. Louis, Mo. 








The popularity of satins for pretty footwear will un- 
doubtedly be as pronounced during the coming season 
as it has been for some time. 


We are satisfied with the service we get from good 
satins. The material is comfortable and nothing excels 
it in dressy appearance. 


‘DARBROOK 
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SHOE SATINS 








Good Satins for 


Service and Satisfaction 
| es the viewpoint of a wide distribution, Mr. 


Wiltsey forecasts a continued volume of business in 
Satin Shoes, but he accents strongly the need of good 
Satins for Service and Satisfaction. 


DARBROOK SHOE SATINS are good Satins, be- 
cause they are made for one purpose only, for use in 
Shoes. They have the strength to resist both the stresses 
and strains of factory processing and the effects of 
wear. They have the depth of color and the luster 


which add materially to the appearance of pretty shoes. 
They are woven carefully from the finest materials and 
are uniform in texture, unvarying in quality and 
appearance. 


And back of them is the reputation of one of the largest 
silk manufacturers in the world. 


DARBROOK SHOE SATINS bring customer satis- 


faction. 


Schwarzenbach Huber & Co. 
470-478 Fourth Avenue 
New York City 





Represented by 


W. A. Gallup T. F. Leary Henley & McGaghey__— G. Fitzgerald D. J. Finn 
Cincinnati Boston St. Louis New York Philadelphia 
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STURDY STYLISH SHOES 


IN STOCK ; Allsteel Desks 
epee 


Wear-resisting, stain-proof, dark green 
linoleum top. 

Utility —Drawers operate smoothly — 
noiselessly. Files of all sizes may be fitted in 
drawers. Automatic central lock. 

_ Long Life—Durable construction. No 
warping or checking. No sticking of drawers. 
Complete Line—Roll top—fiat top— 
typewriter—single or double pedestal—table. 
Reasonable Price— Prices no higher 
than for medium grade wooden desks. 


Shelving , Files, Desks, Transfer Cases, Safes, 
Count height | Cases, Accessories and Supplies 


THE GENERAL FIREPROOFING CO. 
Youngstown, O. Dealers Everywhere gy 











DUNDEE LAST 
Stock No. 660 
Imported Martin's Tan Scotch Oxford. 6 Rows 
Stitching, Heavy Single Sole, Flange Leather a 
A,7to 11;B,6to11;CandD, 5toll 
Stock No. 670—Dundee Last 
Imported Martin's Black Scotch Oxford. 6 Rows 
Stitching, Heavy Single Sole, Flange Leather Heel. 
A, 7 to 11; B, 6 to 11; C and D, 5 to Il . 
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DANSANT LAST 





Stock No. 372 
Bristol — Colt Dance Oxford, A to D.... $5.00 


Stock No. 46 
Black Ivory Calf Dance Oxford, A to D 


THE DALTON CO., Ine. 
BROCKTON, MASS. 


BOSTON: 183 Essex S 
GEO. J. LOVELY, GEO. W. MANSON, JR. 


CHICAGO: 1618 Republic rae S. State St. 
E. B. SLOCUM, Cc. F. RSTOW 
NEW YORK: 651 Marbridge Building 
GEO. S. DYER 
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QUALITY 
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JUPLA VUALII! DUVI« 


BOOT AND SHOE RECORDER 


fy BEACON 


be 


> SHOES 


Emphasize Your Business Location 


Put your store into the spotlight of public attention. The Flexlume 
electric sign does that because of outstanding boldness and clearness 
up and down the streets. It emphasizes your location, bringing pat- 
ronage from many who now pass it by. ‘ 

Flexlume is a double duty sign—by day, bold, snow-white raised 
letters of glass against a dark background; by night. brilliant, solid 
letters of light. 

Flexlume has built increased business for hundreds of shoe retailers 

-it will do the same for you. Write today for photo-prints showing 
installations—and information as to how your own needs can be 
economically satisfied. 

FLEXLUME CORPORATION 
1220 Military Road, Buffalo, N. Y. 


Factories also at 
Phone: “‘ Flexlume ” 


All Principal Cities 


Detroit, Los Angeles and 
Toronto, Ont. 








ESSEX POPULARITY 


was proved during the big Boston 
show period, by the crowds of shoe 
men that filled the lobby, many of 
whom had salesrooms here. Book at 
the Essex when in Boston and be 
near the center of everything. 


Essex Service Satisfies 


The Essex Hotel Co. 


J. J. McCarthy, Pres. T. A. McCarthy, Treas. 





BROOKS 


No. — Kid Soft 


Biack Kid 
No. 
141—Elk Sole $1.05 
703—Chrome Sole.. 1.40 
701—Rubber Sole.. 1.65 





IN STOCK 


BROOKS SHOE MFG. CO. 


6th and Montgomery Ave. 
PHILADELPHIA, PA. 
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PURPOSE 


HIS business started 

over fifty years ago 
with the fundamental 
purpose that no matter 
what grade of leather we 
sell, it 2s always to be the 
best value procurable in 


that grade. 
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The BEEBE lines includeVICI Kid, CORONA 
Grain. Calfskin, Sheepskins, Side Leathers, 





SO 
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PERFORMANCE 


HEsituation this busi- 

Mess occupies today 
bears witness to how 
faithfully we have carried 
out our purpose. 





































































































































































































May we help you, as we 
are helping so many 
others, to control the lea- 
ther value of their shoes? 
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“*There is only one Vici Kid 
There never has been any other’ 
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Patent, Suede Calfskin, Black and Colored 
Calf Linings, Splits, Satins and Cotton Goods. 
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More Sales— 
More Margin— 
More Prestige 


Your service to your 
customers is not com- 
plete without advice 
on the care of shoes. 
Sell them the right 
ZOES dressing for 
each pair and in- 
crease their good will 
besides the imme- 
diate sale and profit. 


a 
VENETIAy 


OES (REA 
IRIST A sa 4 


ZOES VENETIAN 


For calf, kid and patent shoes, not only cleans 
thoroughly and imparts a high, lasting polish, but 
softens and preserves the life of the leather. In- 
stead of clogging the pores and making the surface 
gummy, as is the case with paste polishes, Zoes 
Venetian Cream clears the pores, removes all 
foreign matter and renews the original finish of the 
leather. 

No brush needed. Just apply with a cloth and go 
over with a polishing cloth. No cork to break off or 
push in—a metalscrew 
cap insures unsoiled 
hands. 
Three shades, neutral, 
black and tan. The 
neutral is 100% O.K. 
for all shades of leath- 
er—no need of stock- 
ing any other colors. 
Zoes Gold and 

Silver Slipper 

Cleaner 

refinishes plain and 
brocaded gold and sil- 
ver slippers. Refin- 
ishes gold as silver or 
silver as gold if de- 
sired. A real friend 
maker. 


CHRIST A. ZOES 


168 N. SANGAMON ST. CHICAGO 


} 
| 
| 
| 
| 
| 


CREAM 


4 12 Duncan St. - - - Haverhill, Mass. 
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BK Build Up Boudoir Business X 
It is a safe assertion that your 
sales can be doubled b ling 
my boudoirs. They are result 
of many years of specializa- 
tion on this class of foot- 
wear and possess. char- 
acteristics which make them 
weferred by purchasers. 
n stock, Black and Colors. 
Leather and Rubber Heels.. 


K 


At Once Deliveries 


If your jobber cannot supply you, write me 


A. W. GREELEY 














Fine Calf Leathers 
Manufacturers of 
Velvetta Calf— 
Tuscan Calf— 
Russia Calf— 











Strictly Fine Full-grain Calf Leather 


HUNT-RANKIN LEATHER CO. 
106 Beach St., Boston, Mass., U.S. A. 











APPROVED BY 
MEDICAL MEN 


As a sturdy support for the ankles of 


Make your stock. of 


LaTiond children’s shoes com- 
ue plete by sending your 
Phone Brockton 2133 
for immediate action. 
BURKLEY 
SHOE CO. 
1156 No. Main Street 
Brockton, Mass. 





WHERE THE BUYER 
SEEKS THE SELLER 


In the CLASSIFIED ADVERTISING SEC- 
TION of the Boot and Shoe Recorder. 


The “want ad” does not attempt to create 
desire. The desire already exists in the prospective 
buyer’s mind, and he seeks out the want ad. It is a 
case of the buyer seeking the seller. 

Boot and Shoe Recorder Classified Advertising 
can do for you what it is doing for others. Keep 
it in mind—and in action. 
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Naco Calf is the original 
light-weight leather— 
HOLLYWOOD is the ap- 


proved shade. 


In Hollywood, Naco. Calf 
retailers will find aleather 
which will attract and 
convince the style-seek- 
ing trade. 








A. C. Lawrence Leather Company 
210 South Street, Boston, Mass. 
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SAVES YOU 15% to 30% 


Look at these prices before you place 
your Tennis orders 


Packed 24 Pair to case, One Run 
Terms 30 Days Net 
Ready for Shipment 
April 1 
95c 97:c 
Tennis Bals in Brown or White with Brown 


Tennis Laced to¥Toe Bluchers, 
Trimming. White, with Brown Trimming. 
Men’s Sizes: 6/9, 6/10, 6/11 . Men’s Sizes: 6/9, 6/10, 6/11 
Boys’ Sizes: 2144/6, 4/6 ‘ Boys’ Sizes: 2/4/6, 4/6 
Youths’ Sizes: 11/2, 12/2, 13/2 ‘ Youths’ Sizes: 11/12, 12/2, 13/2.. 
Little Gents’ Sizes: 8/11, 9/11... Little Gents’ Sizes: 8/11, 9/11. 


You are offered these two numbers 
at a Rock-Bottom Price 
36 Pair Case Lots only 
Order your Needs Now 
Terms 30 Days Net 
READY FOR 
75¢ AT-ONCE SHIPMENT 


Women’s Black Kid Boudoirs, Rubber Heels, Women’s Cabretta Comfort One Strap, in 
Hand Turn, Sizes: 3/7, 3/8, 4/8 .. $0.75 


Turns or McKay, Rubber Heels, Sizes: 3/8, 4/8, 
5/8... 


Brown or 


Fe as Cals + oad he es $0.80 
Get our Quotations on Men’s, Women’s, 


Misses’ and Child’s and Boys’ and Youths’ 
4-Buckle‘Artics for next season. 


WE CAN SAVE YOU MONEY 


S. ROSENBERG & SON, Inc. 


“King of Jobs’’ 
: 33 $3 BOSTON,{MASS. 














144 ESSEX STREET 


February 7, 1925 
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“VENTO 


THE SHOE THAT BREATHES 
IN STOCK | 





The “Vento” shoe is a A customer sold is a 
marked achievement in IN customer satisfied. This 
sTock}Ne. 1350 applies to us and to 

dealers. We have yet to 

COLORED CALF OXFORD, SCOT LAST sos & dels “thew ic 

over” after getting 


shoemaking. The need 
has long been felt. Now 
Price $6.00 
started on it. It works 


the advantages are real- \ 
ized. It’s a clever con- No. 1200 
ception. Looks like any STOCK) 
fine shoe. Fits like one, GUN METAL OXFORD, HAGUE LAST ] while it’s worn, truly 
ars as fine shoes Price $6.00 it’s a profit maker of 
hould, but it Aas what the most reliable kind. 
no other shoe possesses, There will always be a 
a means of ventilation market for ‘“Vento’’ 
ithout irritation. shoes, but the time to 
Draws trade and holds get started with it is 
it on merit. NOW. Place a sample 
order from this ad. 











IN | IN_ | 
COLORED CALF OXFORD, HAGUE LAST KID OXFORD, STERLING LAST 
Price $6.00 Price $6.00 


Above are Men’s Styles. ““VENTO”’ is for Women too—Ask us for samples 


THE PRESTON B. KEITH SHOE COMPANY 
Mass. 


32 Campello Station 


BROCKTON 


2 
REFRESHING 
You can have an exclusive sales agency for VENTOS, if it has 


not already been taken in your territory. At least, ask for it! 


oS aR 
IT BREATHES 
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“IF IT’S RIGHT WE HAVE IT” 


SCHWARZ-RUGGLES MEN’S WELTS ARE A BUY! 
New In-Stock Plan 


proven seller carried ready for at-once shipment. 


This shoe, which is illustrated here, is stock No. 
241. Imported No. 85 Collis calf oxford, in the 
popular short vamp pattern. It is made over our 
new Princeton last. The construction is the same as 
that ofall our shoes—solid leather throughout—Calf 
lined quarter and tongue. Fine back sole. Wingfoot 


rubber heel. 
Price $5 


A—7\% to II 
B—7 toll 
C—6 toll 
D—6 toll 


x SN We have a practical in-stock plan consisting of one 
~ 


x Terms: 2-10 net 30 days 


x gil An order for a few pairs of these shoes will con- 
vince you, Mr. Merchant, of their superior quality 


IN STOCK 9 and workmanship. 


SCHWARZ-RUGGLES, INC., FACTORY, BROCKTON, MASS. 
Se POOP 


6 OER PER PER FE HE HE I 





‘These erry 
Shoes Christmas 


ul Te 
eee to be Ne 

Thankful 
fo 














ATTRACTIVE WINDOWS “STOP” the passer-by. 

Good Show Cards are a mark of a progressive, wide-awake store. They 
tell your story right at the point of contact with the customer. 
The RECORDER SHOW CARD SERVICE is designed by men who know 
the shoe business from YOUR angle. It is attractive and compelling. Write 


for details. $4.00 per month. 
RECORDER 


SHOW CARD SERVICE 
189 West Madison Street 


CHICAGO ILLINOIS 


SS 
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THE 
ORIGINAL 
Tan 


Composition 


Sole 


THE 
ORIGINAL 


Crepe 


Sole 


‘* Ask the Wearer— 
Nothing Fairer’’ 











HE first colored composition sole 
ever produced that will not crack. 


Wears indefinitely—and does not 
mark floors. 


The ideal child’s sole. 





MERICAN skill applied to the 
CHOICEST PLANTATION 


CREPE RUBBER are the reasons 
for RAJAH’S acknowledged success. 
Do not disappoint customers, who 
expect the original RAJAH, with sub- 
stitutes that lack its characteristic 
qualities. 


ALFRED HALE RUBBER CO. 
ATLANTIC, MASS. 


Originators and Sole Manufacturers of 


The a Sole 


Laing, Harrar & Chamberlain - Philadelphia, Pa. 
Distributors to the Leather and Findings Dealers 
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The 


QUALITY IN THE MAKING GIVES SERVICE IN THE WEARING 


THAT’S WHY PECK SHOES PAY YOUR CUSTOMER QUALITY 
DIVIDENDS THROUGH\UNFAILING 
SERVICE 


Many successful retailers have built 

profitable businesses on Peck quality. 

It is a cornerstone that will not fail 

you—for it never varies. 

You need Peck quality in your shoes, 

for they will make you friends. Friends 

mean loyal customers. Loyal customers 

mean steady profits. 

You save sales efforts when you handle 
No. 860—Martin's Brown Imported Scotch Grain Peck Personality Shoes, for you sell 


Col 
College Onford. Price :#8-20 them but once and thereafter the pur- 


pw 1—Black Imported Scotch Grain cs 
0 ie : © chaser buys—Peck Shoes. No. 850—Peck Last, Scotch Grain, Oxford 
euity Overweight Soles, Calf Lined, ‘Leathe - Barbour Genuine Storm Welt to Heel, 

xes — a) ane Sizes and Widths, B, 6-11; **There sa Pleasure in the Selling. Soles. a ee ein B. 08 


C, 5-11; 
IN STOCK “There's Pride in the Wearing.” IN STOCK 
MEN’S AND WOMEN’S FINE SHOES 


P ECK SHOE COMP ANY 126 CHANDLER ST., WORCESTER, MASS. 








A Style That Will Make a Profit for You 


“ BESSIE” 


No. 521-—-Pat. Lea. om Lizard Cut-Out, Collar yor 


ter, 16/8 Spike Hee 
No. 522—No. 17 Tan Calf Cut-Out, Collar egy 113 


16/8 Spike Heel 
No. 523-—-No. 17 Tan Calf Pat. Lea. Cut-Out, Collar 
$4.00 


Quarter, 16/8 Spike Heel 
Widths—A, B, C, D. 


20 Las A. E. WESSEL & SONS partment No. 8 Nerth 4th 


222-24-26 Liberty St. partment Bo, 8 
Camden, N. J. 9 Pp a. 
Better Grade McKays M. B, Wessel, Sales Mer. 
BRANCH OFFICES 


Ghicago 
500 No. American Bldg. 
R. B. Nicholl 


San Francisco New York City 
407 Pacific Bldg. 127 Duane St. 
Sidney Rule I. D. Zeffert 
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Like human feet— 
it wears out rubbers 
In this remarkable machine sec- 


tions from the sole and heel of 
“U.S.” Rubbers are given the 
same kind of treatment they get 
in scuffing over ents or 
through mud, results of 
this wear are then ‘measured ¢» 
the finest fraction of an inch, 


The minute school is out— 
their pent-up energy lets loose 


UBBERS not only built for longer wear—but rubbers 

whose wear is actually measured and tested before 
they leave the factory! In making “U. S.”’ brand Rubbers 
and Arctics every step is regulated by the most rigid 
scientific tests. At the sides are shown two of the many 
remarkable machines used in our testing laboratories. 


These machines have helped make it possible to build 
rubbers that set the standard today for quality and de- 
pendable service. 


You are missing a chance for bigger profits if you do not 
have a stock of representative styles and sizes when your 
customers ask for ‘“U. S.”’ 


United States Rubber Company 


‘US 


Rubbers 


All styles and sizes for men, women and children 


in the world — backed by 
75 years of experience. 


When will the first tiny 
crack appear? 


Under constant bending and 
wrinkling, poor rubber soon 
cracks or breaks. In the machine 
shown above strips cut from 
“U.S.” Rubbers are bent back 
and forth like the hinges of a 
door—thousands upon thou- 
sands of times. A magnifying 
glass is used to detect the first 
signs of checking or cracking. 


Trade Mark 
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CLASSIFIED AND OPPORTUNITIES DEPARTMENT 


s - : i patrons WANTED—Four cents word for each insertion 

ow rates for space less than one-eighth page per “ “ ae ee oe one ee ee. 
: pe me = Lay) bg Fa 1 oe each Prey 9 

1 time 7times I3times 26 times 52 times mum amount accep ler this heading wi receiv 
- to noon on Tuesday of week of publication date. When advertisers 
lin .......$5.00 $4.00 $3.50 $3.00 $2.50 desire answers to come in care of this office, twelve words must be 
.10.00 8.00 7.00 6.00 5.00 allowed in each advertisement for address. When advertisers desire 
15.00 12.00 10.50 9.00 7.50 a ee to their pm _ word ind —- 

on / ; - m coun ertisemen accordii nsw 
‘20.00 16.00 14.00 =—:12.00 ~—-10.00 so ade anus bo cent under ietier pestegn ocyigaas 


Payment in advance is required, except when regular advertisers, as amounts are too small] to open accounts 

















SALESMEN WANTED SALESMEN WANTED SALESMEN WANTED 


GALESMAN—Live wire, hard worker, 
ducer, conscientious, to sell GLOVE RUB- 


BERS, Keds, FELT SLIPPERS for western 
Ohio. Must be ed road sal -00 -00 
Qhin.” Must” be experienced Tandssicomen. TG 2 SALESMEN WANTED $ 2 
ALESMEN WANTED to sell popular-priced For Women's Novelty Shoes 
) line infants’ 1/6 flexible turn and “a Shoe Retailers throughout the country are demanding women’s Novelty 
ee ee tee ee Shoes, that they can buy for $2.00 and retail from $2.98 to $3.45. Realizing 
7% commission. Give references and full par- this we have just stocked thirty numbers which can be represented by' 
Se Shoe Co., 420 St. Paul St., only twelve samples. Our prices on these range from _— > $2.10 net. 
ones sanc Antes These are copies in patent and tan leathers and satin of the latest styles 
P State New York wholesaler wants hus- in high-priced shoes. This line is entirely separate from our other lines 
pe youre uaa — pee eaters a and we have openings for salesmen in practically all parts of the country. 
New York “and. northern Penn. Fine territory. This ean be carried as a side line, if desired. Commission of 5% is paid 
Good opportunity. Write fully, giving refer- semi-monthly on merchandise shipped. Give full references in first letter. 
ence, experience, age, ete. Address B-278, ore Only men who can sell in 18- or 36-pair cases need apply. Address B-283, 


a a eo ce See care Boot and Shoe Recorder, 207 South St., Boston. 


























WANTED- -Experienced shoe salesman for 
Poh. A oy a BN GALESMEN to sell to the volume and dis- ALESMEN WANTED—For Women’s Fine 
a live wire. Wonderfal opportunity for the counting trade only, an in-stock line of Shoes, Turns and Welts. Must have per- 
right man Address B-279. care Boot and Shoe Men’s dress shoes. Big variety and one price— sonal following among the department and 
Recorder, 207 South St.. Boston, Mass $3.00. Must be resident of state to be cov- better grade shoe stores. Liberal commission 
; - mai - ;: ered. Straight 3 = ee. yay ——_ =! - letter which 
munications confidential. ress ‘ lawy wi trea’ confidential. Territories opened 
He teen for Pitin eh tanitcey fe & Sons, 176 Church St.. New York. in New England, New York State and Penna. 
> - - Chicago and the Middle West. Address Louns- 

our Boys’ Goodyear Welts and McKays. New W ANTED—Experienced shoe salesmen for b Math & Cc I South N 
spring line is a winner; new lasts, patterns, states of N.-Y., Penn., Ohio, Ind., and valk Con men Sy Sy, oe na 
crepe soles, and everything. 6 per cent straight Ill. to sell a Med. line of Men’s Snappy Shoes, SS 
commission. Manufacturer’s line of in stock $4, $5 and $6 sellers. Com. or salary. Give W ANTED—Salesmen to carry as side line 
shoes. 204 Albany Bldg., Boston, Mass. reference. Address B-282, care Boot and Shoe the well-known quality line of ‘Tootsies” 
ALESMAN to carry nationally-known lin Rocerier ot South St ester. Mian pao zg A yore a. biee’ Bu Sau). Terk 
+E c c “Kn e A ANTED n nd lo y t etter Babies’ Bureau). Terri- 
S of Turn Boudoirs, leather soles, in colored | an gL to P, —  . @ tory open, New England states, New York, 
leathers and quilted satins; also Ballet Slip- Men’s Dress Shoes, ranging in price from Pennsylvania, Indiana, Illinois, south of Chi- 
pers, soft and hard toes, as side line. Address $3.60 to $4.00. Give references and experience cago, Iowa, Nebraska, Maryland and Dela- 
B 280, care Boot and Shoe Recorder, 207 in first letter. E. B. Piekenbrock & Sons, Du- ware. No application considered unless accom- 
South St., Boston, Mass. buque, Iowa. panied by references. Straight commission. 


WANTED -An energetic retail shoe sales- ZULICK wants more good men to carry as a Zbe_ Mater Mack Cc, Rochester, FF. 

man for our women’s department, one who side line our well-known children’s high- E-XPERIENCED SALESMAN wanted to carry 
is willing to put in part time and is com- grade turns and stitchdowns. Eighty numbers on commission line of Infants’, Children's 
petent in writing newspaper advertisng. Reply in stock. Straight 7% commission. Openings in and Misses’, Kesco Turns and Stitchdowns, in 
in own‘ handwriting, stating qualifications, New York, Penna, Va - & C., Ga. Montana, N. Dakota, South Dakota, Minne 
salary expected, ete. References required. Ad- Wisc., Ind., Iowa, Mo., Kans., Nebr., Ala., sota, Wisconsin and Michigan. Address with 
dress B-281, care Boot and Shoe Recorder, 207 Miss. and La. Do not apply unless your trade references. The Kepner-Seott Shoe Co., Orwigs- 
South St., Boston, Mass. is established. Give references, territory burg. Pa. 


ee first letter. J. S. Zulick & Co., Or- ANTED—E stoned unin - cries 
wigsburs, FU. Ws 7% commission basis to show our line 
bao megtint (5) ayer who ~~" of me OTe samples of high-grade arch sup- 
they can produce results selling a line o a EEE shoes to retail at 

Men’s Calfskin Welts, all snappy patterns P I E D P I P E R fs.oo."s Some novelty shoes. Stock 

to retail at $5.00. Stock will be carried on 217% “W Wotee ote mame 

floor. Straight 6% commission. High- a rae 


powered salesmen only will be considered. SALE S MAN 

COBLE SHOE COMPANY, HUMBOLDT, 

“ne POSITION WANTED 
FOR IOWA 


WANTED E ° d S | M 
Wide awake shoe salesman to sell corking The territory that has been covered perience ales anager 
geed line of misses’, children’s, growing very successfully by Mr. H. C. Powelk Available 
girls’ and boys’ shoes for Chicago in-stock who is now covering Wisconsin with 
house on straight commission of 7%, no the Pied Piper line. There is now The subject of this advertisement has had 
drawing account. May be sold as a side $100,000 established business in Iowa 18 years’ executive training and experi- 
line in its entirety or in part with non- which is ready to be turned over to ence with one of the shoe manu- 
conflicting line. We have the following the best man available. Wonderful pos- facturing organizations in this country 
territories open: sibilities; complete line from little in- During the past ten years he has had 
ARKANSAS, IOWA. ILLINOIS (SOUTH- fant’s to growing girl's; big in-stock complete charge of all salesmen, has trav- 
UCK proposition. Applications considered eled extensively, knows conditions and 
ieee — Ad ey TR ES sales possibilities, and has proved ability 
MIS- ‘ae y- a ° "o~ acquainted with to handle men. His record of success is 
mi e = cowa. his best recommendation. He is desirous of 
ery 4 ba touch ow ome —— 
that is in need of a sai executive who 
Ls a + MARATHON SHOE CO. . sales. “force. peat meaties Comepemens and 
sa orce ng. of references 
(NORTHERN HALF). Address B-161, WAUSAU WISCONSIN furnished. For further iculars Address 
care Boot and —. ' ener: 189 W. Madi- B-288, care Boot and Recorder, 207 
son St., Chicago, I South St., Boston, 
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POSITION WANTED 


MANAGER WANTED 


FOR RENT 





TOUNG married man, capable of buying, 
y managing and retailing, wishes a position 
with some good firm. Can furnish best of 
reference. Prefers to locate in Wisconsin, 
Jowa, Lllinois, Ohio, Michigan. Address B-273, 
care Boot and Shoe Recorder, 189 W. Madison 
St., Chieago, Ill. 





‘HOE BUYER with fifteen years’ experience 
NS) open for change. A real hustler and pro- 
ducer who can buy for upstairs, basement or 
merchandise both. Can secure large mark-ups, 
and desired turn-overs. Capable of taking 
charce of volume from $300,000 up to million- 
dollar business. Did past year, $650,000. Ad- 
dress B-254, care Boot and Shoe Recorder, 207 
South St., Boston, Mass. 





ETAIL executive, qualified in buying and 

managing men’s and women’s shoe de- 
partment. Years of success, best of references. 
Available during the month of February. Ad- 
dress B-257, Boot and Shoe Recorder, 189 
W. Madison St., Chicago, Ill. 





Wanted—Managers 


For Women’s Exclusive Boot- 
eries. Operating chain in good 
live Southern cities. We want 
good live capable men. Need not 
apply unless willing to invest at 
least $5000, with future assured. 
All stores money-makers. Ad- 
dress B-284, care Boot and Shoe 
Recorder, 207 South St., Boston, 
Mass. 














LINE WANTED 








Shoe Buyer 


A thorough shoe executive, having a 
successful record of six years as As- 
sistant Buyer with large Eastern Dept. 
Stere, three years as buyer with Middle 
West Dept. Store, two years as buyer 
with present firm, the C. B. Klingen- 
smith Co., of Youngstown, Ohio, ex- 
clusively shoes. This firm, due to in- 
surmountable causes, has discontinued 
business this Feb. Ist. References from 
all employers. Good education. Knowl- 
edge of markets. Married. Age 34 
years. Address Carl Schuh, 129 West 
Dewey Ave., Youngstown, Ohio. 














Position Wanted 


New England 
New York City 


Experienced salesman—good style man 
—seeks connection with established Mc- 
Kay or Turn line. At present covering 
New England for representative Brook- 
lyn turn house. Wants lower-priced 
line to take in smaller towns or larger 
territory. Can build up profitable busi- 
ness with best accounts for right line. 
Drawing t issi - 
dress B-287, care Boot and Shoe Re- 
corder, 207 South St., Boston, Mass. 














XPERIENCED SALESMAN wants line for 

southern territory. I am open for a line of 
women’s shoes in the southern states. Have 
spent 14 years in this territory successfully 
merchandising shoes. Have established trade 
with the best merchants. References fur- 
nished. For further particulars address B-285, 
eare Boot and Shoe Recorder, 207 South St., 
Boston, Mass. 





LIVE one in California seeks a line of 

shoes in this state. He is a resident, 100% 
acquainted. Heavy enough for your line. Very 
popular, plenty personality and a hustler. He 
is 35 years of age with eight years of success- 
ful selling in this state. Employed at present, 
just desirous of change. My sales and refer- 
ence will meet your approval. Address Sales- 
man, 335 So. Wilson Ave., Pasadena, Cal. 


LE WANTED for chain store and jobbing 
trade. Have established trade with chain 
stores, mail order houses and jobbers in all 
territory east of Omaha. Am looking for a 
line of women’s shoes for 1925 seasons. Best 
of references furnished. Address B-286, care 
Boot and Shoe Recorder, 207 South St., Bos- 
ton, Mass. 








FOR RENT 





OR rent, in Central New York City, over 

200,000, live wire basement shoe depart- 
ment, women’s, misses’ and children’s, doing 
over $60,000 now, in a strictly cash and popu- 
lar price women’s store. Can easy do $100,000. 
Would consider only well-rated merchandisers, 
who can deliver the goods and want volume 
business. Address B-289, care Boot and Shoe 
Recorder, 207 South St., Boston, Mass. 





FOR SALE 


TORE TO LET—Main business street of 

what is expected to become best town on 
Hudson River. Ideal location for shoe store. 
New bridge opening up in June will open 
up considerable more trade territory. Good op- 
potunity for real live store. For infomation 
addess Malvin Meyer, 955 Main St., Peekskill, 





GHOE DEPT. FOR RENT—Space 20 x 60, in 
well established dept. store, new Grand 
Rapids fixtures, main floor of best corner, in- 
cluding all store service, $300. Ray McKinney, 
Pueblo, Colo. 





GHOE DEPARTMENT for rent, South Bend, 
Indiana; main floor space; display case in 
lobby ; percentage basis. One of South Bend’s 
best ladies’ ready-to-wear shops. Greene’s, 223 
South Michigan St. 





FOR SALE 


RARE OPPORTUNITY—To secure old, reli- 
able, successful shoe store. Present site 
since 1860; room 26x99. Good, clean, medi- 
um-price lines from best mfrs. Reason for 
selling other business interests. Stephan Bros., 
Shelbyville, Ind. 








FOr SALE-—Shoe department Eastern Penn- 

sylvania ; town two hours from New York. 
Good lease. Staple stock. Sell outright for 
$3,000.00. Address K-749, care Boot and Shoe 
Recorder, 127 Duane St., New York, N. Y. 





For SALE—Shoe store, including stock, fix- 
tures and lease. Stock will inventory about 
$6,000. Address H. Newman, 2067 East 9th 
St., Cleveland, O. 





GHOE BUSINESS—Atlantic City, N. J. Ideal 
location. Atlantic Ave., next to corner, 
All -year-around business. Population, winter 
65,000; summer 300,000. Owners going into 
building business. Will sell out at big loss, 
Stock and fixtures inventory $10,400. Good 
lease. Low rent. Any fair offer accepted. 
dress Shoes, 49 N. Tallahassee Aye. 





Thomson Bros., Nunn-Bush 
. and Marion 


MEN’S SHOES 


For Sale at a Sacrifice 


We're converting our store into an EX- 
CLUSIVELY Women’s Shoe store. 
Steck new and fresh. None over 18 
months old, as we have been in busi- 
ness only that long. Stock invoices 
$4,000.00. If you want some real bar- 
gains in Men’s shoes, address 


THURMAN’S BOOTERY 
403 Broadway Paducah, Ky. 








BUYER WANTED 





WANTED—EXCEPTIONAL SHOE BUYER. 
If you have successfully developed, man- 
aged, and profitably operated a good-sized 
shoe department and have a clear past record, 
we have an unusual proposition to offer. Splen- 
did opportunity for someone who is con- 
templating moving to the Southwest due to 
health of some members of family. Give com- 
plete experience, employers, and age. Ad- 
dress: Albert Steinfeld & Co., Tucson, Ari- 


zona. 





WANTED: Thoroughly experienced shoe 
buyer for department store in Central 
Illinois, catering to high and medium 
class trade. Do not reply unless your 
past record will bear most careful in- 
vestigation. Give references, experience, 
salary wanted in FIRST letter of reply. 
Address B-267, care Boot and Shoe Re- 
ae 189 West Madison St., Chicago, 











FOR SALE 
Men’s Shoe Shop, New Orleans 


One of the best located Men’s Shoe Stores in New Orleans. Doing 
$30,000 in medium-priced men’s shoes yearly. Lease has five 
years to run. The store is situated in the choice district for men 
buyers. Rent $500 per month. Stock on hand less than $15,000. 
Wonderful opportunity for progressive young shoe man. Ad- 
dress Shoe Manufacturer, 1210 Empire Building, Pittsburgh, Pa. 
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MISCELLANEOUS MISCELLANEOUS Boot and Shoe Recorder 


PUBLISHED WEEKLY IN THE TEREST 
OF THE RETAIL SHOE MERCHAN 


MILBRADT ys 
Rolling Ladders _ BOOT AND SHOE RECORDER 
ond 








PUBLISHING COMPANY 
(Incorporated under Massachusetts Laws) 


BICYCLE CAPITAL $150,000 
Rolling Ladders 
ADVERTISING RATES—Card of Advertising 


We are the originators and have manufac- Rates furnished on application. For rates fo; 
tured MILBRADT Rollt Want For Sales, etc., see Want Page. 
y provemtton é is taken by the BOOT AND 
SHOE ECORDER to avoid printing any 
en likely to mislead its readers. The 
hers reserve the right to reject any 
[padiien or reading matter which is not in 
line with this policy. 








‘ fuppiy, your wants inthe rolling ad 
ee) OFFICES IN 
Write for complete catalog 
. . BOSTON OFFICE: 207 South Street 
Milbradt Manufacturing Co. BROCKTON OFFICE: 224 Moraine St. Go. 
2416 No. 10th St. St. Louis, Me. W. R. Hill, Manager, Telephone 507. 


CHICAGO OFFICE: 189 West Madison St. Tele. 
phone Maine 1089. B. C. Bowen, Manager. 














ST. LOUIS OFFICE: 1627 Locust St. H. M. 
FOR SALE MISCELLANEOUS » C. Bowen, Manager). Telsphom 


NEW YORK OFFICE: Room 101, Sten Bid 
127 Duane St. H. Walter Scott, Manager, Va. 
ephone Whitehall 7454. 


FOR SALE—A thriving shoe business, in 

Southern California, Los Angeles County. "Bldg, 1590, Chestnut ‘St. Pa oy opery 

City of 18,000, 100% location and other : Rittenhouse 7868. 

conditions, inventory about $30,000. Owner Display Fixtures of Qua a Wy OFFICE: Chamber of Commerce 
R Ha National 


retiring. Will talk terms. Address B-259, ooms, verhill Bank Bldg. Geo, 
South W. R. Hill, Manoger. 


care Boot and Shoe Recorder, 207 CINCINNATI OFFICE: Second National Banh 
Hy a a 
Sh, Bysten Sines, Bidg. H. M. Bowen (B. C. Bowen, Manager). 
Telephone Canal 1560. 
ROC yy ~ OFFICE: 626 owes ate, Re 
siter L. Sew —_ Sn ew York Repre- 


sentative. Taeninae Stone 

WANTED TO PURCHASE LYNN OFFICE: Fred A. pao: 
MILWAUKEE OFFICE: Leonard E. Meyer (B. 
THE NEW YORK EXPORT c. ss cawem), 405 Broadway. Telephone 

PURCHASING CORPORATION Becadwe 
596 BROADWAY, NEW YORK, Nv. ¥. Made Only of Wood WASHINGTON OFFICE: Ms ae am 
Phene—Canal 6874 doe alt ties Investment Bldg, 15th ts 

SLOW PARIS OFFICE: 2 Rue des Italiens. L. Hubbard, 


IMMEDIATE Maneger. 
LONDON OFFICE: P. V. Cartion Manager, 
SHIPMENTS 11 Haymarket, London, S. W., 1 Engiand. 
AUSTRALIAN OFFICE: 439 Lit. Collins 5t., 
Send for Catalog iS ch Ss : 
THe Oscar OnKen Co. CONTINENTAL OFFICE: William Salaman, 


611 Ww. FOURTH ST. Manager I. Adlergasse 12, Vienna, Austria. 
CASH P AID pop arr nh ARGENTINA: Buenos Aires, Rivadavia, 2721. 









































for entire shoe stocks or surplus stocks of Metal ai Fisture’s or Show Cases | P. Sabaszina, 
shoes or other merchandise. Any quantity. BRAZIL: Gerente, Jona $ S. Fitch,33 Rue General 
Prompt attention given. Camara, 88 Sob. 
KIRSCH-BLACHER CO., Inc CHILE: Santiago, Las Rosas 1123-1127. Otio- 
622-624 Broad New York N.Y ‘ ESTABLISHED I880 Fuhrimann, Gerente. 

Phone Spring 1443 a . - ns CUBA: Mr. H. Gomes, Corrales 2A, Havana, 

















- = i. ——y OFFICE: Yokohama. J. F. Wager, 
We buy quick and pay highest cash price anager. 
r a Geren Libr 
Sher encatee Gessthy as hen CLICKER . >). ae 

For 30 years our specialty. 

Bank and mercantile reference. DIES 
BROOKLYN PURCHASING SYNDICATE 

NGO Brondway, Brooklyn 34 inch ny cents per Metal Shoe Fitting Stools 
mo Sings 5 running 7 and Floor 
14% inch at 17 cents per 
tt ye running inch. 
‘ iti * Minimum 15 inches 


off hands. Wi hy Correspond- 
ence confidential. AT DELIVERY Gu 


MAX GLAUBERG 
425 Grand Street, New York City FOLEY & HALLQUIST 
We also purchase clothing, hats, furnishing 1313 North 7th St. 
goods, etc. Dry Dock 0852 ST. LOUIS MO. 


CASH PAID DE MADDERS 
We will send a teen to investigate 36%, Cheaper Write for THE CHICAGO 


and make offer upon request. Write for Catalog Catalog 


MAINS Drondway. New York Cis pee Succes Furniture | | ““* *"*** WIRE CHAIR CO. 


Phone Spring 5160-5161-51 Rikweet. Me” _ 621 N. Le Salle Strest, Chieage, Il. 
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BUSINESS REVERSES 


Paterson, N. J.—Herbert Sanders, 31 Main 
street, shoes, reported petitioned or peti- 
tioner in bankruptcy and receiver — 

Clovis, N. M.—Smith & Hyatt, shoes, re- 
— petitioned or petitioner in a 
rupte 

prookiva. N. Y¥.—Jacob Gluck, 5522 Fifth 
avenue, shoes and repairing, reported pe- 
tioner in bankruptcy. 

New York,’ N. Y.—Famous Shoe Shops, Inc., 
2544 Eighth avenue, reported petitioned or 
petitioner in bankruptcy. 

Irving S$ Irving Cohen, proprietor, 
300 W. 126th street, shoes, reported peti- 
tioned or petitioner in bankruptcy. 

fred Rose, 3582 Broadway, shoes, re- 
ported meeting of creditors called. 

Morris Gold, Gold’s 1840 

Second avenue, shoes, rted peti- 
oma or .— in bankruptcy. 

Siegel & Davis, Sth street, shoes, re- 

ported meeting of j-—* J called. 

» Celia Sieser, St. Nicholas ae = 7 r 
Nicholas avenue, shoes, reported meet 
creditors 

Asheville, N. C.—L. D. Twiford, shoes, re- 
ported petitioned or petitioner in bank- 
ruptey. 

Beaufort, N. C.—D. S. Fred, The Leader, 
shoes, ete., reported assigned. 

Rocky Mount, N. C.—E. R. Ackerman, shoes, 
ete., reported petitioned or petitioner in 
bankruptey. 

Bedford, 0.—Frank Toth, shoes, etc., reported 
petitioned or petitioner in bankruptcy. 

Cleveland, O.—Max Reimer, 5607 Woodland 
avenue), shoes and repairing, reported pe- 
titioned or petitioner in bankruptcy. 

Hyman Soclof, 7013 St. Clair avenue, 
shoes, aad — petitioned or petitioner 
in bankru 

Blackwell, Ge tantee Gerson, shoes, 
reported petitioned or petitioner in Sk: 
ruptecy. 


Astoria, Ore.—W. Clement, shoes, etc., 
ported petitioned or petitioner in =< 
ruptcy. 

Altoona, Penn.—Clarence Schulman, shoes, ete., 
reported petitioned or petitioner in bank- 
ruptey. 

Connellsville, Penn.—Parker & Carson, shoes, 
reported petitioned or petitioner in bank- 
ruptey. 

Hazleton, Penn.—Howard A. Shuler, shoes, re- 
ported petitioned or petitioner in bank- 


ruptey. 

Philadelphia, Penn.—Nancy Elfont, 3135 Ken- 
na avenue, shoes, reported sold out by 
sheriff. 

Marks Freud, Freud’s Department Store, 
831 South street, shoes, reported offering to 
compromise at 25 per cent. 

m Friedman, 786 S. 4th street, reported 
offering to compromise at 25 per cent cash. 

Harry Razamoff, 1614 Snyder avenue, 
shoes, reported petitioned or petitioner in 


bankruptcy. 

Herman Weinstein, 2732 Gray’s Ferry 
avenue, shoes, repo petitioned or peti- 
tioner in bankruptcy. 

Providence, R. L—lIsrael Seltzer, 1838 West- 
minster street, shoes and repairing, report- 
ed offering 60 per cent. 

Corsica, Texas—A. B. Hassen, shoes, 
ported petitioned or petitioner in “as 
ruptcy. 

Groveton, Texas—T. J. Aycock & Co., shoes, 

reported petitioned or petitioner in 
bankruptcy. 

Jasper, Texas—H. R. Ashey, shoes, etc. 
ported petitioned or petitioner in bank- 
ruptey. 

Mission, “Texas—A. S. B royles, shoes, reported 
petitioned or petitioner = bankruptcy. 

Wichita Falls, T Riggs, shoes, 
reported petitioned or scales in bank 


ruptey. 
Lats ge Bros., Kasten Boot 
shoes, etc., reported petitioned or 
pethioner in bankruptcy. 


BUSINESS CHANGES 


Cal.—Benny Aoueille, shoes, re- 

ported succeeded by Max Boas. 

Chicago, Ill.—Jacob Ginsburg, 3557 W. Roose- 

velt road, reported sold out to S. & 8. Mer- 
cantile Co. 

Meyer Bros. & Kallis, Lawrence Boot 
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Shop, Howard Boot Shop, 3250 Lawrence 
avenue, 1536 Howard avenue, shoes, re- 
ported succeeded by Meyer Bros. 

Chicago, Pay & Horberg, 3407 W. 
North Avenue, shoes, report of petitioned or 
petitioner in bankruptcy, printed in issue 
of Jan. 24 was an error. Previous rating 


restored. 
Evanston, Il.—John E. Cooper, shoes and re- 
pairing, reported sold or closed out business. 
Gary, Ind.—Gary Shoe Mart, shoes, etc., Neil 
Levey, proprietor, died. 
Montezuma, Ind.—W. P. Pawley, shoes, re- 
rted succeeded by W. B. Emmert. - 
Mass.—Smith Casey Co., shoes and 
dry goods, incorporated $150,000. 
Chelsea, Mass.—Kashian Shoe Co., manufac- 
turers, recently incorporated. 
en Mass.—The Somerville ap Samnan, Inc., 
ete., incorporated $50,000. 
Eldorado Springs, Mo.—Douglas & “McWilliams, 
shoes reported partnership dissolved 


Union Hill, a 
ported moved to West New York, N. J. 

New York, N. Y.—Winkler & Winkler, shoes, 
78 First avenue, partnership dissolved, Ben 
Winkler retiring and being succeeded by 
Max Winkler. 

Brooklyn, N. Y.—Freedenberg & Bernfeld, 
Ideal Bootery, shoes, reported succeeded by 
Bernfeld & Levine. 

Defiance, O.—Justin P. Herman and Charles 
Herman, have retired from Herman Shoe 
Co. Succeeded by Carl Sprigg, former 


manager. 

Cincinnati, O.—Liebert Shoe Co., shoes, in- 
corporated $75,000. 

Annville, Penn.—A. S. Kreider Co., shoe manu- 
facturers, Herman Cushman, first vice- 
president, retired. 

Philadelphia, Penn.—Hyman Cohen, 1550 So. 
7th street, shoes, reported will discontinue 
business. 

Milwaukee, Wis.—Stein Bros. Hide & Fur Co., 
hides and skins, reported succeeded by Benj. 
Wishner Co. 





New Shoe Stores 


Dixe Shoe Co., 421 E. Baltimore 
street, Baltimore, Md. 

A. E. Burns & Co., men’s store, 
Book-Cadillac Hotel, Detroit, Mich. 
A. H. Neubert, manager. 

Tradehome Shoe Store, Madison, 
Wis. 

Walk-Over Shoe Store, Houston, 
Texas, Clarence Chase, manager. 

Walk-Over Shoe Store, Fort 
Worth, Texas, M. A. Daniels, 
manager. 

E. E. Pomerleau Co., Gardiner, 
Maine. 





Hess Buys ~ The Bailey 
0. 


Cleveland, O.—%In_ eonnection 
with its buying plans, the Bailey 
Company, Ontario street and Pros- 
pect avenue, announces Harry Hess 
will continue to buy shoes for the 
men’s and boys’ departments on the 
second floor, also for the women’s 
and children’s sections on the 
fourth floor. Joseph Glaser buys for 
the basement only, of which Mr. 
Sheiderlein is manager. 


119 


Ray-Mond Hosiery Co. in 
New Quarters 


The Ray-Mond Hosiery Com- 
pany, formerly located at 138 Fifth 
avenue, New York City, is now lo- 
cated in its new quarters at 373 
Fourth avenue where the concern 
has considerably more space than 
in its former quarters. 

This company sells to the retail 
trade a complete range of women’s 
and men’s hosiery embodying both 
full-fashioned and seamless num- 
bers. They are the originators of a 
number called “125” made on 
spring needle machines, shaped in 
the knitting. This number, accord- 
ing to one of the firm, has an even 
texture all the way through and 
conforms to the shape of the leg as 
needles are changed in the knitting. 
M. Martin and B. Garbarsky are 
the officers of the company. 





Changing to Women’s Store 


Omaha, Neb.—S. W. and B. H. 
Napier, proprietors of the Napier’s 
Booterie, have sold their stock of 
men’s footwear to the Fontius Shoe 
Company of Denver. Alterations 
are being made in order to make 
the store exclusively for women. 
When completed it will be known 
as Napier’s Costume Booterie for 
Women. The decorating scheme will 
be taken from an early French 
period and the shop will be thor- 
oughly in accord with the newest 
ideas in furnishings and equip- 
ment. 

The floor above, which has housed 
women’s footwear for the past 
three years; is to be converted into 
a moderate-priced department for 
women. 

The concern operates shoe stores 
in Omaha and Minneapolis. 





Covers South Shore 


D. Woodford Sargent, for many 
years in the selling phase of thread 
manufacturing industry, is now 
with the Bay State Thread Works 
of Springfield, Mass. He will call 
on the South Shore shoe manufac- 
turing trade in Massachusetts. 





WANTED TO PURCHASE 


HIGHEST PRICE PAID 


SHOE STORES 
OR SURPLUS STOCK 
Also Purchase Gent's Furnishings, Clothing, etc. 
YOUNG & CO. 
315-317 Church St.—New York, N. Y. 
Telephone Canal] 0856 
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~ Answers the comfort appeal 
of the tired foot 


HE SHOE with the Crawford Arch Sup- 

porting Shank not only relieves the tired 
foot but holds the foot in a position not 
readily susceptible to fatigue. 


The Crawford Shank is a resilient brace 
holding the shank of the shoe close to 
the foot when relaxed and support- 

ingit when under weight of body. 


Put Crawford Arch Support- 
ing Shank Shoes on your 
customers’ feet. It will 

prove a profitable 
experiment. 


SPLIT RIVET 
CLOCKING SHANK 
TO INSOLE 


Med Sie with the Gawlord 
Arch Supporting Shank 


United Shoe Machinery Corporation 


BOSTON, MASSACHUSETTS 


—_—— — 
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Advanced Styles for Spring 


A two-in-one creation by Rogers 
A tie and step-in pump in one 


5022 


5022—Patent leather vamp, apricot kid quarter, 
silk scroll stitching, imitation turn, 13/8 at 


5021—As illustrated, all patent leather. A-C. 
$4.50 


5018—As illustrated, 
alligator calf quarter. 


5017—As illustrated, all tan calf. A~C 


5908 


5908—Patent leather vamp, apricot kid vamp 
underlay and apricot kid quarter. turn, 
12/8 covered Cuban heel. B and C $4.75 
5903—As agerated, patent leather vamp, 
kid quarter. B and C $1.75 
5902—As illustrated, all patent leather, grey ne 
underlay. B and C $4.7 
5900—As illustrated, all tan calf, dark tan ie 
lay, B and C $4.7 
5904—As illustrated, light . cap dark tan 
underlay, 8/8 covered heel. B and C 
5905—As illustrated, all patent ieee. grey kia 
underlay, 8/8 covered heel. B and C 
5906—As illustrated, patent leather vamp, fod 
kid underlay and grey kid quarter, 8/8 —_ 
heel. B and C 


5909—As illustrated, patent leather vamp. a 
kid A, Sed Ace kid quarter, ‘Te/e fu 
covered 


ae a illustrated, patent 
pricot kid underlay and 
16/8 b/8 full covered Spanish 


5406 


5406—Patent leather vamp, apricot kid quarter 
and apricot stitching, imitation turn, 16/8 full 
covered spike heel. B and C $4.25 


5400—As illustrated, all black satin. Band C $4.10 
5401—As illustrated, all blond satin. B and C $4.25 
5407—As ay patent leather 

F meres! “as 


apricot kid , and a 

full covered anish heel. 

5409— As illustrated, all apricot to untinede 
5418—As is See Russia calf, 13/8 —s 
cuban heel. B and C $4.1 
ay illustrated, patent 

apricot kid quarter, 13/8 covered 


B and C 
5410—As ienwresed, black satin, is 


covered cuban heel. B and C 
5411 —As illustrated. all blond satin 13/8 comes 
C ban heel. B and C $4.1 


5275 


5275—Patent leather imitation turn, 16/8 full 
covered spike heel. B and C $4.50 
5276—As illustrated, all Russia calf, B st & 


5277—As 1 black velvet, patent omer 
trimmed. B and Cc $4.50 





5023 


a vamp, apricot — na quarter, silk 
itching, imitation 16/8 
# heel. A AG turn, 16/ “Tite 


5007 


pana Peat Logg Maw J oun 

grey scroll s > By turn, 3/8 
covered Cuban $4.50 

5005—As teed a black satin. A-C. .$4.35 


5006—As illustrated, all black velvet. A-C. ae 


5009—As illustrated, tan calf vamp, tan 
calf quarter. A-C 
5024—As illustrated, paw leather 

kid quarter, 16/8 a ns 


5011—As ay all black satin, 16/8 full 
covered spike heel. A-C $4.50 


= iustraved, ll tan calf, 16, tr 


A selection of materials and patterns which are receiving the 
approval of the critical buyers throughout the country. 


Featuring 
Carl E. Schmidt’s 
Calfskin in Our 
Shoes 


IN STOCK 





Terms: 
2% 10, Net 30 
F. 0. B. Boston 


ROGERS BROS. SHOE CO. 


59 LINCOLN ST. - : 


BOSTON, MASS. 


PACIFIC COAST BRANCH, 135 BUSH STREET, SAN FRANCISCO 
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~CONCENTRATION—AND 
GOOD SHOE. SENSE. 


EVERY GOOD MERCHANT KNOWS THAT IF A LINE OF SHOES IS 
WORTH SELLING AT ALL—IT’S WORTH CONCENTRATING ON. 


HELMHOLZ CHILDREN’S SHOES ARE READILY ADAPTED TO CON- 
CENTRATION FOR THE LINE IS COMPLETE FROM LITTLE TOTS’ 
SIZES’TO MISSES’ AND THERE’RE ENOUGH PATTERNS FOR GOOD 
SELECTION. 


MATERIALS AND WORKMANSHIP MAKE THEM READILY SAL- 
ABLE AND FEW MERCHANTS FIND NEED FOR ANY OTHER SHOES 
THAN HELMHOLZ. 








THEY GIVE SUCH EVERLASTING SATISFACTION TO THE CUSTOM- 
ERS THAT THEY SELL OVER AND OVER AGAIN. 


WE WILL BE GLAD TO SEND SAMPLES OR SALESMAN. 


HELMHOLZ SHOE MFG.Co. 
HIGH GRADE SHOES FOR CHILDREN 
J. K. ORR SHOE CO. HERBERT L. MARX CO. 
pa Atlanta, Georgia =, MILWAUKEE.Wis. eS S- 
Georgia, No. and So. Carolina New York State Exclusive of 
New York City 
SIMMONS-BRAMHALL CORP. FACTORY BRANCH 
Belfast, Maine 349 So. Spring S 


t., 
Excl Distrib Los A: . Calif. 
Maine 











« TDheyre Better Stitchdowns + 











22. Published eve A second-class mat- 
1922, at the Pest 79. P . . Printed in U.S.A. 
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VALENTINE is admires 


for its intricate and delicate 
designing. LEVOR’S 
GRAIN [KID and 
LEVOR’S GRAIN 
GOAT are- admired 
for their simplicity, 
purity and” ever- 

lasting whiteness. Constant 
attention to many details 
earns and keeps that 
admiration. 
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Now lets have co-operation 
and concentration in 1925 


S}HERE are two classes of retail 
shoe merchants—those who buy 
and buy and buy—to fill up the 
|store; and those who buy to get 
quick and frequent turnovers and thus, 
to make money. 























We believe that in 1925 retail shoe mer- 
chants are resolved to go back to proved profit- 
making principles. 


DVI CIM ESIVY OSIRIS COINS WIR 


We believe that retail shoe merchants will 
welcome sane and sensible co-operation of sound 
shoe manufacturers who are equipped to help 
them to make money. 





The Craddock-Terry Plan of Co-operation 
has this for its foundation stone—helping its cus- 
tomers to make a profit. 


é 
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| Le - 
CF DIN GSE ICOM SSI CFI, FEMININE CLO IRI f 











When writing to advertisers please mention Boot AND Suor RecorvEr 








14, 1925 





eR  ————————— 
DAN) TAS I COIN I COIN ORS INR CIES CAIN ESS OMNES 


February 14, 1925 BOOT AND SHOE RECORDER 





—~—= 


l 


Ly ™S > 


ite 





SOY 


InI925 “SK 
Buy from reason, not from sentiment. 


Buy what you need as you need it. 


Buy only shoes that you can sell at a profit. 





Work for quick and frequent turnovers. 


Refuse to experiment and gamble on style; it 
is dangerous; it is unprofitable; it is unnecessary. 


—AND— 


Concentrate on a few sound manufacturers 
who have proved their desire and ability to serve 
you right and to help you to make money, and— 





Co-operate fully with these manufacturers 
and they will co-operate fully with you. 








Ce ov 


CRADDOCK-TERRY COMPANY 


LYNCHBURG VIRGINIA 


McELROY- SLOAN HARSH & CHAPLINE 


SHOE COMPANY SHOE COMPANY 
ST. LOUIS, MISSOURI MILWAUKEE, WISCONSIN 


GEO.D. WITT SHOE CO. CRADDOCK TERRY CO. 
LYNCHBURG, VA. BALTIMORE, MD. 
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Color Supremacy 


= 





Red Ash 


Caramel 

Thirty-one * 
Golden Brown 
Chestnut Brown 





Fashionably Accurate 
onion matchless color department, and 


our unrivaled world organization for 
securing the preferred varieties of skins, 
make F. B. & C. colors always forecast 
the color successes. 


For Fashionably -Accurate (1 lors, (all for F.B.& (. 


AMALGAMATED LEATHER COMPANIES 
(INCORPORATED) 
22 N. Fifth St. Tanneries 
PHILADELPHIA, PA. WILMINGTON, DEL 


FBC Kid 


~ ©) 











a 
) 
) 
) 
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. 
Pp 
Oak Leaf™ } 
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The Shoe That Is Sweeping the Country 


Tan Calf Quarter, Patent Vamp, 1 Strap Pump. 
The type of shoe that is in demand everywhere. 











_— 
wy 





\ 


IN 
STOCK 
NOW 





Style BL417F Price $4.35 
Net 30 Days 


Telegraphic Code Word **Log”’ 


Women’s Russia Calf quarter, Patent vamp, one-strap Musette 
sandal, Chateau last, McKay sole, 134-inch covered Cuban heel. 


AA 3 to8 B4 to8 
A 4144 08 C3% to 7% 


We anticipate an extremely heavy demand for 
this style. We urge, therefore, that you order at 
once before our limited supply of them is sold out. 


UTZ # DUNN CO. 














-_— 

= ROCHESTER, NEW YORK = 
= Ph! Ps NEW YORK hard LOS ANGELES aie = 
= ‘Ndi Bush Terminal Sales Buildi 709 Forrester Buildi = 
2 SS 130-182 West 42nd St Room 152 GC McATEE. © = 
= Representatives F.L.ARMSTRONG, Representative Representative : 
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RUSH SERVICE 


You can always get the operator of the 
Central line quickly and easily. 

Special attention is given to all mail orders. 
Our mail orders have increased 163% in 1924. 
This increase of almost One Million Dollars 
in mail orders was due to the fact that we 
had on the floor for shipment the kind of 
styles that were in demand when merchants 
wanted to buy them and at popular prices. 
We have our plans made to give our customers 

even better service for the year 1925. 

1744 Lady Louis : 
fos. Pat. Norma Pump, Pi. Toe, Hazel Br. Write us to have our salesman call and 
°9 8. S., 14/8-in. Spanish Wood Cov. HL., . h h Lli d f 
urn, Selwyn Last. AA 48, A 344-8, B 3-8, C 214-8. show you the selling advantage of our 
Price, $4.60 Robin Hood shoes for boys and girls. He 
In Stock Now will show you how you can stimulate your 
1745 Same in Blk. Satin Vamp, Blk. Moire Qtr. . 

Price, $4.35 shoe business through the advantage of 
In Stock February 20th our extensive advertising. 


Visit the salesroom nearest you—located in the following cities: 
Indianpolis, Ind. Birmingham, Ala. Detroit, Mich. 
833 Meyer-Kiser mk Bidg. * 402 Looe Life Bldg. 403 2 kamgete Building 
Knoxville, Tenn. Cincinnati, Ohio a em Cal. 
Ss 68 Wiggins "Block H jus 
Memphis, Tenn. Cleveland, Ohio Kansas City, Mo. 


227-8 Winfry Building i . 817 Central St. 
Dalla Seattle, = 


607 Terminal Sales Bldg. 


GENTRAL SHOE Co. & 


Manufacturers St. Louis, U.S. A. 





S 
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’ To Large Volume Retailers 


ERBP’S a line of BROCKTON MADE shoes that 
will give your customers a happy thrill of sur- 
prise when you put them in your window at $6.00 


and $8.00. 


They prove that better shoes for men can be made to 
sell at these prices. 


7 


Those who overlook no opportunity for profit and 
prestige will write or wire for a salesman. 


TAYLOR SHOE COMPANY 


BROCKTON, MASS. 


_— 


Means The Best 
That Brockton Shoemaking 
A ffords 


ee “finger vamp” 
oxford of Light Smoke 
SPORT WILO and TONY 


TAN in combination 


Brass eyelets 


ARMSTRONG CORK 
SOFT BOX TOE 


ARMORTRED CREPE 
RUBBER SOLE 
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A Smart Spring Oxford 
of Rueping’s Winnebago Calf 
olor No. 17, Spice 
H and T Last 
Made by HUCKINS?& ‘TEMPLE, 
Milford, Mass. 











Not just ‘‘Boarded Calf,”’ but 


Rueping’s 
WINNEBAGO CALF 


To particular shoe buyers and particular manufactur- 
ers the words “boarded calf’? mean nothing except 
that the leather is boarded. 


To these same men ‘“‘Rueping’s Winnebago Calf’’ 
means a truly fine grade of calf—close grained, mel- 
low, expressing refinement in finish and color. 


When your boarded calf shoes are made of 
WINNEBAGO you know that the quality of the 
leather is backed by the seventy-year. reputation of 
the Fred Rueping Leather Co. 


Made in a full range of the wanted colors. 
No. 17, Spice, is a highly favored shade. 


Write for color card. 


FRED RUEPING LEATHER Co. 


FOND DU LAC, WISCONSIN 


Branches: Boston Cincinnati Milwaukee St. Louis New York 
Chicago San Francisco Montreal Northampton, England 


‘‘This is a Calf Year’’ 

















4, 1925) February 14, 1925 BOOT AND SHOE RECORDER 














Copyright 1925, by The Goodyear Tire & Rubber Ce., Inc. 


It would not be possible to give the 

' guarantee that goes with every pair of | 
Goodyear Wingfoot Heels, if Goodyear j 
W ingfoot Heels were not the very highest 
and finest quality on the market today. 
Read the Wingfoot guarantee again: 


GOODYEAR WINGFOOT HEELS 


are guaranteed to outlast any other heels 
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Light tan, in a mellow tannage, 
is the present favorite. In ordering 
moderate priced shoes, you might 
as well have them made of a leather 
that competent critics pronounce 
“The best light tan shade they have seen 


in any leather.”’ 


SAHARA 

Color l SIDES 
It costs no more to specify, and 

it insures the color of the moment in 


your shoes. 











TOLMAN, Dow & Co., INC. 
176-180 LINCOLN STREET, BOSTON, MASS. 











Greater New York Rochester, N. Y. Cincinnati, Ohio St. Louis, Mo. 
New Castle Leather Co. A. E. Perry F. George Mohr T. M. Fitzgerald & Co. 
100 Gold St. 22 Andrews St. 202 E. 7th St. 1602 Locust St. 





General Representatives for Continental Europe, New Castle Leather Co. 
Headquarters;;Paris, France 
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No. 172—Price $4.30 
Patent. Daytona Tie. Full Spanish Louis Heel. 
* Beacon Last. AA to C. 


A. ~ 





— 





No. 213—Price $4.30 
White Kid. Daytona Tie. Mili Wood 
Covered Heel. Boston Last. AA oe 
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No. 175—Price $4.45 
White Kid. Daytona Tie. Full Spanish Louis 
Heel. Beacon Last. AA we Cc. 


> 








No. 210—Price $4.15 
Patent. Daytona Tie. Military Wood Covered 
Heel. Boston Last. AA to C. 


The Daytona Tie 


Fresh from the Sunny Southlands 
Carried In Stock for at-once delivery 


Thomson-Crooker Shoe Co. 


18-26 Station Street Boston.Mass. 


: ( Texas Retailers’ 
Tk Convention 
Fort Worth, Texas 


Feb. 23-24-25 


Our line on display 
at 


TEXAS HOTEL 














Attention 


Texas and Oklahoma 
Retailers--- 
Buford Jones 


Frank Whiffen 
Kit Carson 


will extend the glad hand of wel- 
come at the Fort Worth Show | 
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HERE is a Crossett salesman in 

your territory. He will receive with 
pleasure your invitation to call and sub- 
mit our merchandising proposition. 


IN STOCK. 
Gi ed my! i 
i lan Ca 
Trecho at 
Rubber ‘Heel 
cA Spring Style 


The corner stone of any business is the confidence 
its customers repose in it. 


And nothing increases confidence so much as quality 
that continues the same from year to year. 


You can find no stronger business foundation than 
Crossett shoes—always unchanged in quality. 


LEWIS A. CROSSETT CO. 
NORTH ABINGTON, MASS. 


(kOe > tt F 


QUALITY SHOE MAKERS FOR 40 YEARS 
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GREAT NATIONAL 


ESTABLISHED APRIL ! 
1882 


SHOE . WEEKL 





Boston, February 14, 1925 
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Achieving Success by Concentration 


At last—we have 
succeeded in getting 
an interview with 
the shy and elusive 
Frank H. Bush, as- 
sistant secretary and 
treasurer, and sole 
buyer and merchan- 
diser for the five 
stores of the Weth- 
erby-Kayser Shoe 
Company of Los An- 
geles, Pasadena and 
Hollywood, Califor- 
nia. Mr. Bush is a 
great believer in ex- 
tensive advertising 
for the company he 
represents, but does 
not believe at all in 
advertising himself, 
and made a very 
special request that 
we mention this fact 
before proceeding 
with all the very in- 
teresting things he 
had to say about the 
work he is doing 
and the very pro- 
gressive firm he is 
working for. 

Mr. Bush came 
here from New York 
City in the fall of 


1912, on a one-year. 


An Unusual Article Based on 
An Exclusive Interview with 
FRANK H. BUSH 
Buyer and Merchandiser for 


the Wetherby-Kayser Shoe Co. 


. 





One of the secrets of Mr. Bush’s success in merchandising is that he 
places his orders for five stores with a very limited number of manu- 
facturers. He orders one grade from each manufacturer, giving him 

all the orders in that grade. By so doing he makes the orders worth- 
while and eliminates the danger of getting duplicated grades. 


contract with the 
Wetherby-Kayser 
Shoe Company, who 
opened their first 
store in Los Angeles 
on the first of De- 
cember, 1912. Prac- 
tically his whole 
business experience 
has been in the shoe 
business. He was a 
factory man with 
the Newark Shoe 
Factories, was with 
A. Alexander in 
New York City, and 
was also in the 
wholesale business 
with Rice & Hutch- 
ins, and with the 
New York jobbing 
house which 27 
years ago was called 
the Manhattan Shoe 
Company. 

After Mr. Bush’s 
first year in Califor- 
nia he decided to 
stay as a_e great 
many other people 
do who come to Cali- 
fornia for only one 
year, and he has 
stayed right here 
since that time, de- 
veloping into one of 
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the finest and most widely known buyers of shoes in 
the whole country. He says: “The only way they can 
get rid of me now is to buy me out and I don’t think 
that I would leave then.” 

He then added the following words of wisdom: 
“When I first started my work with the Wetherby- 
Kayser Company, Mr. Wetherby told me that quick 
turnover was the most important thing of all, and I 
kept that fact constantly in mind. However, I wish to 
state that mistakes are often made, in that quick turn- 
over means sometimes the sacrificing of a shoe un- 
necessarily. This is a thing to be guarded against.” 
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ning up to $15 in price. The lower main floor is called 
“Fashion Lane.” Here the men’s shoes are carried 
and prices range from $8.50 to $13. 

One of the secrets of Mr. Bush’s success in 
merchandising is that he places his orders 
with a very limited number of manufacturers 
—not more than twenty all told—including 
men’s, women’s and childrens’ lines. He orders 
one grade of shoes from each manufacturer, 
and eliminates getting duplicated grades. In 
that way good service is gotten in return for a 
worthwhile volume of business for the manu- 

facturer. 





System Tells Him Where 
Every Pair Is 


Mr. Bush shoulders the 
herculean task of doing all 
the buying and merchandis- 
ing for five stores, but he 
has his work so thoroughly 
systematized and on such a 
simple and efficient working 
basis that he not only knows 
at a minute’s notice how 
many pairs of shoes he has 
in stock, but can tell in 
which store any pair of 
shoes is. 

This is accomplished by 
means of a card system. 


selling season. 


day basis. 


to make them move. 


How Mr. Bush Buys and 
Merchandises 


@ All buying done 90 days in advance of 
@ All merchandising, therefore, is on a 90- 


q Buys from few manufacturers and buys 
only one grade from each. 

@ Card record system for stock—one card 
for each line and one color for each store. 


q Sales, by lines, checked every six weeks— 
slow lines noted and merchandised in a way 


They work up many of 
their own styles, choosing 
the factory to make them up, 
according to the grade of 
shoe wanted. No shoe is 
duplicated in a cheaper 
grade, so that a customer 
paying $25 for a pair of 
shoes need not fear finding 
the same at $8.50. By the 
first of next month entirely 
different styles will be shown 
than what are being shown 
now. 


Entire Stock “Reviewed” 
Every Six Weeks 





Each line of shoes has a 

separate card on which are listed the different numbers 
and styles. These are marked in colors, a different color 
for each store, so that in this way he can tell just where 
the shoes are. On the other side of the card are indi- 
cated the shoes on order. These cards are kept in the 
offices at the Broadway store in Los Angeles, where 
all the bookkeeping and office work for the five stores 
is done. If one store calls the office and wants to know 
where a certain pair of shoes is, by consulting the spe- 
cial card for that line, they are able to tell in very 
short time which store that particular pair is in. In 
this way they are able to handle everything from one 
place. 


Different Class of Trade for Each Store 


Every week a selling sheet from each of the stores is 
sent into the office. These show the shoes that have 
been sold, indicating the styles, material, etc. One of 
these showed that the Pasadena store had a run on 
men’s blacks, and another shgwed that the Broadway 
store had a run on $8.50 women’s shoes. 

Each of the stores is an entirely different proposi- 
tion when it comes to merchandising, as each one has 
its own class of trade. The shop in the Ambassador 
Hotel carries very exclusive novelties ranging in price 
from $15 up to $40, while the Pasadena and Hollywood 
stores have a high grade family trade, with prices 
from $8.50 to $25.00. The Broadway store is the vol- 
ume store, and here all merchandise is cleared in the 
basement department. 

The Seventh street store is different from all the 
rest, the bulk of the shoes sold on the main floor run- 


Every six weeks a check is 
made of every line to see how they are selling, apd 
this is what they call their stock reviews, and in a 
period of six weeks, every line has been checked 
over. 

The slow lines are noted and immediately mer- 
chandised in a way to make them move. 

Each day’s sales checks are marked off two days 
later, so that a check can be made of what is in stock 
and what is sold. 


Buying 90 Days in Advance 


All merchandising is done on practically a 90-day 
schedule. Buying is done 90 days in advance. Orders 
are arranged in a book in such a way that one can tell 
at a glance what the order calls for, the quantity, 
manufacturer’s name, and a certain number to des- 
ignate the leather and type of shoe. 

Mr. Bush is expecting a big business in whites, and 
will have entirely new lines of white straps and pumps 
coming in by February 15. 

At the present time (late in January) patent 
leathers are the strongest sellers. 


A Remarkable Record 


This record of Mr. Bush is seen to be all the more 
remarkable when you reflect that the motion picture 
influence has made high style the rule rather than the 
exception in the Wetherby-Kayser style stores. Not 
only must he keep a constant flow of exclusive mer- 
chandise coming in, but he also must buy lower grade 
footwear to sell in volume which will not compete, in 
style appearance, with the higher grade shoes. 





0-day 
rders 
n tell 
ntity, 
. des- 


, and 
umps 


atent 


February 14, 1925 BOOT AND SHOE RECORDER 





Crop and General Conditions Map 
As of January 19, 1925 















































This is the original Douglas Condition Map, in use over thirty years for business purposes. There is now a re- 

markable showing of “Very good” and “Good” shadings, and a comparative scarcity of “Fair” spots. This map 

graphically portrays the findings of more than a thousand experienced observers whose recent reports emphasize 
general confidence in the future. 


The Rising Tide of Confidence 


Reports Now in from All Sections of the Country Show Well Founded Expectation 
of Sustained Business Activity During 1925 


By ARCHER WALL DOUGLAS 


In Co-operation with the Research 
Staff of lle Extension University 


tire country and manned by more than a thou- 

sand experienced observers, has brought forth 
ample evidence of general belief that 1925 is to be a 
year of conservative prosperity. 

The most potent cause for this feeling is the en- 
hanced value of farm crops in 1924—$9,500,000,000 as 
compared with $8,727,000,000 in 1923 and $7,816,- 
000,000 in 1922. Not only was farm production larger 
than in 1923, but it was more evenly distributed, and 
prices were much higher for the most part. Further- 
more, prices of staple farm crops went still higher 
in January this year. 

The effect of the greatly increased income to the 
farmers of the United States has been felt particular- 
ly in the wheat-growing states of Kansas, Oklahoma, 
Nebraska, the two Dakotas, Minnesota, and Montana, 
and in the cotton-raising sections of Arkansas, Okla- 
homa, Mississippi, Alabama, Georgia, Tennessee, and 
Florida. Texas was already in fine feather with two 


\ RECENT dragnet of inquiry, taking in the en- 


great crops in succession and the inhabitants of the 
Lone Star state are mostly engaged in sitting on top. 
of the world. 

Not only has this increased income to farmers added 
to the purchasing power of rural districts, but it 
has enabled many farmers to pay off burdensome obli-~ 
gations accumulated during the recent years and to. 
place their credit standing upon a new foundation. 
All observers emphasize the farmer situation as the 
most important harbinger of better times during the 
coming spring and early summer. 


The Life Blood of Trade 
There is general agreement that our present finan- 
cial system is the basic support for a period of pros- 
perity, because currency and credit are:the life blood’ 
of trade. During the past century, all of our destruc- 
tive panics, such as those of 1837, 1857, 1873, and’ 
1893, were largely the result of a defective currency. 
We had partially remedied the situation when the last: 

(Continued on page 25) 
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There Are No Old Feet, 
Any More 


ANY a traveling man is a better judge of 
M. the shoes that a community ought to have 
than the shoe merchant himself. It is for 
that reason that many traveling salesmen are 
deep in the confidence of their customers because 
they won’t let a merchant buy a number that isn’t 
right, even though he has the preference for it. 
Wider opportunity for observation of public de- 
mand is given the salesman and he senses the call 
for youthfulness in footwear. Here is a good ex- 
ample. 

A middle-aged couple came into a Florida store. 
The man was wearing a pair of black kid high 
shoes, perfectly appropriate back in Pennsylvania, 
but entirely out of place with his new lightweight 
clothes, wide ribbon banded hat and sporty cane. 
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The clothing rig was right for Pa, so was the time 
and place, but the shoes were out of the picture. 
Ma had been looking around observing what other 
men were wearing so there was nothing to it but 
Pa must have a new pair of sport shoes. He hadn’t 
arrived at the golf stage, but a pair of white buck, 
tan trimmed, crepe sole oxfords made him feel 
twenty years younger. You should have seen him 
strut in his new shoes. 

When Ma’s turn came to get fitted her black 
kid oxfords looked out of place. The spirit of 
youth in attire, the warm sunshine and particu- 
larly what other folks were wearing, made her a 
ready customer for a pair of low, covered heel, 
comfortable, yet dressy straps, of a color that 
blended well with her clothes. 

There is the reason why old folks’ styles are not 
shown anywhere through Florida. 

You can take this observation for its practical 
indication of what is ahead this summer. The 
summer season is the time for more brightness 
in clothes. We are going to see more colors in both 
women’s and men’s costuming. We are learning 
to be a better dressed people and this early ob- 
servation of our traveling representative in 
Florida has its bearing on later opportunities fur- 
ther North. 

The target at which spring and summer foot- 
wear is aimed is that magic range of years from 
fifteen to thirty—with youthful feet, making 
magic with dancing, golf, sports and even walking. 
There is always a place for shoes of comfort— 
these we have with us always, but there is also a 
place for more shoes, smart shoes in harmony 
with the event and purpose to which footwear is 
applied. Are we not just stepping into a new foot- 
wear era—one with more pairs for more purposes ? 


The Young Man’s Fling 


N men’s shoes news comes to us that the 
“drug-store-cowboys are going strong for the 
square toe, light tan oxford and they want them 
with leather heels so that when three or four of 
the boys come down the street together they make 
more ‘noise than a pack of mules going over a 
wooden bridge.” 

The young men are having their fling and if it 
means more shoes, so much the better. Back in 
the days when high toes and Barry’s Pup lasts 
were signs of vigorous youth, it took courage to 
wear them in the face of foot conservatism. But 
the more the shoes were criticized, the more they 
were worn. 

The same holds true of balloon bottom pants. 
The more ridicule heaped upon them, the more 
likely the national adoption of them as an emblem 
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of youthful rebellion. Balloon last shoes are a 
similar fling at precedence. If young men want 
shoes bulky and large, brutal looking, with clat- 
tery heels, for profit’s sake let them have them. 





Buy Right and Start Right 


HEN the N. S. R. A. adopted as a style plat- 

form for the year “national experience 
proves that too many numbers from too many 
sources of supply weaken the stock turnover, in- 
crease liability, and bring about duplication of 
stock detrimental to profitable management, and 
divide the year into too many unprofitable sales 
periods” it took a national step forward in making 
the merchant a better distributor and incidentally 
gave us a theme for the beginning of a series of 
remarkable human-interest stories on how buyers 
buy. The first appears in this issue. 

“One of the secrets of Mr. Bush’s success in 
merchandising is that he places his orders with a 
very limited number of manufacturers—not more 
than twenty all told, including men’s, women’s 
and children’s lines. He orders one grade of shoes 
from each manufacturer, giving him all orders in 
that grade, and by so doing makes the orders 
worth while to each manufacturer, and eliminates 
getting duplicated grades. In that way good 
service is gotten in return for a worth-while vol- 
ume of business for the manufacturer.” 

To the merchant who wants to know more 
about “how to buy” we will set out a few guide 
posts from other merchants’ experiences, for buy- 
ing is the biggest factor in selection of the right 
merchandise for subsequent sale and profit in 
money and prestige. All the high pressure sales- 
manship in the world won’t move goods bought in 
error of style or size, material or grade, or for 
the wrong purpose or price. Buy right and start 
right. 


Do You Know Leather? 


HEN a bright shoe merchant puts into his 

advertisement the fact that “I know leather 
and if you want belts or bags, shoes or gloves 
come and see me” it indicates that he is capitaliz- 
ing his knowledge of leather. The customer gets 
assurance of an authority on leather and what it 
will do, not the mumblings of a parrot behind a 
counter who repeats what has been told him with- 
out actual knowledge of the goods. President 
Moffatt of the Tanners’ Council increases our 
common knowledge of leather when he says, “If 
you don’t eat meat, you can’t have leather. We 
can’t mine hides. If we could, when there was too 
much leather, we’d stop mining hides. We can’t 
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control these supplies. All the hides and skins of 
the world make all the leather of the world and 
they make nothing else. There were required in 
the United States last year the hides and skins of 
ninety million animals. Imagine this procession, 
headed by nine million heavy beef cattle whose 
hides go for sole leather, belting and harness. 
Then come twenty million cows and another 
twenty million calves and beyond them forty mil- 
lion goats. All these for upper leather. 

“These animals are familiar enough but there 
are others in the procession, strangers from many 
foreign lands—kangaroos, thousands of them, 
curious, interesting specimens; caribou, water 
buffalo, East India buffalo, horses, asses, goats.” 

President Moffatt says that too few floor sales- 
men know the difference between kid and calf or 
can tell one from the other in a pair of shoes. If 
this is so it’s about time that store education be 
made practical with more emphasis on materials 
and what they will do and less on the whims of 
women. The merchant with his leather goods as a 
side line is stepping ahead in service. The clerk 
with a knowledge of materials is building cus- 
tomer confidence as well as increasing his selling 
totals. Let’s learn leathers. 





Out of the Fog 


N those parts of the country where f.o.b. means 

flung overboard, going-to-sea terms are often 
used as a parallel for experiences ashore. Every 
high noon on board ship the captain “shoots” the 
sun and after him the first mate and the navi- 
gating officer, and the results are set down as to 
the latitude and longitude of the day. Not one 
man’s opinion, but several. The average taken, the 
position of the ship is found. 

There is a story told of a nervous woman aboard 
ship who pestered the life out of the captain dur- 
ing three foggy, stormy days. The final question 
was “Do we always have a fog here?” The captain 
replied, “How the H do I know, I don’t live 
here.” What a parallel in both of these instances 
to operating a shoe store! So many stores are run 
on the “hunch and hunt” system. Styles are “by 
guess” and “by gosh.” Can more stores be brought 
to a realization that methods of stockkeeping are 
available for the asking, that simple systems are 
easy to operate and invaluable, that a true inven- 
tory is the only safe inventory, that knowing 
where you are every day and every minute is 
better than navigating in the fog of doubt? Know 
the facts about your business. Learn how now. 
Get out of the fog—mentally and-financially—for 
there is opportunity ahead for those who plan, 
and plan and plan. 
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The Hobo with a Dollar Teaches an 


Advertising Lesson 


Ad-Visor Checks Up on Interesting the Man in What 


CERTAIN soldier of 
A fortune, considerably 

reduced in the ranks, 
in fact a hobo, always car- 
ried in his pocket a dollar to 
avoid the inconvenience of 
being hailed as a vagrant 
should he inadvertently be 
side-tracked by a “side door 
Pullman.” He said it works 
like a charm, for who can be 
called a vagrant with a dol- 
lar in his pocket; sufficient 
for a regular train fare out 
of town; enough to buy a 
meal; enough for a night’s 
lodging, even? 

The necessity for ready 
cash in the case of this man 
was unusually poignant in 
view of the fact that appear- 
ances led to the questioning 
of his being a man of af- 
fluence with a “dollar in his 
pocket.” 


A High Premium on 
Appearances 


But if anybody ever placed 
a high premium on appear- 
ances it was this knight of 
the road, because they were 
so hard to attain under a 
nomadic mode of living. 

Perhaps as a direct oppo- 
site to this is the case of the 
average shoe store’s custo- 
mer within easy reach of 
sartorial excellence, yet lack- 
ing in the finesse of individ- 
ual appearance. America is 
well-dressed as a_ nation, 
which proposition should 
suggest nothing more to the 
shoe merchant, for example, 
than that his customers can 
afford to buy good things. 
The average customer has 
the same difficulty in keeping 
each part of this wardrobe 
on an equality with regard 
to condition and style. 


Standards‘ vary ; with some they,are low, with others 
high; some are thoughtless; some have the wrong con- 


Helps to “‘Make Him’”’ 





“The kindof 
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‘The Kind of Men I Pick”’ 


For a series of this type the leading men of the 
town can be called upon to give their ideas of 
what type of men they hire and how they judge 
a man for themselves. This idea has been used 
with success and is worth any merchant’s con- 
sideration. The story would run something like 
this, for example: 


“The men who come to me for an opportunity 
of working with this company are as varied a 
lot of men as ¢an be imagined, but I have never 
once, I feel safe in saying, failed to see turn up 
in a man the very qualities that I looked for 
after sizing him up. You can tell a thrifty man by 
his clothing. You can tell by the cut of a man’s 
coat whether or not he’s of big calibre. You can 
almost tell how orderly a man’s brain is by the 
way his necktie is tied. 

“If a man makes the right first impression on 
me I feel sure he will make a good impression on 
others, and that’s the kind of men I want around 
me. Some may say I lay too much importance on 
a man’s appearance, but in years of experience I 
have found a man’s appearance much more exact 
than his tongue. It’s a very peculiar thing.” 


ception of what clothes really 
mean; some are lacking in 
the sense of propriety, but 
have opinions that are “set.” 
Opinions and ideas change 
as easily and quickly in 
America as water runs down 
hill. 


Relation of Shoes to Health 


To change opinions or 
mould ideas requires what 
might be called the educa- 
tional type of advertisement. 
It isn’t trite to lay emphasis 
on the necessity of construc- 
tive thought-bearing adver- 
tisements. 

Somewhere, sometime in 
selling anything there must 
be a full explanation of an 
article’s value, either writ- 
ten or spoken. Nothing will 
sell itself, words must be 
spoken. It is their selection, 
or their proper selection, 
that makes advertisements 
highly profitable. 

Words alone are easy to 
gather together. Unless they 
are used to express an idea, 
better not use them. In gath- 
ering the idea, shoes are 
many-sided in value; their 
construction, their material, 
their looks are accepted as a 
matter of course until given 
prominence through words. 
A shoe can pinch a foot and 
thereby endanger health. A 
shoe can be of material that 
fails to resist the elements 
thus proving a liability to 
the wearer. Or, a shoe may 
fall short of required ap- 
pearance get “on the wear- 
er’s nerves” in which case 
health is hurt (some say nine- 
tenths of sickness is caused 
mentally, and some of the 
sickest people’s troubles can- 


not be traced to any tangible ailment). 


Going on to results of any deficiency of health it is 
a well-known fact that the slightest “off” thing will 
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spoil the day for most people. Its slightness makes it 
all the more serious because of the difficulty of ac- 
tually placing it. 


Why Men Need Education 


It has been said that about the only place a man 
feels absolutely comfortable and at ease is in bed. The 
moment he gets up the troubles of the day flock to his 
side and be begins to feel uncomfortable; by the time 
he reaches the breakfast table he begins to feel on the 
defensive; and by the time he gets onto the sidewalk 
on the way to work he feels he is forced to fight life’s 
battle. 

He needs the moral support of everything about him 
to keep his optimism working. A man may scoff at the 
idea of what he wears affecting him in the least, but 
that’s only because of the difficulty in placing such a 
thing. We know how vitally a woman’s clothes affect 
her. 

Then, it requires more thought to direct a man’s 
attention to the importance 
of clothes—shoes, princi- 
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pally, in this case. 


The Signs of Ability 


But having ability, a man 
usually expresses this at- 
tribute in his manner of 
dress. There is one class of 
men who look upon those 
who are fine dressers in an 
impersonal way. The thought 
never occurs to them that 
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money, knows how important it is to look well. The 
hobo, for example, clings to the dollar to keep free of 
entanglements with the law for he knows he’s bound 
to be taken at “face value.” And maybe the moral effect 
of the dollar which works on the inside of the man and 
puts an éndependent sparkle in his eye and gives pur- 
pose to his step takes the place of “fine feathers.” 

That’s what we are working on today—the moral 
effect of clothes on the man. The presentation of the 
idea is the thing. 

Once this idea has been put across it will be 
smoother sailing. 





‘‘Business (Not Monkey-Business) 
for 1925” 


Cincinnati—From all indications, the local commit- 
tee which held a meeting at the Hotel Havlin, Wed- 
nesday, February 4, to discuss and lay plans for the 
Ohio Valley Shoe Retail 
Dealers’ Association Con- 
vention to be held in Cincin- 
nati on March 2, 3, and 4, at 
the Hotel Sinton, intend to 
make this convention very 
profitable to the members 
who attend. Unlike other 
years the convention this 
year will be dominated by 
educational features, and re- 
tail shoe merchants will get 
many new ideas and sugges- 











tions that they can use in 





the very clothing worn by 








their own stores. To remind 





the men who seem to bristle 





them of their aim at all 





with personality and all 
that the term implies will 
be just as readily sold to 
them as to the other. 

It has taken a long time 
and a great many words to 
provide a setting for the 
original advertisements on 
these pages, but you can’t 
approach the subject with- 


STREET 


Your Name Herr 











out traversing the ground 
covered here. 

First the merchant sets up 
a hypothetical case and then 
works it right through to a 
conclusion. When the adver- 
tising founded upon such a 
proposition appears it car- 
ries a sincerity and sound- 
ness that impels men to 
think. And to make men 
think is the hardest job in 


the world. 
us 


Back to the Hobo Again 


But any man who’s been 
out of work, possessed only 
of shabby clothes and no 


‘‘How Do You Feel?” — 


When everybody at a function wears black 
shoes or dinner coats but you? It’s like being the 
first to wear a straw hat. Few men get by with- 
out getting into just such a situation, some time. 

But that isn’t why one should rush the next 
day for a dinner coat or patent leather shoes. 
A man can look as much out of place with a run- 
over heel on the street as he feels without black 
shoes at a formal affair. The great business of 
life is living up to the position one holds. Some- 
body the other day suggested uniforms for all of 


But you don’t need uniforms. You need the 
kind of shoes we sell and clothes that equal them 
in quality—and you're “fit” —you’ll tell the world. 
Quality talks, not. louder, but much more con- 
vineing than anything else. 


times, the committee has 
adopted the slogan: “Busi- 
ness, not Monkey-Business, 
for 1925.” 


Editor Taft to Speak 

One of the committee’s 
biggest assurances that they 
will accomplish their purpose 
is the fact that they were 
fortunate enough to secure 
William Nelson Taft, editor 
of The Retail Ledger, who 
is nationally known as a man 
who “says something.” His 
interest to every one and his 
message will be one of vital 
topic will be “The Itinerant 
Peddler or Canvasser vs. The 
Retailer.” 

Mr. Taft has made quite 
an analysis of this problem, 
and will point out ways in 
which the established retail 
merchants can compete suc- 
cessfully with the house-to- 
house canvasser. 


TOWN 
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Here’s a Sane, Sensible Merchandising 
Plan for Hosiery 


From Address Delivered Before the 
Pennsylvania Shoe Retailers’ Association 


By C. FRED BIKLE 
Of Hagerstown, Md. 


necessity to the retailing of shoes. How many 
times have you men had customers, when deciding 
on a shoe say: 

“I wonder if I can match that in hose,” or, “I like 
that shoe but before I decide I believe I will go out 
and see if I can get hose to match. If I can’t, I don’t 
want the shoe.” 

She goes out and perhaps she cannot find a hose to 
match, or she may get into another shop looking for 
the hose and that shop happens to carry shoes also, 
and there she not only finds the hose but sees another 
good looking pair of shoes and not only purchases the 
hose, but her shoes there also. 


Hosiery Makes Shoe Sales 


You men who do not carry hose do not realize how 
many shoe sales are lost by not doing so. How easy it 
would be for you to have said: 

“Yes, madam, we can match that shoe 
for you in our hosiery department. We 
point to carry all shades of hosiery to 
shoes.” 

The psychologists declare 
that one of the normal re- 
actions to the word “shoes” 
is “hosiery” or “stockings.” 
So, the dealer who does not 
capitalize on this reaction 
with his customers is simply 
losing out where nature has 
prepared the way for more 
business. 

What more natural place 
to look for hosiery than in 
the place where the shoes 
they buy to wear with them? 
It has developed that the re- 
tail shoe stores, selling ho- 
siery, are finding their 
hosiery department is one of 
the most profitable in the 
store, especially when the 
department has the back- 
ground of a well-established 
and well-conducted business, 
and is well managed and well 
stocked. 


Costs Less to Sell Hosiery 
than Shoes _ 


I want to quote at least 


| CONSIDER hosiery not only an essential, but a 


right here 
make it a 
match our 


Hosiery in a highly artistic setting—few shoes 
and hosiery to go with them shown in the win- 
dow of Yager’s Bootery, Grand Rapids, Mich. 


one shoe store, which in their hosiery department, 
finds that its hosiery business is 20 per cent of their 
gross business with the following comparative per- 
centages: 

Selling expenses—hosiery 4 per cent; shoes 8 per cent. 

Depreciation (of stock bought) hosiery, 1 per cent; 
shoes, 7 per cent. 

Turnover (based on monthly inventory) hosiery, 
seven times; shoes, two times. 

Percentage markup—hosiery, 33 per cent; shoes, 
32 per cent. 

There are shoe stores that can show a better com- 
parison, and some less, but this is a good average. I 
have found the following principles worked best in 
my own individual shop: 


1—Concentrating upon one featured line. 

2—Featuring the hosiery department at the front of 
the shop. 

8—Suggested selling by the sales person when sell- 
ing the shoes. 

4—F requent buying—rapid turnover. 

5—Prominent displays and advertising. 

In selecting your featured 
line, it is best that you con- 
sider the class of trade to 
whom you sell your shoes. 
If you are selling only a good 
grade of shoes and your 
shoes have always meant 
quality to your customers, 
then your featured line of 
hosiery should of necessity 
be good quality and I should 
say full-fashioned, for it is 
to these customers that your 
hosiery must appeal. 


The Best Location for 
Hosiery 


Probably 75 per cent of 
the retail shoe stores have 
found it best to place the 
hosiery department on the 
side near the front entrance 
of the store. This location 
gives it the best chance to 
be seen and makes it easier 
for the salesman who has 
just sold shoes to escort his 
customer there on her way 
out. 
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As much of the hosiery business done in shoe stores 
is on a “suggested” basis, it is not advisable to have 
the hosiery department difficult of access. Some shops 
find it profitable to give the sales people five per cent 
on all hosiery ‘sales they make. Especially is this so 
when a new hosiery department is just added. 


Concentration Spells Success 


Generally speaking, the fewer the number of lines 
carried, the cleaner the stock, and the more frequent 
the turnover. Try to concentrate, as it makes for better 
service in deliveries, enables you to keep track of your 
stock with less effort, and entitles you to the privilege 
of buying in small lots and reordering frequently. 
This is not only a distinct financing advantage, but 
your colors are newer, the stock fresher, and of course, 
the turnover more rapid. 

Always keep hosiery on display in the most promi- 
nent places you have. They are a great help to your 
window trimmer in brightening up his display, for 
shoes alone, even now in their brighter colors, make 


we TN 
Oo aes 
me 


Men’s novelty half hose for spring from the line 
of Onyx Hosiery, Inc. 


lifeless displays without some other brighter merchan- 
dise to help out. Make hosiery stand out prominently 
in all your advertising. 

Another thing I think ought to be followed—that 
is, not to sell matching hosiery if it is possible to 
avoid it. If you match hosiery to shoes, a washing of 
the hose, or a cleaning of the shoes, is sure to change 
the colors and the customer will be displeased. I think 
it best always to try to sell either contrasting or blend- 
ing colors. 

That hosiery is essential you know, and if you don’t 
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think it profitable, just try it in your shop. There is 
no better time than this spring to start, for with the 
short skirts and the pretty shoes, they must have good 
looking hose and lots of them. Your hosiery depart- 
ment, I am sure, will not only pay your rent but then 


‘a 
a 
ay 


A mock seam silk “bobbed” stocking from the line 
of A. Kommel & Son 


some. Hosiery in a retail shoe store is not only essen- 
tial, but is profitable, and necessarily good business. 





Columbus Plans Shoe Club 


Columbus, Ohio.—The Ohio retail shoe merchants, 
shoe manufacturers and shoe travelers were enter- 
tained by the retail shoe merchants of Columbus, at a 
dinner at the Chittenden Hotel, Friday, February 6. 
The object of the get-together was to discuss the feasi- 
bility of forming a Shoe and Leather Club; also for 
the amalgamation of the three branches above men- 
tioned, into a single body, with attractive headquar- 
ters; these headquarters to be at all times open to 
buyers and visitors. 

John J. Baird, president of the National Shoe Re- 
tailers’ organization made a very strong talk in favor 
of the new project, as did Austin Herman of Chilli- 
cothe, past president of the Ohio Valley Shoe Retailers’ 
Association. A temporary organization was effected, 
the officers of which will draft a constitution and by- 
laws and submit them at a later meeting. Temporary 
officers are: 

Ralph Watters, president; Perry Smith, vice- 
president; George Hackenburg, secretary; and Harry 
Zavitz, E. J. Keefe, Joe Ryan, B. C. Ween, J. J. Kalten- 
brun, J. Warren Murray, Louis Bamberger, and 
George F. Scholl, directors. « 
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Report on Production of Boots and Shoes 
by Months in 1924 : 


Washington, D.C., February 6, 1925.—The Department 
of Commerce announces the following information on the 
production of boots and shoes in 1924, by months, with 
comparative data on total production for the years 1924, 
1923, and 1922. 

The total production of boots and shoes during the 
month of December, 1924, based on reports received 
from 1,072 manufacturers, representing 1,193 factories, 
amounting to 24,602,393 pairs, as compared with 25,322,- 
211 pairs produced in November, 30,825,998 pairs in 
October, and 27,715,872 pairs in September. The total 
production in 1924 was 313,230,157 pairs, as compared 


with 351,114,273 pairs in 1923, and 323,876,458 pairs in 
1922. 

The December production included 7,198,063 pairs of 
men’s shoes (high and low cut, leather), 1,750,813 pairs 
of boys’ shoes, 7,518,035 pairs of women’s shoes, 2,719,252 
pairs of misses’ and children’s shoes, 1,830,901 pairs of 
infants’ shoes, 552,497 pairs of athletic and sporting shoes 
(leather), 330,865 pairs of shoes with canvas, satin, and 
other fabric uppers, 1,919,334 pairs of slippers for house 
wear, and 782 ,633 pairs of all other leather or part-leather 


footwear. 


Production by Months with Comparative Data for 
1924, 1923, and 1922 








December 
1924 


Kind 
1924 


November | 


Number of Pairs 


Uctober | September | 
1924 1924 | 





1924 1923 1922 





. 124,602,393 
. |21,017,064 
7,198,063 
1,750,813 
7,518,035 
2,719,252 
1,830,901 
552,497 
330,865 
1,919,334 


Boots and shoe s, total. . ; 
High and low cut (leather, ) total. 


Boys’ and youths’...... 
Misses’ and children’s. . 


Athletic and sporting (leather)... .. ~ 

Canvas, satin, and other fabric”... . .. 

Slippers for house wear. 

All other leather or part-leather 
footwear 








782,633 


(25,322,211 
21,739,005 
6,991,851 
1,714,290 
8,500,379 
2,660,677 
1,871,808 
367,197 
289,860 
2,153,763 





772,386 


323,876,458 
280,366,192 
89,984,065 
21,631,905 
105,367,667 
39,443,554 
23,939,001 
8,448,308 
6,739,339 
(3) 


28,322,619 


313,230,157 
268,588,804 
84,662,857 
20,273,524 
104,135,469 
35,693,923 
23,823,031 
5,852,574 
6,259,692 
23,014,780 


351,114,273 
299,349,336 
100,282,892 
22,238,666 
109,676,409 
40,135,924 
27,015,445 
6,433,693 
8,346,705 
(3) 


36,984,539 


30,825,998|27,715,872 
26,822,115|24,264,843 
8,333,007) 7,592,349 
2,161,717) 1,793,012 
11,107,746) 9,951,500 
3,132,313) 3,009,460 
2,087,332) 1,918,522 
467,583; 351,914 
420,998) 512,622 
2,325,113) 2,017,820 














790,18°| 568,673) 9,514,307 








1 Revised Figures. 2 Excludes rubber-soled footwear. 


3 Included in “All other leather or part-leather footwear.” 


Production by Months, January to August 








N umber cf Pairs 





Kind 
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Jan uary | 


fk ebruaryv 


March 


April 


Mav 


June | 


July 


August 





Boots and shoes, total. . . 
High and low cut (leather), 


Boys’ and youths’... . 
ll i 
Misses’ and children’s 


Athletic and sporting (leather). 
Canvas, satin,and other fabric’ 
Slippers for house wear........ 
All other leather or part- leather 
footwear .. Fess 


-. \26,497,156 





23,143,655 
7,869,978 
1,713,841 
8,234,384 
3,315,688 
2,009,763 

567,797 
449,045 
1,461,203 





875,456 


26,831,908 


22,995,151 
7,344,367 
1,501,174 
8,793,274 
3,296,708 
2,059,628 

766,161 
441,900 
1,739,782 





888,914 


28,864,463 


24,607,249 
7,550,263 
1,618,538 
9,894,179 
3,269,422 
2,274,847 

661,720 
741,692 
1,934,934 





918,868 


28,003,791 


23,460,449 
6,723,044 
1,664,060 
9,285,991 
3,398,107 
2,389,247 
677,915 
894,229 
1,865,477 





1,105,721 


25,240,153 


21,040,224 
6,086,713 
1,490,851 
8,145,484 
3,139,399 
2,177,777 

490,031 
819,250 
1,956,915 





933,733 


22,463,660 


18,636,641 
5,646,670 
1,521,557 
7,075,643 
2,696,424 
1,696,347 

410,975 
563,030 
1,984,745 





868,271 


21,389,498 


18,569,984 
6,148,567 
1.545,294 
6,910,150 
2,344,017 
1,621,956 

239,694 
347,611 


25,473,054 


22,292,424 
7,177,985 
1,798,377 
8,718,703 
2,712,456 
1,884,903 

299,092 
448,590 





1,692,388 


539,821 


1,963,306 


469,642 








1 Excludes rubber-soled footwear. 
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The Rising Tide of Confidence 
(Continued from page 17) 
panic, that of 1907 came on. Later on, we established 
the Federal Reserve System—without which our finan- 
cial structure would have been a mere house of cards 
in the trying days of 1920-1921. 

A currency must represent substantial values. It 
must be more than merely a promise to pay. An irre- 
deemable currency carries with it the taint and con- 
tagion of dishonesty in the promises it is unable to 
fulfill. Business done under such conditions of unsound 
currency invariably sinks to a lower ethical level of 
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be evident that the general public is generously par- 
ticipating in stock transactions, or else there would 
not have been from one to two million shares bought 
and sold each day, excepting Saturdays, from Novem- 
ber 5, 1924, to January 12, 1925. Stock market prices 
as a whole have gone steadily upward, with industrials 
leading and with only occasional recessions, probably 
staged for the special benefit of the large number of 
speculators of whom it is said that “one is born 
every minute.” 


Bonds did not share in the upward movement of 
stocks in the latter part of December. They eased off 


practice, with the Govern- 
ment itself setting the pace 
of irresponsibility. 


Europe Slowly Recovering 


That is why the only sure 
test of economic recovery in 
the European nations to-day 
is found in the gradual res- 
toration of European cur- 
rency to par value. The 
steady upward trend of for- 
eign exchange is the most 
hopeful evidence of the per- 
manent and genuine “come- 
back” of Europe. 


Plenty of Bank Credit 


The soundness of our own 
financial system is one of 
the best promises of the per- 
manence of the improve- 
ment that is already in 
evidence. 

Time was when the abun- 
dance of bank credit now 
available in the United 
States would have proved an 
irresisitible temptation to 








Confidence Is Well Founded 


“The strain that runs thru the reports 
of the observers from all sections is that 
of the solid foundation upon which rests 
our confidence in the future,” writes Mr. 
Douglas. “It is marked in the Far West 
and Pacific Slope where abundant rains 
and much snow in the high mountains 
have given cheer and courage after the 
long, destructive drought. It is prevalent 
in the Southwest where cotton is abun- 
dant, in the wheat growing sections of the 
Great Plains, and in the industrial dis- 
tricts of the East where production and 
employment alike are growing. 

“Confidence in the stability of current 
business conditions is founded upon the 
underlying strength of the financial, agri- 
cultural, and industrial situations. With 
a few local exceptions, we can now say 
with confidence that an era of at least 
moderate prosperity is at hand, tempered 
by general aversion to a sudden boom, 
It is unlikely that activity this spring 
will again exceed the ‘speed laws’ of 
economics, but will travel along at a sane 
and careful rate, retaining the pick-up 
that has come in recent months.” 








slightly, due principally to 
the firming up in money 
rates. But bonds’ went 
higher early in January. 

Corporate financing dur- 
ing December totaled $544,- 
722,000 compared with 
$449,267,000 during Novem- 
ber. Foreign loans crossed 
the billion dollar mark in 
1924. 


Our Trade Balance Grows 


Our large increase in ex- 
ports of merchandise during 
the last quarter of 1924 
came largely in response to 
our foreign loans and the 
rise in foreign exchange, 
which, together with a short- 
age of foreign wheat, sent 
total exports up close to the 
one and a half billion dollars 
for the final quarter-year of 
1924. Imports did not rise 
proportionally, and our bal- 
ance of trade for the year 
was about one billion dollars. 

Sooner or later, our very 


runaway speculation, with 

its consequent collapse. But recent advances in commod- 
ity prices have come in response to a healthy increase 
in demand. We now know that a great amount of 
available money and credit need not necessarily cause 
inflation of prices—not unless business men are dis- 
posed to purchase excessive quantities of goods in 
order to profit merely by their rise in value. 

The swelling volume of demand from consumers 
and retail dealers, which is more and more in evidence 
as the days lengthen, is largely to fill up broken stocks 
of merchandise which are everywhere reported to be 
very light. There is no longer any hesitation in order- 
ing, because there is no longer any apprehension about 
the future; there is no immediate prospect of falling 
prices. 


The Stock Market 


There is the apparent paradox in the course of the 
current stock market, which has exceeded all other 
“bull” markets of the past in the number of shares 
traded in and in the high level of prices. It seems to 





large accumulated balance 
of trade will have to be taken back in goods other than 
gold. Our imports of merchandise will have to increase, 
and our costs of production will have to be in line to 
meet foreign competition. 

There is, however, no reason to doubt that we shall 
continue in the future, as in the past, to enlarge our 
market boundaries and to strengthen our position in 
foreign trade. It is true that wages in this country 
are far higher than in European countries, where our 
chief competitors for the world’s trade are located. 

It is encouraging to know that we have in general 
been able to hold our own in the sale of any fabricated 
materials in foreign markets wherever we have once 
established a demand. This, also, is not altogether due 
to large-scale machine production, although our 
methods of production do make possible high wages 
and relatively low costs per unit of product. 

A long, dry, warm fall resulted in a 30 per cent 
greater yield of cotton than in 1923. The price fell 
from an average of 36.30 in December, 1923, to an 
(Continued on page 28) 
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First row, left to right—C. H. Githens, President A. C. Association; Geo. M. 


Spangler, manager N. S. R. A.; James L. Scanlon, president N. S. T. A.; Lee 

Reineberg of York, Pa., president of Pennsylvania Association; and Roy Walter 

of Wilkesbarre, Pa., director of Pennsylvania Association. Second row—C. J. 

Mensch, Pittsburgh, treasurer, Pennsylvania Association; John J. Baird of Colum- 

bus, Ohio, N. S. R. A. president; Geo. M. Garman of Philadelphia, Pa., secretary 
and M. H. Neuwahl of Altoona, Pa., director. 


Co-operative Advertising Brings Results 
in Pennsylvania 


City convention of the Pennsylvania Shoe Re- 
tailers’ Association was to the effect “that all 
of the good features of the co-operative advertising 
campaigns be made available to merchants throughout 
the middle Atlantic region and that further efforts be 
made to continue the service, for the service gives 
promise of great good in gaining public confidence.” 
What Pennsylvania has done in the way of co- 
operative publicity beneficial to all merchants can be 
done by other states through their local associations. 
Undoubtedly President-elect George M. Garman will 
extend the same privileges of co-operation to other 
states. 

Co-operative advertising has been tried in a faint 
way by a number of communities, but none has suc- 
ceeded as well as the Pennsylvania Shoe Retailers’ 
Association. The four-fold purpose of the general 
newspaper campaign is to educate the public to wear 
better shoes, to wear more shoes, to wear correct foot- 
wear and to purchase from reliable shoe merchants. 
This co-operative effort has been in practice for a 
period of two years and is on the way to further de- 


O« of the resolutions adopted at the Atlantic 


velopment through the Middle Atlantic states of Penn- 
sylvania, New Jersey, Maryland, Virginia and District 
of Columbia. 

C. F. Harwood in speaking of the co-operative work 
in advertising said: 


Good Footwear Is Cheaper 


“The educational campaign prepared by this as- 
sociation at a cost approximating $500 has a four-fold 
purpose. It was designed and written to educate the 
public to wear better footwear, more footwear, correct 
footwear and to purchase from a reliable shoe mer- 
chant. 

“Let me take the first reason: To educate the public 
to wear better footwear. Throughout the copy is men- 
tioned the fact that it is cheaper in the long run to 
buy better footwear, that good footwear outlasts and 
outlooks cheaper footwear. 

“The second and third reasons dovetail rather close- 
ly,—to wear more footwear and to wear correct foot- 
wear, for by wearing correct footwear they naturally 
will wear more footwear, in addition to the fact that 
two pairs of shoes worn alternately will outwear 
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three pairs worn consecutively. This is stressed quite 
often throughout the copy. 


Why Buy From A Reliable Merchant? 


“Reason No. 4—to purchase from a reliable shoe 
merchant—this reason is stressed in every ad. Every 
ad carries a State Association emblem. It is a trans- 
parent sign to be placed on the window; attractively 
gotten up in colors. Every ad carries the State Associa- 
tion emblem and the copy calls attention of the reader 
that good, reliable shoe merchants have this emblem 
in their windows. 

“These, briefly, are the reasons why the campaign 
should be used. As to the reasons why you should, as 
retailers use it, first of all is the fact that you all 
want to increase your business. This advertising will 
help do that, because each ad ties up to the emblem 
which should be on your window. 


Co-Operation Decreases Cost 


“Second, you want to become known as one of the 
group of shoe retailers who stand above the rabble. 
Third, you want to be recognized as a good shoe mer- 
chant who knows styles and correctness of footwear 
for the occasion. Fourth, by grouping 5, 10, 15 or 50 
men according to the number of shoe merchants in 
your town you divide the cost of newspaper space 
into such small portions that it costs you very little to 
run the ads. 

“For instance, in a town the size of Johnstown, Pa., 
let’s say the rate is $1 a column inch. In Johnstown 
there should be 14 merchants who could contribute 
to this campaign. Each ad measures 14 inches. That 
means each ad would cost each merchant $1. 


How To Educate the Public 


“The fifth reason is that you should, as a good shoe 
merchant, help to educate your public to wear good 
footwear, and that it is cheaper in the long run to have 
good footwear. The next is to show that you are an up 
and doing merchant, who is striving to get ahead by 
working on the foot. This is a pun but is, none the 
less, a good reason. The 
public appreciate a mer- 
chant who shows every 
evidence of trying to do his 
best. 

“The Pennsylvania Shoe 
Retailers’ Association em- 
blem on your window will 
give you standing in your 
community. This is especial- 
ly so if you are located in 
one of the smaller towns or 
cities. Why do some of your 
citizens go to the city to 
shop? Because they may lack 
confidence and think you 
cannot supply what they 
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How To Put On the Campaign 


“Now, to go about arranging for such a campaign. 
In the first place, get your group of shoe merchants 
together; in the second place decide what paper or 
papers you will use. You all know the rates charged 
by your local papers and can figure the cost. Ads are 
196 lines, 14 inches. 

“The Association will furnish mats or electros if 
your paper cannot use mats. Most of your smaller town 
newspapers will take this business on a contract basis, 
but in some of the larger cities—Pittsburgh, Philadel- 
phia,—they may make a flat rate and if they do this, 
it can be handled by an agency at no cost to you; they 
look after everything for you. But if you are in one of 
the smaller towns and our agency can be of any assist- 
ance to you in any way, we will be glad to give you our 
service gratis in addition to the cuts, the emblems, and 
anything else connected with the campaign.” 


Typical Ad Copy Used By P. S. R. A. 


The Pony Express Rider changed mounts every so 
many miles. Perhaps he rode one from Cheyenne to 
Laramie; another from Laramie to Medicine Bow. 
One horse, hardy as the western mustangs were, could 
not have stood the pace—it soon would have become 
exhausted. 

That is just the way it is with a pair of shoes. If 
you wear them continuously, from home to work and 
from work to play, they soon become exhausted. But, 
if you have several pairs—a pair for each occasion— 
they last indefinitely, give you greater satisfaction, 
more economy and better appearance. It is an estab- 
lished fact that two pairs of shoes worn alternately 
will outwear three pairs worn consecutively. 

Ask the shoe merchant who has this emblem on his 
window. He will gladly give you reliable advice on 
footwear problems. 

* * * 


“DARNED GOOD BUSINESS.” 


The average business man is hard-headed—sound of 
judgment. He’ll buy tires for his car on the basis of 
satisfaction and length of 
wear he gets out of them; 
he’ll hire help on the basis 
of utmost production for 
what he pays. But, does he 
buy his footwear on that 
basis? 

Some men do and some 
don’t. Some know that good 
footwear costs less than 
poor footwear—that it gives 
them greater satisfaction 
and longer wear—that they 
get the utmost in appearance 
and comfort out of good 
footwear—that is “darned 


Harry I. Boyd, Lancaster, Pa. merchant, quits good business” to buy good 


want. They wonder if you “Tolling his own.” Instead, as style show director footwear. And to be sure 
are up-to-the-minute in at the Atlantic City convention of the P.S.R.A., they are getting good foot- 
styles, ideas, etc. The em- he rolls the models on the Boardwalk ina rolling wear, most men buy from a 


blem will give confidence. _ chair. 


good shoe merchant. 
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The Rising Tide of Confidence 
(Continued from page 25) 
average of 23.85 for December, 1924. But prices re- 
ceived for the 1924 crop, considered along with the in- 
creased size of the crop, have given the growers a 
good return of profits. 

The reduced cost of raw cotton is reflected in lower 
prices of cotton fabrics which has put the consumer 
into a buying mood. Hence come the reports from all 
observers that cotton mills all the way from New 
Hampshire through the South Atlantic states to 
Florida are employing more men and working longer 
hours. 

Coincident with this increase in domestic activity 
came a brisk demand for raw cotton from abroad that 
took one million more bales of cotton from August 1, 
1924, to January 1, 1925, than for the corresponding 
period of the previous year, thus much more than 
making up for the falling off in domestic consumption 
of 166,000 bales during the same period. 


The Wool Textiles Situation 


Observers in the Far West single out sheep raising 
as being, at present, the only profitable part of the 
live-stock industry. Prices of raw wool advanced 30 
per cent during 1924, and give promise of going still 
higher. Over 25 per cent of the domestic clip for the 
coming spring has already been contracted for. There 


promises to be a prolonged scarcity of raw wool, for . 


it takes several years for the sheep population to add 
appreciably to their numbers. ¥ 

Prices of sheep are now $8.12 compared with $6.56 
a year ago, while the comparative figures for lambs 
are $14.88 against $12.03. The wool textile industry 
therefore finds itself in that plight from which cotton 
textiles are just emerging. Although woolen mills are 
fairly active on orders for early shipment, the con- 
sumer is still standing pat in his resistance to higher 
prices for wool clothes. 


Silk Industry Going Strong 


Silk textiles continue the upward movement which 
has characterized them since their low point last 
spring. Prices for genuine raw silk have reacted from 
around $5.00 per pound in May to $6.80 in December. 
Imports of genuine silk for eleven months ending No- 
vember, 1924, were 44,868,465 pounds compared with 
45,433,901 pounds for the same period of 1923. But 
1923 was the high-record year for imports of silk. 

There seems no limit to the demand for artificial 
silk. The silk mills as a whole are running at 85 per 
cent of their capacity. 


Steel and Iron Production 


Everywhere in the East, and in the Central West, 
and in northern Alabama and Tennessee, the observers 
tell of steadily increasing output of steel and iron 
products accompanied by rising prices as one of the 
most reliable indications of better times. Increased 
output of steel and iron products is generally re- 
garded as one of the surest harbingers of what will 
follow in other lines of manufacturing. 
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Increased Output of Nonferrous Metals 


Reports from the Rocky Mountain states, and from 
Michigan, Missouri, Kansas, Oklahoma and California 
tell of larger outputs of copper, zinc, and lead, in re- 
sponse to higher prices. 


The Railroads Hold Their Gains 


In 1924 the railroads performed 7 per cent less 
freight service, 4 per cent less passenger service, and 
they received about 5% per cent less revenue than in 
1923. Yet they had about the same net income in both 
years because of drastic reduction of expenses in 1924. 
This they were enabled to do largely because of their 
great addition of equipment of all kinds in 1923. 

Among the important factors that give substantial 
grounds for confidence in the future, a large propor- 
tion of the observers include the prompt deliveries by 
the railroads, which makes possible a faster turnover 
of merchandise. 


Building Continues Unchecked 


The generally good outlook for building during the 
coming year is one of the principal reasons advanced 
for well-founded confidence in the future. There is 
greater promise of construction ‘in the agricultural 
regions where crops were good than at any time since 
the war. Likewise in the industrial cities of the Cen- 
tral West and the East, a shortage of housing for 
workingmen is reported. 

An important aspect of the situation is an increas- 
ing tendency of wage earners to invest in small and 
moderate sized homes on the fringes and in the sub- 
urbs of the great cities. This tendency is fostered by 
plentiful funds available for investment in real estate 
mortgages. 





Augustus O. Bourn Is Dead 


Providence, R. I., Feb. 10—Augustus O. Bourn, 
prominent figure in the rubber industry and governor 
of Rhode Island from 1883 to 1885, died in his 91st 
year recently. He established a rubber plant at Provi- 
dence in 1892 under the style, the Bourn Rubber 
Company. The business was incorporated in 1902 anc 
Mr. Bourn was president and manager. Prior to or- 
ganizing the Bourn Rubber Co., Mr. Bourn was in- 
terested in the Providence Rubber Co., which merged 
with the National Rubber Co., today known as the 
National India Rubber Co., and a part of the United 
States Rubber Co. system. 

Today the Bourn Rubber Company occupies a city 
block while a secondary plant, built for manufacturing 
tires, takes up another block. For years the concern 
devoted its output chiefly to footwear under “Bourn” 
and “Goodyear” patents. 

Two sons, Augustus O. and Stephen W. were as 
sociated with him in the Bourn Rubber Co. Mr. Bourn 
was an ex-officio member of the board of directors and 
executive committee of the Rubber Association of 
America and was second president of the New Eng- 
land Rubber Club, the predecessor of the Rubber As 
sociation. 
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An Easter trim, flowers being generously used to associate their frag- 
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rance with something new in footwear for the season. Hosiery is also used 
in a suggestive way for matching or contrasting. The permanent back- 
ground is touched with color by the displays. 





Allied Interests Annual Dinner 
February 24 


New York, Feb. 12.—There is great interest in the 
fifth annual dinner of the Allied Shoe and Leather 
Industries of Greater New York, which is to be held 
February 24 in the Grand Ball Room of Hotel Com- 
modore. . 

The general committee includes: Louis Robertson, 
representing the leather industry, general chairman; 
F. L. Armstrong, secretary-treasurer; Justus Latte- 
man of the John J. Latteman Shoe Manufacturing Co., 
representing the shoe manufacturers; Percy E. Hart 
of Cammeter representing the retail shoe merchants; 
and P. J. Watson of the Lounsberry-Mathewson Co., 
representing the traveling salesmen. 

There are several sub-committees. On these commit- 
tees are A. Gabriel of S. Capezio, and newly-elected 
president of the Retail Shoe Dealers’ Association of 
New York, and Maurice Miller of I. Miller & Sons, 
for the retail merchants; Walter Gibbs, Fred Foster 
and Mr. Redford of the Central Leather Company, for 
the leather interests and Walter Weill of S. Weill & 
Company for the traveling salesmen. 

Good progress on the arrangements and distribution 
of tickets was reported at a recent committee meet- 
ing. The early reservations are coming in well, and 
expectations are that more than 800 shoe and leather 
men will gathér for the dinner. 





Texas Associations Plan for Big 
Attendance 


Fort Worth, Texas, Feb. 3—One of the indications 
pointing to prospects for a very interesting and in- 








structive program for the joint convention of the 
Texas-Oklahoma Shoe Retailers’ Associations and the 
Southwestern Shoe Travelers, to be held at the Texas 
Hotel, Feb. 23, 24 and 25, is the fact that four floors 
have been reserved for displays. 

A new feature is a banquet scheduled for Sunday 
night, Feb. 22. The Southwestern Shoe Travelers’ As- 
sociation will be host at this occasion. The program 
calls addresses on current merchandising problems. 
There will be open forum sessions and plenty of enter- 
tainment features. 

L. E. Langston is general chairman and E. C. Jor- 
dan, vice-chairman and secretary-treasurer of the con- 
vention committee. 





Woman Wins Leather Puzzle Contest 


Hundreds of answers were received from shoe sales 
men, manufacturers, retail merchants and _ whole- 
salers throughout the country in response to the recent 
crossword puzzle published by the Barnet Leather 
Company. The winner was Mrs. Harry E. Grower, 
wife and partner of Harry E. Grower, the well knowr 
retail shoe merchant of Keene, N. H. Mrs. Grower 
was awarded a beautiful skin of “Sunset” calf. Re- 
sponses were received from practically every state in 
the Union and many: came from Canada. 





Showing Foreign-Made Footwear 
New York—Foreign-made footwear continues to be 
played up here. Both in advertising and window dis- 
play the John Wanamaker store is exploiting both 
French and British made footwear for women. Saks 
& Company, in their Fifth avenue store devoted two 
windows to the display of English oxfords for men. 
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The 
Style Leather 
of America~ 


‘Kaffor “Kid 


Sold by the {eading Manufacturers 
to the Best Merchants 








The Comfort of Kid— 
The Stability of Calf 


Men are more and more demanding COMFORT in 
shoes—more comfort than the average calf leather 
affords. 


They are also demanding shoes that retain their shape— 
more so than is possible with kid. 

3 Shoe Stores of Style Leadershi 
The wants of the majority can most fully be met with : ‘ 
KAFFOR KID—the increasingly popular leather with 


these outstanding characteristics: 


(1) Extreme fineness of grain 

(2) The wearing and non-scuffing qualities of 
calf 

(3) The softness of kid 

(4) Mellowness and softness assuring per- 
manent fitting qualities 


Made in Black, Arab Tan and Morro Brown. 


~ . ~ . . 800—Bro Kaff Kid Blucher, 
The Goding Shoe Company’s No. 800 is one of the many $Bree Arch Last, Corrugated Steel Shank, Inside Leather 


- 4 oe - , First Grade Only. Goding Shoe C ; 
fast selling Kaffor Kid shoes made by leading manu- a nape ae a dea te aan tt 
facturers. 
Writ f Writ f booklet . Center of Ph ineighiel apie inesing Gesin--Brass ond 
rie us Jor any rité Jor 000Rté arket Streets, 
information desired “*The Story of Leather’ 
about leather Sent Gratis 


| Onto feather Comp axuy 


Girard ~ Ohio 


“This is a Calf Yéar” 


When writing to advertisers please mention Boot anv SHot RecorvER 
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CINONNATI 


FOR STYLE ~ QUALITY~ SATISFACTION 


There is a place in every shoe 
store in the United States 
for a Cincinnati-made line. 
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Fashion’s Newcomer 


The shoe of today is a newcomer in fashion 
and in order to keep apace with the style trend 
it must be subject to variation. 


Cahill’s Catchy Creations, while staying with- 5172 
in fashion’s trend, present authentic footwear _ Presented in Popular Shades of Kid for 


designs to those merchants who are leaders in a Bed 
. ‘ Also pleasing in the newer shades of Satins 
fashion, making them easy to sell. with trimmings to match. 


THE CAHILL SHOE CO. 


CINCINNATI 


When writing to advertisers please mention Boor anv Suox Reconper 
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Your folks are the World's 
Best Spenders—Only, You 
have to Sell ‘Them 


Ni ews and nieces are the best ies 
in the world? They are natural born 
buyers. They spend millions of dol- 
*‘ lars a year on soda water and chew- 

| ** ing gum. They crowd the movies 
nightly by the millions. What they can't pay for 


today, they buy anyhow and pay for during the 
next year. Folks that don’t seem wealthy enough 


tobuy a mouth organ have in fact a cabinet phono- 
graph. Folks that dont 
seem wealthy enough to 
have the phonograph are 
actually in possession of 
an automobile. Americans 
have the world’s highest 
standard of living — they 
are theworld's best spenders. 

And your store is situated 
somewhere along this road 
Continued on Page 38 
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Good | 


shoes.... 
build steady Sales 


You don't have to be told this—just re- 
minded. 


A remarkable feature of our business is the 
consistency with which our customers’ indi- 
vidual orders are growing and ‘‘repeating. 


These customers are simply building a steady 
business on good shoes. 


We attribute this to four factors: 
1. Workmanship (best) 
2. Style (authentic) 
3. Price (proper) 
4. Service (conscientious) 


STANLEY DUTTENHOFER SHOE CO. 


DORIS STEP-IN PUMP Cincinnati 


Patent Vamp, Apricot Kid Quarter. 
Made in McKays and Welts. 





Complete line on display at the Ohio 
Valley Retail Shoe Dealers’ Association 
Convention Cincinnati, March 2, 3 
and 4. 











STANLEY 
DUTTENHOFER SHOES 
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les <9 


When writing to advertisers please mention Boot AND Suor Recorper 





February 14, 1925 


Seat 


RE, Se 


BOOT AND SHOE RECORDER 


IN. oN JAS JF 3 


Made in our own factory 


STYLE is the big secret! The Newest and Most Alluring designs are in command. 
The American young woman is vigorously modern and demands a like quality in the foot- 


wear she wears. The 


brilliance o 


tomorrow’s fashion holds her eye and touches her 


. Look at these four designs, made by ourselves in our own plant at Lebanon. They will 


stand your exacting inspection and win your 


raise. Let us show you sample pairs and if you are 


interested in popular-priced flexible McKay shoes that are NEW, you’ll be mighty glad you sent for them! 


No. 8508 $3.45 


Tan Russia Calf “Airiest’’ 4-Button 
Pump. 4-row cut out front with 
inch-wide side cut-outs. 13/8-inch 
leather heel, rubber top lift. Flexi- 
ble McKay sewed, single sole. 
4/8; C, 3144/8; D, 3/8. 


No. 8507 $3.35 


The “‘Airiest™ in all black Patent. 
Widths and sizes as No. 8508. 


Ooo 


No. 8726 $3.15 


Tan Russia Calf *“Turole’’ One-Strap 
with matched grosgrain ribbon side 
tic. 13/8inch leather heel, rubber 
top lift. Flexible McKay sewed, single 
sole. B, 4/8; C, 3144/8; D, 3/8. 


No. 8727 $3.15 


The “Turole™ in all black Patent. 
Widths and sizes as No. 8726. 


Ooo 


No. 8787 $3.25 


Rich Brown Kid “Archery” Three- 
Strap. Imit. Tip, 13/8-inch leather 
heel, rubber top lift. Comfort last, 
flexible McKay sewed, single sole. 
B, 4/8; C, 3344/8; D, 3/8. 


Black, No. 8797. 


Ooo 








No. 8726 





An order placed now is certain 
of delivery at the right time! 


No. 8778 $3.45 


Tan Russia Calf “Gypsy” 2-eyelet 
Tie with 6-row cut-outs, silk lace, 
13/8-inch leather heel, rubber top 
lift. Flexible McKay sewed, single 
sole. A, 4/8; B, 344/8;C, 3/8;D,234/8. 


No. 8776 $3.45 


The “Gypsy” Tie in 8/8-inch low 
heel. B to D. 


Ooo 


No. 8777 $3.45 


All black Patent “Gypsy” 2-eyelet 
Tie with 6-row cut-outs, silk lace, 
13/8-inch leather heel, rubber top 
lift. Flexible McKay sewed, single 
sole. A, 4/8; B, 314/8; C, 3/8; D. 
2144/8. 


No. 8779 $3.45 


The Patent “Gypsy” in 8/8-inch 
low heel. B to D. 


OOO 


No. 8797 $3.00 


Black Kid “Archery” Three-Strap 
with imit. Tip, 13/8-inch leather 
heel, rubber top lift. Comfort last, 
flexible McKay sewed, single sole. 
B, 4/8; C, 3%/8; D, 3/8. 


Brown, No. 8787. 


Oo 
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Trade Mark 
Reg. U. S. Pat. Off. 
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Note These 5 Reasons 
Why You Should Stock 


The New 


B. W. 4-STRAP 
The Arlington CORRECTIVE SLIPPER 


A jeunes outdoor slipper in Naco 1—Exceptional arch-fit. 

calf, patent or in striking combina- =e : 
en 2—The style of the latest novelties. 

can make prompt delivery. 3—All year-round seller. 

In McKay with cov- $4 QE 4—-Value never depreciates. 

ered heels Fan He e 5—We carry the stock—you get the turnover. 


Welts, 50e. more In black kid, neat and trim, with fitting qualities possessed by few slippers. In 
stock, ready to ship, net 30 days. 
No. S—405 
AAA 5-9 B3%-9 AA 5-9 C 3%-9 
A49 D3%-9 


$5.20 
Write for Sample or a Run of Sizes 


B. W. OXFORDS 


No. S—400 No. S—403 No. S—404 
BLACK KID OXFORD BLACK KID OXFORD BROWN KID 
(Arch Corrective) OXFORD 
AAA, 5 -10 B,3%-10 AAA,5%10 B,3%-10 (Arch Corrective) 
AA,5 -10 C,3 -10 AA,5 -10 C,3%-10 AAA,5%9 B,3%9 
A. 4%-10 D,3 -10 A.4 -10 D,3%-10 AA,5 -9 Cc.3 -9 
E.4 -10 E.,4 -10 A, 4 *- , 


he ROTH SHOE™|a 


CINCINNATI + 
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"Higher 


Mount The Daily 
Sales On Our 
BALLOON LASTS 
April 15 Now 
ck Being The Earliest 

Delivery Date 





And what a knock-out this little step-in 

PAIRS “Darcy” pump pattern is. Selling in all- 
over patent—tan calf vamp and patent 
quarter—Patent vamp and black or 
colored satin quarters. 


The Dorothy, exemplifies everything that is neat, . 
wer. graceful and pleasing to the eye—yet extremely 
practical. pry soy ORIGINAL 
— attractive in Satin, 
kid trim, allover BALLOON LASTS 


> 334-9 patent vamp, black 
or blond satin quar- 


vali At Correct, Thats Al” 


Louis heel. 
; le 
IF President 





ID 
9 
- s 
43 Walk and Be Healthy 
Tae: Vonnauom, LawRencE Co, 
4 STATION & 
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Continued from Page 33 


where money flows so readily. You 
look out the window and see Mrs. 
Johnson pass by. The Johnsons have 
just spent $150 on a radio set. Can't 
you sell them shoes? Next you watch 
Mrs. Peters drive past. The Peters 
folks have just traded in their four 
for a six—are they too poverty 
stricken to invest in footwear? Of 
course not—they have the two essen- 
tials in any sale—money to spend and 
willingness to spend it. And, till all the world 
goes barefoot, your product is one of their necessi- 
ties of life. 

True, you have to sell them—you can't sit 
back and wait for them to flock in waving bills 
at you. Some shoe men complain that the auto 
salesmen are ruining their trade. Well, an auto 
salesman can cut into a storekeeper’s trade, no 
doubt—but if the storekeeper turns salesman, too, 
— if he puts forceful and consistent and intelligent 
effort back of his selling (like the auto salesman 
does) he can get ten dollars for a pair of shoes 
quicker than the auto man can get a thousand 
for acar. If he carries shoes that women want: 
if he employs salesmen who know how to sell 
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the shoes correctly; and if he advertises himself to 

his community and gives a real inducement for 

trading with him, he'll have prosperity and success. 

American folks are Post Graduates in the college 

which teaches that Money is a circulating com-- 
modity. It’s circulating, all right—now it’s up to 

you to make it circulate your way. For the man 

with something to sell, the United States of 

America i is the best place in the world to be. And 

you re there—so, wear a smile. 
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Turning a Shock into a Sale... 


So often when a woman is sold on the fit and appearance of a fashionable shoe, 
the price gives her pocketbook a shock—and the sale is lost. 


But these Holters’ Style McKays were made to turn that shock into a sale. 
Women like the looks of these shoes—they fit perfectly—and the price you 
name is considerably less than is usually asked for such fashionable footwear. 
The “Beaumont,” with its new and charming two-tone effect—and many 
others equally attractive, are priced to retail profitably at from $6.00 to $8.50. 


“Right shoes ‘at right prices” is an old slogan—and these style McKays 
prove it. 
N.B. We make a line of lower priced Holters’ McKays, too. These are manu- 
factured in our Plant No. 2, Louisville, Ky. 


THE HOLTERS COMPANY, Cincinnati 
(Branch of The United States Shoe Company) 
New York Office 


Chicago Office Minneapolis Office 
210 Security Building 723 Boston Block 1404 Bush Terminal Building 
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wus d 
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“A little something in the 
whipped-cream line’’... 


That's what women want in their spring footwear— 
shoes that are light and delicate and graceful. Of 
course, that’s what they've always wanted, but this 
spring they are getting it more than ever. 


Take the “Drau,” for instance—a shoe with all the 
sheer simplicity of the new mode, and yet with an at- 
The Drau tractive and unusual strap effect that’s pleasingly 


distinctive. 


A turn shoe—light and airy—trim and fashionable— 
invite it to pay a short visit to your store and it will 
pay a long visit to a satisfied patron who will come 
back to you for something more of the same. 


The Val Duttenhofer Sons’ Company 
Branch of the United States Shoe Company, Cincinnati 
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cp Seeing America First.... 
with The Red Cross Shoe 


If you were to start up in the northeast 


corner of the United States and visit every 
town where The Red Cross Shoe is sold, 
you could come. home and start a travel- 
ogue lecture series on ‘Seeing America.” 
The Red Cross Shoe is carried by The 
Boston Store, Portland, Me., and by 
Lipman, Wolfe < Company, Portland, 
Oregon. 

You would find it at Blyn’s, New York, 
and at The Emporium, San Francisco. 
It is at home in Mannheimer’s, St. Paul, 
and at the Maison Blanche, New Or- 
leans, and en route from one city to the 
other you might stop at St. Louis and 


there you would find the Red Cross Shoe 
at Stix, Baer and Fuller. 

For The Red Cross Shoe, made over the 
famous “Limit™’ Lasts is a national shoe, 
nationally advertised, and known by wo- 
men everywhere. 

If there is no merchant handling The Red 
Cross Shoe in your town, you have the 
opportunity to introduce a shoe with a 
national reputation. It is a shoe that will 
bring you the consistent, steady, “repeat” 
sales in which lie your greatest success. 


Look for it! 
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A big four-color adver- 
tisement in The Ladies’ 
Home Journal for April 
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The Krohn-Fechheimer Company 


(Branch of The United States Shoe Company, Cincinnati, Ohio) 
Pacific Coast Representative: Saul Berner, 418 Pacific pS i Francisco, Calif. 


New York Office: 1404 


Bush Terminal 





When writing te advertisers please mention Boor anv Suoz Recorper 











February 14, 1925 


BOOT AND SHOE RECORDER 


I g iN cd NN OAT 


The Nurmi of the 


Footwear World 
..Holters’ Rapid Trans-Kit 


Thisis Hol Ki = per 
today. Tse chose in thee ys Lene pe he ae to gi to give 
an idea of the inside of the °° 
selves, are c frequently in accordance with — 
policy of up-to-the-minute styles, leathers, and materials. 

Nurmi is the Finnish runner who always seems to finish 

first. He is in a class by himself—he holds the world's 

record for running a mile—and also holds the world’s 
records for almost every longer distance up to the 


marathon. 


o— ee CY 


And the Nurmi of the footwear world 
is the Holters’ Rapid Trans-Kit. It is a 
compact kit, containing eight up-to- 
the-minute models, shipped immedi- 
ately on request from our factory direct 
to you. You make your selections from 
these eight new numbers—fill out the 
handy order blank—send it back with 
the kit—and in from fifteen to eighteen 
days the shoes you have ordered will be 
on their way to you. That's speed— 
that’s service—that’s satisfaction. 

Of course, we pay carriage both ways— 
doesn't cost you a cent to have the kit 
sent to you. You examine the samples, 
make out your own order in your own 
store—at your own convenience—and 
we guarantee shipment in hardly more 
than two weeks from the date your or- 


months—but already merchants from 
all over the country have taken ad- 
vantage of its convenience and its 
speed. It is, of course, an additional 
service, not a substitute for our regular 
salesmen who will continue to make 
their usual calls. 

Send the coupon today—and the Rapid 
Trans-Kit will be on its way to you with 
eight new numbers, made to retail at 
popular prices, and that will move off 
your shelves with the same speed that 
they are moved to you. 





der is received. 
The Rapid Trans-Kit—The Shoe Ex- 
press—has been running for only a few 


The Holters Company 
(Branch of the United States Shoe Company) 
Sixth and Sycamore Streets, Cincinnati, Ohio ORE Repay 


Fa yak gh Of The Pita States Shoe on 


and Sycamore a Cincinnati, Ohio. 
Gentlemen: Please r Rapid T 
Kit with its line of ba latest cet these. - anal 
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Minneapolis Office 
723 Boston Block 





Chicag: ffice 
210 Security Building 
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/ Goa 3 
Dependable 


Shyles 
“CaS? 


yor or TWO AHEAD 


*“*THE SANTELLA”’ 


Will make a hit with the 
flapper because it is smart 
and different. We recommend 


li Pi . all R ‘ . 
Russia quarter with Patent Krippendorf’s shoes are recog- 
caso nized by the leading dealers of the 
country for their superior work- 
manship and fitting qualities, 


plus style and service. 


The Krippendorf Dittmann Co. 
Cincinnati, Ohio 
Style Quality Service 


“THE ADDIE” 


A Semi-Colonial concealed gore. 

Made of White Kid with 

Patent trimmed —— and 

cut-out saddle; also utiful 

in all over patent and Russia 

calf 

“THE ASCOT” 

Very smart strap creation 
with concealed gore. In patent 
leather, blond or apricot satin. 
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pC IN CINNATI¢ 


What Is Style? 


Si is good taste in dress. In women’s shoes 
it is largely a matter of opinion. 

There are many factors that go to make up correct 
style in footwear—but the safest as well as the 
easiest way for any merchant to solve the style 
problem—to keep abreast and ahead of the style 
demands in his community—is to associate him- 
self with a style authority manufacturer—and 
form his opinions from this manufacturer's recom- 
mendations. 

The Julian &@ Kokenge Company is regarded as 
style headquarters by hundreds of merchants who 
for many years have depended upon and success- 
fully featured J @ K shoes. 

J & K shoes reflect the newest tendencies in 

















fashionable dress always—but do not indulge in 
‘ extremes. ( 
J & K shoes are beautifully styled—but safe and 





sane. That is why they are so salable—and why so 
many merchants refer to J @ K shoes as the non- ’ 
inventory line. [] 
Ask us for further particulars—or better still allow & 
a J] & K representative to show you J] @ K 
authority fashions in shoes. 
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Ghe Julian So Kokenge Co- 


Makers of the famous Siok Girch Fitting Shoes for Women 
426 E 4th St. Cincinnati,Ohio. 
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“LOST a customer 


Customer: “I want a pair of comfortable boots for winter wear.” 
CLERK: “ How are these, sir? —sturdy, flexible, medium weight and built on the 
most comfortable last of the year.” 
Customer: “Fine, but let me have them with lacing hooks.” 
CLERK: “Sorry, sir, we don’t carry them with lacing hooks.” 
CusToMER (departing in haste): “Why do they take pains to make and sell a so-called 
comfortable shoe that doesn’t include the greatest comfort feature of all?” 


w 


Qf ape 
eyelets and lacing hooks 


TUBULAR RIVET AND sTUD COMPANY 
UNITED SHOE MACHINERY CORPORATION, Selling Agents, 205 LINCOLN STREET, BOSTON 
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NEW YORK 
106 Duane Street 


CHICAGO 
208-212 South Jefferson Street 





TOP NOTCH 
BUDDY BOOT 


Patented ribbed legs. 
Made in Men’s, Boys’ 
and Youths’ _ sizes. 
Made also in hip 
lengths, red or black, 
for men and: Storm 
King length for boys 
and youths. Stock No. 
160 for short boots. 


Top Notch Buddy Boots— 
the most distinctive of all 


MONG many competing distinctive 

brands, the Top Notch “Buddy” 
Boots are outstanding in quality and 
design. Dealers who carry these boots 
know that they can guarantee long wear 
and perfect satisfaction. Top Notch 
“Buddy” Boots have been thoroughly 
tested under the hardest wearing con- 
ditions and have always made good. 


Dealers that carry the Top Notch line 
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BEACON FALLS RUBBER SHOE CO. 









































are successful merchants. The Top 
Notch Cross prominently displayed and 
featured brings in big sales. The Top 
Notch price is low for such quality. A 
big 1925 advertising campaign carries 


. the story of the Top Notch line. 


Meet the demand for Top Notch Rub- 
ber Footwear. Get in touch with our 
nearest branch office and learn all the 
details about the Top: Notch line. 


Makers of Top Notch Rubber and Canvas Rubber Sole Footwear 









Dept. E2, Beacon Falls, Connecticut 
BOSTON 
241 Congress Street 


KANSAS CITY 
926 Broadway 









TOP NOTCH 


A GUARANTEE OF MILEAGE 
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MINNEAPOLIS 
426-432 Second Avenue, No. 


SAN FRANCISCO 
530 Howard Street 
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UNION MADE 





Concentration 
15 in the aay 


The uneconomic policy of buying 
here and there is being discarded by 
thinking retailers, who are awake 
to the safer and surer way to profit 
—CONCENTRATION. 


Weber Shoes afford the retail shoe 
merchant a basis of solid value and 
correct style on which he can build 
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my healthily and profitably for the 
“ future. 
\ To retail from $5 to $7.50 
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Arch Support Surgeon Oxford 


Stock No. B-604—Black Glazed Kid, 12-8 
Cuban Heel, Rubber Top Lift, Perforated 
Tip and Lace Stay, 8-Iron Edge, Arch Sup- 


rting Counter, Steel Spring Arch Sup- 
Porting Shank, Willard Lact. 
AA.4}¢9: A and B.49;C, Dand E. 3 349. 


Stock No. B-606—Same in Brown Glazed 
Kid. Same sizes =“ 


Dr. Darling Customers are i 
the Trade Everyone Wants _ | 


—the class of customers that never forsake the 
store—the women who buy regularly year after 
year. They insure repeat business and involve no 


end of season clean-up sales. { 
Retail shoe merchants everywhere are building a n 








most satisfactory and profitable business on the 
styles illustrated. Write for samples or salesmen 
and learn more about the exclusive features of Dr. 


Darling shoes and oxfords. f\ 
SHERWOOD SHOE COMPANY 
Originators lity McKays x fr 


ROCHESTER, N. Y. | i. 
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POSNER 


HOES 











Are Your Children’s Shoes Profitable ? 


‘healthy influence of the Style factor in Children’s Shoes has made the exclusive 
Chitten s Department a highly profitable enterprise. 





Dr. Posner’s Scientific Shoes offer exceptional opportunities for stimulating this 
class of business. These shoes embody exclusive and original patterns combined 
with a high quality standard of manufacture made possible in our modern Brooklyn 
factory. The line represents every type of shoe for equipping the most complete 
department: 


From Cacks to Growing Girls’, Little Gents’, Youths’, and Boys’ Shoes. 


No merchant can afford to overlook the value of the Children’s Shoe Department. 





We have a plan whereby you can build such a Department that will be the most 
profitable in your store. Let us tell you what it is. 


“The House Specializing in Shoes and Hosiery for Growing Feet Exclusively” 


D*A.POSNER.SHQES, Inc. 


140 WEST BROADWAY 
NEW YORK CITY 


When writimg to dlonithens pleme | mention Boor AND Sues RECORDER 








BOOT AND SHOE RECORDER February 14, 192% 


The Hand of Fashion 
Presents 


THe OrcHID 


‘Rare as the Orchid 


HEN in quest of loveliness in footwear come to 

Wichert’s Footwear Fashion Service, where artists and 
craftsmen are inspired to produce footwear so fascinating in 
line, material and appearance that women buy and buy and 
buy. Merchants tell us so from their experiences with the 
new lines of Wichert shoes. 


To create the Orchid we balanced proportions per- 
fectly—attached our patented fastener with its 
trim little belt loops and buckle, adjustable to all 
ankles—then, for exclusiveness, zigzag stitchings in 
colors of your selection. If you want smartness— 


the Orchid. 


WICHERT, Inc. 


Turns and Welts for Smart Feminine Wear 


New York Office, Marbridge Bldg. Atlantic and Schenectady Avenues 
34th and 6th Avenues Brooklyn, New York 
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Fine Needlework of Great Style Importance 
‘Demand for Brooklyn Made Footwear Due to Importance of 


Stitching in Fine Feminine Footwear 


iy’ <[7=] FEATURE of Brooklyn shoe- 
‘| making that is not nationally ap- 
preciated is the fact that fine 
needle work is obtainable through 
proximity of Brooklyn to a labor 
market experienced in stitching 
garments and having a proper ap- 
preciation of well stitched design. Probably no 
market in America has gathered together such 
trained workers. Scouts from the Brooklyn fac- 
tories are always in search of men and women who 
have nimble fingers, good eyesight and practical 
knowledge of what a sewing machine can do. 
The foreign laborer learns in the old country 
how to do delicate stitching, either by hand or ma- 
chine, and upon reaching America quickly gets a 
job in-some dressmaking or tailoring loft. Then 
that worker readily graduates into a shoe factory 
stitching room where accuracy of needle work on 
the power machine is necessary and with it speed 
of operation. 





Stitching a Big Feature In High Style Shoes 


Most every factory’s cutting room can cut up- 
pers in leathers and fabrics twice as fast as a stitch- 
ing room can continue the work. As a result every 
sewing machine must turn out its maximum 
amount of work so that a fair production can be 
maintained per day. 

It is this advantage that Brooklyn has in fine 
needle work that has made the stitching of shoes 
the big feature of high style footwear this spring. 
Brooklyn, realizing its superiority in that direc- 
tion, has encouraged patterns that include not only 
straight lines, but fancy zig-zag stitching in colors 
so that demand will come its way. Brooklyn en- 
deavors to make its grade of shoes acceptable in 
high grade stores by this fineness of factory work, 
based on the ability of its needle workers. 

In a season where the satins are so conspicuous 
in colors and in black, the importance of needle 
work is emphasized. Nearly every factory has one 
or more numbers made up in fabrics showing a 
technique of needle work that has been surpassed 
in shoemaking to date. Some of the styles out of 
Brooklyn are based on the skillful plaiting and 
basket weaving of silk ribbons as well as plaiting 
and folding in panels and inserts so as to produce 
types of shoes that are particularly suited to Brook- 
lyn’s advantage of being able to utilize skill of 
hand workers. 


Working Close With Garment Trade 


When it comes to shoes that can be died out with 
hundreds of holes per pair, Brooklyn isn’t particu- 
larly interested, because punching out holes is 
something far removed from stitching, folding 
and careful hand pressing. 

Brooklyn has since the beginning of the year ap- 
preciated its proximity to the great New York 
apparel market and any new shade in garments 
that has signs of popularity is being interpreted 
into footwear. This brought about the develop- 
ment of shades in satin ranging from fallow to 
penny, to bring about a little more exclusiveness 
in case the national demand for blond sweeps 
through the popular grade of footwear. The finer 
shades of kid ranging from canary and champagne 
through the pastel colors, bring in new opportuni- 
ties for exclusiveness and distinction in footwear 
on which Brooklyn can develop prestige. 


Average Price of Brooklyn Shoes Is High 


Although the Brooklyn market ranges in service 

from shoes that can be sold for $5.00 to shoes that 
are cheap at $25.00, the average standing 
of the factories is in foot- 
wear about $10.00 in price. 
Maintaining this high quality 
of workmanship, it is a natural 
thing for the market to feel 
that women throughout the 
country are more and more 
interested in well made foot- 
wear of the high grade. 


Brooklyn feels that its real 
market is in fine footwear 
from $10.00 up and to that 
end is using all of its talent in 
needle work, hand sewing, 
embroidery, fine _ braiding, 
skilled turning and good shoe 
making. 

The proximity to the 
New York market gives 
Brooklyn manufacturers an 
insight into garment tenden- 
cies and they have not been 
slow to avail themselves of the 
opportunity offered to design 
shoes which go well with pre- 
vailing dress modes. 
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Chas. S. Heath M. M. Masia 
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THE PRIMO SHOE MFG. CO., Inc. 


BROOKLYN, NEW YORK 


“HOW DO THEY DO IT?” 


New York Sales Office: 
Room 959 Marbridge Bldg. 
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TRADE 


Recognized! ee . 
As the Quality EST 


Leather Soft Sole W/ EIR 


Slippers Because of their 
MARK 


many Distinctive Features SLIPPERS 


At the Atlantic City style show of the Pennsylvania Shoe Re- 

tailers’ Association they made many new friends and secured 

the orders of many new merchants. But what pleased us most “Of the Better Grade 
was the favorable comment from merchants already carrying oe 
““Best-Evers’’ who placed substantial repeat orders because for the Better Trade 


they have found them selling freely all year round. The final 
confirmation of the justice of the slogan— 


Enduring Quality Builds Enduring Trade 


There is a ““Best-Ever’’ Salesman in every state. One will see 
you soon—sooner if you say the word. 


Manufactured and Distributed Solely by 


Best-Ever Slipper Co.Inc. 


BROOKLYN == “NEW YORK Sivte oA 
= Boudoir Pump 


























Main Office and Factory Chicago Office: 
75 Fron’ Street Lees Bldg., 19 So. Wells St. 
Brooklyn, N. Y. Rep.—Mr. M. E. Hattenbach 
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The “Chantilly” 


An Exclusive Origination! 





One of our popular patterns that is 
particularly notable for its trim and 
dainty appearance, as well as fine fitting 
qualities. Another typical example of 
Barlin style supremacy. 


Our Mr. M. Barlin will leave on 
February 25th for a five weeks’ trip 
through his territory with an entirely 
new line of Spring and Summer Crea- 
tions. May we suggest that you wait and 
see what new ideas we have developed. 
— will surely find it’ worth your 
while. 


BARLIN BROS. 


Manufacturers and Creators 


11 EMERSON PLACE, BROOKLYN, N. Y. 





No. 597—Black Suede with 
patent trimming.13/8 Military 
Heel. Also obtainable in any 
other leather or combination 
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‘She Cinderella’ 


Buckle 


Smart—Easily Ad justed—Practical 
are the three things which make the “Cinderella” a de- 
sirable addition to any buckle type of shoe. If you want 
a demonstration of these facts, ask for samples and try 
them out on some of your own shoes. 

Your customers will like them! 

SPECIFY “CINDERELLA” BUCKLES WHEREVER 
BUCKLES ARE REQUIRED 


EASTERN TOOL & MFG. CO. 
129-147 Bloomfield Ave. - - BLOOMFIELD, N. J. 
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White—Always 
in the Fashion 


Especially So This Year 


Recent reports from Florida and 
the southern Summerlands give 
positive assurance that white 
footwear and white in combina- 
tion will be in high favor this 
year. Foresighted merchants are 
elas ere tele cemastt macme:tiamelceer tare 
by liberal orders for shoes of 


Cavendish White Russia Calf 


and 


White Velvetta Suede Calf 
Je lebelas.ecbel.obeu Othe el= a Ger 


Manufacturers of Fine Calf Leathers 


106 Beach Street ma Boston, Mass. 
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Cushman-Hollis Consens 
Leading Makers of White Shoes 
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another white year 





HITE footwear, the safe line to buy. 
Three facts strengthen our faith in 
white shoes: 


The present popularity of white foot- 
wear at the winter resorts. 


Pastel shades having been decreed by 
Fashion for women’s summer ap- 
parel, white shoes will naturally 
have an added vogue. 


The volume of orders already placed 
with our factory in anticipation of 
an unusual white demand. 





Cushman-Hollis Company offers a little more 
in value and style than is ordinarily found in 
white numbers. 


ollis Go 


Factory and Home Office 
Auburn, Me. 





Salesrooms: Albany Building 
Boston, Mass, | 
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You Can Get 


USKIDE Quality 
Only in 
Genuine USKIDE 


— you specify USKIDE be sure 
you get USKIDE. 


Genuine USKIDE has the name USKIDE 
embossed on each sole. 
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USKIDE 


Dealers in every part of the country SOLE . 
A$ | 


keep on reporting the added selling value 
and wearing value that USKIDE Soles give 
their shoes. 


More consumers, too, asked for and ) 
got genuine USKIDE soled shoes in the 
past twelve months than in any previous 
year—and that’s saying a lot. 


The shoe buyer is beginning to know 
that it pays him to look for the name 
USKIDE on the sole. 


It will pay you to specify and to make 
sure that your shoes are soled with 
USKIDE, the wonder sole for wear. 


USKIDE soled shoes will be extensively 
and forcefully advertised again this year. 


United States Rubber Company A fit partner for an USKIDE Sole 
1790 Broadway New York is the famous “U.S.” Spring-Step 


Sole and heel stocks in our following branches: Heel—a better heel to walk on. 


Boston Chicago New Orleans New York St. Louis 
Pittsburgh Portland, Ore. Los Angel San Franci 











USKIDE Soles 
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HE success of the novelty 
gaiter has been very marked 
in shoe stores throughout the 
country during the current winter 
season. This condition has been 
more pronounced this season than 
a year ago, when the front lacing 
style, featuring the automatic fast- 
ening device, made its advent. It 
sold well last year, but not nearly 
so freely as during the present time. 
The fact that the front lacing 
gaiter style met with such pro- 
nounced success this year as a rub- 
ber foot covering is more signifi- 
cant than louking at it from merely 
the sales point of view. It testifies 
that there is constant opportunity 
for interpolating a style angle to 
gaiters, particularly women’s styles. 
Novelty styles in gaiters were com- 
mon before the present season but 
the interest for them was not any- 
where near so pronounced as this 
year. The reasons are obvious. The 
automatic lacing device is practical 
as well as styleful and neat-appear- 
ing. 

Many novelty types in gaiters 
died early deaths because, in apply- 
ing style element, it did not play 
any part in the utilitarian value of 
the article. The gaiter style ele- 
ments and those entering into con- 
sideration in shoe designing are 
decidedly different. 


Possesses Adjustable Qualities 


Besides considering the value of 
the most popular novelty from the 
style angle, many rubber men point 
to the fact that the front lacing 
pattern comes nearer to approach- 
ing the old reliable four-buckle gai- 
ter as an adjustable style than any- 
thing that has been brought out 
since the advent of the latter style. 

The novelty gaiter has been given 
a good deal of prominence in many 
ways by the retail shoe merchants. 
They have been displayed in win- 
dows with shoes and widely adver- 
tised in daily papers, business pa- 
pers and national magazines. This 
is all attendant to the fact that 
there is room for sensible and prac- 
tical style in the galosh type of rub- 
ber foot coverings for winter wear. 

The success which has greeted 
the automatic lacing gaiter is in- 
dicative that the public is receptive 
to style in rubber footwear, and 
is willing to pay a reasonable price 
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Style Big Factor in Gaiter Demand During 
Current Season 


for it. It also stresses the value of 
providing an impetus for market- 
ing through the medium of individ- 
ual and national advertising and 
displaying in stores. 


Philadelphia Reports Big 
Run on Galoshes 


Philadelphia, Feb. 9—The heavy 
suows of a real old-fashioned Janu- 
ary caused such a heavy run on 
galoshes that all records have been 
broken. Local merchants in rubber 
footwear say that during a two 
weeks’ period in January they sold 
more galoshes than throughout the 
entire 12 months’ period preceding. 
All stocks of galoshes, both those at 
the facteries and those in the hands 
of jobbers were cleaned out by the 
rough weather. The situation was 
rendered more acute by the fact 
that at the same time that Phila- 
delphia was struggling with this 
sort of weather, Chicago, New York, 
and Boston were also hit by storms, 
thus making impossible the shift- 
ing of stock from one city to an- 
other to meet this unusual demand. 
Rubbers also enjoyed a considerable 
spurt as a result of the bad weath- 
er, but their sales did not nearly 
approach the proportions of the 
business in galoshes. 





Retail Salesmen Hear 
Personality Talk 


Boston.—Hon. Thomas A. Mul- 
len, lawyer and orator, was the 
chief speaker at the meeting, Feb- 
ruary 2, of the Boston Retail Shoe 
Salesmen’s Association. Mr. Mul- 
len told of his shoe business heredi- 
ty—spoke of the “re-creation” 
which was brought about in a man 
from recreation and a meeting with 
men in a similar line of work; that 
a successful salesman, or a man in 
any other calling may attribute his 
success, 80 per cent to personality; 
that as we are in a “Jazz” age and 
one in which color plays an import- 
ant part—that salesmen _ should 
study the styles of men’s and wom- 
en’s garments. 

One new member was admitted. 


The salesmen reported that 3,000 
folders telling about the work of 
their association had. been distrib- 
uted from their booth at the N. S. 


R. A. convention, and that many 
congratulatory letters have been 
received by them as pioneers in a 
constructive work for the trade. 





Makes Shoes for Dress 


Boston, Mass.—The Taylor Shoe 
Company of Brockton, Mass., a 
branch of E. E. Taylor Company, is 
presenting, through a newly organ- 
ized corps of salesmen, a line of 
men’s shoes for dress occasions es- 
pecially designed for large city and 
volume retail shoe merchants. This 
line is designed to meet what is 
now realized to be a most impor- 
tant range of prices—$6.00 to 
$8.00. The shoes are presented as 
the best- type of Brockton work- 
manship, and the leather used is of 
corresponding quality. 

The firm name under which these 
shoes are sold has been adopted, we 
are informed, to emphasize the fact 
that they are produced by a sepa- 
rate and distinct organization, and 
in no way interfere with the lines 
which E. E. Taylor Company has 
produced for the jobbing trade for 
a good many years, all of which 
will continue to be produced in 
well-known grades and by their 
established methods. 


Arthur W.: Paine is Dead 


Holbrook; Mass.—Arthur W. 
Paine, former shoe manufacturer, 
and prominent town official legisla- 
tor and bank president, is dead. 
When a very young man, he en- 
tered the shoe manufacturing busi- 
ness with his father, the firm being 
known as The Whitcomb & Paine 
Shoe Co.; later on, he entered the 
shoe manufacturing business with 
Howard Platts, as the Paine Shoe 
Co. He retired a number of years 
ago from this line of activity. 








New Department at Piqua, 
Ohio 
Piqua, O.—The Uhlman’s As- 
sociated Stores operating the Uhl- 
man Shoe Store at Fremont, O., 
will open a new shoe department in 
the J. W. Brown Store here March 
14. C. A. Partee, who has been 
manager of the Fremont store, will 
be the proprietor here, and only 
women’s and children’s high grade 
shoes will be carried. 
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You can handle 
a rubber rush 
| in half the time 


vil! ASTICS | 


femme. She New Sdea in Rubbers 


——— 


Febri 





ing. Make profits certain—and cut out 
losses. 

Lastics will do this. Lastics are univer- At 
sal fitting rubbers—the flexible sole auto- at 
matically conforming to the shape of the tic 
shoe—one pair fitting a wide variety of sta 
lasts. , 

With Lastics, you can handle a rubber tra 
rush in half the time it takes with old style Se: 
rubbers. Your stocks are alwaysclean—no suc 
oddsand ends left over—and nocustomers att 
turned away becausethey cannot be fitted. of 


Clerks seldom pick the wrong rubber— thi 
just one try-on—a pleased customer—and in! 
no soiled rubbers to put: back into stock. an 


HOOD RUBBER PRODUCTS COMPANY, Inc. on 
Watertown, Massachusetts . 


\Andwhen |: 
styles change | : 


~no odds and : 
ends left over N 


PRODUCTS ; 


BETTER RUBBER PRODUCTS SINCE 1896 N 


TAKE the guess work out of rubber buy- | 





5 mammal 
RUBBER BOOTS AND SHOES—ARCTICS—CANVAS SHOES—ATHLETIC SHOES—HEELS AND SOLES—RUBBER SPECIALTIES—TIRES AND TUBES t] 








When writing ta advertisers please mention Boot anv Suor Recorpver 
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President Scanlon Talks Value of Buyer-Traveler Co-operation 


Northwestern Boys Working for Lower Hotel Rates—Central 
Association Centralizing Sales Effort 


3 RESIDENT James L. Scan- 
p lon made an address before 

the members of the Middle 
Atlantic Shoe Retailers’ Association, 
at their recent convention in Atlan- 


tic City, when merchants from five 


_states were present, in which he 


spoke of the value of the shoe 
traveler to the buyer. President 
Scanlon stated that much of the 
success of the retail merchant was 
attained through the wise guidance 
of the high-grade shoe traveler; 
that it was through the traveler’s 
information on market conditions 
and counsel as to good buys; his 
advice against over-stocking, and 
on the careful selection of merchan- 
dise best adapted to his trade, that 
made him a real co-operator with 
the merchant. President Scanlon 
said that the traveling salesman 
should be so well posted on his cus- 
tomers’ business that he could ad- 
vise him on mark-ups and when 
mark-downs should be taken, in 
other words, that the traveler and 
the merchant should be business 
partners. 


Northwestern Adds Nine Members 


E. A. Bailey, secretary of the 
Northwestern Shoe Travelers’ As- 
sociation, reports to the National 
office much activity to the extent 
that nine new members have come 
into the organization. At a meeting 
held January 31, the subject of 
hotel rates came up for prolonged 
discussion, particularly those in the 
Northwest that do not give a day 
rate. The Northwestern boys feel 
that to charge a full day rate when 
the hotel is used but half the day, 
or less, is a double tax. For that 








reason, they are presenting the case 
to the National Hotel Committee 
Chairman, John D. Baxter, with 
the request that some means be de- 
vised to eliminate this evil, which 
exists not only in the Northwest, 
but in all parts of the country. It 
is suggested that as members of 
other associations run across simi- 
lar conditions, the same be reported 
to the National office. 


Interchangeable Mileage Hearing 


Another hearing on interchange- 
able mileage, which is believed the 
final one, was held December 6 be- 
fore the Interstate Commerce Com- 








J. W. WITHERSPOON 


Covers Western part of Kentucky 
for the Rice & Hutchins St. Louis 
Company 


mission. The N. S. T. A. was well 
represented through its counsel. 


For Better Buying 


The Central Association of Trav- 
eling Shoe Salesmen is “up and do- 
ing” this year; one move, especially, 
that has been made is an effort to 
centralize the locations of sample 
rooms maintained by the local mem- 
bers. A room has been leased for 
three years in the Manufacturers’ 
Exchange Building at Eighth and 
Central Streets, to be known as the 
Shoe Travelers’ Club. This keeps 
“open house” for members and 
friends. The secretary’s office will 
be located in this room. The Cen- 
tral boys hope eventually to have a 
majority of the association’s sales- 
men move into this same building. 
In this way, all sample rooms would 
be in one building, thus facilitating 
the work of visiting shoe buyers in 
Kansas City. 


Russell New President 


E. O. Graham, recently elected 
president for 1925, has resigned, on 
account of spending so much of his 
time on the road. Mr. Graham has 
been succeeded by C. H. Russell, 
formerly vice-president; E. F. Mc- 
Cabe was elected vice-president. R. 
P. Alderson, secretary for two 
years, was re-elected secretary for 
the third term, in place of Dow C. 
Phelps, who was obliged to decline 
serving on account of business. 

Secretary -treasurer Alderson 
says that all-in-all the boys look 
forward to a big year. 


Honest thinkers are honest doers. 
Walk-Over Factory Prints. 
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Cork,|[because it is springy and{water- 
proof, is used for bottle stoppers. 


There is a cork center in every big 
league baseball. 


Why Cork Makes the Perfect Box 


ORK is the tough, resilient bark of 

the cork oak tree. Cork is used 
wherever lightness, elasticity, and mois- 
ture-proof qualities are desired. 


Aren’t these just the things you want in 


box toes? 


—Lightness so as not to add unneces- 
sarily to the weight of the shoe. 


—Elasticity so that if the box is pushed 


ARMSTRONG CORK COMPANY 


Circle 


Shoe Products Division 


down or wrinkled in walking it springs 
back to its original shape again. 

—Moisture-proof so that it cannot take 
up moisture, either from the foot or from 
the outside, and consequently does not have 
to dry out and become brittle, break, and 
lose its shape. 


The Armstrong Cork Box is made of 
cork and so it has lightness and elasticity, 
and it will not absorb moisture. 


Lancaster, Pa. 


mstrong 
Cork Box Toe 
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Chicago Appoints 
Committees 

The Chicago Shoe Travelers’ As- 
sociation, at luncheon in the Rose 
Room of the Hotel Morrison, 
listened to two most interesting 
talks on leather given by Chas. 
Vogel, vice-president of the Pfister 
and Vogel Leather Company of Mil- 
waukee and Percy Wilson of the 
American Oak Sole Leather Com- 
any. 
' Committees appointed by Chica- 
go Shoe Travelers as follows: 
Membership—D. W. Christian, 
chairman; J. S. Clark, Ed. Hessler, 
John Schiller, James Donahue, R. 
Wolfe, Harry Schneitzer, Frank 
LaPine, E. E. Martin. Employment 
—Dave Davis. Education—John 
Roedder, chairman; C. L. Arnold, 
E. O. Ray, B. C. Bowen. Entertain- 
ment—Harry Strandahagen, chair- 
man; B. J. Evans, Ira Mack, Frank 
Kramer, Joe Gertz. Welfare—H. L. 
Ware, chairman; Thomas Knox. 
Style—Frank B. King. Exposition 
—Geo. Harrison. Grievance—Joe 
Kalisky. 


Blythe with Melanson 


J. E. Blythe, for some years with 
the Dugan & Hudson Company, 
and recently with the Burdett Shoe 
Company of Lynn, is to represent 
the J. I. Melanson Sons Corpora- 
tion, North Adams, Mass., in IIli- 
nois, Indiana, Wisconsin, Iowa, Ne- 
braska, Missouri and Minnesota. 
This is the “old camping ground” 
of Mr. Blythe—a territory he has 
covered for many years past. “Jim” 
is one of the younger and hustling 
type and believes the only way to 
secure business is to “go and 
get it.” 


Medearis with Weyenberg 
in Tennessee 

R. E. Medearis, formerly of 
Nashville, Tenn., who traveled ter- 
ritory in that state for some time 
a few years ago as a salesman for 
a shoe manufacturer in the North, 
has returned to the Tennessee field 
again, and is now representing the 
Weyenberg Shoe Manufacturing 
Co., with his headquarters located 
at Nashville. He is covering the 
West Tennessee trade for this com- 
pany. 


On Wisconsin’s Board 
. L. IL. Imig, William McMannis 
and Edward Murray were recently 
elected members of the board of 
governors for two years of the Wis- 
consin Shoe Travelers’ Association. 


ROBERT JACOBSON 


Who travels for A. E. Wessel 
& Sons. 


Robert Jacobson, who is well 
known among the trade as “Bob,” 
is now having his biggest and best 
trip since joining the sales force 
of A. E. Wessel & Sons, manufac- 
turers of ladies’ fine footwear, Cam- 
den, N. J. His own new creation, 
which is called the “Ruth,” has been 
exceptionally a very fast selling 
number. 


Goldenberg Visiting 
Customers 


John Goldenberg is now out on 
the Pacific Coast for the Brooks 
Shoe Mfg. Co. of Philadelphia. This 
is a part of the visiting customer 
contact trip of Mr. Goldenberg with 
the various representatives of the 
house in outside territory. He will 
probably be away for another 
month. He reports favorable and 
improving business conditions 
throughout this territory. Owing to 
the big increase in the volume of 
business on the Pacific Coast, the 
Brooks Shoe Mfg. Co., has enlarged 
its Los Angeles branch and will in 
future carry there a full stock of 
their lines on the floor. 


Oppenheimer with Paristyle 


Henry Oppenheimer, who for 
ten years has represented M. Gus- 
tin Co., has now become associated 
with the Paristyle Footwear Mfg. 
Co., 41-45 Washington avenue, 
Brooklyn, N. Y. He will cover the 
same territory as heretofore, also 


- west to Chicago. This line is a 


turn and soft sole, satin and bro- 
cade mules and D’Orsay line. 
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Rochester Holds Final Meet 


Saturday, February 7, brought 
the winter activities of the Roches- 
ter Association of Traveling Shoe 
Salesmen to a close, and President 
A. J. McLeod adjourned the meet- 
ings until June when the members 
will be off the road again. 

The following committee ap- 
pointments were announced for 
1925. Ways and Means—Ray Statt, 
chairman; Dick Laird, Ed. Gordon. 
Membership—Joe Byrne, chair- 
man; Jim Beatty, Ed. Evarts. Edu- 
cationei—Gus Schaub, chairman; 
Joe Byrne. Welfare—Harry A. 
Chase, chairman; Ross Seward, 
Ed. Gordon. 

Nominating—Charles W. Ander- 
son, chairman; Gus Schaub, Jim 
Beatty, Jack Castle, Dick Laird, Joe 
Byrne, Fred Brill, J. T. Clark, Roy 
Schneider. 

Auditing—Gus Schaub, chair- 
man; Roy Schneider, Jack Castle. 
Secretary-Treasurer Clark B. Row- 
ley has written the members of the 
various committees advising them 
of their appointment. 


Indiana Adds 8 Members 


Charles E. Wilson President of 
the Indiana Shoe Travelers’ As- 
sociation, writes that the Indiana 
boys are much pleased about win- 
ning the N. S. T. A. silver cup for 
largest increase in membership, 
which trophy W.J. Newberg brought 
triumphantly home. The Indiana 
boys say that they hope to retain 
this cup for some time to come. 
They have already made a good 
start, with eight new members up 
to January 19, and are still “going 
strong.” with a fine report to be 
made of more new members, with- 
in a few weeks. The slogan of In- 
diana is—‘“Every Member Get a 
New Member.” 


New Armstrong Salesmen 


D. Armstrong & Co., Inc., have 
added two new men to their sales 
force: Charles H. Anderson, who 
will cover New England and part 
of New York State, and Stanley E. 
Hultgren. Mr. Hultgren who is a 
brother of Clayton Hultgren, 
Northwestern salesman for D. 
Armstrong, comes from the O’Con- 
nor & Goldberg organization of 
Chicago, and has had a good train- 
ing in the retail shoe business. He 
will cover Maryland, Virginia, 
North and South Carolina, Tennes- 
see, Alabama, Georgia and Florida. 

Mr. Anderson has for a number 
of years been house salesman. 
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Light shoes for men reach their 
height of beauty, comfort, and ap- 
parent quality when made of NEW 
CASTLE KID. 


oe long years of continued use of NEW CASTLE 
HAVANA BROWN by producers of men’s shoes 
who are rated highest for their excellence, is obvious 
proof of NEW CASTLE quality pre-eminence. Now 
still further proof of how they rate NEW CASTLE is 


found in their corresponding adoption of our lighter 
shades. 


HARVEST BROWN 


anda 


ROYAL BROWN 


We realize our obligation to the thousands of shoe 
men who have established confidence in NEW 
CASTLE 


And we wish to assure them that NEW CASTLE color 
genius applied to the choicest raw stock that grows will al- 
ways provide the superior color and quality on which 
they have come to depend. 


se FSF 


NEW CASTLE LEATHER CO.,, Inc. 
100 Gold Street New York City 


We are privileged to pub- 
lish this partial list of men’s 
shoe manufacturers now using 
HARVEST or ROYAL 
BROWN. 


ALDEN, WALKER & WILDE, Inc 
E. Weymouth, Mass 
EDWIN CLAPP & SON, Inc 
E. Weymouth, Mass. 

W. L. DOUGLAS SHOE CO., 
Brockton, Mass 
EMERSON SHOE MFG. CO 
Brockton and Rockland, Mass 
FRENCH, SHRINER & URNER, 

»ston, Mass 
HOWARD & FOSTER CO. 
Brockton, Mass 
C. S. MARSHALL COo., 
Brockton, Mass 
M. A. PACKARD CO., 
Brockton, Mass 
RALSTON SHOE MAKERS, 
Campello, Mass. 
REGAL SHOE CO., 
Whitman, Mass. 

BION F. REYNOLDS SHOE CO., 
Brockton, Mass. 

STACY ADAMS CoO., 
Brockton, Mass. 
STETSON SHOE CO., Inc 
South Weymouth, Mass 
WHITMAN & KEITH CoO., 
rockton, Mass. 


E. T. WRIGHT & CO., Inc. 
Brockton, Mass. 
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“Tom” Collins and South- 
western Boys Busy 


Tom D. Collins, president of the 
Southwestern Shoe Travelers’ As- 
sociation, who headed the Texas 
delegation to the N. S. T. A. Con- 
vention, at Boston recently, writes 
that the boys of his association, 
which covers Oklahoma, Texas and 
Arkansas, are very busy just now 
working with the merchants to put 
on the “biggest and best’ conven- 
tion of Southwestern shoe mer- 
chants ever. This will be held at 
Fort Worth, Texas, February 
23-25. 


Northwestern Installs 
Officers 


The following officers of the 
Northwestern Shoe Travelers’ As- 
sociation were installed at a ban- 
quet at the Dyckman Hotel: L. J. 
Laurie, president; C. H. Kennett, 
vice president; E. A. Bailey, secre- 
tary-treasurer; Arthur Luft, D. P. 
O’Connell and C. E. Dawley, direc- 
tors. The ladies were on hand to 
grace the occasion. 
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GEORGE SCHUETTE 
Re-elected president of the 
Cincinnati Association of Na- 
tional Shoe Travelers’ Associa- 

tion. 


Smith Travels for Middlesex 


B. M. Smith travels the Middle, 
South and Southwest for the Mid- 
dlesex Shoe Co. Mr. Smith repre- 
sents the women’s end of the Mid- 
dlesex Shoe Co. He left last week 
for his territory. 
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“Billy” Haven with Peck 


W. F. (“Billy”) Haven has made 
arrangements to represent the Peck 
Shoe Company’s well known line of 
men’s high grade shoes in Penn- 
sylvania and Ohio. Billy was for 
nine years with the Emerson Shoe 
Co., in this territory and has an ex- 
tensive acquaintance among the 
merchants in the Keystone and 
Buckeye states. He is now in his 
territory with a full line of the 
latest lasts and patterns in Peck 
shoes. 


Milwaukee Honors Max 
Tenscher 


Members of the Wisconsin Shoe 
Travelers’ Association who met re- 
cently in Milwaukee at the Strat- 
ford Arms Hotel for installation of 
new officers, presented their retir- 
ing president, Max H. Tenscher, 
with a traveling bag in appreciation 
of his services. Officers installed at 
the meeting included Milton M. 
Meissner, president; Henry Kuehn, 
vice president; and C. W. Johnson, 
secretary-treasurer. 








The annual convention of the salesmen and retail store managers of the Wohl Shoe Co. took place in St. Louis, 
January 12-14. This was the second meeting since the company incorporated and was the most enthusiastic 
meeting they ever held. About eight years ago, David P. Wohl started a wholesale shoe business with just 
two employees and himself. Today the Wohl Shoe Company has close to two hundred employees, and the busi- 
ness of.1924 showed a gain of a million dollars over 19238. Fifty-five salesmen, retail store managers and 
heads of various departments of the Wohl Shoe Company sat down to a banquet at Hotel Chase Monday 
evening, January 12. David P. Wohl presided. The speaker of the evening was Alex C. Smith, merchandise 
editor of The Drygoodsman, who spoke on co-operation. Short talks were made by all present, the tenor of 
which indicated a spirit of loyalty, throughout the entire organization. Everyone feels that he is an impor- 
tant part of the business, due to the policy of the company in sharing profits with employees. The Wohl Shoe 
Co. operates a chain of twenty or more shoe departments in ready-to-wear stores ir important Middle West- 
ern cities. They also do a large wholesale business with retail shoe stores, general and department stores in all 
parts of the country. They are interested in a large shoe factory making women’s novelty shoes. Salesmen 
left for their respective territories immediately after the close of the convention. 

















“A Better Way to Rest” is the 
theme of our 1925 advertising, 
which appears in leading 
national women’s publications, 
reaching approximately 15,- 
000,000 women. Every dealer 
should read these interesting 
advertisements; they are sure to 
create new slipper users. 


These two beokicts,one having a 
message ef health and comfort— 
the ether a story of style—are 
being sent to thousands of wo- 
men who read Daniel Green 
advertising. 


AND SHOE RECORDER February 14, 1925 


J pri 


Full color pages in the Ladies 
‘ome Journal, appearing 
regularly throughout the year, 
will help make Daniel Green 
advertising for 1925 the largest 
and strongest slipper campaign 
ever seen. Color compels at- 
tention, and speeds up sales. 


Our Plans for Making 1925 
Your Biggest Comfy Year 


We are not satisfied merely to make the highest quality line of felt 
and houdoir slippers in America. 

We insist that they shall also be the most saleable line that the 
dealer can possibly handle. 

Year after year, Daniel Green advertising has steadily built up 
good-will and public appreciation, until today Daniel Green Comfy 
Slippers occupy a dominating position that is unique—both with the 
dealers and the consuming public. 

This year our plans include color advertising—that master key to 
the attention of the multitude. A schedule of color pages will soon ap- 
pear and run regularly throughout the year in the Ladies’ Home 
Journal with its million of readers. 

In Good Housekeeping and Vogue, with their immense buying in- 
fluence in America’s best homes, large space will run continuously. 

Our 1925 advertising will carry a vital health message to the women 
of America which translated into terms of sales will mean much 
to your future profits. Daniel Green profits to our dealers, like Daniel 
Green advertising are not seasonable, but run continuously through- 
out the year. 


DANIEL GREEN FELT SHOE CO. 
General Offices: DOLGEVILLE, NEW YORK 


Sales Offices 
10 East 43rd Street 10 High Street 18g West Madison Street 
New York City Boston, Mass. Chicago, IIL. 


Daniel Green 


Comfy Slippers 


When writing to advertisers please mention Boot anv Suor Recorper 
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CHICAGO—A general survey of 
the retail shoe store situation dur- 
ing the week ending February 7 in- 
dicated that in most cases there was 
a lack of steadiness. It is true that 
sales are fairly well attended, but 
the volume of buying is being done 
yn a price basis and prices gen- 
erally are such that there can be no 
great element of profit in them for 
he merchant. 


The situation adds considerably 
to the confusion in the average 
merchant’s mind as to spring style 
tendencies and as to volume and se- 
lection of stocks with a resulting 
slowing up of markets as a whole. 
The week was characterized by an 
unusual spell of mild weather and 
the resulting curtailment of the 
“necessity” footwear buying that 
has served to lessen the sale of the 
staple types that up to the present 
have held to a fairly high level. 

Still even the slower buying con- 
dition has served to emphasize the 
trend of style preference in mila- 
dy’s mind toward the tie and strap 
patterns that have held to good vol- 
ume through the fall and winter 
and to increase somewhat the popu- 
larity of the two-toned patterns. 


Sandal Patterns for Spring 


The sandal patterns show some 
evidence of return to popularity 
but mainly devoted to a similarity 
of design rather than to the loose 
strap and full cut-out design. San- 
dal effects seem to be achieved more 
through the instep and ankle strap 
with cut-out designs running at 
times back into the heel of the shoe 
but with the vamp more often lack- 
ing anything at all in the way of 
cut-out patterning. The style here 
seems to develop from the quarter 
back rather than toward the toe. 


Cushman General Manager 


R. D. Cushman has been appointed 
general manager of the Chicago 
branch of the A. S. Kreider Shoe 
Co. He is the son of Herman Cush- 
man, vice-president of the A. S. 
Kreider Company—one of the older 
figures in the Chicago jobbing mar- 
ket. R. D. Cushman is only 32 years 
old, and up to a short time ago was 
in charge of the St. Louis branch 
of the company and has made a 
splendid record of success in the 
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Chicago. Reports Tie and 
Strap Patterns Leaders 





Outlook on Combina- 
tions 


There seems to be little 
question but that the patent 
and tan and patent and gray 
combinations will come in for 
a pleasing run of popularity. 
Especially in the wider toes 
and low-heeled types and in 
the pump patterns with bows 
and buckles and in the eyelet 
types with one, and _ two- 
eyelets, small tongues and 
fancy ribbon bows. 


The bow seems to center the 
fashion right now and many 
are seen in leather and fabric 
—plain and rosetted—some 
with bright metal buckles. 











few years that he has been in the 
shoe trade. 






Favor Lightweights 


The movement for lighter weight 
shoes for men for the summer 
months is finding strong support 
among the men’s shops in Chicago 
—in fact the men’s stores could be 
counted on support for any move- 
ment that would tend to increase a 
volume of business that has been 
pretty disappointing this season. 

Chicago shoe merchants are not 
discouraged in any sense but are 
patiently waiting and doing their 
buying on a basis that present vol- 
umes will harmonize with. 


Form New Company 

A new sign has been put up at 
326 Monroe street announcing a 
newcomer in Chicago’s wholesale 
shoe market. The new concern— 
The Cushman Company will whole- 
sale women’s and children’s foot- 
wear. Clifford Cushman and Her- 
man Cushman will direct the new 
organization. The elder Mr. Cush- 
man has been identified for many 
years with Chicago’s wholesale mar- 
ket as vice-president of the A. S. 
Kreider Company’s Chicago branch. 





Cincinnati Merchants Look 
for Big Satin Business 


CINCINNATI—tThe retail shoe 
business during the week ending 
February 7, was reported only fair. 
Clearance sales are still in progress, 
but most are drawing to a close. 

Some merchants, speaking about 
spring, say light colorings in satins 
of the tan or wood shades will be 
one of the outstanding features in 
women’s shoes. Tan calf and light 
colored kids will also be popular, 
and combinations of patent and tan, 
and patent, black satin and tans 
will be in demand. 





Pump Lines in Spring 
Patterns 


The influence of the pump 
styles is in evidence among 
new spring patterns. Other 
styles are button oxfords of 
three buttons in _ patent 
leather, tan calf, and combina- 
tions of tan leather with black 
patent leather vamps. Strap 
patterns are very prominent 
the light airy straps, and the 
heavier broad one-straps. 

















Marble Leathers Featured 


Among some of the new shoes 
being shown is a pump with a mar- 
ble calf quarter and patent leather 
vamp. Also a pump with a blond 
moire quarter and a vamp of chest- 
nut colored satin. 

Another style is a black satin 
or patent leather one-strap with 
a broad strap over the instep 
with a fancy buckle concealing the 
button; a two-button pump with 
cut-outs over the front. Another 
striking pump effect shown in one 
of the high grade lines is a regular 
pump effect with a concealed front 
gore. The shoe is of a regent pump 


type. 


Springmeier Elected 
President 


Officers were elected at a meet- 
ing of the Shoe and Leather Club, 
held February 7. The Blue Ticket 
put across its nominees. Those 
elected follow: George A. Spring- 
meier, president; E. Peck, vice- 
president; E. EE. Furstenau, 
secretary-treasurer; A. Brueckner, 
governor for two years; J. H. Le- 
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HERE is nothing more helpful toward putting 
customers in a receptive frame of mind than 
chairs which make them completely comfortable 
—chairs which are pleasing to the eye and in 
harmony with their surroundings. 





AMERICAN INTERLOCKING SHOE STORE 
CHAIRS have that quality that you’d call ‘‘fit.”” They 
make every line and curve feel ‘“‘at home.” Their rest- 
fulness charms even those of restless disposition. 


AMERICAN INTERLOCKING SHOE STORE 
CHAIRS are available in a variety of designs, finished 
in any desired colors, with a practically unlimited 
choice of upholstery. Precisely those elements sf color 
and ornamentation which best accord with your interior 
fittings are available. 


Write for 
"She 
Shoe Store 
Beautiful’ 


WALK-OVER 
SHOE STORE, 
NEW ORLEANS 








AMERICAN SEATING (]OMBANY 


General Offices, 1016 Lytton Building 
601-119 W. 40th St. CHICAGO 
NEW YORK 


302-69 Canal St. 
BOSTON 
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Montree and Leslie B. Joseph, gov- 
ernors for one year. A musical en- 
tertainment and luncheon followed 
the business meeting. 


Study the Customer 


Several interesting articles were 
printed in the January issue of 
“The Foot Saver,” published by the 
Julian & Kokenge Co. Two articles 
were on advertising, one encouraged 
running “educational copy.” This 
copy is used to get the people ac- 
quainted with the store and the 
salespeople. 

Another article advises salesmen 
to study the customer he is trying 
to sell. He should try to decide 
what type of customer it is, 
whether she is a decided customer, 
undecided, or the one who wants 
fads. 


Potters Plan Contest 


The Potter Shoe Co. is planning 
to run a Red Cross shoe contest. 
Krohn-Fecheimer Co. makes the 





JACK LIEBERT 


For eight years he has traveled 
for the Krohn-Fecheimer Co., 
selling Red Cross shoes. He is 
making women’s high grade 
novelty McKays. Prior to his 
connection with the Krohn- 
Fecheimer Co. was engaged in 
the manufacture of shoes in the 
East, where he gained consid- 
erable knowledge of the manu 
facturing end. The new firm 
will be known as The Liebert 
Shoe Co., 232 East 8rd street, 
Cincinnati. Capacity will be 
about 600 pairs a day. J. Brems 
is superintendent. 


shoe. Mr. Fields of that firm ad- 
dressed the meeting and touched on 
sales methods. He said that instead 
of telling all the merits of your 
product before making the sale, 
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when the customer has her guard 
up, that it is best.to try to sell her 
first, and then elaborate on the fine 
points so that she: will come back 
again. 





Spring Patterns on Show 
in Some Milwaukee Stores 


MILWAUKEE—“Business was 
never better” was the encouraging 
statement of one prominent shoe 
merchant during the early part of 
February. He was completing a 
very successful clearance sale, and 
was also beginning to sell a num- 
ber of spring shoes. Stores through- 
out the down town district are be- 
ginning to display models and there 
has already been considerable ac- 
tivity on these new lines. Styles for 
women are varied as to pattern and 
material. One high grade store is 
showing sailor ties, pumps with 
small leather bows, and a new 
buckle pump. In several cases, the 
two-tone effects appear in this 
group. The merchant mentioned 
above is showing Colonials with 
tailored bows, one eyelet ties with 
high tongues, button oxfords, sev- 
eral side gore styles, some one- 
strap models and a cut-out oxford. 
Early business has been scattered 
over these styles with no outstand- 
ing feature. Tan shades predomi- 
nate in the collection, but patents, 
black and blond satins, and some 
kid are also shown, and a few two- 
tone effects appear. Much of the 
present business is running to prac- 
tical street shoes which may be 
worn through spring weather, and 
oxfords are showing increased ac- 
tivity as a result. 


The men’s business was fairly 
good during the opening week of 
the month, with much interest cen- 
tering on the last days of the sales. 
Few spring styles for men were 
placed on display up to the end of 
that week. 


A survey of Milwaukee shoe fac- 
tories made at the close of January 
shows that they are operating at 
about normal, and the industry is in 
a healthier condition than a year 
ago. Orders were coming in fairly 
well, and salesmen were just start- 
ing out on the road. 


Look for Big Year 


With increased employment in 
metal and leather industries of. the 
city, local retail merchants are 


looking forward to a great im- 
provement in business during the 
coming year, according to reports 
from all lines of business. They 
expect the general improvment will 
mean the end of the hand to mouth 
buying policy which has _ been 
deemed necessary during the past 
few years. 


“‘Milwaukee’s metal and leather 
industries are slowly getting under 
way with their enlarged programs 
for the coming year,” stated Rob- 
ert Wittig, district manager here 
for R. G. Dunn & Co. “This should 
be a healthy sign for retailers. 
High living costs are holding the 
working mau down to necessities, 
but with steady employment there 
is bound to be a surplus which will 
find its way into other lines of busi- 
ness. The rank and file of retailers 
are in a strong financial condition. 
They have weathered the slow busi- 
ness months by cutting running ex- 
penses to the quick and exercising 
caution in buying. The general im- 
provement in all lines of business 
will in due time be reflected in the 
retail business.” 


Buys Property 


A two-story business building on 
Third street in Wausau, Wis., has 
been purchased by the C. B. Mayer 
Shoe Co. of that city. According to 


announcement by C. B. Mayer, 
president of the company, the pur- 
chase was made for speculative pur- 
poses and the present tenants will 
continue in their location. 


Plan for Convention 


Plans for distributing 15,000 ad- 
vertising folders of an educational 
nature were adopted at the Feb- 
ruary meeting of the Milwaukee 
Shoe Retailers’ Association. The 
folders are being made up in an in- 
teresting form, containing infor- 
mation regarding the care of the 
shoes and the correct methods of 
selecting them. The various folders 
will have messages for men and 
women, and one group will be dis- 
tributed each month. 
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No. 22 No. 23 


SOMETHING NEW IN DISPLAY STANDS 


“Cuts” Nos. 18 and 20 (shown above) are a new creation in metal and glass combination shoe clusters, which make 
a dainty, and spreading display, when used in connection with other fixtures. 

No. 18 displays 4 pair and No. 20, 3 pair of shoes. They are very graceful and beautifully made. 

“Cuts’” Nos. 19 and 21 show two types of shoe stands, matching Nos. 18 and 20, and all of them are in harmony 
with our well-known pedestals (cut No. 22.) Cut No. 23 shows a few of our many styles of plate glasses, which when used 
in connection with our pedestals, form our well-known set of interchangeable glass outfits. 


OUR BEAUTIFUL CATALOG NO. 18 PROFUSELY 
ILLUSTRATES THE ENTIRE GLASS LINE. Ask FoR IT 


WOOD FIXTURES 


Our line of wood fixtures is unsurpassed for beauty of outline, variety of styles and super excellence of quality. 


fi} NORMANDY, COLONIAL AND METROPOLITAN “PERIODS” IN STOCK 
FOR IMMEDIATE DELIVERY. ASK FOR CATALOG NO. 22. 


WRITE FOR SAMPLES OF “IN-STOCK”? WINDOW VALANCES AND PLUSH 


Quality—Service—Courtesy 
Visit Our Chicago or New York Show Room 


xew vor sxow room | THE HECHT FIXTURE CO. 


Between bb asada Avenue . oe DEPT. 12 . 
Medinah Building, Wells St. and Jackson Blvd., Chicago, III. 
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A specimen of the first folder 
was presented at the meeting and 
was received with great approval. 


In an attractive form, it presented’ 


a conversation between milady’s 
shoes and her hat, showing by con- 
trast, the way in which shoes are 
neglected or mistreated, while the 
hat is cared for. 

Preliminary plans for a banquet 
to be held at the expense of the as- 
sociation treasury were approved at 
the meeting, and the entertainment 
committee headed by Clarence Bert- 
ler was placed in charge. Special 
speakers will be obtained for the 
event, and entertainment provided. 

It was decided to open a drive 
for members during the second 
week in February under the direc- 
tion of the committees previously 
appointed by the directors. 


Shows Large Increase 


Production of the Cedar Grove 
Shoe Manufacturing Co., of Cedar 
Grove, Wis., during 1924 showed an 
increase of 350 ner cent over that of 
1923, according to a report made 
before the third annual meeting of 
stockholders. The plant has been in 
operation only two years, and capi- 
tal stock has been increased from 
the original $35,000 to $125,000. 
The new factory built a year ago is 
already running at capacity turn- 
ing out 1,200 pairs daily. 


To Teach Shoe Cutting 


A course in shoe cutting has been 
added to the other courses of the 
continuation school at Racine, Wis., 
according to announcement at the 
beginning of the new semester. A 
workroom has been equipped for 
the course, and knives and other 
tools have been supplied. It is esti- 
mated that between 50 and 60 boys 
attending the school are employed 
in shoe factories. 


Make Trip to France 


Frank L. Weyenberg, president- 
treasurer-general manager of the 
Weyenberg Shoe Manufacturing 
Co., accompanied by three other 
Milwaukee men, has left for France 
where he will spend two or three 
months. His companions are Ed- 
ward H. Munkwitz, president of the 
Edward H. Munkwitz Co., manu- 
facturers of tanners’ machinery; 
Fred F. Luedke, and August A. 
Jonas. 
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Vogue for Blond Satin is 
Pronounced in St. Louis 


ST. LOUIS—Springtime weather 
with sunshine and blue skies pre- 
vailed during the week ending Feb- 
ruary 7 and the retail shoe busi- 
ness was on an upward trend. 
“Yes, it’s better than last week,” 
was frequently heard throughout 
the shoe belt. The shoes that are 
being sold are for the most part 
new patterns. Some managers are 
withholding the latest patterns and 
in this manner moving pairs that 
would have spent another season on 
the shelves. 


Blond Satin Selling Freely 


One important operator in ex- 
pressing his belief in blond satin 
stated that in instructing his 
clerks, “He told all of them that it 
did not require a salesman to sell 
blond satin. The demand is so 
strong that almost any boy could 
wrap up the pairs sold, without any 
effort in attempting to extoll the 





Satins Gaining 
Strength 


Tan calf is leading the field, 
but for the first time in some 
months its unchallenged posi- 
tion has been threatened. 
Satins are closing the gap 
that has existed and especially 
the past week has this been 
particularly noticeable, ac- 
cording to reports from retail 
shoe merchants. This does not 
mean blond satin but black is 
making a good bid with its 
popularity becoming each day 
more potent. 











merits of the shoe.” This rings 
close to the truth. The situation is 
of this nature because most mer- 
chants who have blond satin find 
the sizes pretty badly broken. 

Combinations are scoring, al- 
though not as heavily as will be ex- 
perienced a little later. 


Shoe Mart Buys Cases 


The Shoe Mart has purchased six 
revolving display stands of the 
glass type with a three-shelf effect. 
M. M. McCain, vice-president, 
stated’ that the first tests made in 
the Washington avenue store 
proved that the attractive power of 
the apparatus proved its worth. 
They will also be placed in the com- 
pany’s other stores. 


Williams’ Unusual 
Advertisement 
C. E. Williams Shoe Company an- 
nounced in a half page advertise- 
ment on Sunday, February 8 that 
it was the store for that “special” 
foot. Comfort shoes were stressed 
in the copy and special emphasis 
was placed on the Arch-Fitter line. 


Sales Better than Year Ago 


The Stix, Baer and Fuller annual 
February sale of an advance show- 
ing of spring footwear, held recent- 
ly, showed a gain over the same 
event held in 1924. More business 
was done in the main department 
than last year which was gratify- 
ing to the department officials. 
Blond satin was the leading style 
in the sale with tan calf second and 
combinations running a_ strong 
third. 





St. Paul Stores Showing 
Tans and Satins for Spring 


ST. PAUL—Moderate ,weather 
during the first part of February 
had a stimulating effect on sale of 
satin footwear in many shoe stores. 
January wasn’t a very satisfactory 
month generally. 

Many new models are being dis- 
played by stores. An outstanding 
number is an all tan opera or strip 
pump with small inset in the instep 
of blond satin. Another is a black 


suede pump, almost plain, with a 
strip about an inch wide worked 
out on the collar, and tied with a 
small ribbon bow on the outside. 
Many varieties of plain strip pumps 
in leathers, such as patent, kid and 
black and brown satins and combi- 
nations of these are seen. The 
bronze satin plain opera pump is 
attracting much attention. 
(Continued on page 86) 
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“DUNDEE” 


The finest calf leather 
in the WORLD 


Over 90 years ago a calf tannery was founded on the banks of 
the Mohawk river in Little Falls, N. Y. The spot was selected because 
of the splendid water that was there in large quantity, a matter of the 
utmost importance in tanning and also because of its accessibility. 

In these 90 odd years calf tanning has seen many changes and 
that small plant has grown and grown. Father, sons, and grandsons, 
have been trained in the production of one kind of leather. They 
have become a guild of calf leather experts. 

When the Barnet Leather Company recently developed 
“DUNDEE” they searched the world for the finest raw stock and 
their many generations of familiarity with the calfskin markets of 
both hemispheres enabled them to choose with care only the most 
select raw stock. 

These were brought to Little Falls, again assorted so that any 
hides not suitable for that superior quality calf leather ““DUNDEE,” 
were eliminated and then in the finest and most modern calf tannery 
in this country, with skilled labor, and under the supervision of the 
famous White family, these fine raw skins were developed, with the 
assistance of much more than the usual amount of hand labor, into 
that quality leather “DUNDEE.” 

You have only to see it and feel it to know the real reasons 
why Barnet’s “LITTLE FALLS LEATHERS” are always con- 
sidered the finest calf leathers on the market. 

You will also realize the reasons why ““DUNDEE”’ costs a 
little more, but is worth it. Produced in black and popular tan 
shades for men’s, women’s, and children’s dress and sport shoes, 
“DUNDEE” has no equal in this world. 


Ask us for samples. 
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“THIS IS UNQUESTIONABLY A CALF YEAR” 


Barnet Leather Co., Inc. 


360 MADISON AVENUE, NEW YORK CITY 


* Distributing Agents 
SAN FRANCISCO MILWAUKEE CINCINNATI ST. LOUIS. 
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Boston Distributors 
Tanneries BARNET LEATHER CO., 
LITTLE FALLS, Inc. of MASS. 
New York 5 i 98-100 South Street 
yee Boston, Mass. 
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Opening 1 in Portland. Ore. 


PORTLAND, ORE.—J. F. Dun- 
lap, of Dunlap’s Bootery, recently 
opened ‘his second Portland shoe 
store at Park and Alder streets 
under the name of Dunlap’s French 
Boot Shop. This new shop is 16 by 
60 feet, and is very attractively 
finished to represent a_ well- 
appointed drawing room. No shoes 
are visible in the main room, and 
brown frosted wicker chairs, up- 
holstered in deep blue and the same 
shade of brown, serve as seats for 
fitting. Tall, parchment-shaded 
lamps and several pairs of candle 
lights add further to the beauty of 
this shoe salon. 

Women’s footwear is carried ex- 
clusively, in lines from $6.50 to $10. 
A hosiery section has also been 
added under the care of Miss Eva 
Tichenor, formerly of the Charles 
F. Berg Company. 

C. H. Miller, formerly of the 
Bootery, is in charge and is assisted 
by Mr. Dunlap’s son, Paul R. Dun- 
lap, and W. H. Baird, formerly 
with the Walk-Over Boot Shop, of 
this city. 


A Woman’s Shop 


The lease and fixtures of the Col- 
lege Boot Shop, Portland, Oregon, 
owned by the Knight Shoe Com- 
pany, have been sold to M. Bloom, 
owner of the Portland Bootery. Mr. 
Bloom is now having the new shop, 
which was exclusively for men’s 
footwear, remodeled into a highly 
attractive shop for women’s shoes. 
It will be called the Patrician 
Bootery, and will be stocked with a 
high grade of women’s shoes. 


Another Model Store Opens 


The fourth Model Boot Shop has 
been opened by the Goldstein 
Brothers, at the corner of Alder 
and Park streets. The store is par- 
ticularly attractive, having two 
deep windows at the entrance and 
65 feet of display space along the 
Park street side. The interior, 20 
by 65 feet in size, is attractively 
finished in gray and has seating 
capacity for 24 persons. They car- 
ry novelty shoes for women in 
prices ranging from $6 to $9.75. 
Sam Hochfeld is manager. 


Vogl is Promoted 


P. J. Vogl, who has been sales- 
man in the women’s shoe depart- 


ment at Lipman, Wolfe and Com- 
pany, has been made head of the 


children’s department. He is in-- 


creasing the stock and the size of 
the department and making other 
changes which will be attractive to 
his young customers. Mr.- Vogl has 
been in various branches of the 


73 


shoe department at Lipman’s for 
about five years. 


Greenfield Co. Moves 

The George L. Greenfield Shoe 
Company, for the past five years 
occupying three floors of the Rosen- 
blatt building, moved.February 1 to 
make way for the Wonder Millinery 
Company. In order to-remain in the 
same vicinity, Mr. Greenfield was 
obliged to buy the stock of the 
Kaufman Cloak and Suit Company. 





Spelinen Bros., Portland, Ore. recently fanaa their second store at 292 

Washington street. Although the front is only 18 feet wide, it is particu- 

larly inviting because of the receding lines. The store is finished in ashes- 

of-roses gray. It has a seating capacity of 24, and sells men’s and women’s 
shoes. 





Healthy Trend to Shoe 
Business in Cleveland 


CLEVELAND—Business in the 
retail shoe stores during the first 
week of February has been on the 
average at the normal figure for 
the season of the year. It is a time 
when merchants are cleaning up 
surplus stocks with special sales. It 
is between seasons, and is about the 
poorest business month of the year 
for all kinds of wearing apparel. 

In spite of this, stores in certain 
locations in the downtown district 
are doing, during February, a vol- 
ume of business that is in excess 


of that done in the same period a 
year ago. Other stores have not 
done so well this month as a year 
ago in the same period. 

Every merchant interviewed was 
more optimistic than he was a year 
ago in February. All are agreed 
that prospects for spring business 
are very much brighter. 

The Fourth Federal Reserve 
Bank reported that business 
throughout the district in all lines 
is improving slowly. 

(Continued on page 87) 








BOOT AND SHOE RECORDER February 14, 1925 








New findings profits 
Jrom new Repco Brushes and Daubers 


HE new line of Repco Brushes Repco Daubers are made only in the 
and Daubers offers a fine op- stapled type. Like the brushes they are 


\~S dditi | findi of the finest stock and finish. 
ee Repco Brushes are made in six differ- 


profits. ent types. The Daubers are made in four 


No shoe store is complete without different types. 


a stock of Repco Brushes and 

Daubers. Customers recognize ee 
their valueinstantly andlittleeffort windows 
is necessary to promote their sale. 


Repco Brushes are made in both the 
stapled and wire drawn types. The wood 
and bristle stock are the best that can be 
put into brushes and are equally good in 
both types, while the wax finish is care- 
fully applied and is lasting. The two types 
differ only in the method of fastening 
the bristle knots. 


For Sale by 
Shoe Findings Jobbers 


United Shoe Machinery Corporation, Bosten 
San Francisco Branch, 859 Mission Street 


LK. Krieg Company, 39. Warren Street, New York City 
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Better Tone to New York 
Retail Shoe Store Buying 


NEW YORK—tThe combination 
of winter clearance sales and better 
weather improved the retail shoe 
business here during the week end- 
ing February 7, particularly toward 
the close. Saturday, February 7, 
was one of the busiest days the 
local stores have experienced since 
before Christmas, and shopping 
seemed to be concentrated largely 
on shoes and millinery. 

The clearance sales are now 
drawing to a close, in fact about 
half of the sales are through, but 
several important sales are still in 
progress. Among these are some of 
the more exclusive stores on upper 
Fifth and Madison avenues. Mark- 
downs on children’s shoes are be- 
coming more common, particularly 
among the department stores. 


Business More Regular 


Despite the clearance sales regu- 
lar business is coming along at a 
better pace and the merchants are 
more encouraged over the spring 
outlook than they were at the close 
of the year. The style situation, 
however, is a bit mixed and some of 
the retail shoe merchants are still 
delaying placing orders until they 
see more of the style developments 
for the season. At present there is a 
wide variety of style in demand 
among consumers and some retail 
shoe merchants are predicting that 
the season will continue this way, 
with no one style or pattern taking 
the lead to the exclusion of all oth- 
ers. 

The same thing is true with re- 
spect to materials. Kid, patent 
leather, satin and suede all seem to 
be selling with about equal popu- 
larity. The come-back staged by 
suede now bids fair to carry well 
into the spring season and more 
merchants are now showing suedes 
in »pring models. The newer suedes, 
however, are usually in combina- 
tion with black or tan calf, kid or 
satin. 


Metals for Decorations 


Cut-out oxfords, in the main, are 
being offered at sale prices. An 
exception to this general rule is 
that of the all-alligator oxford, 
which is still a good selling number 
with several stores. 

The use of metal decorations on 
shoes is being widely extended and 
it is likely that some new develop- 
ments of this fad will be seen as 





Fifth Avenue Patterns 


Two new interesting pat- 
terns are being shown on 
Fifth avenue. One is an all- 
suede in either black or brown, 
square toe. A small patent 
with low heels and an almost 
leather tongue is crossed by a 
strap of the suede, fastening 
at the side with a dainty metal 
buckle. Another shoe of satin 
is made on a pump pattern 
with a bit of the soft satin 
extended above the throat and 
pulled in over the instep and 
caught with a round rhine- 
stone ornament at the side. 














the season progresses. Franklin, Si- 
mon & Company are exploiting a 
shoe of this type under their 
“Bramley” name. The shoe is of 
the bow tie variety, with a leather 
bow of four loops on either side, 
edged with flexible metal mount- 
ings of the same type that have 


15 


been used for years to decorate 
women’s purses and men’s wallets. 


Alligator Trimming Popular 


Lizard, snake and alligator trim 
is being much more extensively 
used. While all-alligator is still a 
good, high priced proposition, it 
seems to be giving way to other 
materials trimmed with alligator. 

In patterns, more of the wide 
one-straps with a heavy metal dec- 
oration on the end of the strap, or 
heavy metal buckles are seen. These 
are made in a wide variety of ma- 
terials, including calf and kid. 


Walk-Over Store Shows 
Foreign-Made Shoes 


Considerable trade and consumer 
interest was awakened last week 
when the Walk-Over Fifth avenue 
store displayed a number of shoes 
from foreign lands in one of their 
two large show windows. The shoes, 
about 20 in number, are a part of 
the collection of 102 specimens of 
footwear given to President Harold 
C. Keith, of the Geo. E. Keith Co., 
Brockton, Mass., by Walk-Over 
agents in foreign countries, at the 
golden anniversary at the Walk- 
Over factory in June of last year. 





Spotty Trend to Boston 
Retail Shoe Situation 


BOSTON—Buying in retail shoe 
stores was spotty in most, cases dur- 
ing the week ending February 7. 
The clearance sales were drawing to 
a close in many instances and the 
artificial stimulation that they pro- 
vided petered out with the opening 
of February. It looks like the stormy 
weather, which came in intervals all 
during January, swelled rubber 
sales and on the other hand made 
an impression in a negative way on 
shoe stocks. 

Tan calf and patent leather 
models are most popular in wom- 
en’s departments. Blond satin is 
meeting with good favor and it is 
being looked to as a good number 
for spring. Black satin is also going 
well. The tan calf and patent 
leather combination, usually in the 
tie pattern, is prominently dis- 
played in window trims. 

The newirridescent patent leather 
models are being shown at some 
stores. It’s too early to determine 
the strength of its popularity. The 
finish, as indicated from the term, 


is glossy and carries faint traces of 
blue and greenish tints. 


Fletcher’s Windows 
Attractive 


Fletcher’s, Ltd., School street, 
selling Edwin Clapp shoes for men, 
had very striking trims. The dis- 
plays were consistent with the high 
quality footwear carried. Some 
broguey patterns for the young 
man in grain and heavy calf 
leathers were shown, and then there 
were patterns with a trimmer fin- 
ish in smooth leathers for the more 
conservative man. 


Ashton New Manager at 
Willson’s 


George Ashton, who has been 
manager of two All-America stores, 
one at Salem and the other at Law- 
rence, as-umed managership of the 
Willson Shoe Shop at 388 Wash- 
ington street, February 1. He suc- 
ceeded E. J. Nestor, who has gone 
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MAKE THE 365 DAYS OF THIS YEAR 
SET YOU AHEAD AS NEVER BEFORE 


“DECIDEDLY BROCKTON SHOES”’ 
ARE PROVEN PROFIT PRODUCERS 


One of our latest models for 
early Spring. We have num- 
berless other late styles made 
of highest grade leathers to 
retail at $4, $5, $6. 


=, BROCKTON SHOE MFG. CO. 5. 
Ue Brockton, Mass. ue 


NEW YORK BOSTO yy ty ATLANTA, GA. 
127 Duane Street 117 Lincoln Se treet 4th Street 238 Peach Tree Arcade 


ARRON. OHIO SAN ANTONIO, TEXAS CHICAGO 
335 Walsh Building 801 Russell Building 711 Baltimore Building 
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to New York where he is in charge 
of several Rice & Hutchins stores. 

William Green, who has been 
closely associated with Mr. Nestor 
at the Willson store, commenced his 
duties as manager of one of the 
larger of the New York Rice & 
Hutchins stores, at 137 W. Broad- 
way. 


Advertise Men’s Styles 


The Nunn-Bush store for men at 
23A School street printed a very 
attractive advertisement, stressing 
its final clearance sale. The Sta- 
dium, a bal pattern, in either black 
or tan calf, was illustrated. The tip 
was neatly trimmed with pinkings 
and perforations and the vamp and 
quarter were trimmed with two 
rows of double stitching. 

Filene’s men’s shoe department 
also printed an appealing advertise- 
ment. The substance of the ad 
linked up the wide trouser vogue 
with the shoe pattern illustrated. 
A paragraph from the advertise- 
ment follows: “The Penn is conser- 
vatively collegiate-conservative in 
the medium tan or black calf; col- 
legiate in that it is particularly 
adaptable to the wider trousers 
with the short perforated vamp, 
wide toe and low flat heel.” 


Federal Reserve Report 


The monthly review of business 
conditions issued by the Federal 
Reserve Bank of Boston on Feb- 
ruary 1 stated retail trade was com- 
mencing to respond to the improve- 
ment noted in the general business 
situation. 

In part the report follows: “Hide 
prices recovered slightly during the 
early part of January, accompanied 
by more active markets. At the end 
of 1924, after having reached an 
extremely low point early last sum- 
mer, prices were higher than at the 
opening of the year. Sole and upper 
leather prices also advanced during 
the early part of January and were 
considerably above the quotations of 
January last year. ; 

“A much larger wholesale de- 
mand for shoes than is usually pre- 
valent near the close of the year 
provided a very satisfactcry vol- 
ume of sales for the average New 
England wholesale shoe concern.” 


Wholesale League Elects 


Officers were elected at the re- 
cent annual meting of the Boston 
Wholesale Shoe League. They in- 
clude: Thomas Atkinson, president; 


E. M. Sulkis, vice-president; S. 
Goldstein, treasurer; Mitchell Ber- 
enson, clerk; and Abraham Bloom, 
Henry Schworm, Frank Brilliant, 
Alec Cohen and Max Adler, direc- 
tors. 


Knickerbocker “Talks” 
Straight Lines 


At the Ground Gripper Shoe Co., 
32 West street, L. W. Hollis is sell- 
ing short, ornamented, tongue 
shoes, in front gore effects with 
14/8 heel; he thinks that this style 
will be equally good for spring; 
also a side gore, with tiny front 
straps, and a two-strap in patent 
leather. He stated that he does not 
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think that combinations will be vol- 
ume sellers in his store. 

A two strap in a light tan welt, 
with a 12/8 heel, with the “Rotor” 
rubber heel feature, which throws 
the foot to the inside in walking, 
giving the straight inside line is 
the best seller here. 

This store has recently issued a 
neat little folder entitled “Decision” 
which it is sending to all of its 
women customers. This shows the 
picture of an attractive business 
woman, wearing the Ground Grip- 
per shoe. 

Fred Farrell, president of the 
Ground Gripper Shoe Co. Inc., and 
Mrs. Farrell, are in the “Southland” 
on a vacation trip. 





Patent Leather Strong 
Feature in Rochester 


ROCHESTER—The retail shoe 
business during the week ending 
February 7 was reported spotty by 
most merchants. There is little 
change in the style situation, and 
step-in patterns and pump effects 
and also small-tongued pumps and 
ties are favorites for street wear, 
while for evening wear and danc- 
ing slender strap effects are leaders. 


Light shades of tan calf continue 
to sell freely, but stores which keep 








State Convention to Be 
Held Here 

The 1925 convention of the 
New York State Shoe Retail- 
ers’ Association will be held 
in this city, probably early in 
September. The decision to 
bring the 1925 convention to 
Rochester was reached at a 
meeting of the officers and 
directors of the association 
and other prominent shoe 
merchants of New York State 
at Boston during the recent 
convention of the National 
Shoe Retailers’ Association. 

There will be no style show, 
President Mott B. Hughey 
said. The convention will last 
two days and will be devoted 
entirely to business and edu- 
cational features and enter- 
tainment. Manufacturers, 
salesmen and allied trades 
representatives will be wel- 
come, and will not be expected 
to help finance the association 
or its activities. 











a record of their sales show that 
patent leathers are outselling tans 
and that according to their records, 
patent leather leads the sales with 
tan calf second, and satin third. 
Buckles are selling freely. 


Miller Sells Lease 


William E. Miller, proprietor of 
Miller’s Boot Shop, 86 East avenue, 
announces that he has sold his lease 
and will retire from business as 
soon as he is able to dispose of his 
shoe stock. Mr. Miller is one of the 
oldest shoe merchants in Rochester. 
For 35 years the Miller shoe store 
was located on State street and en- 
joyed a successful business. About 
two years ago Mr. Miller moved to 
his present East avenue location, 
where he fitted up an unusually 
fine shoe store. 


S. B. Thing & Co. Moves 


E. M. Squires, manager of the 
S. B. Thing & Co. store, is pre- 
paring to move to a new store at 
140 State street. The Thing store 
has been located at the corner of 
State and Andrews streets for 40 
years, and has featured “On the 
Corner” in their advertising ever 
since the store was opened. 

The new store has a double en- 
trance with doors on both State and 
Andrews streets and is much more 
modern than the old store. 


Pays Premium on Old Shoes 


P. M. Van Deventer, proprietor 
of the Van Deventer men’s store, 
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Work shoes with Gro-Cord Soles will give 
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RO-CORD Soles on work shoes give the 

most perfect satisfaction of any. The 
Police Officer and the Mail Carrier on the 
paved street all day appreciates its comfort, 
flexibility and great durability. The brake- 
man on slippery car roofs wants its skid-proof 
and weather-proof qualities. The farmer 
abouts the barnyard, in the field or in the 
stable realizes the advantages of its moisture- 
proof and acid-proof qualities. 


pleasure, comfort, durability and complete 
satisfaction to each and every one of your 
customers. No other sole has all the quali- 
ties of Gro-Cord soles. No other sole will 
hold your customers as well. 


Write for the names of manufacturers who 
make Gro-Cord Soled shoes for men, women 
and children—for sport, work or dress wear. 
Ask us for a sample showing the cord con- 
struction. 


The Lima Cord Sole and Heel Co., Lima, Ohio 


A. R. Mueller Co. — yr tong ong A. C. Morand Co. Northwestern Leather Co. 


258 Fourth St. 1627 Locust St. 304-6 Sacramento St. 14 South Street 
Milwaukee, Wisconsin St. Louis, Mo. San Francisco, Cal. Boston, Mass. 





When writing to advertisers please mention Boot anv SuHot Recorper 
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featuring Florsheim shoes, held his 
annual sales event last week during 
which he paid $1.50 a pair for old 
shoes to every purchaser of a new 
pair, and materially increased his 
business during a slow week as a 
result of this sale. 

In featuring this sale Mr. Van 
Deventer announced that he would 


have the old shoes repaired and give 
them to charity, and that the cus- 
tomer could save money for himself 
and at the same time provide a 
good serviceable pair of shoes for 
some unfortunate person unable to 
purchase proper foot coverings. 

This annual event has been a 
factor in building good will. 





Philadelphia Factories 
Are Busy on Combinations 


PHILADELPHIA—During the 
past week or two there has been an 
unusual increase in factory activity 
in combinations. They are being 
made both for street and for sports 
wear. Among the combinations be- 
ing made by one prominent manu- 
facturer for sports wear are white 
buck and tan calf, white buck and 
patent leather, and black suede 
combined with black calf. All of 
them have low rubber heels and 
crepe soles. Tan calf is very active. 
It is said to be selling as well as 
any material. There has been a 
drop in the demand for patent 
leather. The trade is asking for 
both black and brown suede in mod- 
erate amounts, although there is 
only a little call for satins and that 
is confined almost entirely to black. 
Side gores seem to be more in de- 
mand than strap effects. Most of 
them are to be worn with orna- 
ments on the front, lattice effects 
across the front, or short tongues. 
Some of them have a little trim- 
ming or a small ornament on one 
side. 

Raw materials are rising, al- 
though not all shoe manufacturers 
have advanced ‘their quotations. 
Some of them have paid the in- 
creases but have been loathe to ask 
more for their shoes while others 
were covered on sole and upper 
leather and will not ask advances 
on their footwear until they have 
to do so to get back the money they 
spent. 


January Report 


According to the report of busi- 
ness conditions in the Third Fed- 
eral Reserve District made by the 
Philadelphia Federal Reserve Bank, 
business during January was well 
maintained aside from the usual 
seasonal lull following the holidays 
and the inventory period. Speaking 
of the shoe trade, the report states 
that an improvement noted after 
the first of the year has been re- 


flected in a bettered demand for 
leather and for hides and skin, with 
higher quotations in some _ in- 
stances. Producers generally report, 
however, that buyers are cautious 
and are confining their purchases 
to small lots for early delivery. 


New Stores Opened 


Two new shoe stores were opened 
here recently. One is an additional 
link in the Dixie Shoe Store Co. 
chain at 2442 Kensington avenue. 
The other is another Dan Hiker 
Shoe Store at 1800 Ridge avenue. 
It is in charge of William Paxin. 


Light Brown Oxfords to be 
Good 


Frank A. Hoffman, prominent 
member of the Philadelphia Shoe 
Wholesalers’ Association, predicts 
a good demand for light brown ox- 
fords in men’s footwear. There will 
be a very strong demand for per- 
forations, stitching, and brass eye- 
lets. Crepe soles will be very good. 


Winkelman’s Showing 
Combinations 


Included in the combinations, 
which the Winkelman store is fea- 
turing, are alligator with tan calf, 
patent leather with gray kid, fawn 
kid with fawn suede, patent leather 
with apricot kid, alligator with 
brown suede, patent leather with 
flowered kid, gray kid with gray 
satin, black velvet with black satin, 
patent leather with alligator. 
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Manufacturing Continues 
Apace 


While there has been a reduction 
in retail business, according to the 
trade survey of R. G. Dunn & Co., 
following the termination of the 
special clearance department store 
offerings, sales are holding up fair- 
ly well and, with few exceptions, 
manufacturing is rapidly assuming 
broader schedules. 


Sole Leather Trade More 
Active 


Greater activity is reported by 
sole leather tanners here. Part of 
this is said to be due to the fact 
that shoe manufacturers have been 
getting orders for immediate de- 
livery in greater volume than for 
some time and part to the fact that 
the continued price advances have 
led some manufacturers of shoes to 
anticipate their requirements on 
sole leather and put some stock on 
their floors beyond their immediate 
requirements. 


Combinations Good 


The Remy-Landsberg Company 
reports that in women’s footwear 
there is active call for combinations 
of patent vamp and tan back. Grays 
are not selling very well just at 
present, though the demand for 
them is expected to become more 
active as the season progresses and 
Easter footwear comes into vogue. 
There is some call for black velvet 
and a little for brown velvet. Satins 
are not especially prominent now 
though it is expected that a little 
later on they will take the place 
now held by velvets in the market. 
There is very little call for glazed 
kid. Strap effects dominate, al- 
though the outlook for step-in 
pumps is good. 

In men’s lines, light shades of 
brown in oxfords seem to have the 
chief call. Patent leather oxfords 
are also selling. On shoes with the 
broader toes there is quite a bit of 
perforation and stitching. Crepe 
soles are beginning to give indica- 
tions of a very good run. 





Blond Satin Big Feature 
of Lynn Style Program 


LYNN—Volume of business con- 
tinues good. Factories are active 
making up shoes that were ordered 
in January markets. Further orders 
for Easter and spring shoes are 


expected. There is scarcely more 
than six weeks in which to make 
and deliver footwear for Easter 
trade. Manufacturers believe that 
big city merchants are not fully 
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5446—**Poinzata””’ Smart Side Tie, patent 
vamp, tan calf quarter, tan calf underlay on 


vamp and quarter; 13/8 military heel, S85 
Banana lining, French bound, AA toC ° 

5455—“‘Poinzata”’ Pattern in One-Strap, all 
patent tan calf underlay on vamp and quar- 


ter; 13/8 military heel, Banana 
lining, French bound, AA to C $4.85 


5442—Same style as 5455 in 16/8 
full breasted spike heel $4.85 
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stocked with desirable styles for 
Easter sales and spring openings. 

Prices are adjusting themselves. 
More about prices will be said later. 

Styles, although simpler, are well 
spread out. Blond satin is at a new 
high premium. Light tans and 
patent leather are staple. Many 
shoes are being made with novelty 
quarters. More white leather is be- 
ing cut. 

Lasts are stagey, or short vamped 
and round toe for dress wear, and 
flappery, or sandal-like for street 
wear. 

New Deauville style shoes are 
appearing, including shoes with the 
basket weave designs on vamps or 
quarters. Strap styles hold in fash- 
ion for another season. Straps 
which sweep diagonally across the 
foot are in favor. Ribbons, bows 
and buckles are used for trimmings. 


New Patterns 


Murphy, Gorman & Waterhouse 
have a new shoe. It is called “The 
25-10.” In it are perforations to 
the number of 252 to each pair, or 
the product of 25 by 10 plus 2. But 
that isn’t the reason of the arith- 
metical name. The firm has run out 
of ordinary names for shoes. So it 
is numbering some of its styles. 

This “25-10” is a sandal, a low 











heel, flat tread, snappy toe sandal; 
in its vamps, quarters and straps 
there are 252 perforations, small 
ones to be sure. More substance is 
there to these sandals despite the 
252 perforations, than there was to 
slashed sandals of a year ago. 

These sandals are of patent and 
tan leathers; later they will be 
made of white leathers. Orders 
have already been booked for them 
in the proportion of best sellers. 

Some beautiful shoes of blond 
satin have lately been added to the 
products of Murphy, Gorman & 
Waterhouse. 


M. & W. Shoes 


Mitchell Welch Shoe Co., is mak- 
ing chiefly shoes of blond satin, 
rosewood satin, black satin, and of 
patent and tan leather. Some of 
these leather shoes have fancy 
quarters. Samples of white shoes 
are being added. 

Lasts carry heels 13/8 and 16/8 
high. Some new low heel styles will 
be added for after Easter sales. 
Stagey style lasts are in the line. 


Demand for $5 Shoes 


A drawer full of letters, from re- 
tail merchants asking for $5 shoes, 


may be seen in one Lynn factory. 
Five dollars a pair is a popular 
price these days. The difficulty is to 
make shoes of satisfactory style and 
quality, to retail at $5 a pair. 
Leather is going up like the mer- 
cury in the thermometer, when the 
sun shines on it. 

Yet a number of $5 lines of 
novelty shoes are being made in 
Lynn, and manufacturers are sell- 
ing them freely. 


Kiely’s Shoes 

T. J. Kiely is showing some un- 
usually pretty shoes for misses and 
children, and growing girls, too. 
Patterns are smart, such as the 
fancy strap shoes, with ribbon bow 
trimmings. Patent leather is pre- 
sently in favor, the demand for it 
exceeding the demand for shoes of 
Russia calf. A number of inquiries 
for white shoes have been made. 


Hitchings and Randall 
Control Company 


The controlling interest in the 
James W. Hitchings Co. has been 
purchased by Luther J. Hitchings 
and Perley E. Randall. James W. 
Hitchings will remain as one of 
the directors. The firm has moved 
to new daylight quarters at 264 
Broad street, where it has most 
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modern facilities for the manufac- 
ture of the high grade McKays, 
which it has been making for two 
years. 

Both Messrs. Hitchings and Ran- 
dall are qualified to head their own 
enterprise, for they have been 
brought up in the atmosphere of 
shoemaking and merchandising. 
Their product is meeting with 
ready demand from the larger buy- 
ers, mainly in the department 
stores. 





Starting in Lynn 

The Johnston Shoe Co., is start- 
ing at 479 Union street, Lynn, in- 
stead of at Newburyport, as was 
reported recently. It will begin 
manufacturing late in February. 
It will make women’s shoes, by the 
McKay process, all shoes to have 
wood heels. 


Incorporates for $50,000 


Colella & Leighton was incorpo- 
rated with a capital of $50,000, by 
Harlan Leighton, well known sales- 
man Pasquale Colella, a factory 
superintendent and John Cotter, 
who was with the Cotter Shoe Co. 
The new concern is fitting up a fac- 
tory, at 25 Marshall’s wharf, Lynn, 
for making women’s novelty style 
shoes. 





Brockton Samples Include 
Many Lightweight Models 


BROCKTON—In many sample 
lines being made by local shoe con- 
cerns, men’s lightweight models 
are featured. This is in line with 
developments whereby the mer- 
chant may have shoes which offer 
a sharp and effective contrast to 
the heavy broguish types of ox- 
fords which have been a leading 
factor in sales of men’s shoes for 
several seasons. An illustrated arti- 
cle on this subject, published in a 
recent issue of the Boot and Shoe 
Recorder, was favorably commented 
upon by several members of the 
Brockton trade. One concern said: 
“We introduced the lightweight or 
featherweight styles last season 
and sold a considerable amount of 
these shoes. This season we are en- 
larging the variety of these men’s 
lightweight oxfords and expect to 
considerably increase our business 
over that of last year. The Recorder 
article should be favorably received 
by merchants and prove helpful in 


furthering the sale of lightweight 
shoes for men. Some criticism 
may be expected from merchants 
or consumers who claim that 
the lightweights do not wear as 
long as the heavier types. This 
may be true, yet it is to the ad- 
vantage of the merchant not to 
have shoes wear too long. A reason- 
able amount of service is right and 
proper, but for a man to wear one 
pair of shoes two years is decidedly 
to the disadvantage of the retail 
shoe merchant as well as the manu- 
facturer. It is to bring about 
changes in this regard that the new 
light or featherweight shoes are 
being featured for the coming 
season.” 


Placing Orders in Small 
Amounts 
Conservatism is the dominant 
note concerning buying of shoes. 
Reports from salesmen in various 
(Continued on page 84) 
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Nunn-Bush 


One of the New Smart Spring Styles 
No. 4724—The Blimp—$5.75 


Lemon tan calf. Natural welt. Fair separate stitch. 


Flange rubber heel. A to D. 
In Stock March | 


Nam-BiSh 8 Weldon Shoe Company “H” 


Master Craftsman 


MILWAUKEE, WISCONSIN 
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Pattern Designing One of 
Most Interesting Problems 


HAVERHILL—tThe many intri- 
cate patterns which are designed 
for women’s novelty footwear call 
for originality and ingenuity on the 
part of the producers. A Haverhill 
manufacturer, having decided on 
putting a certain novelty pattern 
into his line, finds it necessary not 
only to utilize all his knowledge of 
shoemaking to bring this pattern 
to proper development, but fre- 
quently his resourcefulness is put 
to the test to discover a means of 
producing it. The popular basket 
weave pattern, for example, is one 
which was in line with the cross- 
word puzzle concerning difficulties 
of solution. Different manufac- 
turers work out this pattern in 
various ways. 

Long experience in shoe produc- 
tion is an important factor in 
bringing out a complicated pattern. 
That this has been done to the 
satisfaction of the buyers of Haver- 
hill novelty footwear is highly 
creditable to the resourcefulness of 
the men who have made Haverhill’s 
“pretty shoes” famous throughout 
the world. 


Pattern Makers Are 
Versatile 


There is a shoe pattern concern 
here operated by two partners who 
have long experience in this work. 
In addition, however, to their work 
in designing and making shoe pat- 
terns the members carry art and 
music as side lines. One is an artist 
and sells his paintings at sub- 
stantial figures. The other is a mu- 
sician and a local band leader. Such 


a combination of talent is unusual ~ 


in the business field. 


Mail Order Business Good 


Several shoe manufacturing 
plants here are specializing in mak- 
ing shoes for mail order houses. 
This production, which has in- 
creased during the past year, is ex- 
pected to be further stimulated by 
a recent ten per cent reduction 
made by the local arbitration board 
in regard to work on growing girls’ 
shoes. This decision, bringing 
Haverhill in line with competitors 
elsewhere, is important to the local 
shoe industry. 

Along this line it is of interest to 
note that one concern with a branch 
factory in Lowell is manufacturing 
growing girls’ shoes in the latter 


city and devoting the Haverhill 
plant exclusively to women’s shoes. 
Last year this concern made more 
than 6,000 pairs of growing girls’ 
shoes, and is prepared under the 
new conditions to make this line an 
important part of the output of the 
Haverhill plant. The reduction in 
price on the growing girls’ foot- 
wear will stimulate the production 
of these goods, thus increasing em- 
ployment and also the value of the 
city’s shoe output. 


Famous for Their Skill 

In making a general revision of 
piece rates for fancy stitching oper- 
ations in Haverhill factories, which 
calls for a slight increase in oper- 
ations on many shoes. Chairman 
Edwin Newdick of the Haverhill 
Shoe Board recognizes the ability 
of stitching room workers. The 
rates for cut-outs have been re- 
duced 15 per cent for large groups 
of cut-outs, and have been increased 
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about the same amount for single 
cut-outs stitched separately. Not 
only is the skill of stitching room 
employees of Haverhill factories 
utilized in the production of Haver- 
hill made footwear, but some of 
the local contract shops are doing 
this work for firms outside of 
Haverhill. 


Exhibited at Atlantic City 


At the recent convention and 
style show held by the Pennsyl- 
vania Shoe Dealers’ Association at 
Atlantic City, New Jersey, the 
Rickard Shoe Company was the 
only Haverhill exhibitor. This con- 
cern had an elaborately decorated 
booth and showed its complete line 
of women’s novelty shoes. 


Haverhill Men as Directors 


Herman E. Lewis of H. E. Lewis, 
Inc., and Joachim D. Rickard of 
Rickard Shoe Company of Haver- 
hill were re-elected directors of the 
New England Shoe & Leather As- 
sociation, at the annual meeting 
recently held in Boston. 





Retail Trend in Atlanta 
Is Along Healthy Lines 


ATLANTA—The larger mer- 
chants in Atlanta report sales dur- 
ing January ran considerably bet- 
ter than during the same month in 
1924. Considerable optimism over 
the spring outlook prevails. In 
women’s departments the heaviest 
demand is for novelty styles in 
pumps and straps in black mate- 
rials. 

In the men’s departments de- 
mand continues for low shoes, with 
black very popular. Simple patterns 
are best, but later on a good de- 
mand for fancy and sport shoes is 
looked for. 


Advertising Fund 

A fund of $25,000 to be used in 
advertising Atlanta as a jobbing 
center will be raised this year by 
the Merchants and Manufacturers’ 
Association, the campaign to get 
under way in the spring. Members 
of the association will subscribe ac- 
cording to the scope of their busi- 
ness, and the advertising will be 
carried on both by direct mail and 
through the various newspapers in 
the southeast, appealing primarily 
to the retail trade. All of the larger 


shoe jobbers and manufacturers in 
Atlanta are members and will sup- 
port the campaign, including Gram- 
ling, Spalding & Collinsworth, Inc. ; 
Rice & Hutchins; the J. K. Orr 
Shoe Co., and the M. C. Kiser Shoe 
Company. 


Kimbro Ap Appointed Manager 
wart’s 
Cc. BD. beam former manager 
of the men’s department of the 
Fred Stewart Shoe Store, has been 
advanced to general manager. 


Monteau General Manager 


J. O. Steele, proprietor of .the 
French Shoe Shoppe on Alabama 
street, announces the appointment 
of Gus A. Monteau as general man- 
ager. Mr. Monteau has been identi- 
fied with the retail shoe business in 
Atlanta for many years. 


Irving’s to Close 


Irving’s Boot Shop, 93 Peachtree 
street, the first exclusive shop for 
women established here, will dis- 
continue March 1. Irving Edison, 
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head of the firm, will join his 
brothers in one of the other stores 
of the Edison chain. 


Parker Ranks High 


R. A. Parker, in charge of the 
foot relief department in the Fred 
S. Stewart Co. store has been ad- 
vised by the St. Louis office of the 
Lightfoot-Wizard Appliance Co., 
that in 1924 he stood fourth in the 
sale of Wizard appliances among 
all the foot relief departments in 
the United States. 














Brockton 


Shoes of Worth (Continued from page 81) 
A. E. NETTLETON CO. parts of the country are to the ef- 
Syracuse, N.Y., U. 8. A. fect that merchants are proceeding 
MEN'S FINE SHOES EXCLUSIVELY cautiously in making their pur- 
chases for spring deliveries. Orders 
received at Brockton factories con- 
HURLEY firm these statements. sar of de- 
mand for shoes, particularly men’s 
snupsem (77 /PA ARCH footwear, is the reason which mer- a Das 
SHOE chants give for the small scale on av v 
which they are purchasing. Natur SHOES AND RUBBERS 
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“oe sietanneeell ally, this conservatism is contagious. 


Shoe manufacturers buy their 
leather and other materials as need- 


ed. Tanners in their turn are finish- 
ing as few skins as possible beyond Stock Dept. 5 

















the actual demands of their custom- 
ers. These orders, coming prac- | Jg At Your Service 
tically from day to day, make for a 
continuance of this situation. One THE STBTEON wy CO. (Ine.) 
shoe manufacturer gives his opin- 
ion thus: “My customers are buy- 
ing conservatively; too much so I 
think, for their own interests. 
Many of them are optimistic, but 
they don’t carry their optimism so 
far as to place large orders.” THE SHOE FOR MEN 
With such conditions prevailing ELLIOT SHOB CO. BROCKTON 
- regarding the sale of men’s shoes, 
Brockton manufacturers are put- 
ting forth strenuous and intensive 
(y mt efforts to secure business through 
0 the medium of attractive styles 
>hoe ae backed by the workmanship and 
finish for which Brockton shoes are 
FOR MEN Brockton, Mess. famous. Reports from other indus- | pysherds & Brennen Co. 2s Randolph, Mess. 
tries connected with the manufac- : 


ture of men’s apparel are along 

similar lines; that retail merchants Son vokhen teen 
are buying only for immediate aie’ te iis 

needs and that production is there- ensuspamsed. 
fore restricted. At this season of 
the year the demand from mer- 
chants for Easter goods in shoes 
and other lines should be in full 
swing. “There is no doubt in my : > BRIDGEWATER 
mind,” said a member of the Brock- (fs WORKERS’ 

ton trade, “that the conservative 0-O 

attitude of shoe merchants regard- eS Snanraaraens” 
ing buying for Easter deliveries 
will result in shortages of goods 
when these are most needed. While 
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ne Many dependable and 
profitable styles constant- 


4 mt Steck. Send for leneot Hi. K GARDINER CO,, PITTSFIELD, NM, list. 


















































































ATLANTIC PRINTING CO. 
Producers of Distinctive 
Shoe Catalogues and 
Shoe Booklets 


201 South Street Boston, Mass. 
Telephone, LiBerty 8673 

















*TABELSZofjo*) 


aro 


ASK FOR 
WH G » ana Srunt m 


SAMPLES 


TOLMAN PRINT. INC.,43! 





Engravings, Signature Cuts, Rule Forms, 








Composition, Steel and Copper Face Electros 
Write for Prices 
UNIVERSITY ELECTROTYPE FOUNDRY 
CAMBRIDGE, MASS. 








factories can now put through their 
orders much quicker than a few 
years ago, yet a reasonable time is 
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required to properly produce shoes. 
If merchants continue to postpone 
placing orders as they have been 
doing, they will have only them- 
selves to blame if they are unable 
to secure sufficient new shoes to 
satisfy the demands of buyers of 
Easter footwear.” 


At Atlantic City Convention 


Members of Brockton shoe manu- 
facturing concerns who attended 
the recent convention and style show 
of the Pennsylvania Shoe Retailers’ 
Association at Atlantic City, were 
favorably impressed with the man- 
ner in which this affair was put 
over. On this point, one manufac- 
turer said: 

“The Brockton district was not 
largely represented among the ex- 
hibitors, but those who showed 
their lines felt well repaid for the 
time and money expended.” “If more 
conventions and shows could be car- 
ried through ‘on the plan pursued 
at Atlantic City, I think the trade 
as a whole would be benefited,” 
said a local manufacturer. 


On Overtime Basis 


The Dunbar Pattern Co., design- 
ers and makers of shoe patterns for 
men’s and women’s footwear, has 
factory headquarters in Brockton, 
and other factories in Boston, New 
York, Chicago, St. Louis, and Mont- 


‘real. At the present time the Brock- 


ton plant is being operated on an 
overtime basis. In fact, work is be- 
ing continued evenings in order to 
keep up with the demand for Dun- 
bar patterns. This situation also 
prevails in the five other factories 
operated by this concern. Manager 
M. F. Burns of the Brockton fac- 
tory says that Brockton and South 
Shore concerns are calling for their 
share of the business, and that 
manufacturers in Lynn, Haverhill, 
Salem, St. Louis, New York, Mont- 
real, and elsewhere are placing ex- 
tensive orders for shoe patterns. 
Mr. Burns is making a several 
weeks’ tour of the Dunbar Pattern 
Company’s plants, during which 
time he will make a survey of gen- 
eral business conditions through- 
out the United States, as relating 
to the shoe industry and kindred 
trades. 





Energy, brains, vision, confidence, 
enthusiasm, optimism—and success 
must follow. Walk-Over Factory 
Prints. 








‘Bonita Shoe * Baby 








TURNS and SOFT SOLES 


In Stock 


Send /@r Cata! 


ALH.Martin@ 


Meherws ROCHESTER NY 














onPOSNERs 


eye maccmperin 
AND YOUNG LADIES 
DR A POSNER SHOES, 


















“ELAM” 
Flexible Turn Shees 
Fer the Jobbing Trade Exclustvely 
F. 8S. ELAM | SHOE co. 


. N.Y. 
Boston Office, 183 Essex Street 



















AShoe for Boys 
That Wears 


Marston & Tapley Co, 
DANVERS, MASS 














& Osborn, 


PHY Shoe ee 


BOyY’Ss FINE SHOES 
Reckland, Mass., U. 8. A. 


IN STOCK MADE TO ORDER 





































ne Diet. 
Bliss & Richardson Shoo Co 
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f WHERE TO BUY © 
et ae 





Ours Stand the Strain 
6to8 11% 8 a by 
$1.20 $1.30 mT) 
THE KAY JAY SHOE CO. 

Manufacturers 


309-315 Findlay Street 
Cincinnati, Ohio 





BEST-EVER SLIPPER CO., Inc., BROOKLYN, N.Y. 








Oo 
Sortgl clip, i 
Pullman Slipper ite 
RED BLACK TAN 


The Quality 
SWAN SHOE CO. _ Baltimore, Md. 











Satin, Felt and Leather 
Seft-Sole SLIPPERS 


for the Entire Family 
No. 7300 Satin in these 





iTBORO, MASS. 





PARISTYLE FOOTWEAR MFG. GO., ¥ | 








Demand Dunbar Designs 


From Your Manufacturer 
AND BE ASSURED OF STYLE 
AND FITTING QUALITIES 
IN YOUR SHOES. 











Where to Buy 
Wanted Styles 


An extra Editorial Service to 
“Recorder”’ free for the 





asking. Write and tell us what 
you would like to know. 





St. Paul - 


(Continued from page 77) 

New Spring Types 
Manager Joseph Langley of 
Mannheimer’s shoe department is 
displaying a few models designed 
by himself. One is a step-in pump 
with a brown kid vamp and mole 
kid quarter. A folded satin gore on 
either side of the instep adds to 

its appearance. 


Jerabek Is Manager 


J. R. Jerabek is manager of the 
Panor store, succeeding J. H. Ho- 
reish who has taken up other work. 
Mr. Jerabek was manager of the 
store for a short time when it was 
opened a few months ago, going to 
the Minneapolis Panor store when 
Mr. Horeish was made manager. 


Buy Booterie 


J. B. Saint and A. D. Stoyber, 
formerly of Chicago, are managing 
the St. Paul Booterie which they 
purchased from Howard W. Currie. 
The Booterie is one of the exclusive 
St. Paul shoe stores. 


How He Handles the Noon 
Rush 

The manager of one of the lead- 
ing shoe stores said that he found 
it paid to add a salesman to his 
force just to be sure of plenty of 
help to take care of the noon hour 
trade. The young women drop in at 
that time, he said, “with the money 
almost ready in their hands.” If 
there is help enough in the store to 
take care of them, the store gets 
the business right there. In a great 
many cases the girls want to wear 
their purchases back to work. So he 
puts on an additional salesman on 
a percentage basis and finds that it 


pays. 


Little Witch Co. Moves 


The Little Witch Shoe Co., has 
moved from 144 Washington street, 
Salem, Mass., to the Sargent fac- 
tory at 409 Bridge street, Salem. 
Gordon C. Vaughan has become 
treasurer. He is a son of George C. 
Vaughan, tanner of Ivory white 
leather, Peabody. C. W. Cooper con- 
tinues as president. Mrs. Lawrence 
Purtell is clerk. 





The Little Witch Co., is adding 


fine stitchdown and welt shoes for 
children to its well known lines. It 
will continue to make the “Little 
Witch” and the “Try-To-Walk” 
shoes. 
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SHOE FINDING CO poe. 
147 Duane St., New York, N 








BALLET AND GYM SHOES 
BLACK VICI KID—IN-STOCK 
gry phase No. 116 

2% to a 00 


Men's Leather House 
Slippers In Stock 








Athletic Shee Mig. Ce., 124 N. Third St., Philadelphia 





QUALITY BALLETS— o73ix 


Soft Tee Hard Tee 


6/tt 
/ 


Also Men’s and Women’s Slippers of every description. 
METROPOLITAN SLIPPER CO. 


134 W. Bway, near Duane St. New Yerk 





BALLET SLIPPERS — IN STOCK 
(Made by Ballet Specialists) 
See Sst ce came 


8-11 11%-2 2%-8 
$1.30 $1.35 $1.45 


of High Grade Athletic Shoes 


Mfrs. 
241 Me. lith Street - - Philadelphia, Pa. 














= 


326 W MONROE ST 
CHICAGO 


W2 SUMNER SMITH 











MANHATTAN FINDING CO. 


107 = St., New York City 
Specializi 
“KOM- tnd si SUPPORTS 
BALLET SLIPPERS 
IN STOCK 
Childs’ $1.15—Misses’ $1.20—Ladics’ $1.25 
Hard Toe—Prices from $2.30 up 








Do You Know? 


That you can buy or sell it through 
the “Where to Buy” columns. This 
feature in its quick service is a time 
saver in meeting immediate needs. 
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T. W. GODSO 1 + — ioe 
w.G. JON ALD, Vice- 


F. E. JONES ‘CO. 
FANCY COLORS 


MAT KID 








COATED GEM DUCK 
ADGESIVE BACKING CLOTH 
Bubber and Leather 
Dry Foot Welting 
Sheet Rubber Soling 


8 F CHAMBERLIN 
ise Samme 4 
BOSTON 





. ALL 
WIDTHS 
orin 
GRADES 


Russell ManufacturingCo. 
Middletown, Conn. 





The One 
Waterproot 
seather That 
Takes and Re- 
tains a Polish. 

















EMIL RUBLACK 


Maker of Artistic 
PRICE TICKETS 
Shoe trade my specialty 
Samples mailed free on request 
Established 1903 
anaulgeet oer NEW TORK RT. 











INFORMATION 
for Shoe Merchants 


“WHERE TO BUY” constitutes a 
source of yg so that he who 
runs through these pages may read 





— and learn. 
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Cleveland . 


(Continued from page 79) 
Ames Co. Sells Out 


One of the important develop- 
ments of the year has been the pur- 
chase of the Ames Co. store in lower 
Euclid avenue by the S. and A. 
Feinstein Co., of New York city. 
The latter firm operates a large 
chain of stores. One of the best 
equipped shoe departments in the 
city is operated at this store, and 
it is the policy of the company to 
maintain this and all other depart- 
ments. 


Aymar in Business 


A change of executive positions 
of major importance to the retail 
shoe trade in this city occurred 
when Ed. H. Aymar resigned as 
manager of the shoe department at 
the Halle Bros. Co., to open his own 
store at Euclid avenue and E. 19th 
street. This is the center of a new 
shopping district that lately has 
sprung up. With Mr. Aymar went 
Miss Hope Yeager, who has been 
for 14 years with the Halle Bros. 
Co., in the shoe department. She 
will be associated with Mr. Aymar 
in the new enterprise. 

Women’s high grade shoes of the 
very finest quality will be featured 
and special catering will be done 
to women, who want the very best. 

Aymar has been with the Halle 
Bros. for 18 years and is one of the 
best store executives in the Middle 
West. 


Max Wold in Charge 


Max Wold is in charge of the 
shoe department at Halle Bros. Co., 
following the resignation of Ed. 
Aymar. Mr. Wold has been with 
the company for five and a half 
years. He has been assistant buyer 
for Mr. Aymar, and has been active 
in the management of the depart- 
ment. 


Thompson Buyer for 
Bedell’s 


The local Bedell Store in Euclid 
avenue has taken over the manage- 
ment of the shoe department, 
which, until recently, had been 
operated by the Stone Shoe Co. 
Charles L. Thompson, the Bedell 
buyer of Chicago, is buyer. 


Black Patent Strong 


Walter Synenberg, manager of 
the Daniel Shoe Co., store on Pros- 
pect avenue, reports business in the 











J. R. BEATON COMPANY, Ine. 
881 FOURTH AVE.. NEW YORK 
cmcaco |MISIERY) = ariawra 

AS SAN 
BOSTON =| UKE fT | FRANCISCO 














DR. CAMPBELL'S HEALTH SHOES 
Women’s Boots In Stock 
LASTS— 





POWELL & CAMPBELL 
Mtg. Whelesalers of Dr. Campbell's Health Shoes 











122-124 Duane St., New York, N.Y. 











first week of February was ahead 
of the volume of the same period a 
year ago. At the present time Mr. 
Synenberg is selling a tan and 
black combination. Black patents 
and dull kids, all in low shoes, are 
also being sold. 





Jacob S. Simon Is Dead 


Mobile, Ala.—Jacob S. Simon of 
the Simon Shoe Co., a well-known 
figure in the shoe industry, died 
here recently. For years he was as- 
sociated with the retail shoe trade 
in this city. His son, Sidney, has 
been directing the policies of the 
store in recent years and will carry 
on the business. 





Premier Company Enlarges 
Quarters 


Brooklyn, Feb. 12—The Premier 
Shoe Co., manufacturers of wom- 
en’s high-grade shoes, has taken 
another floor in its present quar- 
ters as a measure to take care of 
increased production. 





Interest in Spring Lines 


New York—tThe M. J. Saks Shoe 
Corporation reported a good re- 
sponse from its display of spring 
patterns at the recent Pennsyl- 
vania Association convention at 
Atlantic City, N. J. 
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GLASS CALF 


MANUFACTURERS -- RETAILERS--CONSUMERS 


DEMAND 
GLASS CALF 


A Leather Entirely Unique | = 





HETHER or not there is a call for the 
regular run of Scotch Leathers GLASS 
CALF retains its permanent place as a ready 


seller. L . 
WHY? L 


| GLASS CALF altho’ suggesting the “doggy” 
* effect of Scotch leathers, still emphasizes the re- 
fined conservatism of the dress shoe. 


Il. GLASS CALF does not “pull out’”’ at the toe. 


Ill GLASS CALF is full aniline dye, with no pig- 
* ment whatsoever. 


[IV GLASS CALF has a rich, full lustre—and retains 
= . . 
this bright appearance thru strenuous wear. 


V. GLASS CALF is glovelike on the foot. 














J. S. BARNET & SONS, Inc. 


75 South St. : Tanneries 
BOSTON, MASS. LYNN. MASS. 


BARNET 


Lynn Leathers 


When writing to adverticers please mention Boot anv SHor RecorDER 














February 14, 1925 BOOT AND SHOE RECORDER 
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Sy “Luxury ga vill “* 
Fisher re under the nay, 


A.SHOEWISE \wa' 
says— nown alw 
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‘LUXURE ST 


SHOE 
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For years these fine shoes have been bringing comfort to 
tired, aching feet. Built to sell at moderate prices—a 
good margin for the dealer—a satisfied feeling from 
maker to wearer. 

A full line in stock for enterprising dealers to select 
from. Immediate shipments guaranteed. 


Illustrated is our 054 Oxford in. Black or 


Tan Vici. Inside construction like sketch. 


Sizes and Widths: EEE+4 to 9 


In stock at 


$2.35 
Terms: 5% 30 days 
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LYNN, MASSACHUSETTS 
Boston Office: 216 Lincoln Street Chicago Office: 189 W. Madison Street 











BSanies 


When writing to advertisers please mention Boot anv Suor Recorper 
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Good Display 


Promotes Sales 


Window trim is 
one of the highest 
forms of advertising. 


In all advertising 
the importance of 
good display is recog- 
nized. 

HUGH LYONS 


fixtures solve display 
problems for you. 


Send for your 
*‘Shoe Book.”’ 


It’s all ready to 

mail, just waiting for 

you to write and ask for it. Every shoe dealer 
should have his copy. 


This “Shoe Book”’ will give 
you many window display 
suggestions and show the 
inexpensive but handsome 
fixtures required to follow 
them. 


It will show you how Period 
designs have been reproduced 
in display fixtures that are 
at once beautiful and prac- 
tical. 


You'll enjoy your copy. 


Makes Buyers oul 
of Passers-by 


HUGH LYONS & COMPANY 


LANSING, MICH. 


SALES OFFICES 


New York 
35 W. 32nd St. 


Chicago 
- 217 W. Jackson B’lv'd 
Baltimore 
1 N. Eutaw St. 


Boston 
52 Chauncy St. 














Retail Salesmen 


Wanted 


A Splendid Opportunity 
for the Right Men 


The J. C. Penney Company—a nation-wide institution 
—needs capable salesmen; y men between the ages of 
25 and 35 years who have had orough e Libeeng 
or more of our lines, and can give us the highes 


Our company, which started in 1902 with one store, 
now operates 571 retail stores in 41 states. We sell dry 
goods, shoes, notions, clothing and furnishings for men, 
women and children. We do a strictly cash business. Our 
sales in 1924 were over $74,000,000. We opened 115 stores 
- 1920, 59 stores in 1922, 104 stores in 1923 and 96 stores 
ast year. 


By industry, study and determination your Progress 
will be rapid in our organization. Under our = 
managers you are trained to become a manager m you 
have qualified 


You are Promoted 


to be 


Manager of a Store 


in which you own a one-third interest, to be paid 
for out of the profits of the business. 


Experience has taught us that some of the greatest successes come 
from the ranks of —- men. What we need are young, healthy and 
capable salesmen who have had thorough experience in a small or 
medium-sized department store, or are ¢ in general store 
work in special lines. The investment of ——- is not pocueeny for your 
success with us. The financial backing of our company is ample. Briefly, 
this is our proposition—tested and proven over a period of 21 years: 


You come to us first as a salesman in one of our stores. During the 
period of proving your ability you learn the greater possibilities of 
co-operative effort. Your progress depends upon your ability and 
effort. As our new stores are op ‘s are d from 
our sales force. 





When you make a success of the management, you are seld a 
one-third interest in a new store and become its mani . You 
may afterwards acquire a partnership in other stores w are the 
outgrowth of the one in which you first received a financial in- 
terest. If you do not possess the capital to purchase one-third in- 
terest im a new store, the money is loaned you by the J. C. aaey 
Company, and you repay it from subsequent profits of the store. 
Write today for our booklet, Mh tone Plan of the J. C. Penney 
Company.”’ Give your age and number of years’ experience in our lines 


of merchandise in your first letter. We may arrange for a personal in- 
ter view later. All correspondence strictly confidential. 


Address your letter to our nearést employment office: 


J. C. PENNEY CoO., Inc. 


1205 Olive Street, St. Louis, Mo. 
370 7th Avenue, New Yerk City 
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The more you know—the more you sell 
—the more you make 


A knowledge of the human foot especially anatomy, is very essential to every shoeman who attempts 
to render a foot comfort service. The one sure way of securing this specialized knowledge is through 
the use of Dr. Scholl’s Human Foot Book, Practipedic Reference Guide and Dictionary of the Feet. 
To put this knowledge into effect—to be able to show in a clear, impressive, convincing manner, the 
causes of foot troubles—a skeleton foot has no equal. 


Special Introductory Offer 


6“ 9? by Dr. Wm. M. Scholl, 

The Human Foot is one of the most com- 
plete and authorative treatises ever written on the subject 
of Anatomy, Deformities and Treatment of the Foot. It 
teaches in a manner easily understood the structure of the 
foot, shows how this structure becomes deformed and the 
most approved method of relieving and correcting these de- 
formities. There are nearly 400 pages of interesting, scientific, 
practical data with over 300 illustrations. 


Price, $3.50 


> J . + 

Dr. Scholl’s Practipedic Reference 
Guide is a very complete reference work on foot anat- 

omy, foot troubles and their relief and cor- 
rection, shoe fitting and other vital subjects. It is of a 
convenient size, 4'' x 7", can be carried in the pocket and 
studied at opportune times, or may be used daily in ex- 
plaining foot conditions to customers. Contains 194 pages, 
with numerous illustrations, many of which are in full colors. 


Price, in beautiful, embossed, flexible leather cover, $2.00 


Sais by Dr. Wm. M. 
Dictionary of the Foot 22" Wo & 
correct pronunciation and defines the meaning of all the bones, 
ligaments, muscles, arteries, veins and nerves. It answers 
authoritatively those thousands of questions which con- 
stantly arise in your daily work. Over 1200 words and phrases 
are defined and their correct pronunciation given. 


Price, $1.00 


When writing to advertisers please 


Prepared by one of the foremost 
Skeleton F oot anatomists of Europe. It is made 
of papier-mache and is a perfect replica of the human foot, 
true bone color, highly polished, thoroughly sanitary and 
will not decay. The bones articulate on non-rusting brass 
wire. No Practipedist nor any store specializing in Foot 
Comfort can afford to be without one of these skeleton feet. 


Price, $3.50 
All for $7.50 


The regular price of these four items is $10.00. Realizing that 
the better informed you are, the more Dr. Scholl merchandise 
you will sell, we are making, for a limited time, this Special 
Introductory Offer, in order to place these books and the 
skeleton foot in the hands of every man and woman selling 
shoes and giving foot comfort. 


MAIL COUPON TODAY 


THE SCHOLL MFG. CO., 

213 W. Schiller St., Chicago Mail to nearest 

62 W. 14th St., New York office. 

Gentlemen: Please ship me The Human Foot Book, Practipedic 
tae Guide, Dictionary of the Foot and Skeleton Foot, all 
or $7.50. 
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Throughout 
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a mil TT ASS famaumeng TM lay Hawg 
And Then Me Tait Up Golf (, 


A Genuine Moccasin For Golf. Extra 
Quality Brown Elk Leather lined quar- 
ters—Latex Crepe Soles. This Rangeley 
Golf Moccasin offers you an unlimited 
sales opportunity—a real hand-sewed 
golf Moccasin at a popular price that 
you can stand behind. In Stock 6-1] = 
D. To Order 5-12 A to EE. ¢ 


As above for Women. In Stock 214-8C. 
To Order 21-8 A to E. =e 


No. 610 makes an excellent all-round = 
summer sport shoe. = 


Will You Sell Him His Footwear ? 






No. 610—$5.00 


No. 610W—$4.35 FE 











G. H. BASS & CO. | ®t etee*® | Wilton, Me. 






























|DaJC® PUMP HOLDS 


Hold Pumps he 
Snug to Foot < 





<M Don’t let business go 
Sa ieee by, make it come and 
— buy. Show “Dalco” shoe 
trimming specialties. 


. —— 


“Dalco” Pump Holds are a new thing, originated by us and offered 
the trade in a wide variety of patterns. The highest grade retail 
stores are using the ‘“Dalco’ Pump Hold to influence more business 
and repeat orders indicate that they are getting it. Every live shoe 
merchant should be selling “Dalco” Pump Holds, otherwise they are 
passing up a good opportunity for making sales at attractive profits. 


$6.00 to $12.00 Per Doz. Pr. Carded 
DALRYMPLE-DUDLEY CoO, "4YERHILL, 


“Clifton’”’ 
GEM DUCK 














When writing to advertisers please 








Used with our wet process it produces 
a perfect innersole, as it is easily formed 
in and hugs the lip, providing strength 
where strength is most needed. 


‘CLIFTON’? COVERING 
CLOTHS 


“ Clifton” backing and plumping cloths are recom- 
mended for satisfactory results. 


In profitable shoemaking all “Clifton” specialties reg- 
ister high. 


CLIFTON MFG. CO. 


65 BROOKSIDE AVENUE, JAMAICA PLAIN 
BOSTON, MASS. 
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FINISHING 


PLANTS: BRANCH 


LOWELL, MASS. OFFICES: 
ST. LOUIS, MO. NEW YORK 
GRIFFIN, GA. PHILADELPHIA 
CINCINNATI 
WAREHOUSE CHICAGO 
AND FACTORIES: Bo mae 
1000 WASHINGTON MASS. 


STREET, 
BOSTON, MASS. 





SHOE GOODS 


THE LONGEST AND BEST LINE IN THE COUNTRY 


HEADQUARTERS FOR 


SHOE LININGS 


DRILLS TWILLS DUCKS SHEETINGS 


INTERLININGS 
FLANNELS: TWILL-WEAVE SQUARE-WEAVE 
SINGLE-NAP DOUBLE-NAP 


GEM INSOLE DUCK 
STAY DUCKS 
COTTON GOODS OF EVERY DESCRIPTION 





NATIONAL FABRIC AND FINISHING COMPANY 


LINCOLN AND ESSEX STREETS 


BOSTON oe fe MASS. 
SUCCEEDING 
FARNSWORTH-HOYT CO. KALLMAN-NEWCOMB CO. W. H. HOLBROOK Co. 
W. A. LIPPINCOTT CO. THE SELSER & BALLANTYNE CO. 
































When writing to advertisers please mention Boor AND SuHor RecorvER 











3 W’s Lenox Stock Service 


Means a Bigger Business on a Smaller Investment 





A Trademarked 
Line 


4800—Growing Girls’ patent leather, $2 60 In Stock 

y+ ade C and D, low heel . ° Samples will be 
4840—Growing Girls’ A ay a 

2%-7,C ond B, 13/8 heel No. 4835—It is a 3 a3 W's Lenox Anklet. shipped at our 


6701—Misses’ broad toe patent = 
ther, 1134-2, D and E, rubber heel 2.25 N°: 4935— Women’s patent colt, 13/8 expense 


6702—Child’s pene leather, eet. No. 4330—Women’s tent colt, 8/8 


Tan Calf, — 2 above, che cari No. 4836—Women’s tan calf, 13/8 
heel, C and D, 24-8. 
Samples of these Numbers Shipped No. tye ache tan calf, 8/8 heel, 











at our expense. C and D, 2 


WEIMER, WRIGHT & WATKIN CO. 


38 South Second Street, PHILADELPHIA 
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Russell Moccasin Footwear 
Will Sellin YOUR Store 


Whether you do business in a big city or a small village, people 
who take a live interest in outdoor sports look into your windows 
and enter your store every day. Let them know that 
you sell Russell Moccasin Footwear, and you'll make 
profitable sales that you would otherwise miss altogether. 


Pussells 


Neverleak'Chief 


is a leader among singie vamp boots—a boot that ee . rts- 
men swear by and any hunter, fisherman or hiker will “take to” 
on sight. Made of carefully chosen, waterproof Paris wal aane 
tanned leather, selected oak soles and “Never-Rip” seams around 
the toe piece. All heights, 6 to 20 inches; all sizes; army last. 


Our catalog describes a wonderfully complete line of.sports- 
men’s boots, moccasins, golf shoes, slippers, etc.—made for 
enduring service and extensively advertised. Write for this 
boot and dealer discounts today. 


THE W.C. RUSSELL MOCCASIN Co. 
927 Capron St. - - Berlin, Wisconsin 





When writing to advertisers please mention Boot anv Snox Recorver 
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Black Kid 


No. 

141—Elk Sole... . .$1.05 
703—Chrome Sole.. 1.40 
701—Rubber Sole.. 1.65 





IN STOCK 
BROOKS SHOE MFG. CO. 


6th and Montgomery Ave. 
PHILADELPHIA, PA. 





Kentia Plant and Pot 
Natural Prepared 
With Pot 
No. Leaves Height Each Per Dox. 
32769/9 9 42in. $3.50 
32769/11 11 60 in. 00 


32769/15 15 7ft. 8.50 
32769/20 20 ft. 10.00 


Get our SPRING CATALOGUE, illus- 
trated in colors, No. 32 mailed FREE 
FOR THE ASKING. Make a selection 
of Flowers, Plants, etc., decorate your 
window, interior or home; create Easter 
Air and Business ahead of your slow 
competitor. 


FRANK NETSCHERT, INC. 
61 Barclay Street New York, N. Y. 


February 14, 1925 





BK Build Up Boudoir Business aK 


It is a safe assertion that your 

sales can be doubled by selli 

my boudoirs. They are result 
of many years of specializa- 
tion on this class of foot- 
wear and char- 
acteristics which make them 
—- by purchasers. 
n stock, Black and Colors. 
Leather and Rubber Heels. 


At Once Deliveries 


If your jobber cannot supply you, write me 








A. W. GREELEY 
12 Duncan St. - - - Haverhill, Mass. rc 








Fine Calf Leathers 
Manufaeturers of 
Velvetta Calf— 
Tuscan Calf— 
Russia Calf— 


Strictly Fine Full-grain Calf Leather 


HUNT-RANKIN LEATHER CO. 
106 Beach St., Boston, Mass., U.S. A. 
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1156 No. Main Street 
Brockton, Mass. 








GROPING IN 


Time was when the purchase of advertising space was a “‘blind groping in the dark.” 
Advertisers had no means of checking a publisher’s statement of circulation and often 


these figures were unreliable. 


In six years the Audit Bureau of Circulations has solved this perplexing problem. 
By a systematic analysis of distribution and methods this organization is able to supply 
just the data an advertiser needs. The darkness is dispelled and the bright light of veri- 
fied facts takes its place. Space buyers no longer find it necessary to grope in the dark. 

There are no dark spots in the Boot and Shoe Recorder circulation. 
are audited by the Audit Bureau of Circulations. 


THE DARK 


Our records 








When writing to advertisers please mention Boor anv Suok Recorper 
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BUSINESS REVERSES 


Gadsden, Ala.—O. M. Phillips & Co., shoes, re- 
ported petitioned or petitioner in bankruptcy. 

Georgiana, Ala.—Byrd & Co., shoes, etc., re- 
ported petitioned or petitioner in bankruptcy. 

Los Angeles, Cal.,—S. Piederwasser, Specialty 
Shoe Co., shoes, reported offering to compro- 
mise at 25 per cent. 

Danbury, Conn.—F. M. Thompson Estate, 
Thompson Shoe Store, shoes, reported ex- 
tension granted. 

West Point, Ga.—Ferrell Tatum & Co., shoes, 
etc., reported petitioned or petitioner in 
bankruptcy. 

Carrollton, Ga.—Smith & Cadle, shoes, etc., re- 
ported petitioned or petitioner in bankruptcy. 

Danville, Ill.—M. A. Smith, shoes, etc., re- 
ported petitioned or petitioner in bankruptcy. 

Sioux City, Ia.—Aaron Liefman, 904 Fourth 
street, shoes, etc., reported petitioned or 
petitioner in bankruptcy. 

Eros, La.—Joe B. Frasier, shoes, ete., reported 
petitioned or petitioner in bankruptcy. 

New Orleans, La.—Fashion Shoe Shop, Inc., 
shoes, reported receiver appointed. 

Lewiston, Me.—-Scolnick Clothing Co., shoes, 
etc., reported assigned. 

Haverhill, Mass.—Collins & Staples, shoe 
manufacturers, reported assigned. 

Lowell, Mass.—Louis Dedas, shoes, reported 
assigned. 

Salem, Mass.—Acme Leather Co., Inc., tan- 
ners, reported petitioned or petitioner in 
bankruptcy. 

Detroit, Mich.,-Robert Keliner, 5355 Chene 
street, shoes, etc., reported petitioned or pe- 
tioner in bankruptcy. 

Benton Harbor, Mich.—Friedman Bros., shoes, 
ete., reported petitioned or petitioner in 
bankruptcy. 

Detroit, Mich.—Reuben Steinberg, 4842 Michi- 
gan avenue, shoes, reported petitioned or pe- 
titioner in bankruptcy. 

Minneapolis, Minn.—Gordon Bates Co., mail 
order shoes, reported petitioned or petitioner 
in bankruptcy. 

St. Paul, Minn.—Charles L. Ehnes, shoes, re- 
ported offering to compromise at 65 per 


cent. 

Minneapolis, Minn.—Lincoln Clothing Co., 300 
Nicollet. avenue, shoes, etc., reported offering 
to compromise at 20 per cent. 

Wolpert Davis & Co., Inc., general mer- 
chandise, offering to compromise 
at 20 per cent. 

Caruthersville, Mo.— Leon Wolfson, shoes, 
ete., reported petitioned or petitioner in 
bankruptcy. 

North Platte, Neb.—North Platte Shoe Store, 
Fleishman’s Shoe Store, shoes, reported 
offering to compromise at 35 per cent. 

Union Hill, N. J.—Morris Cassell, shoes, re- 
ported meeting of creditors called. 

Carteret, N. J.—Joseph Friedman, 76 Roose- 
velt avenue, shoes, etc., reported petitioned 
or petitioner in bankruptcy. 

Plainfield, N. J.—Stuart’s Shoe Shop, shoes, 
reported meeting of creditors called. 

Brooklyn, N. Y¥.—Joseph Edfron, 17 Belmont 
—- shoes, reported meeting of creditors 


called. 

Glens Falls, N. Y¥.—S. Thaler & Co., Inc., 
shoes, etc., reported petitioned or petitioner 
in bankruptcy. 

Mount Vernon. N. Y.—John Ferraro, shoes, 
ete., reported petitioned or petitioner in 
bankruptcy. 

New York, N. Y.—Solomon Bros. Boot Shop, 
Inc., Fordham road, shoes, reported meeting 
of creditors called. 

Philip Weiner, Weiner’s Boot Shop, shoes, 
reported petitioned or petitioner in bank- 


ruptcy. 

Charles W. Salomon, 18 Burling Slip and 
branches, shoes, etc., reported offering to 
compromise at 50 per cent. 

Joseph Schwartz, 573 Lenox avenue and 
82 Columbus avenue, shoes, reported 
ing of creditors called. 

Cleveland, O.—Herman Brewer, shoes, etc., re- 
ported petitioned or petitioner in bankruptcy. 

Dayton, O.—Reed Shoe Co., C DeWitt Alten- 
burg, proprietor, shoes, reported receiver 
appointed. 

Elyria, O.—Carl Drake Co., shoes, etc., re- 
ported petitioned or Be gaa in bankruptcy. 

Morrow, O.—John allis, shoes, etc., re- 


BOOT AND SHOE 


Columbia, Penn.—Jacob Kasky, shoes, etc., re- 
ported petitioned or petitioner in bankruptcy. 

Philadelphia, Penn.—Kathryn T. Dugan, Kath- 
ryn Footwear Shop, 1627 E. Orthodox street, 
shoes, reported meeting of creditors called. 

Marcus Hook, Penn.—Meyer L. Elfonte, shoes, 
etc., reported offering to compromise at 25 
per cent. 

Olyphant, Penn.—Strassman & Sacks, shoes, 
etc., reported petitioned or petitioner in 
bankruptcy. 

Leesville, S. C.—-Ashmore, Inc., shoes, etc., re- 
ported petitioned or petitioner in bankruptcy. 

Newberry, S. C.—The Bullock Co., W. W. Bul- 
lock, proprietor, shoes, etc., reported peti- 
tioned or petitioner in bankruptcy. 

Cooper, Texas.—Cooper Mercantile Co., shoes, 
ete., reported petitioned or petitioner in 
bankruptcy. 
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BUSINESS CHANGES 


Blue Island, Ill.—Phillip Appel, United Cloth- 
ing Store, shoes, etc., reported succeeded by 
Sam Fishman. 

Havana, IIl.—Louis Kunneg, Blue Front Shoe 
Store, shoes, etc., reported succeeded by 
Mrs. A. Gerster. 

Wilmington, Ill—Hermes-Smith Cash Store, 
shoes, etc., reported succeeded by Hermes- 
Long Co., Inc. 

Danville, Ky.—Center & Co., shoes, etc., re- 
ported succeeded by W. H. Robertson & 
Sons. 

Baltimore, Md.—Oriole Shoe Co., Samuel L. 
Dorf and Abraham I. Sachs, 1100 W. Balti- 
more street, wholesale shoes, reported suc+ 
ceeded by Samuel L. Dorf. 

Springfield, Mass.—Emerson Darby, Inc., 
shoes, etc., incorporated $18,000. 

Worcester, Mass.—New England Slipper Co., 
Green street, manufacturers, reported mov 
to Westboro street. 

St. Louis, Mo.—Samuels Shoe Co., 1214 Wash- 
ington avenue, wholesale shoes, increased 
capital from $200,000 to $500,000. 

New York, Y.—Rosen’s Boot Shop, 2152 
Third avenue, shoes, reported selling or sold 
out. 

Stanley Weiss admitted to firm of Joseph 
Cohn & Son. 

Brooklyn, N. Y.—Louis Burger, 397 Sutter 
avenue, shoes, reported moved to 101 46th 
street, Corona, N. Y 
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A very appropriate trim at this time for a shoe store. Washington’s 

Birthday anniversary is linked up with the window trim in this men’s store 

simply by the insertion of a photograph and a patriotic ribbon. It is one 

of the many ways of adding a touch of the unusual to the window display 
and attracts attention, which otherwise might be lost. 
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CLASSIFIED AND OPPORTUNITIES DEPARTMENT 


: Recorder rates for space less than one-eighth page per n TIONS Nee oe Ye = P . P~an aly incertion. 
ng oon pny ay FS Fs will be received 
"00 $350 $3.00 $2.30 Fe cere ce Teretes of wok eaateaton date, When ctvertigs 
8.00 7.00 6.00 5.00 allowed in each advertisement for address. ad desire 
12.00 10.50 9.00 7.50 cots} Rocnenbed bo thoqheetheemans ant pall ter accordingly. 
16.00 14.00 12.00 10.00 to ads must be sent under letter postage. 














Payment in advance is required, except when regular advertisers, as amounts are too small to open accounts 














SALESMEN WANTED 


SALESMEN WANTED 


SALESMEN WANTED 





WANTED —Salesmen on commission to 
carry six specialty growing girls’ and 
women’s arch-corrective shoes to retail $5.00 
to $6.00. In stock always—A to E widths, 
Chicago. Territories available: Illinois, Wis- 
consin, Michigan, Minnesota, North Dakota, 
South Dakota, Ohio and Indiana. Address 
B-290, care Boot and Shoe Recorder, 189 W. 
Madison St., Chicago, Ill. 


* ALESMAN WANTED—Salesmen who now 
~ represent a creditable line of men’s or 
children’s shoes in one or more of the states 
named below, who might be interested in car+ 
rying also a well known, trade marked sam- 
ple line of medium and fine welts and turns 
for women’s wear, are invited to communicate 
with Box B-292, care Boot and Shoe Recorder, 
207 South Street, Boston, Mass. Wisconsin, 
Minnesota (outside of Twin Cities), North 
Dakota, South Dakota, Nebraska (outside of 
Omaha). 








ANUFACTURER of women’s medium- 

priced welts wants salesmen with following 
among large buyers and chain stores in Mid- 
dle West. Address B-293, care Boot and Shoe 
Recorder, 207 South Street, Boston, Mass. 





~ALESMEN—Side line everywhere. Men are 
~ reaping a harvest. Get in line with a win- 
ner. Write Mr. Albert Reiter, sales manager, 
1815 So. Turner Ave., Chicago. 





BROOKLYN manufacturer of ladies’ high- 
grade turn shoes, with capacity of 1,500 
pair a week, have to offer excellent opportun- 
ity to a live wire salesman for out of town 
and part of New York. Applications consid- 
ered only from men with established trade. 
Give full particulats in first letter. Applica- 
tions will be held strictly confidential. Ad- 
dress K-751, care Boot and Shoe Recorder, 127 
Duane Street, New York. 





GALESMEN to carry fine line soft sole moc- 
casin. Start step side line. Liberal com- 
mission; references. Boston Baby Shoe Mfg. 
Co., 84 Cross Street, Boston, Mass. 


SALESMAN WANTED—Salesman familiar 
“’ with the states of Iowa, Nebraska and 
North and South Dakota, for a live house 
making snappy line of medium priced wom- 
en’s welts, turns and McKays. Applicants 
must be actively engaged in selling women’s 
shoes on the territory at the present time. 
State age, experience and references from the 
territory. Box B-294, care Boot and Shoe Re- 
corder, 207 South Street, Boston, Mass. 


WANTED—Sslesmen on commission to carry 
a side-line of infants’ and children’s high- 
grade turns and stitchdowns at moderate 
prices. Not over ten samples. In stock for at 
once delivery Chicago. Territories available: 
Illinois, Iowa, Wisconsin, Michigan, Minne- 
sota, North Dakota, South Dakota, Ohio and 
Indiana. Address B-291, care Boot and Shoe 
Recorder, 189 W. Madison St., Chicago, III. 


SALESMAN to cover New England, New 
York and Pennsylvania with a popular- 
priced line of children’s stitchdown shoes and 
sandals, on salary or commission. One who is 
acquainted with volume buyers and can pro- 
duce results. Good opportunity for right man. 
State experience, annual business and refer- 
ences. Address B-296, care Boot and Shoe Re- 
corder, 207 South Street, Boston, Mass. 


WANTED—Live-wire salesmen to carry our 
line of Women’s Corrective Shoes. This is 
an in-stock proposition and well advertised. 
It consists of ten numbers and will make an 
ideal side line for good salesmen. We pay 
eight per cent commission, payable each week. 
Kindly send references. Correspondence treat- 
ed confidentially. Address B-297, care Boot 
oad Shoe Recorder, 207 South Street, Boston, 
ass. 














alesmen Wanted 


FOR 
Western Made Women’s 
Novelty McKay Lines 


January 1, 1925, we discontinued the manufacture and sale of 
all lines of shoes formerly handled by us except the following 
lines, each of which is today manufactured in a separate plant. 


FIRST: 


Women’s Novelty McKays. We have been manu- 


facturing this line for five years so that our em- 
ployees are all experienced in this class of work. 
Patterns and lasts are new and up-to-the minute on 
style. Priced at $2.90 to $4.65 it is the fastest grow- 
ing line of Women’s Novelty McKays in the Middle 


West. 
SECOND: 


Our Famous Line of ‘‘Diamond K”’ and ‘‘Wharton’’ 


Brand Riding and Cow Boy Boots for Men and 
Women. We have manufactured this line for over 
forty years. Skilled workmen coupled with years 
of experience on how to draft boot lasts and pat- 
terns make this the easiest selling line of boots on 
the market. Today there is a market for Riding 
Boots on every territory. 

We still have a few territories open in the Central-west, West 
and South. We are especially interested in salesmen with es- 
tablished territory on other lines which do not conflict with our 
two lines. Write today giving age, references, and territory now 
covering with volume business produced. Liberal commission 
basis with expenses advanced to men who can produce. 


KIRKENDALL SHOE COMPANY 
OMAHA, NEBRASKA 


GALESMAN WANTED—Salesman familiar 
wita the states of Illinois, Wisconsin and 
Minnesota, for a live house making snappy 
line of medium-priced women’s welts, turns 
and McKays. Applicants must be actively en- 
gaged selling women’s shoes on the territory 
at the present time. State age, experience and 
references from the territory. Box B-295, Boot 
one Shoe Recorder, 207 South Street, Boston, 
ass. 


GALESMEN WANTED to carry a high-grade, 

pular-priced factory line of felt and 
leather slippers in Texas, Oklahoma, Georgia, 
Louisiana, Alabama, Tennessee, South Caro- 
lina, Kentucky and Indiana. Only men with 
established trade and good records need apply. 
Address B-298, care Boot and Shoe Recorder, 
207 Scuth Street, Boston, Mass. 





GALESMEN WANTED for the following ter- 
ritory: South Carolina, Georgia, Florida, 
Alabama, Mississippi, Louisiana, Texas, Okla- 
homa, Arkansas, and all Western states except 
Pacific Coast. We manufacture cheap to me- 
dium grade misses’ and children’s shoes that 
wiil repeat in sales. This is a strong side-line 
for salesmen who can show us they have the 
ability to get results. In your first letter tell 
us how long in territory and amount of sales. 
Maryland Shoe Mfg. Co., Hagerstown, Md. 


RAVELING SALESMAN (Men’s) capable 

of representing high-grade line in profitable 
territory. State qualifications end age. Confi- 
dential. Address B-301, care Boot and Shoe 
Recorder, 207 South Street, Boston, Mass. Our 
salesmen have full information regarding this 
advertisement. 
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SALESMEN WANTED 


SALESMEN WANTED 


LINE WANTED 





\ 7 ANTED—A few live salesmen to sell our 

new Moleskin Shiner, shoe retainers and 
Auto Heel Protectors, three big numbers for 
the spring and summer trade. Pocket samples, 
liberal commissions. State territory covered. 
E. T. Gilbert Mfg. Co., Rochester, N. 


GIDE- -LINE SALESMEN WANTED — Short, 
popular-priced line of juvenile footwear, 50 
per cent of line consists of Milwaukee stitch- 
downs. Spring line now ready. Chicago sales- 
man booked $5,500.00 the first week out. If 
you are a live wire and want to make some 
extra money, write us full. details. Address 
8-299, care Boot and Shoe Recorder, 207 South 
Street, Boston, Mass. 





EXPERIENCED 8 SALESMAN wanted to carry 
on commission line of Infante’, Children’s 
and Misses’, Kesco Turns and Stitchdowns, in 
Montana, N. Dakota, South Dakota, Minne- 
sota, Wisconsin and Michigan. Address with 
— Kepner-Seott Shoe Co., Orwigs- 
urg, Pa. 





Wasa & ey or 
ME 
e-00. and TRE shoes to 
Some novelty shows. St 
217% W. Water St., Pn N. Y¥. 








GALESMEN WANTED to sell popular-priced 
line infants’ 1/6 flexible turn and 2/11 
stitehdown shoes of merit, in connection with 
line now handling; over fifty styles in stock; 
7% commission. Give references and full par- 
ticulars. Maize Shoe Co., 420 St. Paul St., 
Rochester, N. Y. 





SALESMAN to carry nationally-known line 
of Turn Boudoirs, leather soles, in colored 
leathers and quilted satins; also Ballet Slip- 
pers, soft and hard toes, as side line. Address 
B 280, care Boot and Shoe Recorder, 207 
South St., Boston, Mass. 


GALESMAN WANTED for Central and 
Southern Illinois to sell a snappy line of 
Men’s Dress Shoes, ranging in price from 
$3.60 to $4.00. Give references and experience 
in first letter. E. B. Piekenbrock & Sons, Du- 
buque, Iowa. 


7 ULICK. wants more good men to carry as a 
4 side line our well-known children’s high- 
grade turns and stitchdowns. Eighty numbers 
in stock. Straight 7% commission. Openings in 
New York, Penna, Va.,'N. C., S. C., Ga., 
Wise., Ind., Iowa, Mo., Kans., Nebr., Ala., 

Miss. and La. Do not apply unless your trade 
is established. Give references, territory 
boundaries first letter. J. S. Zulick & Co., Or- 
wigsburg, Pa. 











W ANTED— Salesmen to carry as side line 
the well-known quality line of ‘““Tootsies” 
Better Babies’ Shoes and ‘“Tootsie Hikers’’ (en- 
dorsed by the Better Babies’ Bureau). Terri- 
tory open, New England states, New York, 
Pennsylvania, Indiana, Illinois, south of Chi- 
cago, Iewa, Nebraska, Maryland and Dela- 
ware. No application considered unless accom- 
panied by references. Straight commission. 
The Mater-Mack Co., Rochester, N. Y. 








Experienced resident salesmen 
with established trade to sell, as 
a side line, for a Haverhill fac- 
tory making women’s McKay 
novelties, in Texas, Oklahoma, 
Arkansas, Georgia, Alabama, 
Mississippi, Louisiana, North 
Carolina and South Carolina. 
We only want salesmen who can 
finance themselves. Straight 6% 
commission will paid and 
terms of 5% discount in thirt 
days allowed trade. Give full 
particulars in first letter. Ad- 
dress B-300, care Boot and Shoe 
Recorder, 207 South Street, 
Boston, Mass. 




















WANTED 


Wide awake shoe salesman to sell corking 
good line of misses’, children’s, growing 
girls’ and boys’ shoes for Chicago in-stock 
house on straight commission of 7%, no 
drawing account. May be sold as a 
line in its entirety or in part with non- 
conflicting line. We have the following 
territories open 
ARKANSAS, IOWA, ILLINOIS Soul 
RN HAL KANSAS, KEN’ oe 
CHIGAN, DET OIT 
MISSISSIPPI, MIS. 
inn aa (EX- 


NIA, ‘OMI 
(NORTHERN HALF). 
and Shoe Recorder, 189 W. 


Snappy styles of young men’s genuine 
calfskin welts with oak bend outsoles, 
full grain leather insoles, full grain 
counter pockets, full grain quarter lin- 
ing, new lasts. Stock be carried on 
floor for at once shipment. Price, $3.50, 
less 5% discount. Straight 6% commis- 
sion. Want salesmen to cover the fol- 
lowing territories, Texas, Oklahoma, 
Ar Alabama, Georgia, North and 
South Carolina and Illinois. Only real 
salesmen will be considered to carry 
this line. 
COBLE SHOE COMPANY, 
HUMBOLDT, TENN. 














POSITION WANTED 


BUYER and manager in high-grade shoe de- 
partment, men’s women’s and children’s 
shoes. Fourteen years’ experience, eight years 
with one concern. Can furnish references. Ad- 
dress B-304, care Boot and Shoe Recorder, 189 
W. Madison Street, Chicago, Ill. 











Position Desired 


As production man or assistant to 
superintendent by a man trained in 
theory supplemented by actual experi- 
ence in factory work. Has had experi- 
ence also in selling and in personnel 
supervision. Seven years out of college, 
he has acquired a proper perspective of 
business and would fit in well with a 
progressive manufacturer of men’s or 
women’s shoes. Address B-305, care 
Boot and Shoe Recorder, 207 South 
Street, Boston, Mass. 

















- BUYER WANTED 





NTED—EXCEPTIONAL SHOE BUYER. 
you have successfully developed, man- 
, and profitably operated a good-sized 
shoe department and have a clear past record, 
we have an unusual proposition to offer. Splen- 
did opportunity for someone who is con- 
templating moving to the Southwest due to 
health of some members of family. Give com- 
plete experience, employers, and age. Ad- 
dress: Albert Steinfeld & Co., Tucson, Ari- 
zona. 





LINE WANTED 


GPECIALTY LINES WANTED — Snappy 

shoes for men and women for Calif., 
or Col. and Utah, Nev., low and popular price 
by local go-getter salesman ; com. basis. If can 
use more business, ship samples in case. No 
advances. Closing out. Jobbers wanted. Ad- 
dress B 302, care Boot and Shoe Recorder, 207 
South Street, Boston, Mass. 


ANTED—A line of men’s, women’s or chil- 

dren’s shoes for Maine, New Hampshire 
and Vermont by a man who has traveled this 
territory for eight years. Good sales record 
and references, Box B-3038, care Boot and Shoe 
Recorder, 207 South Street, Boston, Mass. 








LE WANTED for chain store and jobbing 
trade. Have established trade with chain 
stores, mail order houses and jobbers in all 
territory east of Omaha. Am looking for a 
line of women’s shoes for 1925 seasons. Best 
of references furnished. Address B-286, care 
Boot r Shoe Recorder, 207 South St., Bos- 
ton, Mass. 





FOR RENT 


for RENT— Splendid space, suitable for 

the operation of a shoe department in 
Greenville, South Carolina’s foremost ready- 
to-wear store, located on Main street, consid- 
ered a 100% location. A high-class line of 
bootery will prove a successful business in 
this location. Address B-306, care Boot and 
Shoe Recorder, 207 South Street, Boston, Mass. 








GHOE DEPT. FOR RENT—Space 20 x 60, in 
well . established dept. store, new Grand 
Rapids fixtures, main floor of best corner, in- 
cluding all store service, $800. Ray McKinney, 
Pueblo, Colo, 





GHOE DEPARTMENT for rent, South Bend, 
Indiana; main floor space; display case in 
lobby ; percentage basis. One of South Bend’s 
best ladies’ oe shops. Greene’s, 223 
South Michigan S 





FOR SALE 


For SALE—Shoe store, including stock, fix- 

tures and lease. Stock will inventory about 
$6,000. Address H. Newman, 2067 East 9th 
St., Cleveland, O. 








FOR SALE—A thriving shoe business, in 
Southern California, Los Angeles County. 
City of 18,000, 100% location and other 
conditions, inventory about $30,000. Owner 
retiring. Will talk terms. Address B-259, 
care Boot and Shoe Recorder, 207 South 
St., Boston Mass, 














WANTED TO PURCHASE 





Witt buy for spot cash large quantities 
of ladies’ high shoes, ranging in prices 
from 10c. to 25c. per pair. Submit offers to 
Muscatt Mfg. Co., 6 West 20th Street, New 
York, N. Y. 





THE NEW YORK EXPORT 


PURCHASING CORPORATION 
AY, NEW TORK, N.Y. 


WILL 
ae 








for entire shoe stocks or surplus stocks 
shoes or other merchandise. Any ae hd 
ty attention given. 


KIRSCH-BLACHER CO., Inc. 
622-624 Broadway, New York, N. Y. 
Phone 1443 








We buy 


and it cash 
ae pay highes price 
other 


wholesale stocks or any 


BROOKLYN PURCHASING SYNDICATE 
610 SS yn 
Phone Stagg 1757 
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MISCELLANEOUS MISCELLANEOUS MISCELLANEOUS | 
Mi 
MILBRADT : 
: A SHOE STORE NECESSITY = 
Rolling Ladders 99 ion 
- “VARNU f 
BICYCLE . 
z (Trade Mark Reg. U. S, Pat. Off.) be 
Rolling Ladders SIZE STICK 
tured MILBRADT Bt Roll! ate Ladders The Most ty Stick 
on exclusive Busines. “We have lately Used Today 
BICYCLE Step Ladders aa wall ag eight WHAT DO YOU USE? 
tne dg eee = sovamnihe” 
race ras — me 
supply your wants in the roiling ladder Marked with Standard 
5 sen Se English 
Milbradt Manufacturing Co. 
2416 No. 10th St. St. Louis, Me. Three Styles 1-35 
RETAIL SHOE 
STORES USE 
No. 3 
AW $1.50 Each 
“Varnum”™ Size Sticks 
rs are made of Extra 
Quality Maple Wood 
ry with Nickel-Plated Trimmings. 
Make an attractive fixture for 
— the store, also'a long wearing 
57 and useful one as well. 
dui Specify “VARNUM” 
= To Your Jobber or Write Direct 
.= te —— Save Made Only of Wood Manufacturers 
= oe tore pace : for all lines . Besten, Mass. 
“- PaC® coving is as essential in mm IM M EDIATE P. W. Whitcher Co. Chicage, mi. 
at ‘Gq WT cen cooks exntide hare EM SHIPMENTS : 
i. gee notes 
peal ice is al ye service — free. : . Tus Oscan Onnen Co. “MAN CHESTER ” ; 
HEYWOOD.WAKEFIELD WAREHOUSES i Cc INCINNATI. — (Trade Mark Reg. U.S. Pat. Off) n 
: S| BostoMat Maes. 1 Geren neediness t, Bee cases CURVED JAW NIPPER > 
ICAGO, ILL. ° 3083 Arthinaton St. . ————————————————————————————— 
E] beg asctes eae: Muveaween sr In Just the Tool for That Tack ' 
4 PHILADELPHIA, PA. itt 80. Sth = Ee The only nipper t 
a = SAN FRANCISCO, CAL. '"937 Howerd Se: made which is just 
- LOUIS, MO. * Sixth and O'F the right shape to cut , 
= Th =. see no eres ( 
; . shoes. ’ 
Oe Le f 
= ¢ REG. U.S. PAT FE. < A **Manchester” 
| a =|! a TF =" ha Se rrr = Ul) Trade Mark Reg. U.S. 
Pat. Off. 
apes are made of 
i ade tool steel, t 
| WANTED TO PURCHASE el cine ae 
curved jaw that en- 
ables you to cut the 
HIGHEST CASH PRICES PAID tacks close to the in- 
ae ie Ser ie are dat etal sole. | 
Retail or wholesale. Short term leases taken Be sure and specify 
| off your Sry © A rs - Genuine 
ence confidential. b oe ESTER” 
q 425 Grand Street’ New York C ewer 
We also purchase clothing, hate, furnishing curved jaw when or- | 
goods, etc. Dry Dock 0852 dering. 
Write us direct if your 
\ dealer cannot supply 
you. 
CASH PAID Price, $4.00 
oe Sa or surplus ate S shoes 
We will send a representative to investigate Fr ank W. Whitcher Co. 
end make offer upon request. Patentees and Manufacturers 
Kalter Cerf. Mevemtile Co., Ine. Bos M . Branch 
Phone Spring 6160-5161-5162, ton, Mass. 161 W Lake St. 
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Murray Elected Director 


Columbus, Ohio—J. Warren 
Murray, prominently identified 
with the making of women’s fash- 
ionable footwear, from his connec- 
tion with the Riley Shoe Mfg. Co. 
of Columbus and, for several years 


before that, with the New England 





J. WARREN MURRAY 
Recently elected a director of 


the Riley Shoe Mfg. Co., 
Columbus, Chio. 


shoe industry, has been made a di- 
rector of the Riley Shoe Co. Mr. 
Murray is an experienced shoe 
manufacturer, with a well-defined 
sense of style. His work in the lat- 
ter direction for the Riley folks 
has helped to make the product of 
this house stand out as one of the 
most favored lines of women’s 
dress shoes made in the Middle 
West. 





Henry E. Bragg Dead 


Many shoe and leather men 
throughout the country will learn 
with sorrow of the death of Mr. 
Henry E. Bragg, president of the 
Henry E. Bragg Leather Company, 
and ex-president of the National 
Leather and Shoe Finders’ Associ- 
ation, of which he was a charter 
member. He passed away on Janu- 
ary 17 at his home in St. Joseph, 
Missouri. 

Mr. Bragg was elected president 
of the National Leather and Shoe 
Finders’ Association in 1918 and 
was re-elected the two succeeding 
years. 

He is survived by a widow and 
two daughters. 
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Dugin to Move 


Tuscaloosa, Ala.—The Dugin 
Shoe Co. will move soon into a new 
store building that is now under 
construction. It will be one of the 
most attractive shoe stores in the 
smaller Alabama cities. 








HOWARD W. BERGMAN 


Mr. Bergman is a member of 
the firm of Johl & Bergman, the 
Shoemen, of Greenville, Miss. 
He is active in the. Southwest- 
ern Shoe Retailers’ Associa- 
tion, holding office of vice- 
president. 
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PUBLISHED WEEKLY IN THE INTEREST 
OF THE RETAIL SHOE MERCHANT 


by the 
BOOT AND SHOE RECORDER 
PUBLISHING COMPANY 
(Incorporated under Massachusetts Laws) 
CAPITAL $150,000 





ADVERTISING RATES—Card of Advertising 
tes furnished on application. For rates 
for Wants, For Sales, etc., see Want Page. 


Every precaution is taken by the BOOT and 
SHOE RECORDER te avoid printing any 
statement likely to mislead its readers. The 
publishers reserve the right to reject any 
advertising or reading matter which is not in 
line with this policy. 








MISCELLANEOUS 





ATTRACTIVE 
SHOE CARTONS 


a. 4 = = 


for the exclusive shoe trade 


PRICE-SERVICE-QUALITY 
THAT SATISFY 


—— NN 
— 


Rae gE 


263-275 LEXINGTON AVE 
BROOKLYN N.Y 


AMERICAS GREATEST SHOL CARTON MERS 





OFFICES IN 


BOSTON OFFICE: 207 South Street. 

BROCKTON OFFICE: 224 Moraine St. Geo. 
W. R. Hill, Manager,. Telephone 507. 

CHICAGO OFFICE: 189 West Madison St. 
Telephone Main 1089. B. C. Bowen, Manager. 

ST. ge ye 1627 Locust St. H. M. 
Bowen & Bowen, Manager). Telephone 
Olive 613) 

NEW YORK OFFICE: Room 101, Graham 
Bidg., 127 Duane St. H. Walter Scott, Man- 
ager. Telephone Whitehall 7454. 

PHILADELPHIA OFFICE: Room 524 Perry 
Bidg., 1530 Chestnut St. H. Walter Scott, 
Manager. Telephone Rittenhouse 7868. 

HAVERHILL OFFICE: Chamber of Com- 
merce Rooms, Haverhill National Bank 
Bldg. Geo. W. R. Hill, Manager. 

CINCINNATI OFFICE: Second National Bank 
Bidg. H . Bowen (B. C. Bowen, Manager). 
ody Canal 1560. 

ROCHESTER OFFICE: 626 Powers Bidg. 
Rositer L. Seward, Western New York Rep- 
resentative. Telephone Stone 1133. 

LYNN OFFICE: Fred A. Gannon. 

MILWAUKEE OFFICE: Leonard E. Meyer 
(B. C. Bowen, Manager), 405 Broadway. 
Telephone Broadway 1827. 

WASHINGTON OFFICE: William L. Daley, 
Investment Bldg, 15th and K Sts., N. W 


PARIS OFFICE: 2 Rue des Italiens. L. Hub- 
bard, Manager. 
LONDON OFFICE: P. V. Curtis, Manager, 


11 Haymarket, London, S. W., 1 England. 
AUSTRALIAN OFFICE: 439 Lit. Collins St., 
Melbourne. G. Jervis Manton, Manager. 
CONTINENTAL OFFICE: William Salzman, 
Manager I. Adlergasse 12, Vienna, Austria. 
ARGENTINA: Buenos Aires, Rivadavia 2721. 
P. Sabazzina, Gerente. 

BRAZIL: Gerente, John S. Fitch, 33 Rue 
General Camara, 88 Sob. 

CHILE: Santiago, Las Rosas 1123-1127. Otto 
Fuhrimann, Gerente. 


CUBA: Mr. H. Gomez, Corrales 2A, Havana, 
Cuba. 

JAPANESE OFFICE: Yokohama. J. F. Wager, 
Manager. 


SPAIN: Gerente, Leoncio de Miguel. Librere 
Editor, 20 Fuencarral, Madrid. 





MISCELLANEOUS 











WANTED TO PURCHASE 





Hardwood Varnished 


Advertising 12 inch, _— Re $30.00 


6 inch, 


School Send Cosh or ad Order 
Samples 10 cents postage 
Rulers W. E. FOLLIS 


159 N. State St., Chicago 








HIGHEST PRICE PAID IDEAL ROLLING 
FOR en les LAsgens 
SHOE STORES = 
OR SURPLUS STOCK S 25% Cheaper 
Also Purchase Gent's Furnishings, Clothing, etc. Write for Catalog 
315-317 See. ones ee N. Y. t om -—v. "7 —. 
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Answers the comfort appeal 
of the tired foot 



















HE SHOE with the Crawford Arch Sup- 

porting Shank not only relieves the tired 
foot but holds the foot in a position not 
readily susceptible to fatigue. 


The Crawford Shank is a resilient brace 
holding the shank of the shoe close to 
the foot when relaxed and support- 
ingit when under weight of body. 


Put Crawford Arch Support- 


ing Shank Shoes on your es, , 
customers’ feet. It will Je ee “GK SHANK 
prove a profitable . y 


experiment. 





SPLIT RIVET 
CLOCKING SHANK 
TO INSOLE 


Y 






si “The Shoe with the Crawford 
Arch Supporting Shank 


United Shoe Machinery Corporation 


BOSTON, MASSACHUSETTS 
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5022—Patent leather vamp, apricot kid quarter, 
silk scroll stitching, imitation turn, 13/8 covered 
cuban heel. A-C $4.60 


5021—As illustrated, all patent leather. &sS 


5018—As illustrated, or. sa leather vamp, tan 
alligator calf quarter. $4.60 


5017—As illustrated, all tan calf. A-C...... $4.60 


5908 





5908—Patent leather vamp, apricot kid vamp 
undertay and apricot kid quarter. Imitation turn, 
12/8 covered Cuban heel. B and C........ $4.75 


5903—As illustrated, patent leather vamp, grey 
kid quarter. B and c $4.75 


5902—As illustrated, all patent leather, grey kid 
uaderlay. B and C $4.75 


5900—As Pypwates, all tan calf, dark tan under- 
lay, B and C $4.75 

5904—As illustrated, light tan calf, dark tan 
underlay, 8/8 covered heel. B and C...... $4.75 


5905—As illustrated, all patent leather. grey kid 
underlay, 8/8 covered heel. B and C...... .75 


5906—As illustrated, patent leather vamp, grey 
kid underlay and grey kid quarter, 8/8 covered 
SR Ab nent eect civeccredceces $4.75 
5909—Asg illustrated, patent leather vamp, gre 


kid underlay and kid quarter, 16/8 fu 
covered Spanish heel. A-C $4.90 


Shoes 





5022 





Advanced Styles for Spring 


A two-in-one creation by Rogers 
A tie and step-in pump in one 





5406 





5406—Patent leather vamp, apricot kid quarter 
and apricot stitching, a turn, 16/8 full 
covered spike heel. B and C $4.25 
5400—As illustrated, all black satin. BandC $4.10 
5401—As illustrated, all blond satin. rages 25 
5407—As a patent leather 

apricot kid and Ty pty 1308 
full covered ish heel. B and C. 25 
5409— As illustrated, all oaus oan Band C $4.25 
5418—As illustrated, Russia calf, 13/8 — 
GI, BPI its oak. cones cccccccccs $4.1 
5416—As illustrated, patent leather vamp, 
7 quarter, 13/8 covered Cuban heel. 


eeeeces - 


black satin, yd 
covered cuban heel. B and C $4.00 
5411 —As illustrated. all blond satin 13/8 oomenel 
C ban heel. B and C $4.1 





5275—Patent leather imitation turn, 16/8 full 
covered spike heel. B and C 
5276—As illustrated, all Russia calf, B — & 


5277—-As illustrated, black velvet. patent leather 
trimmed. B and C $4.50 
5278—As fiaseraged, brown satin, brown kid 
trimmed. B an $4.50 
5281—As main black satin, black suede 
trimmed. B and C $4.50 

5283—As illustrated, blond satin, blond kid 
trimmed. B and C 24.60 












5023 





5023—Patent vamp, apricot kid quarter, silk 
scroll stitching, imitation turn, 16/8 full covered 


CY ORNs BR 6 5506s o8 chivnts ckpedees $4.75 
5000—As illustrated, black satin. A-C...... $4.60 
5004—As illustrated, patent vamp, grey kid 
GS CE cons aadccevcevipenhoecaul $4.75 


5007 





5007—Patent leather oe _! kid quarter, 
grey silk scroll stitchi turn, 13/8 
covered Cuban heel. dha 8 ee ae $4.50 


5005—As illustrated, all biack satin. A-C. .$4.35 
5006—As illustrated, all black velvet. A-C.$4.50 


5009—As illustrated, tan calf vamp, tar alligator 
calf quarter. A-C 50 
5024—As illustrated, leather vamp, 
apricot kid quarter. 108 t 8 full covered spike 
heel. A-C $4.60 


5011—As illustrated, all black satin, 16/8 full 
covered spike heel. A-C $4.50 


a ay J Fm ay patent, hate vamp, ‘trimmed. Band C...................... 
a t _ ; , 
1876 full covered Spanish hed A-C..-...0090 kid quarter, Band Con ey ane ice covered epike hod AG, 16S 
A selection of materials and patterns which are receiving the 
approval of the critical buyers throughout the country. 
Featuring Terms: 
Cath, Befenaers IN STOCK 2% 10, Net 30 
F. O. B. Boston 


ROGERS BROS. SHOE CO. 


59 LINCOLN ST. - - 


PACIFIC COAST BRANCH, 135 BUSH STREET, SAN FRANCISCO 


BOSTON, MASS. 


Feb 


1 
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4.60 
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ONLY THE BEST AND 
MOST SEASONED CRAFTS 
MEN CAN MAKE SHO =f | 
THE ADAMS WAY MM 6 
HAND TURNEDC<O/! | 








F.& ak. Shoe Company 











arene | N. tH 
BOSTON NEW YORK CHICAGO 
215 Essex Street Marbridge Bidg., Room 433 Chicago Bldg., Room 810 
SALESMEN 
Pacific Coast—Geo. R. Rule New Yo my nk Har vem rsey and New York—J. F. Clark 
New Englani States—Louis Bonin Chic istri a k Parker § Eastern States—Frank Law 












Middle than Reedholm 














Vol. 86, Mo. 23. Published every week too Bost ant Hise Rosnedes Fyblutios Company, 207 South St., Boston, Mass. Entered as 
ter April 15, 1922, at the Post net Oflice at ass., under the act of Congress of March 33, 1879. Subscription price $5.00 per year. 
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Sly Spring has a way of opening buds and 
feminine pocket-books simultaneously. 
The Creighton Line completely satisfies 
that vernal urge to buy pretty things. 
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UT where the green 
begins—where Spring 
laughs at Winter and 

nods to Summer —that’s 
where Creighton customers 
look with confidence, based 
on experience. 


They know Creighton 
Spring and Summer styles 
will be as safe to sell as to 
buy. 


And with assured profit- 
able sales, an equal assur- 
ance of In-Stock deliveries 
to keep this business boiling. 








Lynn 


A. M. CREIGHTON 





























: :: " Massachusetts 





IN STOCK 





Style 361 
Patent Leather, Caramel Kid Trimmed 
“Regina” 
14/8 Spanish Heel. Widths A-C 
Price $5.00 





Style 360 
Tan Russia Calf, Alligator Trimmed 


“Zephyr 
13/8 Covered Heel. Widths A-C 
Price $4.85 
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Shoes by 

LaValle & Lo Presti 
632 Broadway 

New York City 


Made of 

Vode Kid 

Color 112 APRICOT 
With Patent Vamps 








When writing to advertisers please mention Boot anv Snore Recorper 
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The Leadershep of Colored Kzd 
in Better Grade Shoes 2s Logical 


| no other shoe material is so much. of light- 
ness, daintiness and richness of color summed 
up as in colored glazed kid—especially VODE 
KID. 

To give their shoes that difference which is so 
necessary to signify their grade, it is only natural 


that artist shoemakers should turn so positively 
to VODE KID. 


RUST and APRICOT 


Color 11 Color 112 


still occupy the’ front rank in demand. 


The call for our color 151 BLONDE is rapidly 
increasing, and we predict it will soon be just as 


popular as our RUST and APRICOT are now. 


THE STANDARD KID CO. 


209 South Street, Boston, Mass. 


Branch Offices Agencies | 
100 Gold Street Chicago Cincinnati 
New York, N. Y. , Montreal St. Louis 
Rochester 


and all leather centers 
of the world 


70 North 4th Street 
Philadelphia, Pa. 
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The following Vode Kid Colors 
harmonize with every popular 
fabric for ensemble costumes: 


Color 11 
RUST 
Color 112 


APRICOT 


Color 119 
SAND 


Color rst 


BLONDE 


Color 152 
ORMOND BEACH 
Color A 
HAVANA BROWN 
Color B 
JAVA BROWN 


Color 50 
WHITE 


Color s1 
CHAMPAGNE 


Color 70 


7 
ENGLISH GRAY 


Color 170 
PRISCILLA GRAY 
Color 88 
BRONZE 


BLACK 
We are also making Vode Kid 


in BATIK effects—Tan, Red 
and Black. 
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Color Supremacy | 


CHOW 


B.& C. Colors 


always forecast the CARAMEL 
color successes. 


ee? 


={y ECAUSE of our matchless 
WY color department, an un- 
rivalled world organiza- TITIAN 

tion for securing the pre- 

~ ferred varieties of skins, 


~ "igi skill second GOLDEN 
BROWN 





OAK LEAF 


< ALL for these F. B. & C. RED ASH 


Colors in your spring 
ordering, and know that 
your customers will wear 
fashionably accuratecolored 
kid shoes. 


| H - THIRTY-ONE 


AMALGAMATED LEATHER COMPANIES 


CHESTNUT 
BROWN 














INCORPORATED 


22 N. 5th Street, Philadelphia 





Tanneries 
Wilmington, Del. 
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MITTTITITITITIT LLL Leto 


A New Style That Will Bring 
New Business to Your Store 





\ 
























i 


The 









B 1440 C $4.45 
Net 30 Days 
Telegraphic Code Word, “‘Lariat”’ 















Women’s Light Russia Calf quarter and vamp, 1-strap Flora 
Pump, Lighter Tan Calf Inlay, Chateau last, McKay sole, 134- 
ich covered Cuban heel. 


AA5 to8 B4 to8 
A 4% to 8 C3%to7% 


cone 





This all Russia style is a beautiful blend of two shades of tan 
calf, the mlay being slightly lighter than the rest of the shoe. 


CAN BE PROFITABLY RETAILED AT $7 


UIZ # DUNN CO. 




























ROCHESTER, NEW YORK 
DENVER OFFICE NEW YORK OFFICE LOS ANGELES OFFICE 
18 Charles Buildi Bush Terminal Sales Buildin 706 Forrester Buildi 
a 7 are 130-132 West 42nd St, Room ioe G6.C. McATEE 8 
: ives F.L.ARMSTRONG, Representative Representative, 
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fo? 
see Vee er ~ 
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= Fan 
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TURNING OVER THE SHOE DOLLAR 


It takes more than just keen selling to create the turnover 
you need to show profit in your business. 


g 


% 
W 
=< 


re 


It takes certain service and real value. Not what you con- 
sider value—but what the customer considers his money’s 
worth 


c 


% 
‘ 
= 

—~ 


nN 
\ 


The Original Chippewas give the customers a little more 
than that and what’s more they give you a stronger hold on 


the shoe buying habit of your community. 


And that’s only based on delivering the sort of value that 
the “other fellow’ wants—and something more for good 
measure. 


It takes the Original Chippewas to do that. 


B 45X 
B50 —Men’s Tan and Chocolate = om. pee 
year welt. Machine sewed vamp. Pac style, single B45X —Boys’ Tan Oxtord with Chocolate Saddl 
—_ Fy yer dm Last 36, widrhs 1 to 5. te scot Strap, yd pe golf sole, machine ewes 
ERE Hp rrr 3 vamp. t 
B60—Men's Chocolate Iowa Calf Oxford, plain B50X —Same above with Uskide sole... Salty Goctae ne en tank & 
toe, single sole, Seenyens seg ae hee!. Last 
38, widths | to 5.. ee -- 88.75 

















B 40X 


B40X —Mens Tan Oxford with Chocolate Sad lle B53—Women’s Tan and Chocolate Elk Oxford 
Strap, Goodyear welt, golt sole, machine sewed Goodyear welt, machine sewed vamp. Pac style. 
vamp. Pac style. Last 38, widths I to 4. In stock Single sole, rubber heel. Last 40, widths 1 to 5. 
3 and 4 wide only.. SCOoeerococossosess $3" bm sense 0 Gp © GOI. oc cc sekacscrdce ....- $3.60 

B53X —Same as above with Uskide sole... .$3.60 


CHIPPEWA SHOE MFG.CO. 
CHIPPEWA FALLS. WISCONSIN 


P. Je FACTORY DISTRIBUTORS Simmons Bramhall Corp., 
301 E. 9th Sc... ‘Ange'es, Calif. C. M. Le Valley, Belfast, Maine. 
So. California and Arizona. 45 4th St., Portland, Or Maine and New Hampshire. 
Henson Bro. & Fullbright No. Calif. Wash. = Oregon, Ida ‘Utah Hutchinson Bros. : Soap Co., 
Athens, Ceorgia. ' and Nevada Fort Smith, 
. Fla., No. and So. Carolina. p+ aE and Okiahoma. 


When writing to advertisers please mention Boot anv SuHot REcoRDER 
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Betsy: Sandal 





Ocatiry material for upper and soles. 


Quality material where it isn’t seen— 
linings—thread—staying—etc. 


And so the shoes open up right—they 
“stand up” when taken from the carton, and they “stand up” 
through service—because they are QUALITY Shoes. 


Lasts—patterns—expert shoemaking— 
uppers truly fitted and truly lasted—and the shoes fit—right. 


Sincere Shoes— 
Quality Shoes— 
Duplicate Order Shoes == 


= BROPHY BROS. SHOE CO. = 
= SOUTH BOSTON, MASS. 


BOSTON SALESROOM NEW YORK SALESROOM 
89 BEDFORD ST. 755 MARBRIDGE BLDG. 
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The leather of which a shoe is made 
often decides at first sight whether 
the shoe is bought or not. . 


OLOR loveliness is a stronger than ever 
shoe sales force now-a-days. 


Just as the most truly beautiful colors in dress- 
es require the finest of fabrics to bring them out 
—so the choicest raw stock that grows can only be 


used in producing NEW CASTLE colors. 


That is why shoe men who know the value of 
perfection of detail are favoring NEW CASTLE 
colors so positively. 


APRICOT 


and 


BLOND 


are in the lead, but you will find, as well, every 
shade that is in harmony with the fashion note 
in the long range of NEW CASTLE colors, of 
which the most favored are given herewith. 


se FS wt 


NEW CASTLE LEATHER CO,, Inc. 
100 Gold Street New York City 


5 eee 


Color 98 
APRICOT 


Color 99 
MOCHA 


Color 925 

SUDAN 

Color 825 
ROSEWOOD 


Color 700 


CHAMPAGNE 


Color 725 
SAND 


Color 17 


PEARL GRAY 


Color 18 
PRISCILLA GRAY 


Color 31 
HARVEST BROWN 


Color 3 
ROYAL BROWN 


Color 2 


PICCANINNY BROWN 
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THE MACDUFF" 


‘With its heavy sole, unusual 

width of tread,and broad heel, 
the Macduff is a favorite wide 
foe model w 


a 





" 


. 
. 
' 
. 





— 


yy | Vty/ 
CURUEUUTOREEEBUGEED, co 


EDWIN CLappP &. SON, INC. 
EAST WEYMOUTH, MASS. 
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We didnt realize until we 
how many good customers 


SPORT 


A 
Adams Shoe Co., Adamsdale, Pa. 
Adams Bros., Pittsfield, N. H. 
H. S. Albright & Co., Orwigsburg,Pa. 
D. Armstrong & Co., Rochester, N.Y. 





oo) 








J 
Jaindl & Trinkle Shoe Co., Alle. 
town, Pa. 
Jefferson Shoe Mfg. Co., Brooklyn; N.Y 
Johnson Baillie Shoe Co., Miller: 


E 
E. & B. Shoe Co., Rochester, N. Y. 
Eagle Shoe Co., Everett, Mass. 
Eby Shoe Co., Lititz, Pa. 
Harry Eby Shoe Co., Ephrata, Pa. 








J. Edwards & Co., Philadelphia, Pa. burg, Pa. H. 
B F. S. Elam Shoe Co., Rochester, N.Y. Johnson Bros. Shoe Mfg. Co., Hallo. M 
Elliott Shoe Co., Brockton, Mass. well, Me. Ge 





Barney, Capen & Denham, Brockton, Ellis Eddy Co., Lewiston, Mass 


Mass. 

. Bentley Shoe Mfg. Co., Salem, Mass. poe ome ag neg see Lengg ee 

: c I ’ “> yn, N. I. 

| Breet eet hee ATL’ Nix: Evangeline Shoe Co., Portland, Me. 
& Co., 1 B. Evans Son Co.. Wakefield, Mass. 


Brockton, Mass. : 
Brown Shoe Co., St. Louis, Mo. Evers Josephson Co., Honesdale, Pa. 


A. E. Brown Shoe Co., Orwigsburg, Pa. Excelsior Shoe Co., Portsmouth, O. 
4 ey Shoe Co., Allentown, Pa. F 

ue Co., Philadelphia, Pa. ; 
Burdett Shoe Co., Lynn, Mass. eeeiite Rese Se. Beret, ts. H- 
Burger & David, Nyack, N. Y. — nena ggg ~ Yep her 
Burrows Shoe Co.. Rochester, N. Y Ferris Shoe Co., Philadelphia, Pa. 

ns edie Fiebrick FoxHilker ShoeCo., Racine, Wis 
Florsheim Shoe Co., Chicago, IIl. 
C Forbush Shoe Wo., No. Grafton, Mass 
Capital City Corp., Augusta, Me. H. H. Freela id, Rochester, N. Y. 
Carlisle Shoe Co., Carlisle, Pa. W. C. Freer, cattle, Wash. 
Carpenter Shoe Co., Rochester, N.Y. Al. Furstnow Saddlery Co., 
Cedar Grove Shoe Mfg. Co., Cedar City, Mont. 

Grove, Pa. French, Shriner & Urner, Boston, Mass. 
Century Shoe Co., Macungie, Pa. 
Chandler & Patten Co., Hudson, Mass. 
G. W. Chesbrough, Rochester, N. Y. 
W. J. Clark & Co., Marblehead, Mass. 


Harry L. Jones, Syracuse, N. Y. 
Just Shoe Co., West Alhambra, Calif. 
Juvenile Shoe Corp., Carthage, Mo 











K 
Kalb Shoe Mfg. Co., Rochester, N. Y. 
Wm. F. Kane Shoe Co., Montello, Mass 
Keith & Pratt, Middleboro, Mass. 
Geo. E. Keith Co., Campello, Mass. 
Preston B. Keith Shoe Co., Can. 
pello, Mass. 
L. W. Kenney & Co., Lynn, Mass. 
Kenwood Shoe Co., Lynn, Mass. 
Keystone Shoe Mfg. Co., Kutztown, Pa. 
Kimball Shoe Co., Manchester, N. H. 
Williams Kneeland & Co., So. Brain- 
tree, Mass. 
Miles Knipe Bros., Ward Hill, Mass. 
A. S. Kreider Co., Annville, Pa. 
A. S. Kreider Co., Elizabethtown, Pa. 
A. S. Kreider Co., Lebanon, Pa. (Turn 
A. S. Kreider Co., Lebanon, Pa. (Welt) 
A. S. Kreider Co., Middletown, Pa. 
Krell Shoe Corp., Pan Argyle, Pa. 
















G 
Mrs. M. J. Gagnon, Lynn, Mass. 
Gardner Parker Shoe Co., E. Lynn, Mass. 





















Cleveland Shoe Mfg. Co., Cleveland, O. 


Geo. P. Crafts Co., Manchester, N.H. 
A. M. Creighton Co., Lynn, Mass. 


D 


Davis Shoe Co., Lynn, Mass. 
Fred A. Day, Lynn, Mass. 


Gerberich Payne Shoe Co., Mt. Joy, Pa. 


Mo. 
Helmholz Shoe Mfg. Co., Cudahy, Wis. 
G. W. Herrick Shoe Co., Lynn, Mass. 
Heywood Boot & Shoe Co., Worces- 
ter, Mass. 
Hillsboro Shoe Co., Manchester, N. H. 


Kripendorf Dittman Co., Cincinnati, 0 


~— Shoe & Slipper Co., Worcester, 
Mass. 

E. C. Livingston, New Oxford, Pa. 

T. H. Logan & Co., Hudson, Mass. 


M 
Maid Rite Corp., Brooklyn, N. Y. 


Clinton Shoe Mfg. Co., Clinton, Ia. W. C. Goodger Shoe Co., Rochester,N.Y. A. Kuenzel & Son, Inc., Philadelphia, Pa Ou 
P. Cogan & Sons, Stoneham, Mass. Gotham Shoe Mfg. Co., Binghamton, F.A. Kuhnert ShoeCo., Rochester, N.Y. 
H. S. Collins, Inc., Haverhill, Mass. NY. 
Columbus Shoe Co., Columbus, O. Great Northern Shoe Co., Boston, Mass. L M. 
Comfort Sandal Mfg. Co., Long Island Green Shoe Mfg. Co., Boston, Mass. J. Landis Shoe Co., Palmyra, Pa. Pai 
City, N. Y. C. A. Grosvenor Shoe Co., Worces- Lane Shoe Co., Lowell, Mass. PF. 
Comfort Slipper Co., New York, N. Y. ter, Mass. F. E. Leavitt Co., Haverhill, Mass. Pes 
Commonwealth Shoe & Leather Co., J. J. Grover’s Sons Co., Lynn, Mass. Leonard & Barrows, Boston, Mass. Cc 
Whitman, Mass. Leonard Shaw & Dean Co., Middle Fre 
4 Conron Dyer Co., Everett, Mass. H boro, Mass. A. | 
Jos. Corcoran Shoe Co., Brockton, Mass. Hamilton Brown Shoe Co., St. Louis, Little Witch Shoe Co., Salem, Mass. Ho 


De Flex Shoe Co., Lynn, Mass. Holland Shoe Co., Hc!land, Mich. Rec 
q Devine & Yungel Shoe Mfg. Co., Hurley Shoe Co., Rockland, Mass. Marathon Shoe Co., Wausau, Wis. Gre 
Harrisburg, Pa. Huckins & Temple, Milford, Mass. Marietta Shoe Co., Marietta, Pa. Lig 
Diamond Shoe Co., Montello, Mass. | HarryM.Husk&Co., Newburyport, Mass. Marlborough Shoe Co., Marlboro, Mass. J Cak 









Dolgeville Felt Shoe Co., Dolgeville,N.Y. Huston Shoe Co., Haverhill, Mass. 
Donovan Giles Co., Lynn, Mass. 


Marston & Tapley Co., Danvers, Mass. § Gr 
Cc. S. Marshall & Co., Brockton, Mass. Dar 
Irving Dréw Co.. Portsmouth, Ohio. I Martin & Messier, Lowell, Mass. Pez 
Dunn Peabody Shoe Co., Danvers, Mass. Ideal Baby Shoe Co., Danvers, Mass. Mater Mack Shoe Co., Rochester, N. Y. 

William F. Dunning, Rochester, N.Y. International Shoe Co., St. Louis, Mo. Matson & Troian, Haverhill, Mass. 
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M 
Chas. E. Meade, Rochester, N. Y. 
John Meier Shoe Co., St. Louis, Mo. 
Chas. Meis Shoe Co., Cincinnati, O. 
Melanson Shoe Co., Lynn, Mass. 
J. I. Melanson & Sons Corp., No. 
Adams, Mass. 
H. W. Merriam Shoe Co., Newton, N. J. 
Merrill Porter Co., Lynn, Mass. 
Geo. H. Merrill Co., Lynn, Mass. 
Miller Shoe Co., Danvers, Mass. 
Miller Shoe Co., Salem, Mass. 
P. W. Minor & Son, Inc., Batavia, N. Y. 
Monumental Shoe Mfg. Co., Balt- 
more, Md. 
Munroe Shoe Co., Auburn, Me. 
Murphy Osborne Shoe Co., 
land, Mass. 
McCord Norton Shoe Co., St. Joseph, Mo. 
McElroy Sloan Shoe Co., St. Louis Mo. 
W. H. McElwain Co., Boston, Mass. 


Rock- 


N 

Nahm Bros., Philadelphia, Pa. 
Natick Shoe Co., Natick, Mass. 
NestletoeSlippers, Inc.,Worcester, Mass. 
A. E. Nettleton Co., Syracuse, N. Y. 
—— Anderson Co., Rochester, 

N. Y. 
Norman & Bennett, Boston, Mass. 
Novelty Slipper Co., New York, N. Y. 


Oo 
Old Colony Shoe Co., Brockton, Mass. 
Outing Shoe Co., Boston, Mass. 


P 

M. A. Packard Co., Brockton, Mass. 
Paine Shoe Co., Marblehead, Mass. 
F.A. Parker ShoeCo., Marblehead, Mass. 
Peabody, Devitt Shoe Co., Swamps- 

cott, Mass. 
Fred S. Peck, Worcester, Mass. 
A. E. Perkins, Rochester, N. Y. 
Piehler Shoe Co., Rochester, N. Y. 
Plant Brow & Co., Manchester, N. Y. 


Sport Wilo 
Colors Include 
Red, White, Blue, 


rev ee Log 
ght o) 
Cabin, Beige, Silver 
Gray, Dark Gray, 
Dark Smoke, 

Pearl, Tangerine, 
Black, Olive. 


T. G. Plant Co., Roxbury, Mass. 
Poole & Johnson, Campello, Mass. 
Pool & Piper. Inc., Evanston, IIl. 


Q 
Quarryville Shoe Co., Quarryville, Pa. 


R 
Rehr Shoe Co., Orwigsburg, Pa. 
Regal Shoe Co., Whitman, Mass. 
Reliable Shoe Co., Orwigsburg, Pa. 


Reynolds, Drake & Gable, No. Easton, 
Marlboro, 


Mass. 
Rice & Hutchins, 
Mass. (Curtis) 


Inc., 


Rice & Hutchins, Inc., Marlboro, Mass. 
Vt. 


(Main St.) 
Rice & Hutchins, Inc., Windsor, 
Rohrer & Co., Orwigsburg, Pa. 
E. M. Rollins, Lynn, Mass. 
Geo. S. Rollins, Georgetown, Mass. 
Ross Shoe Co., Marlboro, Mass. 


’ S 
Sanford Mfg. Co., Sanford, Me. 
Samuels Shoe Co., St. Louis, Mo. 


Sawyer Boot & Shoe Co., Bangur, Me. 
J. Newton Seits ShoeCo., Baltimore, Md. 


Sinbac Shoe Mfg. Co., Chicago, IIl. 


Smith Crawford Shoe Corp., Hudson, 


Mass. 
Somerset Shoe Co., Skowhegan, Me. 
Sportocasin Co., Yarmouth, Me. 


Stacey Adams & Co., Brockton, Mass. 
Stahler Bauer Shoe Co., Allentown, Pa. 


Stetson Shoe Co., Weymouth, Mass. 
L. D. Stickles Shoe Co., Red Wing, Minn. 
The Stork Co., Boston, Mass. 

The Stutz Mfg. Co., Rochester, N. Y. 


T 
E. E. Taylor Co., Boston, Mass. 
N.B. Thayer & Co., East Rochester, N.H. 
Thomson Crooker Shoe Co., Boston, 
Mass. 


C. D. Kepner Leather Co. 


139 South Street, Boston, Mass. 


Sole Selling Agents of 


WILO 


Reg. U.S. A. 
10 Spruce Street, New York 





308 Leather Trades Bidg., St. Louis, Mo. 





Trail Moccasin Shoe Co., Saco, Me. 
Triangle Shoe Co., Haverhill, Mass. 
Trojan Shoe Co., Brockton, Mass. 

Truitt Shoe Co., Binghamton, Mass. 


U 
United Slipper Co., New York, N. Y. 


V 
Ed Venor Shoe Mfg. Co., Rochester; N. Y. 


Ww 


Walkin Shoe Co., Schuylkill Haven, Pa. 
Wall, Streeter & Doyle. No. Adams, Mass. 
Watson Shoe Co., Lynn, Mass. 

S. ae & Son Co., Brooklyn, 


Wausau Shoe Mfg. Co., Wausau, Wis. 

ee Bros. Shoe Co., No. Adams, 
N 

Richard White & Co., Philadelphia, Pa. 


— & Keith Co., Campello, 

Mass 

Whitmore Tirrell Shoe Corp., Wey- 
mouth, Mass. 


Wiley Bickford & Sweet Co., Wor- 
cester, Mass. 

Wise & Cooper Co., Auburn, Me. 

W. A. Withers Shoe Co., Elizabeth- 
town, Pa. 

Wood & Smith, Auburn, Me. 

J.T. Wood, Ware, Mass. 

Woolweather Corp., Salem, Mass. 

Worcester Felt Goods Co., Worces- 
ter, Mass. 

E. F. Wylie Shoe Co., Fleetwood, Pa. 


= 
Yeager Shoe Co., Selins Grove, Pa. 


Z 
Zane Shoe Co., Zanesville, Ohio. 
J. S. Zulich & Co., Orwgisburg, Pa. 


Be Sure You Get What 
You Order If You Specify 


When writing to advertisers please mention Boot anv SHor RecorDER 
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Style No. S-285.—Gents’ and 
Youths’ Kepner Coffee Flk Blucher 
Oxford on JUNIOR last. A very 
flexible Oxford with Fleckenstein’s 
Flex Oak outsole, rubber spring 
heel and soft box. This style is prov- 
ing very popular this Spring for 
Gents and Misses. In Stock, C, D 
widths. Sizes: Gents’, 813%; 
Youths’, 1-2 


Style No. S-351.—Boys’ and 
Big Boys’ No. 26 Tan Russia 
Kip Bal Oxford on the BOBBY 
BURNS last. Good weight oak 
bend outsole, rubber heel and 
soft box. A new style proving 
very popular with the trade. 
In Stock, B, C, D widths, Sizes 
Boys’, 1-6; Big Boys’, 644-8. 


Style No. S-353.— Boys’ and Big Boys’ Black Navy Calf Bal Oxford 
on the HAIG last. A crepe sole Oxford with nickel eyelets and soft box, 
to meet the popular demand. In Stock, B, C, D widths. Sizes: Boys’, 1-6; 
Big Boys’, 644-8. 

Style No. S-354.—Boys’ and Big Boys’ No. 26 Tan Kip Blucher 
Oxford on the HAIG last. A new style with crepe sole and soft box. 
One of our best selling styles for Spring. In Stock, B, C, D widths. 
Sizes: Boys’, 1-6; Big Boys’, 644-8. 


THEYRE EXCELSIORS .. . 


And Better than Ever This Spring 
| sone boy knows them—he wants Excelsior Gold Medal 


Shoes the minute he sees them. They have just the snap 
and pep he is looking for and the comfort and wear his 


These well - written 
booklets on Radio are 


real boys’ sales builders. 


Feeyre pert of cer parents require. These new Spring Styles have the outstanding 
yours upon request. mannish trend that for three generations has played a big part 
in building Excelsior dealer profits. 
] Our 24-hour In-Stock Service allows you to keep your Excelsior 
line right up to the minute with small investments—on a fast 
turnover, big profit basis. 


Don’t delay—have your first order include the above styles— 
cash in on this proposition NOW: 


THE EXCELSIOR SHOE CO. Portsmouth, Ohio 


EXCELSIOR MEDAL SHOES 








“The Kind the Boys Want” 
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Reproduction of a Shoe by Ordway & Clark, Inc., Haverhill, Mass. 


“No I rump—and Loxelt 


+ 
““-T’°WO Clubs’; “Two Hearts’; 
“Two No-Trumps”’; ‘Pass’; 
“Content”; “By’’; and then before 
the ladies start to play this no-trump 
hand of bridge, what is this we hear? 


“What a beautiful pair of shoes you 
have, Jean.” Of course, they are made 
of LOZELLE Calf. It is not strange 
that they should attract the attention 
of the ladies at Bridge, for LOZELLE 
is a distinctive leather, full of grace and 
beauty, and that soft tonal effect that 
bespeaks Genteel Quality. 


Wherever the ladies assemble, the mo- 
ment a dainty foot appears that is 














groomed in LOZELLE, almost imme- 
diately the conversation turns to Ann’s 
or Mabelle’s or Helen’s wonderful 
selection in footwear. 


There is something significant about 
the instant appeal that LOZELLE 
makes to feminine tastes. If LOZELLE 
were sold over the retail counter—like 
dress goods—it would be the choice of 
the ladies, for it is their sort of leather. 


LOZELLE will always be a pleasant 
subject with the ladies—why not have 
them talk about your shoes at the same 
time, for the reason that your shoes are 


made of LOZELLE? 























_A 





LSS PK LEGKE 


15 





THE GRIESS PFLEGER TANNING CO., Boston Chicago Cincinnati New York Rochester 
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A Safety Mark 
onl 36 Years 




















This trademark is on every 
piece of genuine HUB GORE 
and represents a tuo-year 


guarantee by the largest 
makers of elastic fabrics in 
the world 


VER since 1888 HUB GORE 

has been the standard goring— 
the one goring with a defi- 
nite pledge of quality and 
service attached to it. 


Place the HUB GORE guarantee 
behind your gored styles. It means 
more today than ever. 


“ALL INSTEPS LOOK ALIKE TO GORED SHOES”’ 


























It means not only assured satis- 
faction as to wear. It represents 
originality and variety of exclusive 
patterns, weaves, and colors which 
we are originating. 


You always know what to expect 
froom HUB GORE. You can’t 


be so sure of cheaply made goring. 


HUB GORE MAKERS 


Branch of 


Everlastik, Inc., Chelsea, Mass. 
1107 Broadway, New York 








Shoe illustrated by I. Miller, New York. 
«Made of black satin with silver bound buckle 
concealing HUB GORE at throat. 
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Stock No. 085B. —“Clod”’ Last. 
Made of P. & V.’s medium 
light Golden Glo Lotus Calf. 
l3-iron edge. Rubber heel. 
B, Cand D widths....... $4.40 


News of a Big-Seller 


HIS shapely “Clod” model holds the distinction of heading the list 
of our orders from dealers for Spring shoes! 


SS 


<aTh 


—— 


It fully justifies the term “smart.” From its new full toe to its imported 
Calf quarter lining it is top-grade. The vamp and foxing patterns, the 
special vamp and quarter perforations and the use of Pfister & Vogel’s 
Golden Glo Lotus Calf for the uppers produce a beautiful oxford that at 
its favorable price is certain of lively sale during the next few months. 


Lis 


yh A\\ 






Oak sole, with bone-buffed natural finish and 13-iron edge. 


Let us send you the specifications of twenty other 
Bates In-Stock models that are timely for the 
next two months’ retail selling. We supply news- 
paper cuts free for most of them. 


A. J. BATES CO. 


WEBSTER - MASSACHUSETTS 
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GENUINE SoPaR cou 
Glengairn:=: Galos 


Nationally Advertised—First Quality 


Ol ALI + —Service is the best proof of quality. GLENGAIRN isa 
FIRST QUALITY galosh. This quality will be maintained 

in every respect. 
PROOF Over 700,000 pairs of GLENGAIRNS were: sold and 


worn last season with lowest percentage of returns . ever 
recorded. The first to reorder for 1925 are those who have 


sold GLENGAIRNS. 

W ARR ANTY —GLENGAIRNS are not sold under an assumed name. They 
bear the brand and name of the manufacturer, who stands 
squarely behind every pair. 

CONF] DE:-NCE, —Cannot be based on mere promises. GLENGAIRNS 
stand on their record with the dealer and public. They 
have stood the test. 

PRICE, —GLENGAIRNS are the lowest price first quality over- 


shoes on the market. They are not involved in any price or 
quality cutting contest. 





Following the success of Glengairns various imitations 
are being offered to the trade. 


BE SURE YOU ARE BUYING GLENGAIRNS 

Glengairn Prices 
Name of Your Nearest 
Distributor and Circu- 
lar Showing All Styles 
will be mailed on 
request. 











For dealers requiring a lower price overshoe the OAKDALE 
supplies excellent value for the price. 


Prices—Oakdale 4-Buckle Gaiter. 














Women’s 
BIE ono covinissic: s hase Shes 


Child's 


CAMBRIDGE RUBBER CO. 


Cambridge, Mass. 











BOSTON NEW YORK CHICAGO 
Look for the Scotch 186 Lincoln St. 127 DuaneSt. 327 W. Munroe St. 
Plaid Label 
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Louder Than Words Speaks the Call 


for Our 


QUAKER BROWN 


Color 22 


The call for Quaker Brown 
continues so _ insistently 
that we have been obliged 
to practically concentrate 
on this color only—our 
whole production being 


This demonstrates more 
positively than any asser- 
tion we could make, how 
Quaker City Kid appeals 
to shoemen who are stick- 





given up to it. lers for quality. 
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Thee ay 
Progress 


«Made in Black 
cAnd the Following Standard (olors 


Color 17 HAVANA BROWN 
Color 22 QUAKER BROWN 
Color 25 GRAY 

Color 20 WHITE 
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QUAKER CITY MOROCCO CO. 


519 Huntingdon Street, Philadelphia 
95 South Street, Boston 
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GLOVE-GRIP SHOES 





















































A TRADE WINNING NUMBER 
OF A TRADE WINNING LINE 


MODEL 732 ee THE PASADENA 
Arnold Glove Grip, Three-Strap. Patent Colt, Plain Toe, 14/8 Covered 
Celluloid Heel, Combination Last. 
IN STOCK; Sizes AAAAA/AAA, 4 to 10; AAAA/AA, AAA/A 
AA/B, 3 to 10; A/C and B/D, 2% to 10. 
Price $7.25 
It is the “Glove-Grip” arch feature which gives the wonderful fit and feel that has 
made the Arnold Glove-Grip Shoe a National seller. 
A great advantage to dealers from the sale of this shoe comes in the repeat business. 
The first time customer becomes a regular customer, who demands the shoe first and 
asks the price last. 
Your trade can be sold many pairs of “Glove-Grip” shoes this year. Start on them now 
at the opening of the Spring selling season. Sample the model shown above. Write for 
our stock style catalogue and select from it some men’s models to go with our women’s 


\, styles. Do this now. 


Manufactured only by 


M. N. ARNOLD SHOE CO. 


NORTH ABINGTON, MASS. . 


Write today for this Catalogue ‘‘S.”’ NEW YORK OFFICE: 127 DUANE STREET 


Illustrates and Prices Glove-Grip 
Stock Styles. BOSTON OFFICE: 10 HIGH STREET 
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MODEL 6004 


CARMEN CROSS 


ANOTHER EXCLUSIVE 
BRAUER CREATION 


ONE OF THE CLEVEREST ONE-STRAP PUMPS 
OF THE SEASON, MADE OVER OUR 300 LAST, 
BLACK SATIN WITH CHAMPAGNE BRAID TRIM. 
MING, 17/8 NO. 31 SPANISH SATIN COVERED 
HEEL. 


4 


NOT CARRIED IN STOCK 
MADE ON ORDER ONLY 


ALSO MADE IN MANY ATTRACTIVE COM- 
BINATIONS OF LEATHER AND FABRIC 


BRAUER-BROS. SHOE. @. “U's 
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FASHIONERS OF WOMEN’S NOVELTY Eanow 


F. 








Consider Thezr 
Record 


UNIUN MADE 


UY WEBER Shoes for men as 
you would employ a buyer or 
salesman. 


Consider their record of many years 
of reputation building for shoe stores 
all over America. 


For retailing at $5 to $7.;0 WEBER 
Shoes will advance your community 
standing as well as your sales. 


WEBER Bros. SHOE Co. 
North Adams, Mass. 


New York Office: 1328 Broapway, Marsrince Bio. 
H. Harris, Rep. 
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THe 


The ?P 
Kenmore SHOE 


IN STOCK 


These four Phlexopedic styles are 








now ready. 


No. 625 
Black Kid Blucher 
Oxford, B, C, D, E 
6-11. 

No. 626 
Same style in color- 


ed Kid 


As our Saturday Evening Post 
No. 611 advertisement of February 28 will 

Black Kid Blucher ‘ ° 

BS RaOe. feature Phlexopedics exclusively, 


we suggest you display this style 





Sp 
PHLExopenic 
SHANK 






No. 612 
Same style in color- 
ed Kid. 


in your windows. 


oO 


() M. A. PACKARD COMPANY 


Brockton, Massachusetts 
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The Old Dependable Cake 
Dressing for White Shoes 





afm For Your White Shoe Trade 


‘The Name Blanco Is Signal of the Best 
Available White Cleaner” 


LAING, HARRAR & CHAMBERLIN 


Sole Distributors for the United States 
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Carried Also in Khaki 43 North Third Street - - Philadelphia . 
aay JOSEPH PICKERING & SONS SHEFFIELD, ENGLAND 
Manufacturers 
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SDE LEATHER 
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SIDE LEATHER — a hide divided into two 
halves or SIDES. Tanned by various processes 
and in several tannages. Side leather is at its 
best when produced from fine quality raw 
material and chrome tanned. 





~s 


When expertly tanned by the chrome method, 
side leather has a soft feel and a brilliance of 
finish. Side leather is used in popular-priced 
shoes of the dress type for men, women and 
children, and also to a very large extent in 
sport footwear. 


The very finest side leathers in the world are 
the “SOO” and the “ELKO” brands, pro- 
duced by the Northwestern Leather Co. Trust. 
These famous brands of side leather are pro- 
duced in all the favored shades of the season. 
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BOOT AND SHOE RECORDER 



























TANNERS 





TANNERS. The Northwestern Leather Co. 
Trust is the leading side-leather tanner of 
the world, with plants at Sault Ste. Marie, 
Michigan, and Portville, New York. 


The Northwestern Co. makes the finest 
quality side leathers for quantity shoe pro- 
duction. Two of the leading brands of 
Northwestern side leathers are “SOO” and 
“ELKO”—both of which have successfully 
served retailers, jobbers and manufacturers 
for years; giving satisfaction in shoes because 
of their quality, and gaining greater favor 
through their price. 


Because of Northwestern’s leadership in out- 
put, volume as well as quality, the “SOO” and 
“ELKO” side leaders are available in brilliant 
finishes that wear well, and in all the season’s 
wanted shades. 


The executive offices of the Northwestern 
Leather Co. Trust are at 14 South Street, 
Boston, where a special bureau serves the 
trade with sample cuttings, without charge, 
of the popular colors of “SOO” and “ELKO.” 
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A Decidedly New Novelty— 
the 


CROSS WORD PUMP 


Bae 
a8 Black Satin with ribbon tie and covered 


angle heel. Widths, A-D, 214-7. 





HE very latest in women’s styles—the 
cross-word pump—is introduced to 
you. If you are alert and quick to see the 
value of having such shoes in your stock, 
you will welcome these numbers. They are 
beauties! Each and every one is high grade 
—yet not above the trade that always buys 
the latest in footwear. Easter buying is at 
hand for you. Order now to be sure of on- 
time delivery. In“stock on March 15. seit at a ho pio: 
calf. Cuban covered heel. Widths A-D, 
ss 23-7. 


JUST IN TIME FOR EASTER 


Be the FIRST to Show 
these Beautiful styles. 
They are {high grade, 
bright, and above all 


They Will Build A BIG White Kid Pum ribbon tie, covered angle 
REPUTATION FOR YOU bed. AD. 216, 
AS A STYLE LEADER 


RICE & HUTCHINS 


INCORPORATED 
13 HIGH STREET, BOSTON, U. S. A. 


DISTRIBUTING BRANCHES: 


Rice & Hutchins Chicago Co. Rice & Hutchins New Yi 

Rice & Hutchins Cleveland Co. Rice & Hutchins St. Louis 

Rice & Hutchins Atlanta Co. Atlas Shoe Co., Boston, Patent Leather Pump with tan calf weay- 

Rice & Hutchins Baltimore Co. Jos. I. Meany & Co., Inc., Phils., ing. A~D, 24-7. fF 
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One sees styles—those in the making, those that 
have been and those that never will be. As an 
example of the latter, I saw a man on the street 
yesterday, about sixty-five years old, wearing a black 
Prince Albert that came to his knees, a pair of white 
im knickers, loud checked golf hose and a pair of black 
and white sport oxfords. A small white cap perched 
jauntily on his head completed the costume. 
In the Cocoanut Grove at the Royal Poinciana this 
afternoon we saw a middle-aged woman of evident 


Pre’ BEACH, where Summer spends the Winter! 





Winter resort merchants report that 40 per cent of their sales are whites and 60 
per cent black and colors. 


Palm Beach Endorses a Wide Variety of 
Footwear Styles 


By HARRY R. TERHUNE 
Field Editor, Boot and Shoe Recorder 


wealth and refinement, beautifully gowned in a black 
and white silk costume with a hat to match, but when 
we glanced at her feet, we found that she was wearing 
brown shoes and stockings. Something in the air, 
coupled with the environment, causes staid, substan- 
tial, middle-aged folks to blossom out in the most 
weird and extravagant outfits. 

Shoe business is mighty good in Palm Beach, even 
though most every one loads up with shoes before com- 
ing here. You see, back home the weather is cold and 
folks want their feet to look as trim as possible, so buy 








































White 
kid has 
practically 
superseded 
white fabric 
in the 
better 
grades. 
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The “chicken trade” is buying all sorts of com. 
binations in cut-out sandals with 10/8 and 12/8 
heels. Most of the vamps are of patent leather 
used with lighter colors of kid, such as field 
mouse, caramel, etc., and, of course, white. 

Short vamps and shoes cut low in the arch are 
passe. White kid has entirely superseded fabrics 
in the better grades. White calf is used practi- 
cally only in sport oxfords with crepe soles, 
Smoked elk, trimmed with tan calf, has been a 
surprisingly big seller this year in both men’s 
and women’s sport numbers. 


Generally speaking, in regard to patterns, the 
thin one-strap is the leader. Buckles are taking 
the place of the dead eyelet ties. 





Fae NR ALEC Se eI oS 
snug-fitting shoes. Then 
when they get down here and. 
their feet expand as the 
weather is so much warmer, 
they are forced to buy more, 
shoes. : 

Palm Beach is typically a 
“dress” resort, where every 
woman tries to out-style the 
other. It is true that there is 
some golf played, but most 
of the activities happenin 
the afternoon and evening, 
many lasting until early 
morning. So this is reflected 
in the dress, and afternoon 
and evening wear styles pre- 
dominate. 

The big tendency is toward 
one-strap pumps. Bows and 
plain operas are about done for. A few high- 
throat opera pumps with a little cut-out at the 
throat are being sold. Color combinations are 
showing fair strength for the women’s, and are 
extremely strong in men’s sport shoes. 

The one best bet for women is a white kid 
step-in with a patent leather saddle, with a black 
block 12/8 heel. Black and white is THE real 
color combination in both gowns and shoes. 

Several merchants on the way down have asked 
me about canary color. Only one concern has 
tried it out here, and it was not a success. The 
white folks didn’t buy a solitary pair, but the 
36 paifs that were put in as a feeler were pur- 
chased by the blacks. So nothing doing on the 
yellow as far as Palm Beach in concerned. 
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Generally 
speaking, 
the thin 
one-strap 
is the 
popular 
pattern. 
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Flappers Buying Combinations 




























Buckles Are Strong 











Merchants selling shoes that re. 
tail from six to twelve dollars say 
that 40 per cent of their sales are 
white shoes, while 60 per cent are 
black and colors. 

Weaves are practically dead. 
There is very little demand for 
knitted gold, silvenx and colors. A 
retail price of from $25 to $35 pro 
hibits their being sold in most of 
the stores. They look pretty, but 
are far from practical. For misses, 
the plain baby doll effects, in 
whites, blacks and satins, are mak- 
ing those who aren’t covered sorry 
that they passed up this bet. 
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What Men Are Wearing 


Light shades of tan, with medium toes, have the 
call in semi-dress oxfords for men. In sport shoes, 
however, I didn’t see anything but combinations, both 
in leather and crepe soles. All the dress sport shoes 
are made on medium toe lasts with leather soles and 
heels. The vamps and quarters are all white buck and 
are trimmed with various contrasting colors, such as 
green and gold, wine and gold and natural alligator. 

The younger men are buying a smooth black calf 
golf oxford, with a black alligator apron with black 
crepe soles. This shoe is worn with dark golf hose, by 
those young chaps who want to be different. Wing tips 
are especially strong on all 


BOOT AND SHOE RECORDER 29 


To go back to women’s sport shoes, white calf ox- 
fords with black calf saddle, black storm welting, 
black French binding, black back strap and white 
crepe sole is a popular novelty. They seem to be using 
contrasting storm welting to good effect on many 
sport shoes. 

Slater is showing a new leather called “Pigot.” I 
presume it means goat skin tanned to look like pig. It 
makes a mighty handsome shoe, and he has it in all 
shades from light champagne to dark tan. They are 
showing it in a wide range of styles from strip pumps 
to combinations for sport wear. 

They are also showing another new leather called 
Brown Monkey Kid in strap 
effects, to appeal to those 





men’s sport shoes. 


White Buck Trimmed with a 
Alligator 7 

Young men also want 
shoes of heavy, sport effect, 
and go from the black golf 
shoe to the white buck with 
natural alligator trimming. 
For tennis, golf or beach 
wear, plain white buck, 
crepe sole still has a steady 
sale. 

Without question, the big- 
gest feature in all grades of 
men’s sport dress shoes, is 
the white buck oxford, with 
black patent leather tip, 
with trimmings of patent 
leather and leather soles and 
heels. This shoe also has 
black storm-proof welting. 





Southern Style Highlights 


who affect novelties. A few 
white kid strip pumps with 


The strongest 
blue, black, red and green 


tendency is to- 





ward one-strap 
pumps with nar- 
row straps. 


16/8 Louis heels, piped with 
the same colors are adding 
to the volume of their sales. 


Smoked elk, trimmed with calf, has been a 
surprisingly strong seller, both in men’s and 
women’s sport footwear. 

In medium grades, merchants report that 
40 per cent of their sales are in whites and the 
rest in black and colors. 


Blond satin is still good 
in straps and high-throat 
pumps. 


A few high- 
throat opera 
pumps are seen. 

The “flapper 
trade” continues 
to buy cut-out 
sandal effects in 

i combination col- 
oring. 

Short vamps 
are not as popu- 
lar as they were. 


A Broad Survey of 
Southern Styles 
What is in demand in the 
various grades’ generally 
through the winter resort 
districts from Florida to 

California? 


In High Grade Footwear 


Pretty shoes without be- 
ing fancy in top grades. 
Combinations are fairly 








Multiple Pair Sales Common 


By having new and different types of shoes, it is a 
common occurrence for a salesman to sell from five to 
eight pairs te a customer. While waiting in several 
different stores, I heard customers-make this remark: 
“T like these shoes but what will I wear them with?” 
In the better stores the salesmen are all coached, 
through the medium of store meetings, on the proper 
shoe to wear with prevailing modes, so that they can 
properly advise customers who are in doubt. 


Lighter Shades in Hosiery 


The tendency in hosiery is still towards the lighter 
shades in the women’s, with men’s hose mostly plain. 
Men’s golf hose are very, very loud and weird. 
Those women who are not wearing colored silk hose 
with their sport costumes are wearing colored lisle 
mixtures. 

Rubber sandals are most popular and in the better 
grades colored satins are worn to match the suits. 


Paisley Patterns Still Good in Evening Styles 


Brocade silver cloth and silver kid strip and strap 
pumps are the staples. In the higher grades Paisley 
patterns are still good, with a fair sprinkling of red 
and gold, and purple and gold suede. 


good. 

Patent vamps with white, cranberry, apricot. 

Underlays of contrasting colors are seen and shown 
everywhere. 

Very few strip pumps are being worn. 

Significant is the return of the more American 
forepart, which is retiring in strip pumps in the ex- 
treme French toe. 

The twenty-five cent toe returns to high favor in 
plain pattern shoes. ; 

Where French toes are worn patterns are fancy 
stitched and have weird color combinations. 

Heels are either flat, Cuban or spike, and are trend- 
ing higher, 15/8 to 19/8. 


For Dress Shoes 


Blond satin is very strong, with less demand for 
blond kid. 

First testing of pearl gray as a high style proposi- 
tion with ivory kid showing possibilities. 

Lighter shades of kid developing for later in the 
season. 

Evening slippers mostly of metallic shades—silver 
first, some tinted materials, some copper and steel 
shades. 


No place for high colors. (Continued on page 43) 
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HEN it comes to judging the sales value of 

\ \ style in shoes there is, perhaps, no more out- 

standing figure in the shoe world in this 
country than T. J. Fitzharris. 

“Fitz,” as he is called by his intimate friends, is 
well known as the shoe merchandiser in the great 
specialty house of Franklin Simon & Company, but it 
is not as generally known that he is also a vice- 
president of the company, and in addition to merchan- 
dising shoes, has under his direction the blouse, 


sweater, bathing 
suit, riding habit 
women’s 
sport clothing de- 
partments in the 
house. He has held 
province over these 
additional depart- 
ments for the last 
two years, and only 
last October was 
elected vice-president 
of the company, 
after having served 
for some time as 
secretary. 


Started With Best 
& Co. 


Mr. Fitzharris is 
one of the young 
veterans of the shoe 
trade. His first in- 
troduction to the 
world of shoes was 
as stock boy in the 
shoe department of 
Best & Company in 
their 23rd _ street 
store before they 
moved to Fifth ave- 
nue. Fitzharris was 
only 15 years old 
when he started on 
the first rung of the 
ladder that was to 
lead him to his pres- 
ent eminent posi- 
tion. 

At the end of nine 
years with Best & 
Company and after 
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He Sells More Shoes Than Any Other High 


Grade Store in New York 


An Exclusive Interview with 
T. J. FITZHARRIS 


Vice-President and Shoe Merchandiser 
for Franklin Simon § Co., New York 





**Fits,”’ as he is known among his friends, made the greatest coup of 

his career when, in the face of objections by the manufacturer, he 

introduced the Bramley shoe—a round-toed last for women—at a time 

when narrow toes and long vamps were all the rage. In the first six 

months he sold 20,000 pairs. In the five years since the introduction 
of this new last, he has sold nearly a quarter of a million pairs 
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attaining the position of assistant buyer of the shoe 
department, he made his first change in employers. 
He went with DePinna & Company, then at Fifth 
avenue and Thirty-sixth street, to open their shoe de- 
partments for misses, boys and youths. 


Built From Ground Up 


He built these departments into a flourishing condi- 
tion and then went a little farther up Fifth avenue 
where Franklin Simon a few years earlier had had the 


courage to invade 
the residence section 
with a fashionable 
shop. Mr. Simon had 
left Stern Brothers 
and established his 
own store in 1902. 
Until 1911, when 
Mr. Fitzharris was 
invited to join the 
organization, he had 
had no shoe depart- 
ments. So, for the 
second time the 
work of building 
from the beginning, 


- shoe departments for 


women, misses, boys, 
girls and children, 
faced young Fitz- 
harris. That he did 
his work well is at- 
tested by his present 
position with the 
company, and that 
other shoe men in 
the city credit him 
with selling more 
pairs of shoes in his 
departments than 
any other high-class 
individual store in 
New York. 


He Sticks To His 
Convictions 
Original ideas, 
hard work and the 
courage to stick to 
your own convic- 
tions are the rules 










, 1925 


shoe 
yers. 
‘ifth 
2 de- 





February 21, 1925 


that Mr. Fitzharris has set for himself. Constancy is 
one of his greatest qualities and it shines forth in 
everything he does. “The fellow who jumps around a 
lot never really accomplishes much,” he said. He him- 
self has worked for but three different houses in his 
25 years in the shoe trade. ' 

It is impossible to mention Mr. Fitzharris or Frank- 
lin Simon & Company without saying something 
about the “Bramley” shoe, which is his greatest 
achievement. The Bramley shoe is really a round toed 
custom last which is no longer a novelty, but was when 
it was first introduced about five years ago. 


How He Gets Ideas 


The idea of developing such a last at a time when 
long vamps and sharp toes were in vogue grew in Mr. 
Fitzharris’s mind when he noticed many of the older 
girls of college age drifting into the misses’ depart- 
ment for the comfortable ankle strap shoes that were 
carried there as a staple. The idea germinated into the 
last already referred to, and against the judgment of 
the manufacturer who was asked to make the shoe, 
and of shoe men in general, Mr. Fitzharris plunged on 
them to the extent of thousands of pairs. 


In the first six months after their introduc- 
tion Bramley shoes sold to the extent of 
20,000 pairs and ever since have sold at the 
rate of 40,000 to 50,000 pairs a year. All told 
between 200,000 and 250,000 pairs of Bramley 
shoes have been sold by this house since their 
introduction. 


The Bramley shoe, while unchanged in last, has been 
changed in pattern to swing with the style. It has re- 
cently been successfully introduced into the misses’ 
department under the name of “Junior Bramley.” 


Delegates Much of Work to Buyers 


As merchandise manager, Mr. Fitzharris now con- 
fines his work largely to directing and supervising his 
various departments. His real love, of course, is cen- 
tered on his shoe departments, although the actual 
work of buying is delegated to various managers of 
the departments under him. They include Frank How- 
ard, in the women’s shoe department, who has been 
with the firm for a number of years; M. J. Morrissey 
in the misses’ and children’s departments; Mr. Mallory 
in the men’s shoe department; and Mr. Thompson in 
the boys’ shoe department. 


Big Sales of Evening Slippers 


The big scale manner in which Mr. Fitzharris is ac- 
customed to do things is illustrated by the recent estab- 
lishment of a separate department in a separate room 
to handle evening and boudoir slippers. This room 
occupies considerable floor space and has paneled 
walls and special furniture and fittings to convert it 
into a replica of a fine drawing room. The value of the 
space, together with the furnishings and fittings, 
ran into a considerable sum. It was a venture, but it 
has paid and paid handsomely, as from 100 to 150 
pairs of evening slippers are sold in it every busi- 
hess day. 
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Hosiery Measurements Proposed by 
Bureau of Standards 


Washington, Feb. 17—After months of study by the 
Bureau of Standards, it is expected that thé standards 
of measurement will be adopted by hosiery manufac- 
turers. The standards represent the work of the bu- 
reau, and of the research associate of the National As- 
sociation of Hosiery and Underwear Manufacturers, 
who has been at the Department of Commerce for 
sometime. It is proposed that in measuring the length 
of all hosiery the following methods should be 
adopted: 

Method of measuring length of ladies’ hosiery— 
Lay the hosiery on a flat surface. Place a ruler so that 
it touches the lower end of the heel gore and the curve 
formed at the ankle. The length is the distance from 
the bottom of the heel to the top of the hosiery as 
located by this line. (For full-fashioned hosiery this 
line of length may be determined by laying the ruler 
so that it touches the curve at the ankle and is parallel 
to the front line of the hosiery.) 

Method of measuring men’s, children’s, children’s 
three-quarter length hosiery, infants’ hosiery, and in- 
fants’ socks—Lay the hosiery (or sock) on a flat sur- 
face. Place a ruler so that it passes through the heel 
gore and is parallel to the ribs on the ribbed portion 
of the hosiery. If the hosiery has been boarded prop- 
erly, the ruler will be parallel to the front line of the 
hosiery. If this is not so, adjust the ruler so that it is 
parallel to the front line of the hosiery. The proposed 
standards are as follows: 
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What Is Intermediate Store’s 
Future? 


HE small retail merchant who occupies an 

intermediate position in the trade is looking 
to his place of service in the scheme of things. 
He, more than others, tries to compete with 
the low-priced cash store on one hand and the 
full service credit store on the other. 

The stores with which he competes have more 
definite markets than he possesses. Lack of pur- 
chase-power carries people to the low-range stores. 
Possession of purchasing power and credit carries 
people to the stores which offer greater attrac- 
tion in service, environment, display and mer- 
chandising appeal, plus the credit feature. 

The low-priced store locates in the stream of 
travel followed by its customers and caters to 
necessity. The high-priced store stimulates de- 















mand through advertising, location, display, style 
and prestige. 

The intermediate range of price is above the 
range of one group of customers and unsatisfying 
to the other. There is a vast group of consumers 
whose best interest would be in the service and 
merchandise carried by the intermediate store, 
but the retailer in that position seldom knows how 
to reach the mass of people who could be well 
served in his store. 

Imitation is one of the chief factors in our 
social life and we demand a superlative service, 
even when we are asking for the maximum of 
merchandise value in return for the price we pay. 

When the intermediate store is located in the 
retail district, the rent and fixture burden neces- 
sary to appeal to the trade precludes profit. 
Variety of stock and requirement of higher grade 
sales personnel are essential, but burdensome. 

The department store with its greater purchas- 
ing power and wider merchandise appeal is a con- 
stant source of competition and a measure of 
price comparison. The mark-down sales of the 
higher-priced stores make frequent inroads upon 
his normal trade. 

The frequency of style change and the uncer- 
tainty of demand make it necessary for him to 
mark down certain merchandise and in doing so 
he cheapens his own standing. 

His greatest difficulty lies in the fact that he 
seldom builds a loyal group of permanent cus- 
tomers, because they are not entirely satisfied 


- with the degree of service he can supply and are 


not sure that the values are greater than those 
offered by transient sales of department stores, 
etc. 

If the intermediate store is located in a neigh- 
borhood community within a large city, his 
patronage is limited to the people who are acces- 
sible to his store, and they are constantly influ- 
enced by all of the appeal of the downtown stores. 

The variety displayed in the retail district works 
to the disadvantage of the small retailer who 
must depend upon his own stock to satisfy the 
desire for selection. 

The man who is qualified to study his market 
and serve as purchasing agent for a definite group 
of customers, can buy with discrimination and sell 
with assurance. But the man who is thus qualified 
soon ceases to occupy the position of an inter- 
mediate retailer. 

Certainly there is a place in our distributive 
system for the merchandise he offers and there is 
a large consuming public who could be best served 
by the intermediate store, but the secret of suc- 
cessful operation must, of necessity, be based upon 
a better analysis of facts than has yet been 
attempted. 
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The intermediate group of retail merchants buy 
a vast amount of merchandise which is a factor 
in the operations of the manufacturers, but does 
not contribute to the permanence, nor the success 
of the retail-merchant, unless he so serves his 
community that he registers “first” in the minds 
of customers when shoes are wanted. 

The mass distributor does not overlook the fact 
that an unrealized percentage of the consuming 
public can be best satisfied and served at an inter- 
mediate price with a greater assurance of in- 
creased volume. The intermediate grades there- 
fore are coming into the limelight when better 
times or better prices for materials either elevate 
or force upward quality standards. Look to the 
intermediate stores for the next big forward 
movement. 


To Follow the South 


‘6 AST is East and West is West” but all eyes 

are following the eyes of the South. Fashion 
highlights thrown on shoes being sold and worn in 
southern resorts from Florida around the Gulf and 
on the California coast have some bearing on mid- 
summer footwear. 

One of the important developments of the sum- 
mer resort season now at its full tide is that more 
people than ever before went South for the mid- 
winter season. Trade for the hotel man started 
surprisingly early, and now bids fair to continue 
well into spring. 

If a similar interest in vacationing extends 
through 1925, look for a dress-up movement in 
the way of sport footwear demand. All of the mid- 
winter resorts indicate colorful garment wear. 
Never was there a season that had more color and 
sparkle to it. 

The southern resorts surely enjoyed extra pros- 
perity, and the underlying reason for it all was 
people with money and people with time were not 
afraid of a bad business year ahead. It is only 
when things are looking better that mid-winter 
resorts enjoy good business. Such a phenomenal 
season indicates surely a greater interest in 
sports-outdoor and in the correlated items of 
apparel and footwear. 


On the Right Track 


VERY large proportion of spring purchases 
are not only handsome, but are practical and 
sensible in lasts, patterns and materials, present- 
ing a happy relief and contrast to the outlook two 
years ago, and a decided improvement over the 
samples of even a year ago. 
Why cannot this satisfactory condition be main- 
tained indefinitely ? Why should the trade abandon 
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this sane program and dash into the producing of 
wild freakishness ? 

There is no reason why they should, and there 
is every reason, including the all-compelling rea- 
son of profit, why they should not. The main prin- 
ciples of summer fashion as indicated by advance 
samples from a large number of leading style pro- 
ducers, are sane, sensible and profitable. Why not 
hold the ship on her present course, instead of 
flying off at a tangent into strange fields full of 
the icebergs of popular disapproval? 

The present sensible situation can be main- 
tained in just one way: If the shoe trade, as a 
whole, will, in good faith, endeavor to impress 
upon the public the fact that these summer styles 
are THE styles; that they are what well-dressed 
people are wearing; that they are the correct 
thing in all particulars—then the styles will be 
accepted, and freak and mid-season after- 
thoughts and variations will be ignored. 

We believe that the present display of summer 
styles is based to an unusual extent upon accu- 
rate observations of the drift of public demand. 
We believe that a larger percentage of styles than 
ever before are of a model and pattern which the 
public itself has co-operated in producing. Why 
not get the full benefit of this agreement, in- 
stead of dashing off and spending time and money 
on something radically different, before the pub- 
lic has half way tested out or grown tired of 
present styles? 





‘Something Extra’’ for the 
Clerk 


OW to get the entire staff into a “make-a- 

profit” spirit is the thing. An inducement in 
the shape of “something for him” is always a 
good idea to consider. 

The clerk is judged by the class of goods he sells 
and the “net profit” he is able to produce. Good 
stock keeping, disposing of odd pairs, preventing 
mismated or soiled shoes from accumulating, all 
help toward building up a net profit. 

Many large dealers now share the net profit 
with their trusted employees. There is no set rule 
to go by as yet, though the day is not far off when 
some system will be adopted. One good store pays 
its clerks a certain salary according to the class 
they enter in. A clerk in a class selling fifteen 
thousand dollars worth a year can enter his name 
for the following year in a twenty-thousand- 
dollar class which entitles him to a bonus of five 
hundred dollars if he succeeds in selling that 
amount. Selling is the biggest expense item a 
dealer has to figure with: therefore, “Service 
first.” 
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Get More Shoes 
sald Right 


—_ <a 


Devoted to the Interests of that Great Army of Workers 


Concentration—And the Re- 
tail Shoe Salesman 


ANY men in our industry 
M are now seeking a remedy 
or remedies for admittedly 
bad conditions. These men invari- 
ably come around to concentration 
as one of the prime necessities. 
They advise concentration on fewer 
lines, fewer sizes, bought from a 
fewer number of manufacturers, 
and these concerns of proved re- 
liability and capacity. 
All of these things are excellent. 
Concentration is one of the essen- 
tials for improvement in our in- 











dustry, and we believe it will be 
much more considered and practiced 
this year than any time since the 
end of the World War. 

But concentration can be made a 
success only if the retail salesman 
is given his rightful and necessary 
place in the plan. He should be in- 
structed in what this policy means 
and his part in it, and be given to- 
understand the object sought. 

How in the world can odds and 
ends of sizes and widths, styles and 
lines, be brought down to a mini- 
mum without the intelligent, earnest 
co-operation of the salesman? 

How can the retail salesman han- 
dle his part of the problem intelli- 


Edited by ARTHUR L. EVANS, A. M. 
President of the Retail Shoemen’s Institute 


gently unless the heads of the busi- 
ness explain it to him? 

Briefly, the salesman can make 
this policy a success—by concen- 
trating on the stock in the store. 
If the buyer will give him half a 
chance, he will make a well-bought 
style and a line pay its way every 
time unless the buyer kills that line 
or style before it has had a chance 
to make good. 

We say this to all retail sales- 
men who read this: Concentrate 
hard on the styles and lines you 
have—new ones will follow fast 
maybe when these are gone. 


More Customers! 


In the past we have had some- 
thing to say about getting more 
people into the store and increasing 
the business. Merchants are always 
interested in that subject. Compara- 
tively few of them seem to under- 
stand the possibility of doing this 
through their salespeople. But, there 
is no reason why the salesfolks 
themselves, should not be constantly 
doing what they can to get more 
customers. Just thinking about it 
is a good sign, for if anybody thinks 
long enough and hard enough on 
any subject, something is bound to 
happen. ‘ 


Psycho-Analysis and 
Salesmanship 


These days we hear much about 
“Psycho-Analysis” and the use of 
psychology in business. This means 
that people are studying mental 
processes as well as physical. It is 
a great field, too, for after all the 
mind is the dynamo of life. 

One of our readers, B. W. Roach, 
Jr., with H. F. Vatterlin, Tampa, 
Florida, writes us that he finds his 
shoe selling comes under the in- 
fluence of this very thing. He says: 

“Now the hard sales are the easy 
ones by starting your sale the 


Which Personally Serves the Public 


minute you greet your customer.” 

“Note if the customer is fat or 
lean, what color hair, the shape of 
her face, long, round or pear shape. 
A fat customer and a round face 
customer will have to be handled a 
lot different than a slim and square 
faced customer. 

“This kind of a customer you do 
not sell, but let them sell them- 
selves. The fat and round type, you 
sell yourself. I study salesmen when 
they come into our store to sell our 
buyer. It is like putting water on 
the fire. Some start to tell about how 
good their shoes are and so on, Our 
buyer is a short and round face type. 














Note the color of her hair 


He is sold only by what pretty shoes 
he has; also how the people will 
like them, and what friends he will 
make with his trade. By studying 
your customer it becomes a great 
game; you will like it. Your hard 
sales will become easy ones.” 


Salesman Influences Public 
Opinion 

Talk about the influence of na- 
tional advertising—an intelligent 
retail shoe salesman possessing the 
confidence of his customer, can in- 
fluence that customer’s opinion and 
judgment on any shoe question, 
more certainly and soundly in ten 
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minutes of personal contact, than a 
dozen full pages in any national 
cartoon magazine. 

Incidentally, a shoe store, hon- 
estly conducted, is the greatest pos- 
sible instrument in influencing pub- 
lic opinion in its community on shoe 
matters. Why shouldn’t it be? We 
people of that town know the pro- 














A salesman can influence the cus- 
tomer’s opinion 


prietors and salesmen; they meet 
face to face; at times when shoes is 
the subject they are then concen- 
trated on. Beat that for an opinion- 
forming situation, if you can. 


Leatherettes 


Peabody, Mass., Salem, Mass., Mil- 
waukee, Wis., Newark, N. J., are 
noted as tanning towns. 

We only produce about 2 per cent 
of our needed supply of goatskins, 
from which kid leather is made. The 
rest we import from India, China, 
etc. There is no tariff duty on 
leather importations. 

Lynn was the first real center of 
American tanning and shoemaking. 
Thomas Beard was the first shoe- 
maker. But, tanning followed the 
oak and hemlock forests, because 
bark tannage was the only kind then 
known. There were 6686 tanneries 
in the United States in 1849. Now 
there are only about one-fifth as 
many, but these produce many 
times the quantity made in 1849. 

General Ulysses S. Grant was 
something of a tanner. Although 
a graduate of West Point, he was 
not a professional soldier and when 
the Civil War broke out in 1861, he 
was employed in a leather business 
at Galena, IIl. 

The Indians in making mocca- 
sins never put an extra sole on them; 
the sole, vamp and back part were 
one piece of flexible, heavy leather. 
For festal occasions they used more 
fancy designs, beaded by their 
squaws. 

It is said that there are about 70 
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distinct varieties of kid tannage 
finishes. Other leathers also have 
many variations. Roughly speaking, 
there must be as many as four or 
five hundred different classifications 
of finish, weight, grade, etc., of all 
the leathers used in shoemaking. 


Reply to Correspondent 


I. D. M. Your letter of January 
15 is received. The subjects you 
propose for discussion do not be- 
long in the realm of retail shoe 
salesmanship to’ which this depart- 
ment is devoted. Your questions are 
store management and buying prob- 
lems, and we are referring them 
to the proper editors of the Boot 
and Shoe Recorder for considera- 
tion—Editor. 


When You Get Mentally 
Tired 
Our muscles and bodily organs 


do get tired of course. Dr. Stiles 
of the Harvard Medical College 











Problem for February 


Through a_ typographical 
error in the January issue of 
“The Retail Shoe Salesman” 
the title of the Problem was 
omitted. Therefore, in this 
number we submit two prob- 
lems, as follows: 

1. What Are The Qualifica- 
tions of an Ideal Retail 
Shoe Salesman? 

2. Name and Describe Five 
Kinds of Leather. 


The Boot and Shoe Recorder 
will give two prizes of $10.00 
each for the best answers to 
these problems. Two prizes of 
$5.00 each will be given for 
the second best answers. 

Write in your own words 
your ideas on either or both 
of these subjects.and send to 
the Editor of “The Retail Shoe 
salesman,” Boot and Shoe Re- 
corder, 207 South street, Bos- 
ton, Mass. 

The winning articles will 
be printed in future issues of 
this department. 











doesn’t believe that our brain really 
does get weary. He believes that 
what we call “brain fag’ is only a 
desire for variety. He believes that 
the cells of gray matter used in 
mental effort do not work steadily, 
but work a while, then rest, letting 
their neighbors carry on, something 
in the manner of soldiers changing - 

















Bad posture and eye strain 


guard every two or four hours. 
Thus no one cell gets over-tired. 

But eye-strain and bad posture 
undoubtedly produce nervous fa- 
tigue, if not actual brain tiredness. 
Habits of thought that exhaust the 
same groups of brain cells are bad. 
The emotions, which are of course 
mental, directly influence the bodily 
processes. 

The person who gets tired men- 
tally, that is nervously, needs to be 
bumped from the bad grooves of 
thought which produce this result, 
and thus relieve the over-strained 
nerve cells. Interest in different 
things, change of duties something 
different at the store and in his 
private life, are pretty certain to 
effect a wonderful change for the 
better. 


Thought Stimulants 


Character is made by many acts; 
it may be lost by a single one. 

No one is useless in this world 
who lightens the burden for some 
one else.—Dickens. 

No power on earth or under the 
earth can make a man do wrong 
without his own consent.—Isaac 
Sharpless. 


A poor man served by thee shall 
make thee rich; 

A sick man helped by thee shall 
make thee strong: 

Thou shalt be served thyself by 
every sense 

Of service which thou renderest. 

—Elizabeth Browning. 
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Retail Shoe Salesmen’s Forum 


Written by “‘ Recorder’’ Readers 
in the Front Line Trenches 


My Idea of When a Shoe Is 
Properly Fitted 
By OSWELL TERRY 
Stevens-Laumbeth Co., Hugo, Okla. 


To properly fit a shoe, you must 
have one pattern that fits the type 
of person as well as his feet. It 
should harmonize with his per- 
sonality in such a way that it seems 
a part of him, instead of seeming to 
be foreign, attracting first atten- 
tion. You wouldn’t put a congress 
gaiter (as it is called in our lo- 
cality) on a sport. To do all this 
you must be able to sum up your 
customer the minute he walks into 
your department. 

To fit the feet: First of all things 
you must have the proper length. 
It absolutely must fit in the arch 
with a smooth, firm tightness but 
not binding in a way that it pulls 
wrinkles in the shoe on the bias 
from the ball of foot toward ankle. 

The foot should set flat on the 












































A woman with a fat foot should 
not wear a long vamp 


insole and not cause a part of the 
fleshy side of the foot to ride on the 
welt or stitching on sides of shoe. 

In my opinion there should be 
anywhere from one-fourth to three- 
fourths of an inch space from the 
end of the great toe to the end of 
the shoe, allowing for the lengthen- 
ing of foot when weight of body is 
placed upon it. 

The next important thing is: 
Does the ball of the foot (the wide 
part) fit exactly in the wide part of 
shoe? Is the joint of the great toe 
exactly where the sole curves in- 
ward to form the arch of the shoe? 
If the foot happens to be freakish, 
in that the toes are all extra long, 
it may be necessary to fit it in a 
shoe that is longer than you would 
ordinarily put on this size foot. 

The shoe should be tight enough 
to give support to the metatarsal 
arches without pinching. 

It should break in the right place, 
not across toes or just behind 


joints, which will cause much pain 
after shoe is worn a while. 

The toe cap should be high 
enough for this particular foot, not 
pressing down, causing undue pain. 

The heel should be suited to your 
customer as to height, weight, 
ankle and for the occasion, or cos- 
tume. 

The shoe should lace correctly 
over instep, not too close together 
nor too far apart. If a high shoe it 
should fit around the ankle; if a 
low shoe it should not sag or leave 
space around side of foot. 

On a lady’s foot vamp should be 
suited to the thinness or fleshiness 
of the foot; a woman with a fat 
foot should not wear a long vamp 
and a woman with a thin foot 
should not wear an extremely short 
vamp. j 

If a man has a low instep he 
should be fitted in a combination 
last; if he has a high instep he 
should not be fitted with a com- 
bination last. 

If the shoe man watches all this 
and acts accordingly he will have 
many satisfied customers. 


“The Romance of a 
Complaint” 


By L. SCHUSTER 
Assistant Foot Specialist, S. J. 
Brouwer Shoe Co., Milwaukee, 
Wis. 

A complaint is a complaint. We 
all have them; none of us like to 
hear them but nevertheless we 
should find great pleasure is satis- 
fying our customers and making 
anything right that might keep 
them from coming to our store. 

In this day and age, competition 
in business is keen. The loss of one 
customer, if she has set her mind 
against your store, means the loss 
of many others. There is nothing 
that hurts a business more than 
the rumors that are started by 
customers who in their minds have 
been misused at your store. 

Satisfied customers boost for you, 
and in a discussion about footwear 
they like to tell of the square deal 
and the kind and courteous atten- 
tion they received from you. 

Some years ago, Mr. J—, who 
was an employee in a certain lit- 
tle store in the northern part of 
this state, was to adjust a com- 


plaint that was made by a young 
lady about a pair of shoes that 
broke away at the heel. Mr. J— 
agreed to have it fixed and, as the 
young lady was very busy, he also 
agreed to deliver the shoes to her 
home that evening. When he got to 
the door of the young lady’s home, 
he noticed that a charge had been 
made for the repairs on the shoes, 
as it involved a new top lift, which, 
of course was no fault of the store. 
After he rang the bell the young 
lady came to the door, and he po- 
litely told her that there was a 
charge of thirty-five cents on the 
shoes, and explained to her the rea- 
son. Upon hearing this she was 
very much disappointed to think 
that she was to be charged for 
something that really was a legiti- 
mate complaint. She had always 
bought her shoes at that store and 
had always been so pleased, until 
she purchased the last pair. 

Mr. J—, who was a sympathetic 
and good hearted young man, felt 
sorry for her and said “Well, ow- 
ing to the fact that you feel we are 
not justified in charging you for 
this I shall see that no charge is 
made.” She was very much pleased 
with what he had done and thanked 















She was disappointed 


him for his kindness, and he went 
home. The next morning he paid 
the charge to the store from his 
own pocket. From this time on the 
young lady made regular calls to 
the store to buy her shoes, and al- 
ways waited for him to serve her. 

One day after she had purchased 
her shoes he stated that he hoped 
she would enjoy the shoes because 
they looked so nice on her feet, and 
after a short conversation she 
asked him if he would like to come 
up to her home to a little party 
they were having that evening. He 
accepted the invitation and prom- 
ised he would be there at eight 
o’clock. 

This started “The Romance of 
the Complaint,” and after keeping 
steady company with the young 
lady for a year’s time they were 
happily married and decided to ad- 
just their complaints together. 

The big point that I wish to illus- 
trate by this true story is, “Don’t 
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dodge complaints.” Look for them, 
find out where they are, bring that 
customer back to your store; she 
will be more satisfied, your manu- 
facturer will be more satisfied and 
your business will grow as a result. 


The Hardest Sale I Ever 
Made 
By SAMUEL NELTEG 
Josephson’s Shoe Store, Trenton, 
N. J. 
One of our satisfied customers 
persuaded her friend to stop in our 
store and try our shoes. Clerk “B,” 





Picking up jacks with her toes 


having showed her several styles, 
was asked about the size and un- 
intentionally erred in replying to 
her. While the clerk was gone she 
saw that the shoe was marked 7A 
and not 7AA. The customer now 
became very indignant, after, as 
she thought, being lied to and 
wanted to put her shoe on. 

Clerk “B” now turned her over 
to me, and as I approached her I 
noticed that she had an extremely 
high arch a condition commonly 
called “pes cavis.” With pes cavis 
there is invariably extreme dull 
pain, as well as a fallen anterior 
metatarsal arch. I asked her 
whether she suffered from her foot 
troubles, and she was rather sur- 
prised that I had “hit the nail on 
the head.” She asked me how I 
knew, and I told her of the possi- 
ble conditions that may arise from 
pes cavis, because the vertebral 
column would compensate itself for 
the change in the base, which is the 
arch, and that headaches were very 
common. 

She, by this time, became quite 
interested, for she told me she suf- 
fered from headaches which at 
times were unbearable. She was 
convinced that I knew her condi- 
tion, and since during all this time 
I never mentioned a thing about 
shoes, otherwise she would have 
thought that what I said to her was 
but a sales talk. She asked me what 
could be done to relieve her condi- 
tion. I told her that if she would 
practice picking up objects, such as 
jacks or marbles with her toes, the 





muscles and ligaments would ulti- 
mately be strong enough to main- 
tain her normal anterior arch. She 
saw that in picking up objects she 
would have to curve her toes and 
that this was just the thing that 
she had never done. In the mean- 
time I showed her an arch just 
adapted to the elevation and reten- 
tion of her anterior arch. She was 
by this time all interest. I explained 
to her that an arch shoe was not 
desirable for her foot condition. 
She asked me to fit her with what- 
ever I thought best. I tried an ox- 
ford with a fairly good arch and 
placed the arch supporter in it. I 
asked her to stand up, and she felt 
the ball of her foot elevated and an 
immediate relief from her dull pain. 
She was so pleased with my ef- 
forts that she thanked me, and I 
sold her an extra pair of shoes. 


Good Housekeeping 
By HARRY C. COPELAND 


Worbass’ Walk-Over Shoe Store, 
Syracuse, N. Y. 


Of course you know how it is 
when you’re expecting company at 
home. Friend wife or mother im- 
mediately starts dusting, cleaning, 
and fixin’ up generally, so the place 
will look clean and attractive; 
every piece of furniture in place, 
and shining bright as a new penny. 
And Lord help the one who musses 
it up before the guests arrive. 

Then the folks come—you enter- 
tain them and try to make them 
feel right at home so they’ll be glad 











He had offended her 


The hardest sale I ever made was 
to a customer who was first of- 
fended by another salesman before 
being turned over to me. I made 
this sale first, by speaking kind 
words about the other salesman, 
and by telling her that she was in 
a store that did everything in its 
power to please the public; second, 
by taking a correct measurement of 
her foot to be sure that the first 
shoe I put on would fit, to gain her 
confidence in me. All of this was 
done with a smile and the sale was 
made.—Neal Boblitt, Boston Shoe 
Store, Louisville, Ky. 
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they came and will want to come 
again. 

And you know how it is when 
you’ve been visiting. On your way 
home you talk about how good the 
place looked at the first glance, how 
nice the furniture was kept and 
what a good housekeeper Mrs. So- 
and-So is, and how hard she tried 
to make your visit pleasant. 

You can’t help warming up to 
folks like that, and you make up 
your mind then and there that 
you'll be glad to accept the invita- 
tion to call again. 

Now that’s the feeling you want 
to get to your customers (who are 
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Greeting her 











really guests) when they come to 
your store. 


The first impression they get is 
from the windows. Are the shoes 
clean and well-formed, the fixtures 
bright and clean—or scratched and 
bruised from careless handling? 
Then the door is opened and they 
get a bright, pleasant greeting as 
they come in. Phat warms them up 
to you, they begin to feel that they 
are welcome. 

Now they look around to see 
what kind of a housekeeper you are. 
Do they see a clean, tidy store with 
neatly arranged stock, fitting stools 
evenly lined up, dustless chairs, 
clean mirrors and attractive inte- 
rior displays? Or do they show dis- 
gust at a slovenly stock, dusty 
chairs cluttered with shoes that 
should have been put away, and a 
general slip-shod appearance? 

Now you start to entertain (if 
we may thus express it) by trying 
to make their visit as pleasant as 
possible. Tactful handling and in- 
terested service will make for 
quicker and easier sales than gruff, 
mechanical salesmanship. The sales- 
man who is pleasant and sincere in 
his contact with his customers will 
make them pleased with their visit 
and will impress them with his de- 
sire to render genuine, interested 
service. 

And so, when the bundle has been 
delivered, the customer escorted to 
the door and pleasantly invited to 
call again, the chances of her so 
doing are all in your favor. 
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There’s Profit in Handling Cleaners for 
Satin Footwear 


Several Satisfactory Preparations Can Be Carried to Advantage and Sold by 
Suggestion and Demonstration 


ITH blond satin shades an established high- 
\ \ light of feminine footwear fashion, the subject 
of fabric cleaners comes up for discussion. 
“For,” as one good merchandiser presents the case, 
“many women hesitate before buying light-colored satin 
shoes, or in fact any satin shoe, because after a few 
days they know that these shoes will either need clean- 
ing or re-lustering.” The majority of women like to 
combine economy with style and are selecting even 
their dressiest shoes with the idea of making them 
last and keep dressy just as long as possible. 


Selling by Demonstration 


The salesmen in an exclusive eastern shoe store are 
instructed to tell the story with every pair of, satin 
shoes shown. Furthermore, customers are invited to 
come to the shoe findings department to see just how it 
may be done. A satin shoe is used for the demonstra- 
tion. In this way, an added sale of a paste or a liquid 
fabric re-lusterer, or cleaner, is made. Instructions are 
given to the effect that a very fine piece of white 
cheesecloth, one which does not shed lint, should be 
used, one section for applying, the other piece for 
re-smoothing, with the nap (not against it) when the 
shoe is dried, after its sponge bath. ‘ 

Customers are told that they may not only clean 
their satin shoes with this cleaner, but their hosiery 
and other articles of silk and even felt. These fabric 
cleaners also clean light colors in leather shoes. They 
are told how many times they may clean shoes from 
the contents of one bottle. 


Clean Satin Shoes Off the Foot 


There are a number of customers who prefer to 
leave their shoes with the shoe repairing department 
for cleaning. In every case 


Cleaning Dyed Shoes a Delicate Job 


It is also explained to the customer that dyed satin 
shoes should not be cleaned at home—moreover, that 
it is a very difficult job for even the shoe repair man. 
If he is somewhat of an artist he may, with the use 
of an application of Energine (one of the well-known 
preparations) and a carefully applied light coat of a 
good aniline dye, restore the soiled shoes to their first 
dyed shade. But unless expert care is used, white 
streaks will almost always result. 

Some shoe repair departments use Energine exclu- 
sively. Energine, however, is classified as an “explo- 
sive,” and it is therefore necessary to arrange with 
the board of fire underwriters in every case as to the 
required precautions. A high-grade shoe store in Bos- 
ton has its supply of Energine shipped to the store in 
two-gallon fireproof cans. 


How Satins Are Cleaned 


All satin shoes, both light and dark, left at the store 
to be cleaned, are first washed thoroughly with the 
preparation. A fine piece of cheesecloth is used for 
the “sponge bath.” After the shoes are dry, a paste 
or liquid fabric cleaner is applied, as the situation 
demands. In the case of black satin, a black lustre 
paste is used; in the case of a dark brown satin, a 
brown lustre paste is used. On all light shades, such as 
blond, rosewood, even down to white satin, a special 
liquid fabric cleaner is used, after the “bath.” There 
are many fabric cleansers on the market. Those which 
are safe to sell, and which do not require any special 
permit from the underwriters, are those which are 
marked “non-inflammable” by the makers and which 
are guaranteed not to flash under 100 degrees 
Fahrenheit. 

Satin Cleaners One-Tenth of 





this necessitates a twenty- 
minute wait, and if there 
are many shoes ahead, the 
customer either comes back 
later in the day, or calls the 
next day. 

It is explained to the 
customer that satin shoes 
must not be cleaned while 
on the foot, on account 
of the fact that almost every 
fabric cleaner contains some 
form of naphtha for its 
chief ingredient ana is in- 
jurious to the skin, as well 
as disagreeably penetrating 
in odor. 


10, 11 and 12, 


Coming Conventions in the Retail 
Shoe Field 
Texas Shoe Retailers’ Association, Fort 
Worth, February 23, 24 and 25. 
Ohio Valley Shoe Retailers’ Association, 
Hotel Sinton, Cincinnati, March 2, 3 and 4. 


Iowa Retail Shoe Dealers’ Association, 
Hotel Fort Des Moines, Des Moines, March 


California Shoe Retailers’ Association, 
Santa Barbara, May 25, 26 and 27. 

Wisconsin Shoe Retailers’ Association, 
Green Bay, August 11 and 12. 

New York State Shoe Retailers’ Associa- 
tion at Rochester, early September. 


Polish Stock 


The shoe findings depart- 
ment to which we have above 
referred buys its fabric shoe 
cleaners in half-gross lots. 
These cleaners and pastes 
constitute one-tenth of the 
shoe polish stock—the latter 
is 65 per cent of the findings 
stock. 

This findings department 
does a big business, be- 
cause it is always alert to 
the new accessories or helps 
for the shoe style trends. 
When blond satin shoes 

(Continued on page 42) 
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Harvard Bureau Discontinues Retail 
Shoe Expense Study 


Boston, Feb. 18—“Owing to an unexpected change 
in plans, the Harvard Bureau of Business Research 
will not collect figures on the operating expenses of 
retail shoe merchants for 1924,” says a statement 
issued by the bureau. “In accordance with the policy 
which has governed the bureau for the past five years, 
it has been essential to use all the funds of the Har- 
vard Business School directly for teaching purposes. 
Hence, it has been necessary to have the studies of the 
cost of doing business financed by persons or groups 
interested in the various trades. 

“At the time of the recent convention in Boston 
of the National Shoe Retailers’ Association, it was ex- 
pected that the bureau would collect reports on the 
operating expenses of shoe retailers in 1924. Since 
that time, however, an unforeseen situation has arisen, 
over which the bureau has no control. As a result of 
this situation, the funds on which the bureau was 
relying apparently will not be available. Consequently 
the bureau will not collect figures on the retail shoe 
trade for 1924. It is hoped, however, that the bureau 
will be able to make arrangements to finance a survey 
in later years. 

“The following table from the bureau’s Bulletin No. 
43, Operating Expenses in Retail Shoe Stores in 1923, 
shows common figures for expenses, gross margin, net 
profit and stock-turn in retail shoe stores for the 
period from 1919 to 1923 inclusive:” 


NET SALES=100% 


Year 1919 1920 1921 
Number of Firms 197 397 407 
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Heads of Arbitration Council Named 


New York City—John C. McKeon, president of the 
National Boot and Shoe Manufacturers’ Association, 
and J. Dudley Smith, secretary, have been elected 
chairman and secretary, respectively, of the Council 
of Arbitration for 1925. In making this announce- 
ment, the national association requests that all mat- 
ters pertaining to controversies with customers which 
it is desired to have arbitrated, be addressed to the 
Secretary of the Council of Arbitration, Room 1224 
Canadian Pacific Building, 342 Madison avenue, New 
York City. 
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Harry T. Wright Acquires Interest in 
Levie Shoe Co. 


Rockland, Mass.—Harry T. Wright, for the past 25 
years prominently identified with the shoe manufac- 
turing business of E. T. Wright & Co., Inc., is now 
located in Chicago, as vice-president, general manager 
and one of the 
principal owners of 
the Levie Shoe Co., 
makers of men’s 
shoes, with factory 
at 500-532 Throop 
street. It is a long 
jump from “Old 
Colony District” 
shoemaking to that 
of the “I Will” 
city, but therein 
Mr. Wright sees a 
wider scope for his 
activities. 

Mr. Wright’s en- 
tire business ca- 
reer has been spent 
in the shoe indus- 
try. On leaving 
school he com- © 
menced work in 
earnest at the 
Wright factory. He 
commenced at the 
bench and worked 
up to the packing room and in each job made a study 
of production and styles. It was in these two last- 
named capacities that he has been the most promi- 
nently identified with the men’s shoe business. He 
likewise developed contact with the shoe merchants by 
visiting the larger cities of Chicago, Philadelphia, 
New York, Washington, Baltimore, Richmond, Nor- 
folk, and down through the South as far as New Or- 
leans. It was while he was in Chicago, a short time 
ago, and after a survey of the plant and its possibili- 
ties, that Mr. Wright decided to cast his fortunes with 
the western concern. 

The Levie line was founded on staple merchandise, 
and it is Mr. Wright’s intention to stress the style 
end a little more, continuing the staple business, but 
putting more snap into the line, so that a larger field 
of action may be covered. It will be a line to retail at 
popular prices. At present, there are seven salesmen; 
it is Mr. Wright’s intention to increase the sales 
force, so that practically all parts of the country may 
be covered. Twelve stock styles will be carried. 

His departure from Rockland was made the occa- 
sion for many trade and family reunions in his honor, 
and here it may be said that Mr. Wright is a nephew 
of both E. T. Wright and Alfred W. Donovan of the 
E. T. Wright & Co., Inc. 

The Levie Shoe Co. has offices, in addition to the 
Chicago location, at 510 Lyceum Building, Pittsburgh, 
Pa.; 512 Hodges Building, 39 State street, Detroit, 
Mich. ; Imperial Hotel, Portland, Ore.; 3211 East 117th 
street, Cleveland, Ohio, and 811 Fox street, New York 


HARRY T. WRIGHT 
Vice-president and general 
manager of the Levie Shoe Co., 

Chicago. 
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The Cause of Most Foot Trouble— 
And the Cure | 


We Will Be Making a Good Start When We Realize That Feet Are As 
Dissimilar As Faces, Eyes and Teeth 


By GEORGE H. GIFFORD 


BOUT 1872, when I 
A first became ac- 

quainted with this 
industry, boots were made 
high heels and wide toes. 
The soles were fastened with 
pegs. A double ply, wood 
shank was used to stiffen 
the arch or shank. They 
were difficult to get on, and 
more difficult to get off, so 
much so that a boot-jack had 
to be used for this purpose, 
because of the tightness at 
the instep. The wide toes 
had no toe cap or box to stif- 
fen the toes. If there was 
foot trouble, very little was 
heard or known about it. 


proper fitting of feet. 


How Lace Shoes Developed 


Later, shoes came in vogue, much on the same style 
except that elastic was inserted at the sides to per- 
mit getting them off more easily. Next came the com- 
bination of lace and elastic to permit an adjustment 
to the various heights of instep. This shoe was pat- 
ented and was subject to long litigation, being copied 
by many makers. It resulted in the patent being made 
void, but the controversy brought about the lace bal, 
or the lace shoe that has ever since been made, both 
in high and low cut shoes. The sole fastening changed 
from peg to McKay by the introducing of the McKay 
machine, still in use, the finer grade of shoes being 
made by hand sewing done mostly by workmen from 
Europe. 

The writer was one of the few Americans who 
worked on this class of shoes. The demand, although 
high in price, exceeded the supply and soon a machine 
was introduced that was practical. 


The Passing of the Hand-Made Shoe 


About 1885 saw the passing of the hand-made shoe. 
The writer lost no time in becoming proficient in op- 
erating machines that produced a shoe made exactly 
like the hand-sewn shoe, but which reduced the cost 
to the wearer and kept the supply up to the demand. 
After superintending several factories, the writer be- 
came connected with the U. S. Machinery Company, 
and the next thirty-three years were spent in pro- 
moting in all parts of the world. 


WORD about the writer. Mr. Gifford for 

many years was connected with the 
United Shoe Machinery Corporation. About 
six years ago he retired and went to Florida to 
live. Two years ago, the urge to get back into 
the harness became too strong to be resisted 
and he opened a repair shop in Jacksonville— 
in reality a research laboratory where he could 
study worn shoes. During these two years he has 
examined some 23,000 pairs of shoes and, in the 
meantime, has studied the structure and func- 
tions of the foot under some of the best sur- 
geons in the country. He believes that many 
lasts are wrongly designed and that the average 
store does not pay enough attention to the 


It has been my experience 
that lasts have a very im- 
portant bearing on _ foot 
troubles, for about 1890 
razor or narrow toe shoes 
came in vogue, about one 
inch being added to the 
length of shoe lasts. This 
style of shoe caused all kinds 
of trouble in the shoe indus- 
try, for it leaped into in- 
stant favor, and it was im- 
possible to supply the de- 
mand and about exhausted 
the resources of the U. S. 
Machinery Company and the 
shoe workers’ themselves; 
but their trouble was minor 
to that of the wearers, for as time went on the wearer 
bought them shorter and shorter until about every 
foot was in an abnormal condition. 

If you will note a child’s foot, you will see the big 
toe is out of alignment to the inside. If you will note 
any foot that has worn a pointed toe shoe, you will 
note the big toe is turned toward the inside, out of 
line with the side of the foot—some turned over on 
top of the other toes, and some turned under the other 
toes. 

How Corns Are Caused 


The smaller toes in many cases are forced back and 
upward, which forces the top of the toes against the 
shoe and will surely result in corns on them. This also 
forces the phalanges out of line with the metatarsal 
bones, and in many cases the bones are unjoined. This 
causes extensor tendons in the top of the foot to con- 
tract and flexor tendons in the bottom of the foot to 
lengthen. 

The toes in this position, if not rectified, cause in- 
activity on the part of the muscles operating the ten- 
dons and in a very short time, the feet and toes are 
absolutely rigid. The unjoining of the phalanges from 
the metatarsal permits the metatarsal bones to drop 
out of alignment with the bottom of the feet, and in- 
stead of the bone structure being arched as in its 
normal condition, it becomes convexed and callouses 
appear at the bottom of the foot, which, in many cases 
turn into corns; also in many of these cases, especially 
the fourth metatarsal, is liable to press on the digital 
nerve. This nerve is a branch of the sciatic nerve and 
in the diagnosis this has been mistaken many times 
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for sciatic rheumatism, neuritis or neuralgia. This is 
known as metatarsal trouble and in many cases a re- 
lief from the pressure of this bone from the nerve im- 


mediately relieves the patient. 


Corns are caused by a slipping of the feet inside 
the shoe and are maintained by pressure that is usual- 
ly treated by the chiropody method, and many adver- 
tised corn removers. This is temporary relief only, 





Putting the foot back to its normality by either the 
use of mechanical devices or strengthening of the 
muscles relieves this tension and cures the swelling. 


41 






In my research as to the proper kind of shoe, I have 


and very few cases are ever cured, for they will grow your identity. 


found that there are no two feet alike. They are as 
unlike as faces, eyes or teeth. A print of the walking 
surface of your foot will show that you can be identi- 
fied in the same way that your finger prints will show 





to where they will have to be treated at least once a 
month. The cause of this is weak muscle structure, 
the feet playing up and down inside a shoe, and wher- 
ever the foot is exposed to undue friction the corn 
will be formed in a very short space of time. The 
remedy for this is to remove entirely the slipping of 
the feet inside the shoe and the pressure. This is done 
by two methods—one, supporting the feet mechani- 
cally, and the other, developing the feet muscles 


Proper shoes should have different lengths, 
widths and elevations. The first two are now 
in use, but added to this must be different 
elevations, for there are as many heights of 
arches as there are lengths and widths. This 
would mean practically six pairs of shoes for 
every size and width now made, and there are 
practically 250,000 styles of shoes, .which 
means an almost impossible task in so long 


sufficiently to hold the 
feet and teach the 
patient the proper way 
to walk, or putting 
on a shoe that func- 
tions with the feet. Ac- 
companying the above 
condition in many cases 
there is often a swelling 
about the ankle, tired 
feet and painful limbs. 


Fallen Arches Lengthen 
the Foot 


When the foot is an 
especially high arched 
foot, it has not sufficient 
muscular strength to 
hold it in its proper po- 
sition, and the arches 
drop to a straight line, 
which lengthen the feet. 

All muscles (with two 
exceptions) that oper- 
ate the feet, are below 
the knee. These muscles 
terminate just above the 
ankle. At the end of the 
muscle the tendons join 
and are attached to the 
twenty-six bones of the 
foot, some singular and 
some in groups. These 
tendons are held to the 
ankle by a band known 
as the annular ligament, 
of which there are two 
layers. The tendons op- 
erate in grooves and are 
so tough they cannot be 
stretched one particle. 
The lengthening of the 
foot pulls on these ten- 
dons and starts an irri- 
tation that results in the 
swelling. 











Perhaps YOU have 


— © 499 | emmy ng = en 
<=" | ...a “special” foot| === 


As if your foor IS special, you have difficulty sn getting a shoe that’s com- 
fortable and that looks well on your foor. Ordinary shoes, made to the 
measurements of the average foor, can't fit the special foor perfectly. 
are too loose here, too tight there That means discomfort and, after a few 
Weeks wear, unsightly appearance 


THE “SPECIAL” FOOT NEEDS A SPECIAL SHOE 
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Double 
r) Eagle Stamps 
Williams \ ‘\::, 
SIXTH AND FRANKLIN 
All-Leathér Shoes for All the Family 


Mr. Gifford will agree, we believe, with the idea back of this 
unusually good piece of orthopedic shoe advertising—practi- 
cally all sizes and widths to take care of the dissimilarity in 
feet which must be fitted properly in order to be comfortable. 
But more than that—note the cleverness with which the ad- 
vertisement refrains from using the word “‘abnormal.”’ The 
phrase, “Perhaps you have a ‘special’ foot”’ conveys the idea 
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‘ beautifully and could not be offensive to even the most sensi- 


tive woman 


as the public dis- 
regard health and 
comfort, and suffer 
foot torture for the 
sake of what they 
think they must 
have. 

I firmly believe the 
most practical cure of 
foot trouble is physical 
culture — teaching the 
proper way to walk, the 
proper way to stand, the 
proper way to breathe, 
for bad feet cause nerv- 
ous disorders. 

Relief in bad cases, 
where rigidity has taken 
place, can only be ac- 
complished by the ortho- 
pedic fitting of proper 
shoes. 


Establishes Infor- 
mation Service 
San Francisco—An in- 

formation service has 
been established by the 
California Shoe Retail- 
ers’ Association. F. A. 
Rittigstein, manager, has 
informed the members 
by mail of the new fea- 
ture. It will be the pri- 
mary object of this serv- 
ice to obtain and render 
such information as may 
be desired by any mem- 
ber at any time. 

The association ex- 
pects to show an increase 
in membership for the 
Seventh Annual Conven- 
tion to be held in Santa 
Barbara, May 25, 26 and 
27. 
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Mid-Western Merchants Optimistic 
Concerning Outlook 


Almost 1000 Attend Indiana Shoe Buyers’ Week at 
Indianapolis, February 9-11 


declared by W. F. Crooke of Indianapolis, Ind., 

vice-president of the Indiana Shoe Travelers’ 
Association, and the declaration by Harry S. Noel of 
the Eli Lilly Co. of Indianapolis that business is no- 
ticeably improving, combined to cast an optimistic 
atmosphere over the Shoe Buyers’ Week convention 
held February 9 to 11 at the Claypool Hotel, Indianap- 
olis. The optimistic spirit was also strengthened by an 
almost unanimous expression from retail shoe mer- 
chants that a good business period is ahead. 

Shoe Buyers’ Week is an annual event in Indiana, 
when retail shoe merchants, store salesmen and trav- 
eling salesmen get together and enjoy business with 
pleasure. A keen insight on the economic phase of the 
shoe industry is always obtained by those attending as 
the natural result of an exchange of knowledge on 
current conditions. There were about 900 at the con- 
vention this year. 

In his address, Mr. Crooke referred to an increase 
in selling prices, citing 15 and 25 cents as advances. 

C. E. Wilson, president of the state association of 
shoe travelers’ spoke briefly on the opening day, touch- 
ing on the wide line of displays from which retail shoe 
merchants had to draw on for spring selections. 

Lieut.-Gov. Harold Van Orman of Indiana spoke 
briefly, on February 9, dwelling on the prospects for a 
good business year in 1925. 

On Monday night, there was a smoker and enter- 
tainment, including vaudeville acts, etc. It was a very 
enjoyable evening and served to promote a cordial 
spirit among those attending which continued through- 
out the convention. 

More than 100 fine lines of spring patterns were on 
show when the second day opened. Styles were broad 
in their range, colored satins in the newer tones of 
blond and similar hues being conspicuous. 


What They Bought 

The consensus of opinion concerning just what was 
purchased centered on combinations in patent and 
tan, gray and patent; oxfords and one-straps in con- 
servative calf styles. Hiking boots and sport styles 
found a good volume, one that caused comment. 

The wives of the shoe travelers were hostesses to 
popular. There was more interest in models carrying 
crepe rubber soles than heretofore. Fancy stitchings 
were used in stressing style in some men’s patterns. 

The wives of the shoe travelers were hostsses to 
the wives of the buying merchants at a luncheon- 
bridge party. There were 100 at the party, guests be- 
ing seated in small groups at tables lighted with can- 
dles in crystal holders. Mrs. Harry Springate was 
chairman of the committee in charge and was assisted 


\ HEALTHY increase in January shoe sales de- 


by Mrs. Charles Foreman, Mrs. William Newberg, 
Mrs. Charles Wilson, Mrs. James Scroggy, Mrs. Wal- 
ter Crooke, Mrs. Walter Negley and Mrs. Salias 
Crooke. 

Mr. Noel, advertising manager of the Eli Lilly Co., 
of Indianapolis, commented on general business condi- 
tions, prophesying a good business in Indiana, depend- 
ing on the success of the spring crops. 

Former Presidents Speak 

Among the prominent figures in the shoe industry 
favoring with brief, informal talks were Edgar Hart 
and Ray Brown of Indianapolis, Ray Kanouse of 
Greensburg, Paul Kuehn of South Bend, Clem App 
of Fort Wayne, Victor Vaile of Kokomo, Earl Craw- 
ford of Crown Point and Earl Kinnear of Marion. 

At a luncheon on Wednesday, the closing day, an 
informal discussion on the trend of the industry was 
held, with the opinions centering on good times ahead. 
Rural districts were reported to be in healthy condi- 
tion. The retail shoe merchants expressed their inten- 
tions of sticking to their present buying policy, rather 
than to buy too freely when conditions do not warrant 
it. 

The credit conditions have shown an improvement, 
it being brought out that the men operating small 
stores with small overheads were in good financial 
shape. The elimination of retail shoe merchants in 
Indiana during recent months was generally confined 
to those unable to cope with present business policies 
and there is a feeling that this process is finished. 

A cup won at the national convention at Boston was 
displayed by the travelers’ association. The convention 
closed with a dance. 





There’s Profit in Handling Cleaners 
(Continued from page 38) 
loomed up big on the footwear fashion horizon, the 
manager of this department immediately saw to it that 
his findings department reacted rightly with the 
proper liquid cleaners and re-lustre pastes. 

The satin shoe cleaning demonstration has proved 
a good paying innovation. The customers appreciate 
the service. The manager of this findings department 
is about to have printed, to be enclosed in each pack- 
age containing satin shoe purchases, instructions on 
“The Care and Cleaning of Satin Shoes.” 

Every well-stocked findings department should carry 
this season: the satin brightener pastes for the blacks 
and dark browns, and the fabric cleaners, in liquid 
form, for the blonds and lighter shades. The pastes 
are sometimes put up in attractive enamel boxes and 
make an added appeal to the fastidious. 





berg, 
Wal- 
salias 


r Co., 
ondi- 
pend- 


ustry 
Hart 
e of 
App 
raw- 
n. 

y, an 
was 
head. 
ondi- 
nten- 
ather 
rrant 


nent, 
small 
neial 
ts in 
fined 
licies 
d. 
) was 
ntion 


February 21, 1925 


Palm Beach Endorses a Wide Variety of 


Footwear Styles 
(Continued from page 29) 

Black and white in combination for non-sporting 
sport shoes and for real sport, smoked elk trimmed 
with tan calf. 

An even break between leather and crepe soles. 


In Medium Grade Footwear 


Vamps from two and a quarter to three and a quar- 
ter inches. 

Medium French lasts. 

More conservative solid colors in the tan and brown 
family, plus patent and black. 

The narrow one-strap coming from the heel popular 
in this grade; limited call for new pattern 
cut-outs. ; 

For the flapper, 8/8 heels, baby doll style, 
cut out around the entire vamp in solid colors 
and combination. Shoes are jazz pattern, sport 
dress wear in this grade. 

Combinations of patent and apricots, tans, 
ete., are going slow. Merchants are watching 
their step in extreme combinations. 

14/8 heel the average, with interest in high 
heels for dress; lower heel for sport wear. 

Some ribbon bow effects. 

Whites are very popular in this grade. 


In Lower Priced Grades 


Most all the shoes of this grade are all one 
color. 

The one strap with side cut-outs, and the 
broad strap with the side ornaments is ex- 
tremely good. 

In this grade the gores and pumps are con- 
spicuous by their absence. 


All sorts of combinations in cut-out sandals are seen, 
mostly with patent foreparts and quarters of kid in 
lighter shades. 
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Very few combinations. 

Tan Russia type leathers generally wanted. 

Because we are confining most of our study of style 
tendency to what has been purchased for summer 
resort wear, rather than the type of shoes worn by 
people native to the southern regions, we see no 
marked tendency toward flapper styles usual in this 
grade, and sold in volume. 





Prices Control Charge Aimed at 
Leather Firms 


* Washington, Feb. 6—More than three hundred 
manufacturers and wholesalers of leather commodities 


Seen at Palm Beach—white kid step-in with patent leather 


saddle and black 12/8 heel. 


belonging to approximately to 28 leather and finders’ 
credit bureaus have been cited by the Federal Trade 
Commission “for combination and co-operation in sup- 
pressing competition in price in the shoe finding and 
shoe repair service to the general public.” Practically 
every large organizatién of this class is included in 
the complaint. The usual thirty days has been allotted 
to the companies to answer the charges. 

It is the contention of the commission that these 
respondents founded their combination on the conten- 
tion that the only regular and legitimate channel of 
distribution is from the manufacturer, through deal- 
ers who do an exclusively wholesale business and from 
such dealers to the shoe repairer. “Respondents,” the 
complaint states, “have classed as legitimate dealers 
entitled to a place in their contended chain of dis- 
tribution only those wholesalers and shoe repairers 
who sell findings at prices which respondent associa- 
tions regard as sufficiently high to insure a satisfac- 
tory profit.” 

The complaint recites in detail alleged unfair meth- 
ods of competition used by respondents in carrying 
out their plan for confining the distribution of shoe 
findings to so-called legitimate channels and of main- 
taining uniform prices, terms and discounts.” 
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Interior view of Harry J. Kane Shoe Company store at Spokane, Wash. 

It is a woman’s store, selling shoes at one price—$5.85. The woodwork is 

finished in white enamel and a narrow black stripe as trimming setting it 

off well. Harry J. Kane and Clyde H. Jones both with much experience in 
sell'ng women’s shoes, are in charge. 





Style Forecast to Be Convention 
Feature 


Cincinnati, Feb. 17—H. C. McLaughlin, who is 
chairman of the local committee in charge of arrange- 
ments for the convention of Ohio Valley Retail Shoe 
Dealers’ Association, to be held here March 2, 3 and 4, 
has presented an idea of issuing a style forecast, which 
he has worked up with Mr. Avery, field secretary of 
the O. V. R. S. D. A. This style forecast will cover 
March, April, May and June. He believes that this will 
help the exhibitors and delegates. 

The tentative convention program is as follows: 

Monday morning, registration in the Tea Room at 
the Sinton. Monday afternoon, William Nelson Taft 
will deliver his important megsage to the retailers. 
Monday evening, a theatre party will be given by the 
Cincinnati Shoe Manufacturers, with a possibility of a 
reception and dance as guests of the Potter Shoe Co., 
at the Potter Shoe Store. 

Tuesday morning, the local committee will provide 
25 to 30 closed cars for a tour of the city for the 
ladies, while the men have a meeting. The tour for the 
ladies will wind up at the studio of the Crosley Radio 
Corp., station WLW, Cincinnati at 12:00 noon, when 
this company will put on a special broadcasting pro- 
gram for them. At 1:30 the ladies will be given a 
luncheon by one of the department stores, after which 
they will have a card party. At 8:00 P.M. Tuesday, the 
annual banquet will take place at the Sinton, followed 
by a dinner dance. 

Wednesday morning there will be another educa- 
tional feature in the form of “round table” discussion 
led by Seaton Alexander. 





The following changes were made in the commit- 
tees: The program committee list should read Eugene 
Held, instead of Paul Held. The name of Mrs. Weber 
should be added to the Ladies’ Reception Committee. A 
traffic committee was appointed, consisting of E. E. 
Furstenau and W. N. Schafstall. 





Bill Provides for Design Copyright 


Washington, Feb. 18—One of the problems con- 
fronting Congress is the prevention of design piracy. 
For 10 years, members of Congress have made the 
usual gestures without making any definite progress 
toward a solution. A real problem is presented in the 
question of keeping some folks from stealing other 
peoples’ ideas by taking advantage of inventive genius. 

The present Congress has a bill now pending, known 
as the Vestal Bill, H. R. 10,131, which provides for 
copyright registration of designs. There is nothing 
particularly new in the measure, as it has been intro- 
duced in other ways and reached the same end— 
pigeonholed in the House Committee on Patents. 

Design registration is a matter of concern to retail 
merchants as well as manufacturers. In a recent com- 
munication to the House Patent Committee, the 
Cheney Bros. of South Manchester, Conn., manufac- 
turers of silk fabrics, etc., stated that some law was 
necessary to provide much needed protection to elimi- 
nate the piracy, fraud and deceit in connection with 
the merchandising of textile fabrics. Many shoe de- 
signers have also made known their views to this 
effect. Now, as always, the question arises, however, 
as to whether there can be a hard and fast definition 
of the esthetic. Also it is doubtful if any action can be 
taken at this session because time is getting short. 
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Pepita featuring “The Shirley”’ 


SHIRLEY is a delightful model in the Spanish manner. It has the dash and seductive- 
ness of old Castile, as reflected in its dainty buckle attached over goring, its instep collar 
and overlay band. Cut-out sides allow a clever flash of hosiery. 


Auburn, Me. Boston Office, 139 Lincoln Street 




















BOOT AND SHOE RECORDER February 21, 1925 


Chasin g Ra in 
The lure of rainbow styles, variegated colors, freak fads, and fantastic 


designs tend to make chaotic conditions in the shoe business. In the chase 
after rainbows sound business principles sometimes are forgotten. 


Merchants have sought to out-do each other in presenting “‘new styles,” 
thereby confusing the minds of women. It is time to get back to stabilization 


and sanity. 
There is no pot of gold at the end of the style rainbow. 
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This is one of a series of ad- 
oe fone with the 
problems o; shoe merchant 
to-day. Comments are welcome. 


When writin, to advertisers please mention Boot anv Suor Recorper 
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Beyond the clouds of business problems the 
style“rainbow stands as a promise as well as a 
lure. Style in women’s footwear is a distinct 
benefit to the shoe business, but styles should be 
produced and merchandised sanely. Style alone 
wut Should not be the only appeal for business that 
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pdt i “nine J & K Arch Fitting Shoes capitalize the style 
situation. They reflect the newest style ten- 
dencies always, but do so in a sane, genteel, re- 
fined manner. And, J & K footwear has an = 
immediate acceptance among women who either We 
have worn these wonderfully fitting shoes, or Ye 


who are reading about them in their favorite “(747 
tf 74 


magazines. 


The J & K line will solve your style problems. 
It will stabilize your business and bring you 
more business—profitably. 


The next time a J & K representative calls on 
you, go into this proposition* with him 
thoroughly. Get all the facts regarding J & K 
and Foot Saver Shoes. 


There may be other ways to help your business— 
but the J & K proposition is one sure way. 


THE JULIAN @ KOKENGE CoO. 


Makers of the famous ‘‘J & K’’ Arch Fitting Shoes for Women 
Cincinnati, Ohio 


When writing to advertisers please mention Boot anv Suor Recorper 
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E are more than makers of high 
grade shoe satin—we maintain our 
reputation for service and beauty. 


To demand “Cedar Cliff Pure Dye 

Shoe Satins” insure retailers of sat- 
isfaction to their customers 
and themselves. 


Smart shoe of Cedar 
Cliff Satin, with cut- 
out effects at side; 
bow of gross-grain 


CE DAR CLIFF = 
SHOE _SATINS 


THE CEDAR CLIFF SILK COMPANY, 251-255 Fourth Avenue, New York 
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N.S. T. A. Renews Pullman Surcharge Fight 


Travelers Writing and Wiring Congressmen Urging Speedy Repudiation of I. C. C. 
Ruling—Indiana Boys “Pull Off” Big Buyers’ Week 


HE fact that the Interstate 
Commerce Commission ruled 
adversely on the Pullman sur- 
charge elimination was the occa- 
sion for renewed action on the part 
of the National Shoe Travelers’ 
Association and its individual mem- 
bers. Senator Smith of South Caro- 
lina immediately urged Congress 
to repudiate the recommendations 
of the I. C. C., and asked that body 
to order the commission’s recom- 
mendations set aside through an 
amendment to be attached to some 
pending bill, which would get the 
question into the House without 
waiting for that body to act on a 
bill ordering elimination of the sur- 
charge which the Senate passed at 
the last session. Senator Smith de- 
scribed the 50 per cent surcharge 
as “unusual and unlawful” and 
stated that in his opinion the re- 
port of the Interstate Commerce 
Commission upholding the _ sur- 
charge was “unfair and unjust to 
the layman.” Senator Robinson of 
Arkansas joined in denunciation 
of the report and insisted that if 
the bill passed at the last session by 
the Senate could be got to a vote in 
the House it would pass “over- 
whelmingly.” The N. S. T. A.’s office, 
through Secretary Delany, has had 
telegrams and letters sent to all 
Congressmen and has asked the 
affiliated associations to wire to 
their Congressmen, urging quick 
action to the end that the elimina- 
tion of Pullman Surcharge may be 
speedily voted for by the House. 


Indiana “Puts It Over’ 


The Indiana Shoe Travelers’ As- 
sociation “pulled off” a very suc- 
cessful Shoe Buyers’ Week at In- 


dianapolis in their Third Annual 
event of February 9-11. The Clay- 
pool Hotel was the scene of a real 
“get-together,” with a _ record- 
breaking number of the Indiana 
Shoe fraternity present. The In- 
diana Shoe Travelers’ Association 
proved themselves true Hoosier 
friends to the houses they repre- 
sented and their merchant cus- 
tomers. F. E. Hart was chairman of 
publicity. Charles E. Wilson is 
president of the association; 
Charles I. Slipher,  secretary- 
treasurer; Walter F. Crooke is vice- 
president; William E. Ratcliffe, as- 
sistant secretary ; Directors: Charles 
T. Foreman, John Lucas, George 
Senshanser, Dallas Crooke, W. W. 


CHARLES E. WILSON 


President of the Indiana Shoe 
Travelers’ Association. 


Risher; advisory board, H. O. War- 
ren, W. J. Newberg, Harry Sprin- 
gate, F. E. Hart, and George Tovey. 
The Indiana boys laid plans for 
Buyers’ Week in true business 
fashion. All manufacturers having 
Indiana representatives were asked 
for an amount to assist in defray- 
ing a part of the expenses, not to 
exceed $25, and only for the amount 
that they felt they could conscien- 
tiously give; the traveling men 
contributed $15 each. Three notices 
and one letter were sent to every 
retail shoe merchant in Indiana, 
with invitation to attend. Every- 
thing was free. No charges for reg- 
istration—noon day luncheon on 
the three days—a smoker and an 
evening luncheon and dance — 
“winding up” the big event. 


Wisconsin Boys Meet 

The Wisconsin Shoe Travelers’ 
Association holds a meeting today, 
February 21, at the Hotel Medford. 
S. J. Brouwer of the S. J. Brouwer 
Shoe Co., is the chief speaker. At 
the meeting preceding today’s 
meeting, C. W. Lew, manager and 
buyer of the Boston Store’s shoe 
department, gave a very interesting 
talk. 

Out of respect for their brother 
member, the late Joseph Voelkel, 
all members arose and stood in 
silent prayer. Mr. Voelkel was one 
of the oldest shoe travelers in Wis- 
consin. He had represented the F. 
Mayer Boot 35 years. Besides his 
widow, he is survived by two sons 
and two daughters. 

Good Attendance “Stunt” 

A new “stunt” was tried at this 

meeting, which brought out a rec- 
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XPERIENCED 
shoe men often 
tell us that they pre- 
fer SURPASS KID 
because, beautiful as 
itis in the skin, it 
takes on added beauty 
when made into shoes. 
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ord attendance. The names of mem- 
bers present were written on little 
slips of paper, and a prize was 
awarded to the lucky man—John 
Leuenberger; a prize will be 
awarded at each meeting as a fur- 
ther inducement to a good attend- 
ance. The boys are preparing a tele- 
phone register, on which will be 
printed the names of members in 
good standing, the names of their 
lines, addresses and telephone num- 
bers. These cards will be mailed to 
retail shoe merchants throughout 
Wisconsin. The Wisconsin ghoe 
traveler that secures the most new 
members for 1925 will receive an 
N. S. T. A. lapel button. 


Committees for 1925 


The reports of 1924 committees 
and officers were read, accepted, and 
the committees discharged with a 
rising vote of thanks. Committees 
for 1925 were appointed as follows: 
Membership—H. W. Klos, Edward 
Trench, Charles M. Roussy, John 
Leuenberger, George Phillips, Max 
H. Tenscher, Stanley Voelkel, Rone 
Schmidt, Herman Goesch; Welfare 

George F. Burroughs, H. H. Mied- 
ing, and A. Manassa; Auditing— 
Frank Larkin and George Utley; 
Entertainment—John Kowalski, A. 
Meisenheimer, and L. P. Branden- 
berg; Grievance—W. B. George, H. 
H. Mieding, and Herman Goesch; 
Employment—C. W. Johnson, Mil- 
ton Meissner, and Frank Larkin; 
Publicity—C. W. Johnson, Milton 
Meissner, and William A. Reinke; 
Educational—Charles M. Roussy, 
L. C. Becker, and O. H. Moe; Legis- 
lative—H. W. Klos, Edward Trench 
and C. W. Johnson; Advisory—L. 
L. Imig, and F. E. Schmidt. 


Yost Has Clever Advance 
Card 


Walter B. Yost, Philadelphia 
sales répresentative for the Meni- 
han Company, has issued some 
clever advance cards. These are in 
four page folder form and are 
signed with his name. The folder 
has an attractive foreword from 
the writings of John Wanamaker, 
of April 14, 1922, entitled “When 
the Queen of Sheba Visited Solo- 
mon.” On the second page, refer- 
ence is made to the message on the 
first page, and the interpretation 
which Mr. Yost puts to same—is 
“Store Betterment,” and “Better- 
ment for him in his business as a 
shoe salesman,” a little playet, in 
three acts, with the customer as 
King Solomon and the salesman as 
Queen Sheba; on the next page a 


“JIM” COX 


Who has recently joined the 
sales force of Heim & Doremus. 
His territory is the South. 





word about the Menihan line, and 
on the last page “A Message to 
King Solomon,” with a suggestion 
that Mr. Yost be asked to “re- 
hearse” the playet with*him (the 
merchant) and visit his store—also 
with mention of the location of Mr. 
Yost’s sample room and territory— 
at Denckla Building, Philadelphia. 


Walter Aber with J. P. 
Smith 


Walter Aber, who for many years 
past has represented the Louns- 
bury-Mathewson & Co., South Nor- 
walk, Conn, is to represent J. P. 
Smith Shoe Co. of Chicago, with a 
special line of children’s shoes. Mr. 
Aber because of his former connec- 
tions has specialized in high-grade 
merchandise and is particularly 
adapted to resume acquaintance- 
ship with his long list of friend- 
customers. It may be said that 
there is no more popular man in 
the United States than Walter 
Aber. 


Adds Five Salesmen 


The Mountcastle-Hill Co., of 
Knoxville, Tenn., well-known South- 
ern jobbers, selling the retail shoe 
trade in the various Southeastern 
states, has announced recently that 
the company will add at least five 
new salesmen to the traveling 
forces during the first few months 
of this year, and will open up some 
new territory not heretofore cov- 
ered. 
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Cox Joins Heim & Doremus 


Jim Cox, well-known shoe trav- 
eler, has joined the Heim & Dore- 
mus organization of Brooklyn. He 
will cover the South for this house. 

“Jim” is one of the “old timers” 
in the shoe business. He has trav- 
eled the country for some forty odd 
years, having been connected dur- 
ing this time with one or two 
Brooklyn factories. 

He is well acquainted with the 
prominent merchants of the coun- 
try. His many friends will undoubt- 
edly be glad to learn of his new 
connection with Heim & Doremus. 
The latter factory, by the way, is 
coming along very nicely, having 
booked some good spring orders. 

Mr. Cox will be glad to meet his 
many friends at the Fort Worth 
Convention, February 23-25. The 
entire line will be on display at 
the Texas Hotel, where living 
models will show Heim & Doremus 
creations. 


Weyenberg Salesmen 
Inspect Plant 


Eighteen salesmen of the Weyen- 
berg Shoe Manufacturing Co. made 
a trip from Milwaukee to Beaver 
Dam, Wis., where they inspected 
the branch plant of the company in 
that city. The trip to and from the 
plant was made in a parlor coach 
chartered for the purpose. 


Los Angeles Boys Elect 
Officers 


The Shoe Travelers’ Club of Los 
Angeles held its annual meeting re- 
cently and elected the following offi- 
cers: Charles E. Cook, president; 
Charles A. Moder, vice-president, 
and Fred A. Yeaton, secretary and 
treasurer. The following were ap- 
pointed on the board of governors: 
Charles F. Smith, J. C. Godwin, 
Lou Prince, Jack Llewellyn and 
Hasley Elwell. 

The management of the Angelus 
Hotel is fitting up headquarters 
for the Los Angeles Club. A cordial 
invitation to visit these headquar- 
ters is extended to all shoe travel- 
ers. 


Ward with J. M. Herman 


Herbert W. Ward, formerly on 
the salesforce of Williams, Kneel- 
and Co., and prior to that with the 
A. E. Little Co., has recently made 
arrangements to represent the line 
of the J. M. Herman Shoe Co., in 
parts of the Southeast. 
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Answers the comfort appeal 
of the tired foot 


HE SHOE with the Crawford Arch Sup- 

porting Shank not only relieves the tired 
foot but holds the foot in a position not 
readily susceptible to fatigue. 


The Crawford Shank is a resilient brace 
holding the shank of the shoe close to 
the foot when relaxed and support- 
ingit when under weight of body. 


Put Crawford Arch Support- 
ing Shank Shoes on your JY 
customers’ feet. It will > “G@MK SHANK 
prove a profitable ae 

experiment. 


SPLIT RIVET 
GOCKING SHANK 
TO INSOLE 


Y 























Nhe Shoe with the Gawford 
Arch Supporting Shank 


United Shoe Machinery Corporation 


BOSTON, MASSACHUSETTS 
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Mme F Tully and Levirs Style Men 
seemneneelnl 


T. F. Tully and George H. Levirs 
cover the country for the women’s 
line of the Harrington Shoe Co., 
with factory at Manchester, N. H., 
and Boston headquarters at 117 
Lincoln street. They are showing 
the jobbing trade for spring some 
snappy effects in lines of wom- 
en’s flexible McKays and welts, to 
sell at popular prices. They believe 
that goring effects, in patent and in 
combination with tans and grays 
will be good for spring; also tan in 
kid and calf, with rosette ornament, 
or dainty bow, or buckle. 

“Women’s fancy gauntlet gloves 
have a similarity of treatment to 
women’s shoes,” said Mr. Levirs, 
recently. “Dainty perforations, 
trims, straps and stitchings, give to 
both gloves and shoes just the re- 
quired ‘snap’—and all within the 
latest lines of simple elegance,” 

Arthur Eldredge represents the 
Kimball misses’ and children’s lines 
and M. N. Pitt, the boys’, youths’ 
and little gents’ lines. 
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W. M. OAKMAN (“OAKEY”) 


Has recently joined the sales- 
force of the F. M. Hoyt Shoe 
Co., with territory from Chi- 
cago, south, to the Pacific 
Coast and back east. 
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“Oakey”. with F. M. Hoyt 


Waldo M. Oakman, than whom 
there is no better or better-known 
shoe salesman in the United States 
selling the shoe trade, past presi- 
dent of the N. S. T. A., and for the 
past twelve years representing the 
Pels Co. of Brockton, Mass., in the 
large cities of the country, is now 
with the F. M. Hoyt Shoe Co. 
“Oakey” is to call on the men’s 
specialty trade from Chicago south, 
working up towards the Pacific 
Coast and back east. Mr. Oakman 
has in the past specialized in selling 
men’s high-priced shoes, but is 
just as strong for medium-priced 
merchandise, because of the volume 
business thereto attached. He is an 
authority on men’s styles, and for 
this reason the N. S. T. A. some 
time ago unanimously elected him 
as a member of its style committee. 
He is a good worker—“a live wire,” 
always. No shoe trade convention 
would have just the right “atmos- 
phere,” unless “Oakey” were 
present. 








This group photograph was taken at the annual sales conference held in Boston, January 12-15, of the Thom- 


son-Crooker Shoe Company. Here, in one big bunch, are the men who keep Thomson-Crooker shoes going to re- 
tail merchants in all parts of the country. At the head table, reading from left to right, are: “Ed.” Cushing, sec- 
retary; Buford Jones, vice-president and sales manager; J. M. Thomson, treasurer; C. R. Thomson, president; 
and P. H. Tarr, assistant treasurer. Salesmen and their territories: T. E. Arnald, New York State; Frank L. 
Barnes, Wisconsin; Ben Beers, Eastern Massachusetts; N.C. Booker, Virginia and West Virginia; S. E. Boozer, 
North and South Carolina; John G. Brown, Iowa, North and South Dakota; J. J. Buckley, Pennsylvania; K. A. 
Burnell, Washington and Idaho; C. W: Carson, Arkansas and Oklahoma; C. E. Denton, Illinois; T. H. Deschamps, 
Maine, New Hampshire and Vermont; W. H. Drummy, Washington, D. C., and Maryland; George Drysdale, 
Philadelphia; R. F. Drew, Colorado, Wyoming and Arizona; W. G. Dumbleton, Western Massachusetts; Sey- 
mour Feitler, New Jersey; Joe Gertz, Chicago; Emil Goldman, California; Norman Harris, New York City; 
John M. Hartman, Ohio; H. J. Hinkebein, Kentucky; R. P. Jones, Michigan; Jos. P. Meyers, Indiana; P. M. 
Prosser, Kansas, Missouri and Nebraska; Clifford Reese, Alabama and Tennessee; S. H. Ross, Pennsylvania; 
J. P. Schlesinger, Florida and Georgia; John F. Smith, Connecticut; Frank A. Whiffen, Texas. 
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Like human feet — 
it wears out rubbers 


In this remarkable machine sec- 
tions from the sole and heel of 
“U.S.” Rubbers are given the 
same kind of treatment they get 
in scuffing over ents or 
through mud. results of 
this wear are then ‘measured > 
the finest fraction of an inch, 







The minute school is out— 
their pent-up energy lets loose 
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UBBERS not only built for longer wear—but rubbers 

whose wear is actually measured and tested before 
they leave the factory! In making “‘U. S.”” brand Rubbers 
and Arctics every step is regulated by the most rigid 
scientific tests. At the sides are shown two of the many 
remarkable machines used in our testing laboratories. 


These machines have helped make it possible to build 
rubbers that set the standard today for quality and de- 
pendable service. 


You are missing a chance for bigger profits if you do not 
have a stock of representative styles and sizes when your 
customers ask for “U. S.” 


United States Rubber Company 


‘US: 


Into the construction of 
“U.S.” Rubbers and Arc- 
tics goes the skill of the 
largest oer om 
in the world — backed by 
75 years of experience. 





| 


Rubbers 


All styles and sizes for men, women and children 


‘When will the first tiny 
crack appear? 


Under constant bending ani 
wrinkling, poor rubber soo 
cracks or breaks. In the machine 
shown strips cut from 
ond fo hike s are. bent back 
and fort the hinges of « 
door—thousands upon  thow 
sands of times. A magnifying 
glass is used to detect the firs 
signs of checking or cracking. 
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Forecasting Weather for Sale of Seasonable 


Merchandise 


How a Business Man Obtained Chart on Nature of 


and the Weather,” printed 

in The Advertising World, 
contained interesting phases on 
forecasting the weather in seasons 
from year to year, based on a re- 
search study made over a long pe- 
riod of years. The research was 
made by a man whose task it was to 
forecast seasons ahead if he were 
to make the most of his business 
responsibilities. The success of the 
retail shoe merchant’s rubber sales, 
as we all know, depends on the type 
of winter. 

The article follows: “If a buyer 
in a large distributing house should 
come to you in August and ask 
whether May, June, and July of 
next year would be very wet or 
very dry months, or just medium, 
because he had then, in August, to 
place orders with the factory for 
lawn mowers and for rubber hose 
for his next season’s supply, and it 
depended upon the weather in those 
months as to how many he could 
sell, how would you like to have to 
answer his questions? 

“Many years ago, one man, 
whose job it was to answer such 
questions, began to study business 
and the weather. He knew that 
lawn mowers often sell twice as 
well in very wet seasons as in very 
dry ones. It would be great if he 
could only forecast the weather 
one year ahead! 

“Undaunted, he began to chart 
the rainfall, by years and by 
months, in his sales territory, back 
for a long period of years. The 
chart, by years, is shown above. 


A RECENT article, “Business 
mI 


No Change in Climate 


“Several things immediately be- 
came apparent from the study of 
this chart. First, with respect to 
rainfall, apparently there had been 
no permanent change in the cli- 
mate, but every thirty-five years, 
approximately, there was a cycle of 
about the same extremes of rain- 
fall and of dry conditions. Second 
—and of greater practical import 
—he found that wet years and dry 
years had a tendency to flock to- 
gether. 


Seasons Over Long Period 


“Under the business purposes for 


which this chart was drawn rain-' 


fall of less than 38 or 40 inches 
was a ‘dry’ year and above that 
was a ‘wet’ year. There were more 
wet years than dry years in this 
particular territory. It appeared 
that after two or three wet years 
there was sure to be one or more 
dry years, but rarely ever more 
than two of them in succession. 
This succession was not invariable, 
but it proved to be the best avail- 
able working basis. 

“The year 1894 was very dry, 
succeeding two much wetter years. 
The reasoning was that 1895 would 
be a dry year, but not so dry as 
1894; that therefore the sale of 
lawn mowers would be somewhat 
larger in 1895 than in the preced- 
ing year, while rubber hose, which 
sells best in dry weather, would 
not show quite so large sales. In the 
light of past experience it was 
reasoned that after two dry years 
there should be at least two, if not 
three, years of much greater rain- 
fall. This occurred as expected. 
Thereafter a lessening amount of 
rainfall was looked for, but it did 
not come. There were three dry 
years instead of the expected two— 
something that had not happened 


since the years 1870, 1871, and 
1872. This was an exception to the 
rule. A score of 100 in forecasting 
wet or dry summers was not expected. 
But even a score of 75 or 80 per 
cent served to help accomplish more 
profitable buying. Again, 1915 was 
a very wet year, and the chart 
showed that years of unusual wet- 
ness, as in 1858, 1869, and 1876, 
were usually followed by another 
wet year, though not so pronounced 
and then came, not a still further 
wet season, but a sudden drop in 
precipitation. Therefore 1916 could 
be safely forecast as a wet year, 
but 1917 was likely to be a very 
dry season, and sales of seasonal 
goods depending on rainfall, or 
lack of it were figured on this 
basis—and the facts bore out the 
forecast. 

“A detail study of the chart by 
months developed the significant 
fact that very dry years—1871, 
1879, 1894, 1914, for example— 
gave warning early in the year, by 
deficiency in precipitation, of what 
was to follow. 

“The tie-up between business and 
short-range weather forecasting, 
using the daily weather map, is 
more common than the long-range 
forecasting explained above.” 
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ANNUAL PRECIPITATION 


1850 to 1924 
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Only the very dry year rainfalls go below the 32-inch line, while the very 

wet ones are around the 48-inch mark. The chart shows clearly the great 

variation in rainfall from year to year and how meaningless is the idea of 

an average applied to any one year. The chart also demonstrates that 

there has been no permanent change in rainfall in the last 75 years thus 

putting out of business the oldest inhabitant with his memories of things 
that never were. 
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MONG the smartest of the 
new offerings in footwear 

are these beautiful Queen 
Quality shoes for women and 
young women, at once a bril- 
liant showing of the new style 
lines and a convincing expres- 
sion of the vogue for Vici kid. 


Thomas G. Plant -Company, 
well-known makers of Queen 


THE SATURDAY 


Quality shoes, including the 


EVENING POST 







Sots iS ORS) presents at Fashion’sCourt 
= new models in Vici kid 


Queen Quality Repose Arch, 
use the soft, rich Vici kid 
to emphasize the artistry of 
line and pattern and to assure 
the perfect fit and satisfying 
wearing qualities that charac- 
terize Queen Quality footwear. 


The Vici kid trade mark is 
stamped inside the new Queen 
Quality models as assurance 
that the u leather is the 
one and only Vici kid. 















ROBERT H. FOERDERER; Inc? 


PHILADELPHIA 
Selling Agents: LUCIUS BEEBE & SONS, Boston) 
Seding agenioes im all paris of the world 


VICI kid 


806 US PAT OFF 








THERE 168 ONLY ONE VICI KID --- THERE NEVER HAS BEEN ANY OTHER 





This advertisement appears tn 
The Saturday Evening Post 
of February 21, 1925; in Vogue, 
February 15; in Harper’s 
Bazar for February and in 
Vanity Fair for March. 








February 21, 19%) rebr: 


MADE ONLY BY 


ROBT H.FOERDERERINC. 
PHILADELPHIA 
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Robert H. Foerderer, Inc., 
is the sole manufacturer of 
; the one and only VICI kid. 
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¢ More shoe men | 
recognize the pulling power 


of the Vici hid trade mark 


Je” pied kid footwear offered by leading 
retailers bears the VICI kid trade 
mark—because the public looks for this 
trade mark and accepts it as definite 
proof of VICI quality in the upper 
leather. 


VICI kid is the 1925 style leather. To 
be sure of a big year on kid footwear, 
feature shoes that carry this identifica- 
tion—the nationally known trade mark 


of the one and only VICI kid. 


This trade mark inside your kid shoes 
will give your sales the stimulus of con- 
sumer demand for VICI quality and 
style-rightness. 


ROBERT H. FOERDERER, INC. 
PHILADELPHIA 
Selling agencies in all parts of the world 
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The Two Newest 
MATRIX Styles in Stock s 


IN STOCK FEBRUARY 25TH B 


B 508 Patent Colt Shelburne, French bound 3-strap. Imitation vamp band pl 
andZcollar. 13/8 enamel wood box heel. AAA to D, 3% to 9. fe 


$6.10 7 
B 503 Same in Black Kid, 13/8 Leather Heel with Uskide Top Lift. m 
$6.10 


Delightful style with the Reed standard of shoemaking and fitting. 


E. P. REED & CO. ; 


Exclusive Makers of Women’s Matrix Shoes al 
ROCHESTER, N. Y. 
New York: 299 Broadway, W. D. F. Gibson 


Men’s Matrix Shoes are made by Alden, Walker & Wilde, E. Weymouth, Mass. 
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Buying Sparingly in the 
Boston Retail Shoe Stores 


BOSTON—tThe public is buying 
sparingly as a general thing in re- 
tail stores, as an analysis is made of 
the trade during the week ending 
February 14. More interest is be- 
ing manifested by retail shoe mer- 
chants in what early spring holds 
for them in the way of increased 
business. For the past several 
weeks buying in both men’s and 
women’s lines has not been up to 
expectations and some blame the 
weather as the big factor in re- 
tarding business. Early in the week 
there was an extremely mild pe- 
riod, which melted snow and made 
walking anything but pleasant; 
consequently only rubbers sold 
freely. 

Tan calf, black suede, satins and 
patent leather are meeting with 
good favor in women’s depart- 
ments. There is an agreement in 
opinion here among the retail mer- 
chants that tan calf is to have a 
good demand in the spring. The 
strength of black suede and patent 
leather last spring is fresh in the 
minds of many, but there seems to 
be sufficient evidence pointing to a 
good tan calf season. 


Satins Look Very Good 


Some of the extreme style stores, 
selling shoes around the $6 mark, 
anticipate a very big satin. season. 
Blond satin is conspicuously dis- 
played and is meeting with strong 
favor. Rosewood, a reddish copper 
hue, is also a new color. Black satin 
is selling well at this time, and one 
merchant predicts it will sell as 
freely as to total to 35 per cent of 
the sales. 

Clearance sales are waning. 
Several men’s stores announced, 
through newspaper ads, that their 
sales were in the last stages and 
by the end of the present month 
attention will be focused on spring 
styles. 


Annual Meeting of 
Wholesalers 


The 27th annual meeting of the 
New England Shoe Wholesalers’ 
Association was held February 11 
with President George W. Bliss of 
Portland, Me., presiding, and with 
William D. Brackett, treasurer of 
The Hamilton-Brown Shoe Co., and 
the dean of the wholesale shoe 
trade of Boston, as guest of honor. 


Other guests and speakers were. 


President Ralph B. Jones of the 
National Association of Shoe 
Wholesalers, and Robert A. War- 
ren, manager of the Industrial 
Statistics Division of the Federal 
Reserve Bank of Boston. 

A number of matters of special 
interest to the wholesale shoe trade 
were discussed, including the rub- 
ber footwear situation. The spirit 
of optimism was prevalent. 

Mr. Brackett, who is now in his 
85th year, and still at his desk 
daily, has been actively connected 
with the wholesale shoe trade for 
60 years, and previous to that was 
engaged in the retail shoe busi- 
ness for 10 years. In the course of 
his address yesterday, he made 
interesting comparisons between 
the shoe business of his earlier 
days and conditions of today. For 
example, when he first engaged in 
business his total line of different 
lasts did not exceed 100, whereas 
today 500 or more are commonly 
carried by wholesale shoe dealers. 

Mr. Brackett said that one of his 
first “‘novelties’” was a black calf 
shoe with red tassels and brass eye- 
lets, which made quite a hit at that 
time, as a successor to the conven- 
tional serge shoe for women. He 
also commented on the remarkable 
change of feeling that has taken 
place among business competitors 
during the past 40 or 50 years, 
those in earlier days having been 
enemies rather than friends. Trade 
associations have been largely re- 
sponsible for this change. 

Officers elected follow: President, 
George W. Bliss; vice-president, 
Frank F. Nitchy of Boston; secre- 
tary-treasurer, Thomas F. Ander- 
son; members of the executive 
committee, Stanley M. Lane, A. H. 
Rich and M. P. Gaddis of Boston, 
Byron §S. Watson of Providence 
and M. M. Converse of Malden. 


Co-operating with National 
Association 


The annual report of Secretary- 
Treasurer Thomas F. Anderson 
dealt with the various activities of 
the association during the past 
year, including its co-operative 
work with the National Associa- 
tion of Shoe Wholesalers. 

Reference was made in the re- 
port to the deaths of Edwin B. 
Holmes, .the first president of the 
New England Shoe Wholesalers’ 
Association, William F. Mayo and 
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George Hutchinson, all active sup- 
porters of the organization in their 
day. The meeting paid a silent trib- 
ute to the memory of these splen- 
did trade leaders, and also to that 
of the late Irving R. Fisher of 
New York. 

President Ralph B. Jones of the 
National Association, in the course 
of his address, outlined the plans 
of his association for the current 
year, and was strongly optimistic 
as to the future of the shoe whole- 
saler. 

Mr. Warren explained the work- 
ings of the bank, a monthly survey 
of wholesale shoe trade conditions 
in New England, and thanked the 
members of the association for the 
100 per cent co-operation they have 
given. 

Informal remarks relative to the 
rubber footwear situation were 
made by President Bliss, E. Walter 
Smith of Worcester, John G. Ma- 
gaw and others present. 


Special guests included W. H. 
Palmer of the United States Rub- 
ber Company, H. G. Cressenger of 
the Firestone-Apsley Rubber Com- 
pany, and Fred C. Miskelly of the 
Eastern Rubber Company. Fred C. 
Hood of the Hood Rubber Products 
Company, who is on a vacation trip 
to Bermuda, and Byron S. Watson 
of Greene, Anthony Co., Provi- 
dence, sent letters of regret. 


Circularizing His Trade 


W. D. Hanly, proprietor of the 
W. D. Hanly Co. shoe store at 9 
Avery street, recently circulated 
his mailing list with cards showing 
the location of his store in re- 
gard to Tremont and Washington 
streets. The card contained a draw- 
ing of the store front, and it was 
bounded by lines labelled Tremont 
and Washington streets. Avery 
street is at right angles to both. 





Makes Capital Out of Puzzle 
Craze 


Boston, Mass.—Coincident with 
the cross word puzzle craze, Russell 
A. Lang, retail shoe ‘merchant of 
Winthrop Centre, asuburbnear here, 
held a cross word puzzle contest 
and awarded five pairs of shoes to 
winners.He obtained much publicity 
because of the interest shown. Con- 
ditions governing the contest in- 
cluded: correct solutions, neatness 
and a theme of 50 words or less on 
the subject: “Why Lang’s is a good 
Place to Buy Shoes.” 
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unny Grain ~ 
A Pfister &Vogel Creation 
Something entirely new in a 
~ side leather, which, when made upin a 
4 finished shoe has a calf-like appearance. 


Nab It has the characler so essential 
in fine footwear, Ideal for sport wear, 
sireei and children’s shoes . cP 
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Made in Milwaukee 
Sold all over the World 


‘To apprectale this new leather iimust 
be seen. Made up in three colors, and black. 
TAN . BROWN (Aut Brown? 
~ BRAZIL { Light Brown} 


A sample pad of this exquisife leather 
is ready al your command. 2 & 
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A REAL GOOD SHOE bes. : 
THAT WILL SATISFY THE MOST EXACTING eee . 
CUSTOMER YOU SERVE qu 
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Ne. 860—Martin’s Brown Imported Scotcn Grain 
" College Oxford. Price 10 th 
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al 
In Stock Service for Your Convenience. 7 
° ° . tr 
To Order Service Gives You All You Can Desire. - 
is 
“There's Pride in the Wearing.” 
al 
PECK SHOE COMPANY : 
MEN’S AND WOMEN’S FINE SHOES be 
Ne. 850—Peck Last, Scotch Grain College Oxford, q' 
126 CHANDLER ST., WORCESTER, MASS. Bolee Biseeh, Catt Lined, Welt to Heel. Overwstens di 
Sizes and Widths, B, 7-11; C, 6-11; D, 5%- ‘1. ir 
+ 
Fine Calf Leathers ‘ 
b 
“Every Type of Manufaeturers of i 
Display Fixture Velvetta Calf— t] 
Known” w 
Tuscan Calf— cs 
. r' 
Russia Calf— C 
Si 
Strictly Fine Fall-grain Calf Leather le 
HUNT-RANKIN LEATHER CO. « 
106 Beach St., Boston, Mass., U.S. A. 
SPRING 1925 
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PERIOD WOOD t! 
FIXTURES s 
IS READY FOR 0 
DISTRIBUTION : 
. 
children’ : 

i x a ax Yr ‘ATE 
FRAN an mages Beem | 
fasr LAY FIXTUR. coy sa ‘ 
BURKLEY f 
wo leben. SHOE CO. 7 

wee 1156 No, Main Street 
“ys oe EE Brockton, Mass. : 
When writing to advertisers please mention Boot and SuHon REcoRDER 











|, 1925 


—_——_— _ 


lord, 
ight 











8B Bee ghee 2 


y_? 


February 21, 1925 





BOOT AND SHOE RECORDER 


Healthy Trend Apparent 
in Philadelphia District 


PHILADELPHIA—Dun and 
Company’s review of local trade 
conditions says that shoe manufac- 
turers and makers of slippers re- 
port a more optimistic feeling 
among retail merchants. Rubber 
footwear is being moved in large 
quantities, December and January 
sales totaled a larger sum than 
those of the same months in 1923 
and 1924. Dun and Company also 
state that shoe factories are re- 
ported busier than at this time in 
1924. Surplus stocks of kid leather 
are said to be moving into con- 
sumption as demand grows heavier. 
All raw materials in the leather 
trade have advanced, resulting in 
an upturn in quotations on the fin- 
ished product. 

Speaking of trade in general Dun 
and Company says that there has 
been considerable expansion in 
manufacturing lines though gains 
were not exceptionally large. In- 
quiries are more numerous and con- 
ditions in general denote further 
improvement. 


Styles for Young People 


Included in a collection of smart 
spring slippers for the younger set 
being shown by the John Wana- 
maker store are “Theo” ties in a 
lightweight of soft tan calfskin and 
the same bow-tied shoe in alligator 
with black patent vamp. Both have 
covered box heels, moderately 
rounded toes, and turned soles. 
Other models include front-strap 
sandals in tan calf or black patent 
leather, with two narrow slits in 
the vamp, and low box heels. 


Factory Activity Shows 
Little Change 


During the past week or two 
there has been no marked change in 
shoe factory activity. The majority 
of the factories are being operated 
at about 70 per cent of their capa- 
city, although some are running at 
85 per cent of capacity, and a few 
are on full-time production. Tan 
calf and patent leather seem to be 
the dominating materials at pres- 
ent. Strap effects are going strong 
though it seems that the demand 
for various gored effects is equally 
strong. Most of them are front 
gores, and ornaments are popular. 
Crepe soles are coming into favor 

While there has so far been very 





Opinions on Com- 
binations 


The trade here holds various 
opinions about the likelihood 
of any strong demand for 
combinations during the com- 
ing spring and summer 
months. Some manufacturers 
are making up models in 
which various leathers are 
combined while an equal num- 
ber seem to be adhering to 
the use of but one material in 
a pair of shoes. The manufac- 
turers who have so far ig- 
nored combinations concede, 
however, that there may be 
demand for them a little later, 
but the indications of any 
such demand up to the present 
have not been _ sufficiently 
strong to induce them to make 
up for stock a lot of combina- 
tions or to make them domi- 
nant factors in their sample 
lines. 











little call for whites except for wear 
in Southern resorts, it is expected 
that they will enjoy at least their 
customary summer popularity. In 
view of the fact that there is not 
much advance inquiry for them 
fear is expressed in some quarters 
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that manufacturers may ignore 
them and the trade be faced during 
the spring and summer months 
with a sharp demand for them and 
no stocks available. It is felt that 
while solid whites will be active 
the bulk of demand for this class 
of footwear will be for models in 
which white is combined with 
black. 


Weather Hits Wholesale 
Trade 


According to local wholesalers 
their trade has been hit a very 
hard blow by the heavy snow and 
ice of the past six weeks. People 
have been wearing rubbers all 
through this inclement weather in- 
stead of buying new footwear. The 
recent warm spell, coupled with an 
unusually heavy rain, melted much 
of the accumulation of ice and snow 
and caused dealers to look to the 
future with considerable optimism. 

While most of the jobbers have 
found but slight demand for com- 
binations up to the present there 
is one wholesaler handling women’s 
lines who reports that the bulk of 
his trade has been in models which 
combine two or more materials. 
The, leader in his business has been 
a combination of tan calf and 
patent leather. Satin in both black 
and blond is picking up. Patent 
leather shoes are expected to be- 
come more active shortly. Most of 
the demand, this wholesaler reports, 
is for elaborate step-in patterns 
with ornaments. 





Lynn Notes Broader ‘Toes 
in Women’s New Patterns 


LYNN-—-Shops are busy making 
shoes for Easter and spring. Addi- 
tional orders are expected during 
March. Manufacturers are develop- 
ing new styles for after Easter and 
early summer. Women are requir- 
ing more shoes than men. Study of 
production figures by Lynners re- 
veal that of shoes made for adults, 
women take more than half and 
men less than half. Before the war, 
men took more than half and wom- 
en less than half. Style is one of the 
reasons for this. 

Tanners are putting additional 
pressure on prices. They insist on 
more money or they will not make 
leather, either sole or uppers. Lynn 
shoe manufacturers are confronted 


by further advances in prices of 
leather. 


Link Leather Shoes 


A new idea is to use link leather 
for shoes. This leather has a link 
chain grain, which is much like the 
basket weave grain. It is finished 
in gold and silver, as well as in the 
more familiar colors of black, tan 
and white. 


Brocade Leather 


Some manufacturers are trying 
out brocade leather for dress shoes. 
This leather has a fine thread line, 
and the figures of leathers and 
flowers, like those on silk brocade. 














VERY shoe retailer and shoe manufacturer knows he can 
count upon a certain amount of staple demand for patent 


leather. ; 
To what extent this demand can be developed depends 


largely on the care exercised in choosing a standard 
patent leather for all your patent leather shoes. 


No patent leather can help you more definitely to increase 
your sales from year to year than “MAXIMUS.” 


“MAXIMUS” is the last word in patent leather develop- 
ment. Its remarkable transparent finish with an elasticity 
which is exactly equal to that of the skin over which it 
is spread, lifts it wholly out of the “merely shiny” 

leather class. 








oS 


SS 


? tandardize on 


Evans Brands 


Most people who wear “MAXIMUS” for the first time 
are amazed at such comfort in patent leather, and no less 
at its long-lasting mellow brilliancy. 


Standardize on “MAXIMUS.” 
JOHN R. EVANS & COMPANY 


CAMDEN, NEW JERSEY 
(Branches in All Principal Shoe Centres) 
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The Sales Influence of ‘ 
Creese & Cook Leathers ||} : 


TONY means more than good 
leather. It is a fundamental sales ac 
force upon which the leather repu- ck 
tation of many a line of shoes has 
been established. 


Our most gratifying experience is t 
to hear, as we frequently do, from 
many a long time user of TONY 
Leathers, 
| 
| 


‘““We have confidence in TONY Lea- 
thers because we know Creese & Cook 
Company are behind them.” 








SALESROOMS 


95 SOUTH ST., BOSTON DANVERSPORT, MASS. 


SILVEY & CHRISTMAN 
82 GOLD STREET 
NEW YORK CITY 





P. A. HENRY & CO. 
706 Broadway, Cincinnati, O. 


TANNERIES | ' 
Leather Trades Bldg., St. Louis, Mo. | 
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It is an embossed leather. It is giv- 
en either a gold or a silver finish. 


Blue and Black 


Some shoes for fastidious per- 
sons are made of blue kid, trimmed 
with patent leather. The trimmings 
are narrow straps of the shiny 
leather stitched down to vamps, or 
skeleton saddles, collars or the like. 


A New Herrick Line 


Herrick Shoe Co. ‘is fitting up 
additional space in its factory on 
Sanderson avenue with new ma- 
chinery for making its new line of 
novelty style shoes. 


In New Location 


Charles O. Timson Shoe Co. have 
moved from the Herrick factory to 
the Barnard building, at 56 Wil- 
low street. 


L. J. Barnet in Europe 

L. J. Barnet, vice-president of 
the J. S. Barnet Company, well- 
known calfskin tanner, recently 
sailed from New York in company 
with Mrs. Barnet, for a trip 
through the Mediterranean and 
Europe, a trip of three months. 





Guimpes and Gores 
Guimpe stitching appears to be 
gaining, especially on satin shoes. 
Vamps and quarters, of shoes of 
both leather and fabric, are orna- 
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Style Tendencies 


Balloon toe lasts loom up as 
a leading feature in Lynn 
styles. These toes are blunt, 
high, and short of vamp; 
some of them are two sizes 
shorter than the stick. The 
like of them has not been seen 
for many a year. 

A wide strap on a pump, 
fastening with a large flat 
button, and a collar style 
pump with a rosette on its 
throat to cover a gore—these 
are among two new patterns. 
But the variety of patterns 
continues legion. 

Basket style, or Deauville 
pattern shoes are being de- 
signed several ways for sum- 
mer. 

Blond satin continues the 
feature material, with tan 
calf, patent leather, colored 
kid and tan alligator for quar- 
ters, or trimming all in good 
style. 

White shoes are being trim- 
med, mostly with black. 

Ribbons, bows, buckles, 
slides and rosettes are used 
very freely. 











mented by guimpe lines. One new 
idea is to put a gore in the side of 
a pump, and to outline it with 
guimpe stitching. 





Effect of Changes in the. 
Buying Habits of Public 


BROCKTON—A Brockton citi- 
zen writing in the Boston Evening 
Transcript on the subject of finance 
and business, makes some inter- 
esting and important observations. 
Following his views on the value of 
individual decision with reference 
to selections of stocks, this writer 
says regarding the business situa- 
tion that buying habits of the rank 
and file are changing; that luxuries 
are becoming necessities and that 
unquestionably, new merchandising 
methods will be necessary. Other 
statements are: 

“Most certainly we are 
in an era of the survival 
of the fittest, where only 
the most progressive and 
well financed corporations 
will be able to make a suc- 
cessful showing. 1924 bids 


fair to go down in indus- 
trial history as the year in 
which overhead was pared 
to the bone. 

“Increasing costs of raw 
material are aggravating 
a condition which is al- 
ready tense. With produc- 
tive facilities expanded to 
an unparalleled extent there 
is little reason for fearing 
inflation in the very near 
future at least. There is a 
consumer’ resistance 
against increased prices in 
most lines which will make 
the wary producer ex- 
tremely cautious about in- 
creasing prices beyond 
legitimate limits.” 

This writer adds that due consid- 
eration should be given to possible 
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consolidations, that these are an 
economic necessity today in many 
lines, and that such consolidations 
will make possible more efficient 
and more economical methods of 
manufacture and distribution. 


Lightweights Can Be 
Too Light 


A retail shoe merchant writes to 
a Brockton manufacturer: “The 
lightweight shoes for men which 
are being worked out by shoe manu- 
facturers in the interests of them- 
selves and their customers are de- 
sirable from the standpoint of good 
business. I have no argument on 
that point. I want to add that there 
is such a thing as making the soles 
of these lightweight shoes too light. 
For instance, some of these feather- 
weights in men’s low cut patterns 
which have been shown to me are 
made up with 6% to 7-iron soles. 
This gives a very dainty effect no 
doubt, but such soles are, in my 
opinion, only fit for men’s house 
slippers. There’s not enough wear 
in them for street use. I would buy 
nothing lighter than an 8-iron, or 
better, a 9-iron sole. It is all right 
have the edge thin and thus give 
the effect of featherweight, so- 
called, but there must be a good 
thickness where the wear comes in 
order to give satisfaction to the 
customer. Let us have men’s light- 
weight shoes by all means, but let 
us see to it that they are not too 
light in weight to give reasonable 
wear as well as attractive style.” 


Death of W. M. Nute’s 
Father 


Treasurer William M. Nute of 
Howard & Foster Company was re- 
cently called from Florida by the 
death of his father, Leander M. 
Nute of Portland, Maine, who died 
in that city at the advanced age of 
93 years. Mr. Nute, senior, was the 
oldest surviving graduate of Dart- 
mouth College and the sole living 
member of the class of 1854. He 
was formerly in the shoe business 
in Berwick, Maine, and Farming- 
ton, N. H., retiring about 25 years 
ago. 


Wants Radio Advertising 


A shoe factory worker has 
suggested advertising made-in- 
Brockton shoes through the estab- 
lishment of a broadcasting station 
in the city. He wants the Brockton 
Shoe Manufacturers’ Association, 
the Chamber of Commerce, and 
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or the man who will) 
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Ll not compromise! 
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OR the man who will not compromise, 
footwear made of Gallun Vegetable 
Tanned stock offers: 


Com fort—easy, pliable foot support from 
the day the shoes are fitted—with a 
minimum of shrinkage under exttemes 
of dryness and humidity. 


Enduring Shapeliness—a long retention 
of last and pattern form, causing the 
shoes to continue to look well under 
hard usage. 


Color—a permanence and stability of 
color which mellows gradually and 
pleasingly,taking a high or soft polish 
as desired. 


It is remarkable how many of the aristocrats 
of American Shoes are made of Aztec Calf. 


For this season— 


BONNIE BROWN 
COPPERTAN 
SAFFRO 
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of Excellence 2» 
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ITCHELL 
ADE 


‘Know How’ Is Back of 
These $5.00 Retailers 


\ ' 71TH years of combined experience as 

their guide, Mitchell-Welch re-entered 
the business of shoe. manufacturing four 
months ago, with the express intention of 
producing the best values to retail at $5.00. 
They forecast with practical certainty the 
character of the product they were to make. 





That they planned well, is evidenced by 
the favorable comments—and generous re- 
orders which are being received. In fact, 
better shoes are coming through than was 
anticipated. 


Without question, the Mitchell- 
Welch line offers the best 
values in $5.00 Retailers 
the volume buyer can 
purchase. 





















MITCHELL-WELCH SHOE CO. 


163 Commercial Street West Lynn, Mass. 
Boston Salesroom, 89 Bedford Street 
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local labor unions to co-operate 
along that line. He believes there 
is a chance to boost Brockton prod- 
ucts, with particular reference to 
the better grades of shoes. 


A Calfskin Year 


Brockton manufacturers of the 
medium grades of men’s shoes are 
utilizing calfskins for their upper 
stock to a greater extent this year 
than ever before. One manufac- 


turer explains it in this way: 
“There has been great improvement 
made in the tannage of calfskins, 
both as regards permanence of 
color and wearing qualities. In ad- 
dition, the prices of side leathers 
and calfskins are not now so very 
far apart. The fine finish which we 
get on calfskins and the attractive 
appearance which we obtain for 
our shoes gives these leathers the 
right of way in all grades of shoes 
made in Brockton.” 





Haverhill Men Making a 
Study of Style Sources 


HAVERHILL—“A producer of 
women’s novelty shoes has to be 
wise these days if he is going to 
stay in that game,” remarked a 
member of the Haverhill trade. 
“First of all is the need of advance 
information regarding patterns, 
materials, and the style trend in 
general. With this end in view 
every source of information must 
be continuously tapped. Reports 
from traveling salesmen are im- 
portant. Our representatives are 
instructed, when in making their 
calls they see a style which they 
consider adapted to our trade needs, 
to send us a description, or, better, 
a rough sketch of the outline. If we 
consider that particular pattern or 
any adaptation of it useful in our 
line, we give it immediate atten- 
tion. On the other hand, we may 
discard it altogether or lay it aside 
for further discussion. On my desk 
today is a sketch of a pattern sent 
in by one of our representatives 
which we may be able to utilize as 
an idea for style variation. A trav- 
eling shoe salesman who keeps his 
eyes open, as our men are in- 
structed to do,can obtain style ideas 
of value to his employer. Other 
sources of information to a manu- 
facturer are the material markets, 
the manufacturer’s own contact 
with merchants—this last of the 
utmost importance—trade news 
from many large cities, particularly 
New York, where many novelties 
in women’s footwear are first 
shown, and above all, constructive 
thinking in regard to merchandis- 
ing our models.” 


Distribution of Novelties 


“In this connection,” continued 
the manufacturer, it is important 
that we do not have too many or- 
ders from any concern on a new 


style. If a merchant has too many 
of our newest patterns in his stock 
at one time, we may, sooner or later 
own the shoes. We aim to distribute 
a novelty style in as many different 
localities as possible.. In that way 
we can see where it catches on. 
Then we make our plans accord- 
ingly. A novelty which won’t catch 
on in one city or in one part of the 
country is often a winner in an- 
other section. Widespread distribu- 
tion is, I consider, indispensable to 
success in marketing novelties. 
Thus we can protect our customers 
against overstocking. We must be 
eternally style vigilant and full of 
information of the right sort in 
order to play the novelty game. 

we make mistakes? I’ll say we do, 
but not so many as we would make 
without the things I have men- 
tioned, and many more besides.” 


Ordering Shoes in Factory 
Terms 


“Considerable confusion and dis- 
appointment would be avoided by 
many shoe merchants,” said a Ha- 
verhill trade member, “if shoes 
were ordered in factory terms. 
Every shoe buyer cannot be ex- 
pected to be conversant with tech- 
nical language employed at the fac- 
tory, yet he could get much help in 
this direction and be much more 
certain of getting his shoes ac- 
cording to his ideas in placing their 
order, if he would ask for factory 
information along these lines. We 
have a few customers who have 
worked out this idea in a very 
practical way. We send them sam- 
ples of our new styles together with 
complete descriptions of the way in 
which they are to be made up, 
using terms employed in the var- 
ious departments of our plant. 
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Satins Will Be Good 


It is the opinion of the 
Haverhill trade that satin as 
material for women’s novelty 
footwear will be good right 
through the Easter season. 
Many factories are making up 
satins with kid bands in con- 
trasting effects or those which 
blend with the shades of the 
fabric. -These are being 
worked out in many pleasing 
combinations. 











When we get an order from these 
concerns for those shoes or for 
others which they may see later, it 
is in terms which are thoroughly 
intelligible and which constitute a 
safeguard against mistakes which 
might prove costly. These cus- 
tomers buy for large establish- 
ments and order on a more exten- 
sive schedule than smaller concerns, 
yet the same plan holds good with 
any merchant, large or small. If the 
merchant gets factory information 
regarding the samples in which he 
is interested—and this will be 
gladly passed on to him—he can 
improve his buying methods and 
have his orders filled in a way 
which will be satisfactory from the 
standpoint of good merchandising.” 


Vote Against Changes 


Following conferences between 
agents of the Shoe Workers’ Pro- 
tective Union and Haverhill Shoe 
Manufacturers’ Association trus- 
tees, which were requested by the 
former organization, the manufac- 
turers proposed changes in the 
working pact. These requested 
change¢, which would allow freer 
conditions and opportunity for 
greater production in local facto- 
ries, were later rejected by union 
members by a six to one vote. The 
greatest opposition came from the 
women employees of local factories. 
Meanwhile, the present pact contin- 
ues for the remainder of the year. 
The Haverhill Gazette, commenting 
editorially on the situation, puts 
the matter in the final paragraph 
thus: 

“There may be those who believe 
that unionism can be destroyed, but 
they are few and far between. But 
labor unionism can destroy itself; 
and of all the ways in which it can 
do this the speediest and most ef- 
fective is the raising of any sort 
of barrier that will further the 
limitation of production.” 
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HE ALDEN PLAN is a success because, : 
by permitting better value at no sacrifice ; 
of profit, it is distinctly in the interest of : 
ALDEN customers. , 
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Our plan also includes quick . 


delivery service on certain lines 
altho’ this is not an in-stock 
proposition. t 
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In New York Attention 
Focussed on New Styles 


NEW YORK—The between sea- 
son business in New York’s retail 
shops is about as good as can be 
expected. Everything considered, 
the retail shoe trade here is in good 
condition with the outlook for 
spring growing decidedly brighter. 
There are few merchants who are 
willing to venture any predictions 
concerning how the volume of 
spring business will compare with 
recent years. Spring business a 
year ago was good, and it seems al- 
most certain that this year’s vol- 
ume will come up to that of the 
early month’s of 1924. Interest in 
clearance sales is waning and more 
attention is being devoted by the 
merchants and consumers to new 
footwear. 


Blond Satin a Leader 


The one outstanding feature is 
the apparent return to popularity of 
blond satin. In fact, satin is about 
the best-selling material in the re- 
tail shops today, with blond as the 
most popular shade. Other light 
shades of satin are being tried out 
and there are some factors in the 
trade who believe that all high 
shades of satin,in pump and sandal 
effects will be good once the season 
gets definitely under way. 

The status of kid as a material 
for the spring season has not been 
definitely settled. Some retail mer- 
chants are preparing for a heavy 
run on kid, expecting it to outsell 
all other materials. Others are more 
partial to calf skin. Most of the 
merchants, however, are playing 
the materials rather broadly, stock- 
ing the same pattern in two or 
three shades of kid, satin in both 
blond and black, patent and pos- 
sibly black and tan calfskin. 

At present good business is re- 
ported in several stores in black 
calf, either as a single material or 
in combination with black suede. 
The calf that is being used now is 
of the extremely light weight va- 
riety, closely resembling kid. 


Emphasis Is On Materials 


Here is a list of materials in one 
single model shown last week by 
one important mid-town retail shoe 
merchant; blond satin, black satin, 
patent, tan calf, patent vamp and 
gray kid quarter, all gray suede, 
three shades of light brown kid, 
champagne vamp with darker quar- 
ter of kid. 





Brown Popular Tone 


Aside from the mention of 
some high colors in satin, 
brown appears to be the pre- 
dominating tone in all mate- 
rials. They run the gamut 
from the medium to the ex- 
tremely pale shades, particu- 
larly in kid. Some of the light 
brown or tan shades of ooze 
or suede are coming in for 
more attention. 











This is illustrative of the trend 
in the higher grade stores here. 
Emphasis is placed on materials, 
rather than upon patterns. The 
trick, according to one successful 
merchant, is to get a good tasty 
pattern over a well-fitting last and 
then play it in a number of mate- 
rials. 


Meade Appointed Secretary 

Because of the small attendance 
at the regular monthly luncheon 
meeting of the Retail Shoe Dealers’ 
Association of New York at the 
Cafe Boulevard on February 10, 
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only routine matters were consid- 
ered. President A. Gabriel, elected 
at the annual meeting in January, 
presided. It was announced that 
J. E. Meade, of Brooklyn, had been 
made secretary in place of Ben Bar- 
mann, who was elected at the Janu- 
ary meeting, but who found it im- 
possible to take the post. 


Mr. Gabriel sketched out plans 
for an intensive membership cam- 
paign. He asserted that with 8,000 
retail shoe stores in Greater New 
York, the association should have a 
much larger membership than the 
present roster of but 170. 


The problem of the down-town 
jobbers’ selling shoes at wholesale 
prices to policemen, firemen, mail 
carriers and other uniformed men 
and their families was brought up 
for discussion. This is one of the 
old problems that the retail mer- 
chants have to contend with here 
and there seems to be solution for 
it. It was pointed out at the meet- 
ing that all that could be done, had 
been done last year at a joint meet- 
ing between officers of the retail 
association and the Wholesale Shoe 
League. ’ 

Jacques Hirsch, former secretary 
of the association, warned the 
members that efforts are being 
made by some revenue officers to 
collect taxes on buckles for the 
last two years. 





Baltimore Business Is 
on Sound Economic Basis 


BALTIMORE—A recent report 
from the Fifth Federal Reserve 
district, dwelling on business condi- 
tions, in substance states that indi- 
cations point to a good substantial 
business for manufacturers, whole- 
salers and retail merchants with a 
return of reasonable profits. It 
states no boom in trade is expected. 

“Both the Reserve Bank and the 
commercial banks of the district 
are in stronger reserve positions 
than a year ago. Retail trade in De- 
cember was better than early season 
business would have led one to ex- 
pect, and wholesale trade was fully 
up to seasonal average in nearly 
all lines upon which accurate in- 
formation is available,” the report 
stated. 


Display Antique Shoes 
Odd, colorful and ornamental 
shoes worn by people of many 


lands, and representing the changes 
in style and workmanship of many 
generations, were displayed re- 
cently in the Howard street windows 
and shoe department of the Hutzler 
Brothers department store. The 
collection of more than 200 shoes 
was accumulated in the last twenty- 
four years from all parts of the 
world. It was loaned by the United 
Shoe Machinery Corporation of 
Boston. 


Craddock in Charge 


John W. Craddock, Jr., will have 
charge of the Baltimore distribu- 
tion warehouse at 1, 3 and 5 E. Lom- 
bard street for the Craddock-Terry 
Co. of Lynchburg, Va. It will carry 
a full and complete line of men’s, 
women’s, misses’ and children’s 
welts, McKays, stitchdowns and 
turns. The organization has grown 


— 
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Black Glazed Kid Colonials and 


Patent Leather Strap Pumps 
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Baby First—and then Mother 


Selling Baby Shoes is pleasant and profitable —and it draws 
and keeps the Mother’s trade. 


We sell to a large and growing number of retail shoe merchants 
whose business in Ideal Soft Soles and First Steps is increasing. 


No. 461—First Step Flexible Tackless 

Stitchdown Blucher Low Cut. White, No, 21—Soft Sole, White Washable 
Tan and Smoked Elk Kid Top and Patent Vamp One- 
Leather. Per Dozen $12.00 Strap. Per Dozen .......... $9.50 


Mrs. Day’s Ideal Baby Shoe Co. 


Danvers - Mass. 


NEW YORK OFFICE BOSTON OFFICE CHICAGO OFFICE} 


320 Fifth Avenae 12 West St., Room 616 323 West Jackson Bivd. 
387 Fourth Avenue Phone Beach 8060 
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from a small jobbing business with 
300,000 pairs of shoes in 1889 and 
manufactured 20,000,000 pairs in 
1923. 


Volk Agent for Slipper Line 


P. H. Volk, leather goods and 
findings house, has the agency for 
products made by the Triple Nov- 
elty Co. of New York, for Balti- 
more, Washington and the South 
The Triple Novelty Co. manufac- 
tures a fine line of men’s and wom- 
en’s house slippers. 


New Store to Open 


There is always room for one 
more shoe store so it seems. Wise 
Shoe Store will open soon at 34 W. 
Lexington street with a line of $6 
shoes for women only. This is the 
ninth shoe store in this block. 


Vivid Colors in Men’s Socks 


W. C. Kenney, manager of the 
Bostonian Shoe Store, 112 E. Balti- 
more street, has some extremely 





Styles on Display 

The following patterns are 
being shown in various win- 
dows: Black and brown satin 
one-strap pump in the cross- 
word puzzle effect. Patent and 
sand color kid, also white and 
black in crossword checker 
effect. A new sandal has a tan 
calf cutout vamp with beige 
suede quarter, one strap. Other 
sandals are in either red or 
blue with a white kid quarter. 
Tan calf is selling well, also 
genuine alligator and blond 
satin. One shop made a num- 
ber of sales on bronze buckles 
for tan opera pumps in the 
past few weeks. 











gay colored socks for men. They 
come in white, with blue, red or 
brown mixture. Blue and red are 
the best sellers and the college boys 
are the best customers. Mr. Ken- 
ney states it is hard to keep a full 
steck, they sell so fast. 





Erratic Tone to Retail 
Buying in Rochester, N. Y. 


ROCHESTER—There was no 
decided change in business condi- 
tions in Rochester shoe stores dur- 
ing the week ending February 14. 
Buying was on a fair basis and 
showed some improvement over 
January, but local merchants state 
buying is erratic. 

The shoes that are being sold are 
new patterns. Combinations in 
patent and Russia calf, and patent 
and alligator are popular and are 
selling well. The demand for blond 
satin is growing stronger and mer- 
chants are finding it difficult to 
keep their stocks of blond satins 
complete enough to keep up with 
the demand for this material. Rus- 
sia calf patterns are selling freely. 


Brink’s Store To Move 


William Brink, proprietor of 
Brink’s Emerson shoe store, which 
has been located at 64 East Main 
street for a generation, will move 
on or about March 15 to 43 East 
Main street. 


Visitors in Shoe Market 


There have been an unusua'ly 
large number of out-of-town mer- 


chants visiting the Rochester shoe 
market during the past two or 
three weeks, and for the most part 
they have been making somesgood 
purchases while in the city, replen- 
ishing stocks they found were 
going to be a little short before the 
spring season opens, due to the ex- 
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cellent business most sections of the 
country are enjoying. 


Hosiery Stimulates Shoe 
Business 

William Doching, manager of the 
Sterling Shoe Store, 258 East Main 
street, is building new business for 
this store through the display and 
featuring of hosiery. Mr. Dochring 
is a great believer in color to at- 
tract attention and in arranging a 
window display of shoes always 
uses hosiery of the most vivid 
shades to attract attention, both to 
the hosiery and to the shoes dis- 
played in the window. 

In a recent display in this store 
a rainbow -effect showing samples 
of all women’s stockings was ar- 
ranged by Mr. Dochring and served 
not only to stimulate the sale of 
hosiery but footwear as well. 

When purchasing shoes Mr. 
Dochring states that they give as 
much thought to their hosiery re- 
quirements as they do to their shoe 
requirements, and through careful 
study of the advance color cards 
are able to feature hosiery of the 
newest shades long before other 
merchants and as a result are build- 
ing a reputation for their store as 
hosiery specialists and the sale of 
many pairs of shoes can be traced 
directly to this policy of featuring 
the newest and latest in hosiery. 


McCurdy’s Combinations 


McCurdys’ are featuring combi- 
nations in patent and crocodile at 
$15.00 which are attracting much 
attention. 





Brooklyn Styles Stressed by 
Trimmings and Stitchings 


BROOKLYN — Shoe manufac- 
turers today are working on a wide 
variety of patterns and materials. 
While most of the patterns are of 
the pump or sandal variety, trim- 
mings and stitchings have been 
added to give them the necessary 
touch of newness that is demanded 
at present. 

The patterns have more taste and 
are designed more with the idea of 
real style in mind than were those 
of a year ago. The race then was 
merely to see who could offer the 
largest number of new patterns, re- 
gardless of their real style value, 
in the shortest possible space of 
time. Now, the new patterns are 


more carefully designed and are in 
much better taste than those of last 
year. 

Some of the McKay producers 
here report business as growing 
stronger all the time, in contrast to 
the rather complaining attitude of 
the large turn manufacturers. 


Kid Used Generously 


In addition to satin, kid is being 
used to a great extent and many of 
the producers of shoes here also 
are using a considerable quantity 
of ooze. This applies particularly to 
the makers of the highest grade 
shoes. (Continued on page 84) 
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STERLING QUALITY BETTERS THE GRADE 


It is the basis of better style and surer satisfaction in shoes 
of any make or grade—the accepted standard with thousands 
of merchants whose experience shows the advantage of 
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Milwaukee Stores Feeling 
Out Tendencies for Spring 


MILWAUKEE — Early spring 
business in shoe stores is opening 
up very well, following in with the 
close of a successful clearance sea- 
son. Although this early trade 
brings in no great volume of busi- 
ness, local merchants seem satisfied 
with the results of their first spring 
showings. The present demand is 
scattered over a wide range of 
styles and materials. Plain patterns, 
such as pumps, colonials, gore 
pumps and a number of others have 
been moving. One store reports that 
people are taking very well to com- 
binations of patent vamps and tan 
quarters. D’Orsay pumps and styles 
with a one-strap fastened at the side 
with a bow are also in demand 
and two-tone patterns are good. 
There is a strong tendency to 
satins, and light tan shades are 
popular in both satin and leather. 

The men’s business as a whole is 
fair. Interest in clearance items is 
fast on the wane, and spring busi- 
ness has not opened to any great 
extent. 

So far there has been little change 
in the hosiery demand, but stores 
are planning to feature light shades 
for spring and summer wear. 


Report Successful Clearance 


Caspari & Virmond, prominent 
local shoe firm, has had the biggest 
clearance sale in the history of the 
store. George Virmond commented 
particularly on one day when wom- 
en’s shoes were featured in a single 
advertisement and the response was 
so great that the door was locked 
for short intervals several times 
during the day. 


To Remodel Building 


Nelson & Hurwitz, shoe firm at 
1511 Green Bay avenue, announced 
plans for remodeling the store and 
flat building on upper Green Bay 
avenue, installing a new front and 
making other improvements. 


State Banks in Good 
Condition 


Resources of state and mutual 
savings banks and trust companies 
in Wisconsin reached the highest 
point in the banks’ history at the 
close of business, Dec. 31, 1924, ac- 
cording to the announcement of 
Dwight T. Parker, commissioner of 


banking. These resources show a 
net increase of $7,538,875 over the 
report of the preceding year. 


Fighting Shoe Tag Bill 

In the fight against the bill be- 
fore the state legislature requiring 
that tags be attached to shoes, giv- 
ing the exact materials used in the 
making, the Milwaukee Shoe Re- 
tailers’ Association has the co- 
operation of the retail division of 
the Milwaukee Association of Com- 
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merce. A resolution was passed by 
this division at the February meet- 
ing protesting against this bill and 
a similar bill regarding the labeling 
of clothing and similar merchan- 
dise. Several local merchants pres- 
ent at the meeting announced their 
intention of going to Madison for 
the hearing. 


Segel to Move 


Edward Segel, who has been in 
the shoe business in Chippewa 
Falls, Wis., for the past 26 years, 
has announced plans for moving 
from his location of 15 years on 
Spring street, into new quarters at 
208 Bridge street. 





Combinations Are Numerous 
in Detroit Spring Styles 


DETROIT—February sales are 
rubbing shoulders with Miss Spring 
Styles here. This was most strik- 
ingly illustrated in the window 
display of the I. Miller salon at 
Russek’s, where in the large dis- 
play window the sheep were shut 
off from the goats by a wooden di- 
vider running from the rear of the 
display nearly to the window pane 
in front. In one division were the 
winter styles being sold at a sharp 
reduction and in the other some of 
the smart new spring models. 

January business was not satis- 
factory to many shoe merchants. 
The first two weeks in February 
give better prospects for increased 
business. Women are nibbling at 
the early fashions offered in some 
of the stores. 

Reports from various sources in- 
dicate that there was a good sale 
of white footwear to customers 
southern bound. “Many of these 
customers knew they were going to 
need white footwear,” said Ross D. 
Filion, manager of the high grade 
women’s shoe department, R. H. 
Fyfe & Co., “and we had our stocks 
in early and they bought three and 
four pairs in some cases.” This 
shows there is more freedom in 
buying. 


Many Combination Models 


Combination leathers are going 
to be good in Detroit, if present in- 
dications are any criterion. At 
Fyfe’s, Mr. Filion is showing his 
customers a tan tailored pump with 
lizard trimmings flaring back from 
the instep; a tailored pump with 
black patent vamp and blond kid 


quarter and bow of the same 
leather; a black patent small gore 
pump, with the gore hidden by a 
small tongue in- apron effect, the 
tongue being decorated with scroll 
of champagne kid. At Hanan & 
Son’s one of the early arrivals was 
a tan step-in pump with blond 
quarter, while another tan pump 
had a champagne strip interlaced 
around the top. 

At the I. Miller salon the new 
modes include an all-alligator one- 
strap with cut-outs at sides, and 
fastened with a tailored buckle; a 
brown alligator pump trimmed with 
black patent leather; a tan pump 
with a mottled quarter and tailored 
buckle; a black patent leather tie in 
strap effect with cut-outs, tan quar- 
ter and covered heel. 

Reports from several stores are 
that women seem to like the combi- 
nations being shown and are buy- 
ing freely of the early models. 

In men’s shoes the tan leads 
largely. Wider toes are receiving 
more call, some of them being ex- 
tremely full in appearance. 


L. B. Judson Is Dead 

Shoe merchants of Detroit 
learned with regret of the death of 
L. B. Judson, after an illness of 
only three days. Mr. Judson for 
30 years was connected with the Dr. 
A. Reed Cushion Shoe business in 
Detroit. 


New Men’s Department 

About March 1, a men’s shoe de- 
partment will be opened in the 
mens’ furnishing and clothing sec- 
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‘The Last Word 
in Window Display’ 


The most valuable book ever published in 
the interest of show windows and effec- 
tive displays. Twenty-four pages, in beau- 
tiful four-color process printing, illustrat- 
ing hundreds of accessories and embel- 
lishments designed to make your show 
windows more efficient and profitable. 


This Instructive Book Is Free 
Edition Limited—Write for Your Copy 


“The Last Word in Window Display” has been compiled and 
published at an expense of several thousands of dollars and it is 
the desire of the publishers to avoid as much waste circulation 
as possible. Hence the policy to distribute this book only to 
those making request. Write now and be assured of your copy. 


THE BODINE-SPANJER COMPANY 


Manufacturers of World’s Standard Display Decorations 
637-639 W. Division St. Chicago, III. 




















“IF IT’S RIGHT WE HAVE IT” 


SCHWARZ-RUGGLES MEN’S WELTS ARE A BUY! 
New In-Stock Plan — 


UR factory is a busy place. There’s a reason. Trade 

has taken very kindly to our one-style-in-stock 

plan. We invite every merchant reading this advertisement 

to take advantage of this means of sampling our line. It is 

an easy way to get a practical idea of its selling value. 
The one style is shown here. 


This shoe is stock No. 241. Imported No. 85 Collis calf 


oxford, in the popular short vamp pattern. It is made over 
our new Princeton last. The construction is the same as 
that of all our shoes—solid leather throughout—Calf lined 
quarter and tongue. Fine back sole. Wingfoot rubber heel. AS 


Price $5 
A—7\% to ll C—6 to 1l 
B—7 toll D—6to 11 
Terms: 2-10 net 30 days 


An order for a few pairs of these shoes will convince you, 
No. 241 , Mr. Fara of oe aoe —— Maiggraescine — 

a a rapid retailing quality eS. & e, most styles o 
IN STOCK — which are made to order in shortest possible time. 


SCHWARZ- -RUGGLES, INC., FACTORY, BROCKTON, MASS. 


BPP IE PEPE LEE ECE PEPER writing to advertisers please mention Boor anv Sno Recorver 




















February 21, 1925 


tion of the Newcomb-Endicott Co., 
department store, Woodward ave- 
nue, on the main floor. L. J. Dillon, 
manager of the basement store shoe 
department, will be in charge. Mr. 


Dillon intends to handle only shoes 
of a high grade. While prices will 
range as low as $7 per pair, the 
$10 grades will be made more 
prominent. 





Weather Stimulates Some 
Interest in Spring Styles 


CINCINNATI—During the first 
two days of the week ending Feb- 
ruary 14, ideal spring weather pre- 
vailed and retail shoe merchants 
received quite a few calls for new 
styles. A few stores are still hold- 
ing sales, but most of these will 
close this week. 


To Hold Hosiery Contest 


At a recent meeting of the em- 
ployes of the Potter Shoe Co. it 
was decided to hold a hosiery sales 
contest in the near future. Tickets 
to the opening baseball game of 
the season will be awarded as 
prizes. George Venables of the Re- 
tail Ledger addressed the meeting 
on “Salesmanship.” He stated that 
shoe salesmen have wonderful op- 
portunities for building up a fol- 
lowing “as there is no time that it 
is harder to please anyone than 
when selling them shoes, and if you 
are a good shoe salesman you will 
be remembered.” 


Ohio Valley Convention 
Plans 


Frequent meetings are being 
held by the local committee in 
charge of arranging the program 
for the convention of the Ohio Val- 
ley Retail Shoe Dealers’ Associa- 
tion to be held at Hotel Sinton, 
March 2, 3 and 4. 

At the last meeting several im- 
portant subjects came up for dis- 
cussion. Members are going to get 
a fare and a half rate from the 
railroads. The shoe manufacturers 
will be hosts at a theater party 
Monday night. Several women have 
been added to the women’s enter- 
tainment committee including Mrs. 
Charles Levy, Mrs. Walter Giest- 
ing, Mrs. Burman, Mrs. Falken- 
stein, Mrs. Schwartz, Mrs. Paul 
Crawford, Mrs. Frank Weber, Mrs. 
August Woll, Mrs. Fred Ruehr- 
wein, Mrs. George Dohrman, Mrs. 
Ball and Mrs. Henry Momper. 

The Shoe and Leather Club kind- 
ly put its clubrooms at the disposal 
of the convention committee during 
the convention. 


Sherwood Smith of Harper's 
Bazaar will be the speaker for 
Tuesday morning, and Ralph Jones 
of the Ralph Jones Co. advertising 
agency in Cincinnati will talk Wed- 
nesday morning on “Institutional 
Advertising vs. Destructive Adver- 
tising.”’ 

The publicity committee sent out 
letters to all the members, and also 
all retail shoe merchants in Ohio, 
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The Style Situation 

Styles and patterns remain 
about the same, but in colors, 
colored satins and combina- 
tions of tan calf and patent 
leather are creeping out. How- 
ever, patents and tans are still 
very good. Most merchants 
state that blond satin is stand- 
ing out a little from the other 
colored satins, and they be- 
lieve they will have a good 
sale on this material for 
spring. 











inviting them to come to the con- 
vention. The Chamber of Commerce 
of this city has offered services to 
help out in any way. It is estimated 
that possibly 600 will attend this 
convention. 





Simplicity Stressed in New 
Patterns Shown in Chicago 


CHICAGO—Plainer patterns ap- 
parently are going to hold the at- 
tention of both shoe merchants and 
the buying public for spring wear. 
The vogue for fancy detail seems 
to have run its course and there 
seems to be hope in sight that fewer 
styles will make up the average 
shoe merchant’s stock. 

The newer styles shown in loop 
stores in Chicago and throughout 
the city promise severity more than 
decoration and the whole general 
swing seems to be into modest 
trimming and cut-out effects. The 
low-heeled shoe will unquestionably 
be popular in the covered and leather 
types. Sandal effects are still a mat- 
ter of much debate and right now 
the feeling seems to be against 
their showing any marked popular- 
ity although several adaptions of 
the sandal type have found favor. 

State street is showing pumps of 
black kid, patent and calf with tan 





Rosettes Used Freely 


Leather rosettes, satin 
rosettes, leather covered 
buckles and leather and rib- 
bon bows are used freely in 
novel patterning now found 
as a general thing in the 
fashion shops. In most cases 
shoes are rather plain in 
pattern. “- 











and champagne trimming around 
the top facings and little leather 
rosettes at the throat to set off the 
severity. Black calf and satin in 
both black and blond shades are 
found in pumps and small tongue 
effects, some with ties and some 
with small gores hidden under the 
rosettes and buckles. 


Broad Range of Styles 


Business volume generally is still 
short of what should be a matter 
of course at this season. Volume 
sti seems a far-fetched dream so 
far as its centering on any one or 
few types of footwear and mer- 
chants still feel forced to carry a 
wide variety of patterns in com- 
paratively small quantity. 


Basket-Weave Patterns 


Basket-weave patterns made of 
small strips of satin or leather 
woven in basket pattern, some com- 
bined with lizard and alligator, are 
shown, but these are novelties of 
the most fragile sort and cannot 
get beyond a comparatively small 
volume. Gray kid and patent and 
black calf are appearing. 

One dainty effect on the strap 
pattern seems to be found in many 
of the novelty shops—a wide strap, 
sometimes two or three fastened 
together, that is fastened to the 
vamp on the inside of the shoe near 
the throat and flares across the 
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A permanent fet black dye 
—for all light colored shoes 


Try REPCO on any light colored 
shoe. It will turn the shoe to a positive 

' permanent black of a smooth and 
glossy lustre. 
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There is no disagreeable odor to Repco Dye | 
and it is unaffected by water. It will not rub 
off. Black polishes and pastes can be applied 
to shoes treated with Repco with most pleas- 
ing results. 
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Shoe stores, repair shops and findings dealers 


reek =PGO DYE al selling or using Repco Dye find it a profitable 
Meteedleathe, black, all kinds of russe tan investment and an excellent trade-builder. 
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Shoe Findings Jobbers 


United Shoe Machinery Corporation, Boston, Mass. 


San Francisco Branch, 859 Mission Street 


J.K. Krieg Company, 39 Warren St., New York, N. Y. 
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instep to fasten at the ankle at the 


outside by button or ribbon tie. 


Patent Trimmings 


Where white footwear is being 
shown there seems to be a marked 
interest ‘in patent trimming espe- 
cially and patterns follow very 
closely on the general lines of 
spring footwear. 


Men’s Buying Slow 

The men’s business still con- 
tinues in the doldrums. Unusual ef- 
fort toward moving men’s footwear 
and no effort at all seems to pro- 
duce pretty nearly the same result. 
Volume hasn’t been so small that 
merchants are worried but it has 
been lacking the life that makes 
selling footwear pleasurable as well 
as profitable. 


J. P. Smith Co. Adds Two 
Salesmen 


The sales force of the J. P. Smith 
Shoe Company of Chicago and New 
York has been increased by two 
new members, both old in experience 
and well known to the trade. W. 
Parr Aber will assist Walter Smith 
in developing the women’s end of 
the business. Mr. Aber will devote 
himself entirely to Smith’s Smart 
Shoes for Women. His regular itin- 
erary will include all of the larger 
centers in the Middle West and 
some of the East. 

Mr. Aber needs no introduction 
to buyers of women’s high-grade 
footwear in this territory as he 
formerly covered it as the repre- 
sentative of Lounsbury, Mathewson 
and Company. 

The other new member who has 
recently joined the Smith ranks is 
C. C. Warren, long with Florsheim 
Shoe Company. Mr. Warren will 
travel in Kansas, Nebraska and 
parts of Iowa with the entire Smith 
line. 


Free Sales of Remedies 


More than $100 worth of Dr. 
Scholl’s foot comfort appliances and 
remedies were sold in a few hours 
after a demonstration opened at the 
Boston store, State and Madison 
streets. The demonstration con- 
tinued for a week. 





Jud Tunkins says times change. 
When a woman wore corsets she 
looked like an hour glass. Now she 
looks like grandfather’s clock.— 
Washington Star. 
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St. Louis Retail Market 
Reports Satins Strong 


ST. LOUIS—The retail shoe 
business during the week ending 
February 14th, as reported in a 
majority of stores in the down- 
town shoe belt, was satisfactory. 
Some slight improvement was re- 
ported here and there, but most 
encouraging in the news was the 
lack of complaint. The month, as 
far as it has gone, indicates an im- 
provement over January. With the 
business on the upturn and the first 
signs of spring approaching, it can 
be safely stated that a good volume 
will be accumulated before the last 
day of the shortest month in the 
year rolls around. 


The buyer of one of the larger 
department stores stated that prac- 
tically everything was good. Of 
course, his statement applied to the 
the popular field of patent, tan calf, 
satins in blond and black and com- 
binations. In this store blond and 
black satin received greater de- 
mand in the call than tan calf. 


Blond Satin Leads 


Blond satin is being demanded 
in greater quantity than can nor- 
mally be supplied. 

Blond satin is growing in popu- 
larity and its prestige is not ex- 
pected to diminish. Light hose still 
remains supreme. This may upset 
well planned buying programs in 


shoes. Everyone remembers the 
strength of light hosiery and black 
shoes last spring and summer. 

Opinions on combination effects 
vary widely. Some say they will be 
better as the season develops. 
Others report their warm recep- 
tion by the feminine fair ones. 
And still some are extremely cau- 
tious and have stocked lightly. The 
higher grade stores have an en- 
tirely different story as to the style 
trend and the gist of it will place 
tan calf in the lead with patent, 
blond and black satin together with 
some kid combinations as making 
a good race. 


Meier Swope in Gibraltar 


Meier Swope, president of the 
Swope Shoe Company, accompanied 
by Mrs. Swope, arrived in Gibraltar 
February 14 on his Mediterranean 
cruise. 


Arranges Civic Celebration 


C. E. Williams, president of the 
C. E. Williams Shoe Company, was 
chairman of the arrangement com- 
mittee for the cornerstone laying 
of the new Union Market, Feb- 
ruary 13, which was voted out of 
the $87,000,000 bond issue recently 
passed. The market when com- 

(Continued on page 85) 









































Charles E. Williams, president of the Southwestern Retail Shoe Dealers’ 


Association, headed a delegation of St. Louis shoe men, who presented 
Governor Sam A. Baker of Missouri, at Jefferson City, with a pair of 
specially made St. Louis shoes. The shoes were made by Brown Shoe Com- 
pany of St. Louis. Mr. Williams is presenting the governor with the shoes, 
in the above photograph. Among those in the party were: M. M. McCain, 
director of the N.S. R. A.; A.G. White, advertising manager of the Brown 
Shoe Co.; Otto Schultz, director of the Southwestern Shoe Retailers’ 
Association; P. M. Fahrendorf and George E. Gayou, Boot and Shoe 
Recorder. The Advertising Club of St. Louis tendered a banquet to the 


governor after the presentation. 
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“Twin Scouts” 


Seseeseaaaas sal 


SSBB BeBeaeaaa 


They Shape the Little Feet As They Grow 


“Twin Scouts” are all leather. 
“Twin Scouts” materials are always the same. 
“Twin Scouts” workmanship is expert—see them. 


The Standardized “Twin Scouts” line will 
fill 80% of Your Children’s Shoe Demands 


Adopt them and quit piling up losses in miscel- 
laneous lines with freak left-overs and odd num- 
bers “bleeding” your profits all the time. A chil- 
dren’s line that you will find to be 100% up to your 
ideals and requirements. Classy shoes in boxes 
that will get the eye on the shelves or in windows. 


Sold Only Through Wholesale Distributors 
at Points Convenient to Every Dealer. 


Ask us to have samples sent you. 


WELLAUER-NOLL SHOE MEG. CO., Milwaukee, Wis. 
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When writing to advertisers please mention Boot anv Suor Recorper 
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Selective Immigration Urged as Remedy for 
Labor Shortage in Shoe Field 


h | EW YORK and Brooklyn 
have been the centers of 
good shoes for many years, 

and especially bench shoes. A 

worker could go anywhere and get 

work if he had worked in Brook- 
lyn. Men boasted that they made 
shoes in Brooklyn factories, and got 
good jobs out of town on the 
strength of it. New York was the 
center making the best shoes in the 

United States, and the United States 

had the reputation ‘of manufactur- 

ing the best shoes in the world. 

Such was the prestige of New York. 
The American method of manu- 

facturing shoes stood alone. With 
the aid of wonderful factory organi- 
zation and machinery, the United 
States was able to compete with 
European shoes in their own mar- 
ket and we flooded the markets of 
the world with American-made 
shoes. They were better shoes for 
less money. This was before the 
great disorganization in the shoe 
industry here. 


Good Workers Are Scarce 


New York, making mostly bench 
shoes, was hit hardest. The other 
centers do not feel it so badly, as 
they use machines, and it is com- 
paratively easy to break in green 
help on machines, but almost impos- 
sible to teach hand shoemaking, 
hand lasting, heeling and finishing. 

The scarcity of workers is some- 
times blamed on the war. Well, the 
war had a great deal to do with it, 
but it is not entirely responsible. 
Before the war, we had Hungarians, 
“Polaks,” Italians, and other na- 
tionalities in our factories, and now 
we have only Italians. 

Now, when a rush season comes, 
no one has enough help. If I need 
thirty-two lasters, I have to do with 
twenty-six, and the next man needs 
twenty-six, and has to get along 
with twenty, and so forth, and of 
course, when labor is in demand, 
prices immediately are unsatisfac- 
tory. 


A Selective Immigration Urged 


This is a fact that I am driving 
home to you, we must try to do 


From address before Superintendents 
and Foremen’s Association 


By GEORGE B. ROSENFIELD 
Of the Cornell Shoe Co. 


something to open the doors for se- 
lective immigration and put Brook- 
lyn back where it belongs. 

A few years ago, there were men 
coming in daily, skilled workers, 
and now the immigration laws al- 
low only 1,000 men in from all Rus- 
sia, 1,400 people from Austria, etc., 
numbers so ridiculous that it is the 
same as if we had closed the doors 
entirely. The strongest influence be- 





“Selective immigration is nec- 
essary,” Mr. Rosenfield declares, 
“to relieve labor pressure and 
give manufacturers a chance to 
make a quality product.” 


hind this move to keep closed doors, 
is the American Federation of 
Labor. 


Government Action Urged 


I believe if we could force a hear- 
ing, we would prove to our govern- 
ment that we are in need of open 
doors at least to selective immigra- 
tion. After all, it was not the white 
collar American who did the labor 
of building this country, but the 
immigrants who came here and 
made their homes, who did the 
work. 

Admitting new shoemakers into 
this country does not mean to say 
that the men would not be able to 


get jobs. There is room for a num- 
ber of workers, even with the aid 
of machines, as we will be able to 
hold our trade and not let them go 
to other centers for their shoes, and 
will keep our factories busy. We 
will not have to depend upon Ameri- 
can trade alone, as the way things 
look now, it will not be long before 
European currency will begin to 
hold its own, and then the market 
for export shoes will be re-estab- 
lished, as in pre-war times, and I 
believe that the consumption of 
shoes in the United States will also 
increase to a great extent. 


Brooklyn Needs More Workers 

Even today, Brooklyn could use 
more men than it has. American 
labor is in its make-up conservative 
and with tactful working between 
manufacturers and trade unions, no 
matter how many new immigrants 
come in, radicalism would have no 
chance. If the same method of col- 
lective bargaining is used, Bolshe- 
vism and Communism are out of 
place in the United States as there 
are no grounds in this country for 
them. This was proven by the last 
presidential campaign. Brooklyn, by 
making quality shoes, as always, 
will be able to increase her produc- 
tion greatly, with sufficient help and 
labor will surely not suffer, and we 
will be able to keep our factories 
organized, have order and disci- 
pline and above all, quality product. 

It is impossible in a talk to bring 
out all that is necessary, to impress 
upon the people all that should be, 
and to show how necessary it is to 
make the changes suggested. Selec- 
tive immigration, to relieve labor 
pressure, and give manufacturers a 
chance to make a quality product, 
as we always did make, and even 
under trying circumstances, still 
make, seems necessary. 





New Store at Coalinga, Cal. 


Coalinga Cal.—The Star Shoe 
Store, operated by J. Jarmulowsky, 
a family type, opened here Feb. 14. 
It is located in the center of the 
business district. The store sells 
hosiery, too. 





84 BOOT AND SHOE RECORDER 















®) M.A.PACKARD CO Maker (P) 
BROCKTON 


NETTLETON 
Shoes of Worth 


A. E. NETTLETON CO. 
Syracuse, N.Y., U.S. A. 
MEN’S FINE SHOES EXCLUSIVELY 
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arupsee (77 /PA ARCH 
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MADE IN ROCKLAND, MASS. 
“Ask the Man Who Wears Them” 

















.<\ 
BOSTONIANS 


Commonwearra Snot & Leatuer Co. 


‘WHITMAN, MASS. 








Georg 


FOR MEN Brockton, Mess. 








Howard SHOES | 


BROCKTON, MASS. 


Address all communications to the factory. 











Brooklyn 
(Continued from page 75) 


Some manufacturers here report 


that the demand for the high 
spiked heel is declining and that 
the medium heel, in what is known 





Blond Satin’s Strength 
Very Pronounced 

Blond satin is being cut in 
greater quantities in Brook- 
lyn now than at any previous 
time. Some of the manufac- 
turers, who declared some 
time ago that blond satin was 
waning, have been compelled 
to revise their opinions. The 
demand for blond satin goes 
through all the grades pro- 
duced in Brooklyn, from the 
McKays up through the finest 
of turns. 











as the “Swiss” shape, is gaining 
strength. In most of the newer 
shoes now going through the fac- 
tories the heels are well breasted. 





Santa Barbara, Cal. Mer- 
chants Organize 


Santa Barbara, Cal., Feb. 17.— 
Retail shoe merchants of this city 
recently formed the Santa Barbara 
Shoe Retailers’ Association, at the 
Michael Levy store. The body will 
hold frequent meetings and will 
discuss merchandising problems in 
the shoe industry and other inter- 
esting subjects. The following offi- 
cers were elected: W. D. V. Smith, 
president; Ralph Runkle, vice- 
president; Sidney A. McFarland, 
secretary-treasurer. The new as- 
sociation is co-operating with the 
California Shoe Retailers’ Associa- 
tion in arranging plans for the 
state convention to be held in May 
in this city. 





Textile Color Card Associa- 
tion Meeting 


New York, Feb. 10—The annual 
meeting of the Textile Color Card 
Association of the United States 
will be held at Hotel Astor, Feb. 
18. “Standardization of Hosiery 
Colors” will be the subject’ of an ad- 
dress by John Nash McCullough. 
Dr. Deward Cullin will speak on 
“The Magic of Color.” President 
John Hand will preside and the 
annual report will be submitted by 
Mrs. Margaret Hayden Rorke, man- 
aging director. 
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CO-OPERATIVE 
ASSOCIATION 






















New York 


88-90 Reade St. 
AUCTION TRADE SALES 
of 


SHOES AND RUBBERS 
Every Wednesday and Friday 








STOCK DEPT. 5 


SNAPPY SNAPPY 
ACTION! STYLES! 


“*They’ve Got to be Stetson 
to be Snappy” 2 
THE STETSON SHOE CO., Ine. $4 
Seuth Weymouth, Mass. 








son Gas) om 


A. FREEDMAN & SONS, Inc. 
BROCKTON, MASS. 














Richards & Brennan Co. oe 


Randolph, Mass. 








SNAPPY SHOES 
FOR YOUNG MEN 


the min Btylee. Selling 
canes’ Gammel GouEE to. ee 


CRAIG-REED & EMERSON, Inc. 
Brockton, Mass. 
Boston Office, 10 High St., Room 304 
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ty In Stock. Send for latest pricelit. 





. K GARDINER CO., PITTSFIELD, N.H, 
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SIGNING ENGRAVING TROT YPIN 
Beer ADVERTISING es race 


109 KINGSTON ST. 

















MULTIGRAPH PLATES 


COMPLETE SERVICE 
Engravings, Signature Cuts, Rule Forms, 
Composition, Steel and Copper Face Electros 
Write for Prices 


UNIVERSITY ELECTROTYPE FOUNDRY 
CAMBRIDGE, MASS. 











ee en eS 





ATLANTIC PRINTING CO. 
Producers of Distinctive 
Shoe Catalogues and 
Shoe Booklets 


201 South Street Boston, Mass. 
Telephone, LiBerty 8673 
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ASK FOR 
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SAMPLES — | 
them | 
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TOLMAN PRINT. ING. 
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St. Louis 
(Continued from page 81) 


pleted will have cost $1,350,000. It 
is one block from the C. E. Wil- 
liams Shoe Company. 


McConnell Made Manager 


L. F. McConnell, formerly buyer 
for the upstairs women’s shoe de- 
partment of Nugent’s, has resigned 
that position to become manager of 
the Sonnenfeld’s shoe department, 
operated by the Senac Shoe Co. 
McConnell was formerly associated 
with the Queen Quality Boot Shop 
of Louisville. 








JOSEPH PIETZUCH 


Now with the Shoe Specialty 
Manufacturing Co., makers of 
women’s fine shoes. He has 
charge of styling welt shoes 
and the development of rigid 
and flexible shank type of 
walking shoe. Mr. Pietzuch has 
had much experience in retail- 
ing and designing 


Additional Hosiery Space 


The Swope Shoe Company has 
added additional space to its ho- 
siery department and has installed 
on the west side of the store a com- 
plete and exclusive Gotham Hosiery 
department. The east side of the 
store will still be used as the gen- 
eral line hosiery department. Addi- 
tional fixtures have been used to 
take care of the findings require- 
ments. 








Flexible Turn Shoes 
Fer the Jobbing Trade Exclusively 
F. 8S. ELAM SHOE Co. 


ROCHESTER, N.Y. 
Boston Office, 183 Essex Street 

















‘Bonita Shoe * Baby 


TURNS and SOFT SOLES 


In Stock 


Send tr Cata 


AH Mertin@ 


Mehew ROCHESTER NY 











BOy’s FINE SHOES 
Rockland, Mass., U. 8. A. 


IN STOCK MADE TO ORDER 














AShoe for Boys 
That Wears 














Distributed 
Blice z Richardson Shoe Co. 


PORTLAND, 































PARISTYLE FOOTWEAR MFG. 60., INC. 


41-45 Mochineten Ave., Brookl 
Chicago Office, Security Bidg., 189 W. 
HIGH GRADS a and D’ORSAYS 
of Satin, Quilted Embessed 











“IM STOCK BLACK KID BALLET| 
SLIPPERS” 
Ours Stand the Strain 


6to8 11%) 8 *%%5 

$1.20 $1.30 PS) 

THE KAY JAY SHOE CO, 
Manufacturers 











309-315 Findlay Street 
Cincinnati, Ohio 
Of the For the 
Better Better 
Grade 4 Trade 
BEST-EVER 






Soft-Sole Leather 
Boudoirsand Novelty 
Kimono Sandals 


Write for Prices 
BEST-EVER SLIPPER CO., Inc., BROOKLYN, N. Y. 


Oe 


a7 CREO 











The ‘Quality ‘ 
Pullman Slipper 
RED BLACK TAN 


SWAN SHOE CO. Baltimore, Md. 








—_ Felt and Leather 
Soft-Sole SLIPPERS 
for the Entire Family 
No. 7300 Satin in these 
colors American Beauty 
Copen Blue, Old Rose, 
Lavender, B. Blue, 
Black, Taupe and Pink. 
Send for Price List 
NEW ENGLAND wt RCO. 
WESTBO 








RO. 














Demand Dunbar Designs | 


From Your Manufacturer 


AND BE ASSURED OF STYLE 
AND FITTING QUALITIES 
IN YOUR SHOES. 








Where to Buy 
Wanted Styles 


An extra Editorial Service to 
“Recorder” . free for the 
asking. Write and tell us what 





you would like to know. 
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Dayton Merchants Meet 


Dayton, O.—Several interesting 
and important subjects were dis- 
cussed at the recent meeting of the 
Dayton Shoe Retailers’ Club. Re- 
ports were submitted on the N. S. 
R. A. and St. Louis meetings. 

The advisability of conducting a 
shoe style show sponsored by the 
shoe club was discussed at length. 
It was thought best to hold it some- 
time in March at Memorial Hall. 
President Meyer appointed a com- 
mittee to obtain all the information 
necessary. 

Those present included: P. J. 
Myer, L. A. Miller, Craig Thur- 
mond, John A. Schoenhals, W. J. 
Haberer, Ed. Hageman, J. H. Kies- 
well, K. M. Horne, C. W. Chaffee, 
J. L. Schoenhals, Jr., A. W. Dare, 
Howard Arnett, DeWitt Altenburg, 
J. C. Grimess, H. D. Pepple, Geo. 
A. Campbell, Henry F. Hageman, 
Otto Buehner, James K. Eaton, 
Clarence Turner, Chas. V. Hage- 
man, John J. Santry, Jr., Geo. Ris- 
ley, Jr., Paul E. Johnson. 


William D. Dodge Shoe Co. 
Incorporates 


Newburyport, Mass., Feb. 19— 
Among the new corporations in this 
state is the William B. Dodge Shoe 
Co., of this city, the capital being 
$50,000. Officers include: William 
G. Dodge, president and treasurer; 
Charles Arnold, vice-president; and 
Peter I. Lawton, Ellen B. Dodge 
and Dennis F. Dow, incorporators. 
The new company is operating on 
the top floor of the building of the 
N. D. Dodge Shoe Co., on Kent 
street, which firm it succeeds. It 
makes women’s high-grade turn 
shoes. 








Boston Retail Salesmen 
Meet March 2 


The Boston Retail Shoe Salesmen’s 
Association will hold its next meet- 
ing at Dupont’s, West street, on 
Monday evening, March 2,. at 
6 o’clock. The program will be pre- 
ceded by a dinner. The speaker on 
this occasion will be Charles E. 
Fish, General Agent of the Phoenix 
Mutual Life Insurance Co. for 
Eastern Massachusetts, who will 
take for his subject “Service.” 

Ray A. Robertson, retail shoe 
salesman at E. W. Burt & Co., Inc., 
champion runner, and participator 
in the 1924 Olympic games, held at 
Colombes, just outside of Paris, on 
June 15, last, will give a talk on 
“The Olympic Games, and Shoes 
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MANHATTAN FINDING CO. 


107 Duane St., New York City 
Specializing in 
“KOM-FUT” ARCH SUPPORTS 
BALLET SLIPPERS 

OCK 


IN ST 
on $1.15—Misses’ $1. — yA Sn 25 
Toe—Prices from $2.30 




















BLOG SHOE FINDING CO., INC. 
147 Duane St., New York. N. “Y. 








BALLET AND GYM SHOES 
BLACK VICI KID—IN-STOCK 
Very * aaaee No. 116 

2% to $1.00 


Men's Leather House 
Slippers In Stock 


Athletic Shoe Mfg. Co., 124 N. Third St., Philadelphia 














QUALITY BALLETS— eteba 
Soft Toe Hard Tee 
Mie Nae ja ase 

11%/2 20 
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Also Men’s and Women’s Slippers of every description. 
METROPOLITAN SLIPPER CO. 


134 W. B’way, near Duane St. New York 





BALLET SLIPPERS — IN STOCK 
(Made by Ballet Specialists) 

oy Sk 8102 ts Glazed 

8-11 11%-2 2 

31.30 Ke sia 

SCHWARTZ 4 HERDER 




















Mfrs. of High Grade Athletic Shoes 
241 Me. (ith Street - - Philadelphia, Pa. 
Sumith 
} 
BALLETS 






6 W MONROE ST 
CHICAGO 
W2 SUMNER SMITH 

















Do You Know? 


That you can buy or sell it through 
the “Where to Buy” columns. This 
feature in its quick service is a time 
saver in meeting immediate needs. 
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: WHERE TO BUY 7 
Stender Shoe Metatols § 








The One 
Waterproot 
seather That 
Takes and Re- 
tains a Polish. 





CREESE & COOK CO. 
Tanneries at Danverspert 95 South St., Besten, Mass. 








Colored 
Chrome 
Sides 

Beggs & Cobb, Inc., Boston, Mass. 











F. a Treas. 
w. OOF. G DONALD, Ves: 


F. E. JONES CO. 
FANCY COLORS 


MAT KID 


95 SOUTH STREET BOSTON, MASS. 











COATED GEM DUCK 
ADHESIVE BACKING CLOTH 


Rubber and Leather 
Dry Foot Welting 
Sheet Rubber Soling 


B. F. CHAMBERLIN 
184 Summer Se 





oring “3: 


Russell ManufacturingCo. 
Middletown, Conn. 
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Actual Size | tt 


3 EMIL RUBLACK 


Maker of Artistic 
PRICE TICKETS 


Shoe trad 
wee anes FE pe 


Established 1903 


140-142 WEST BROADWAY 
No. 400 $3 per 100 NEW YORK, N.Y. 











INFORMATION 


for Shoe Merchants 
“WHERE TO BUY” constitutes a 


pages may read 














Worn in these Games.” Mr, Robert- 
son held the world’s record up to 
1924 for 400 meters, which he ran 
in 48 1/10 seconds. 

President Greenwood and the 
other members of the governing 
board are continuing the drive for 
new members and on the special 
features for increasing the treas- 
ury. 

Percy E. Thayer, head of the 
Educational Committee, has in 
mind a “Service Pledge Card.” 
Each new member will be asked to 
indorse the “Golden Rule” of the 
association for “Better Service” in 
all of its phases. 





Combining Leather and 
Latex 


What is latex? It is the milk from 
the rubber tree. What is leather? It 
is made from the skins and hides of 
animals. How do we make leather? 
There are two methods of tanning 
leather; one is called vegetable and 
the other mineral. Vegetable tan- 
ning of skins is thousands of years 
old, and the basic methods remain 
the same today. Mineral tanning 
of skins is new as a commercial 
product, and during the last 30 
years has advanced the art of tan- 
ning a long way. Ninety per cent 
of the uppers of our shoes today are 
mineral tanned. The uppers of 
these shoes of today will wear 
out the soles of the shoes several 
times, and the lone cry of the public 
is, “Give us a sole on our shoes that 
will wear as long as the upper.” 

During the vegetable period, 
when both the uppers and soles 
were vegetable tanned, there was 
not so much complaint, because the 
uppers lasted about as long as the 
soles, but now because the uppers 
are mineral tanned, and the soles 
vegetable tanned, the big cry from 
the public is voicing itself more 
and more every day. How are the 
practical men of the leather tan- 
ning and shoe manufacturing in- 
dustries to solve this problem? 

Latex, or rubber, only became 
commercialized in 1838. Mr. Good- 
year was not a chemist, nor was 
he looking for anything to toughen 
rubber when he accidentally discov- 
ered the action of sulphur in a 
skillet full of rubber. But what 
wonderful strides has the’ commer- 

cial world made since in rubber 
products? 

This is the voice of the better 
self of the shoe manufacturer, who 
is not content to speak alone of 
the vegetable tanned leather of to- 
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J. R. BEATON COMPANY, Inc. 
831 FOURTH AVE., NEW YORK 





CHICAGO aes yay ATLANTA 
BOSTO SAN 
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DR. CAMPBELL’S HEALTH SHOES 


Women’s Boots In Stock 
5 LASTS—12 STYLES 
$4.60 to $5.25 








POWELL & CAMPBELL 
Mtg. Wholesalers of Dr. Campbell's Health Shoes 
122-124 Duane St., New York, N.Y. 














day and at the same time is not.con- 
tent to use his honest efforts to 
swing the time-honored creation of 
the leather shoe into the rubber 
factory, but who is constantly urg- 
ing for something better in the 
soles of shoes, something that will 
contribute economically to public 
appreciation of the shoe industry. 
Can chemical inventive genius 
bring about a union of the fibres 
of leather with the latex of rubber? 





New Shoe Stores 


Barash Stores, 126 North Poin- 
settia street, West Palm Beach, Fla., 
men’s and boy’s shoe departments 
to open March 1. 

The Star Shoe Store, J. Jarmu- 
lowsky, proprietor, family shoe 
store, Coalinga, Cal. 

Newcomb-Endicott Co., Depart- 
ment Store, Woodward avenue, De- 
troit, Mich., to add men’s depart- 
ment March 1. 

Burns’ Shoe Store, family shoe 
store, Hornell, N. Y. 


$2,000,000 Building 


Miami, Fla., Feb. 18—The New 
York Department Store is building 
a seven-story structure here at a 
cost of $2,000,000. The various shoe 
departments of the present store 
will be segregated, L. Roth, buyer, 
reports. 
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Where 557% is 807% 


55” in number 


55 per cent of the manufacturers having 
exhibits at the Boston Show featured 
Natural Crepe Rubber Soles. 


80” in production 


As these manufacturers included some of 
the largest producers, they represent at least 
80 per cent of the shoes made in this country. 


—and 1007 in style influence 
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NATURAL CREPE RUBBER. 
| “Plantation Finished | 









NATURAL CREPE KEEPS ITS SHAPE 














I, 1925 











February 21, 1925 BOOT AND SHOE RECORDER 


Be a Starter—Not a Trailer 


HALF A DOZEN large shoe manufacturers, acting together, 
/-\ could put over a style, a principle or an idea in shoes. 
Not only a half a dozen leaders but 55 per cent of the prominent 
manufacturers are now showing 1925 styles with soles of Natural 
Crepe Rubber. 


For Everybody’s Everyday Wear 


Styles were shown at the Boston Show for men, women and children 
in all the standard styles of business shoes for men, walking shoes 
for women, and play shoes for children. 


Extensively Advertised to the Public 


When the retail selling season opens, Crepe Rubber Soles will be 
advertised to the public in the Saturday Evening Post and local 
newspapers throughout the country. 

Manufacturers, jobbers and dealers, who want to get the greatest 
returns from this advertising, will see that their own announcements 
appear near the large advertisements put out by the Rubber 
Growers Association. Dealers will use their local papers. Jobbers 
and Manufacturers will use the Trade Papers so that every one will 
know just where to get the shoes they have been reading about. 


Get Your Name on Our Index 


Send us your name so we can send you schedule of dates when our 
advertisements appear. You can then tie your advertising up with 
ours to get the greatest results for you. 


Handbook Free 


Send the coupon for the new Handbook which tells all about 
Natural Crepe Rubber (Plantation Finished) and details of its 
application to all styles of shoes. 


k 
d the Coupon for the Handboo 
Sen 
England 
s 1 TION, LONPY. Cc ubber 
R Madison y The Crepe ing 
BER _G 244 book © * showing 
wrt ae ie : tw Xvertising ay will appear 
repe . where an 
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Name... 





Address.-- 


City. 
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arles T’. Wilson Co., inc. 


82 BEAVER ST., 
NEW YORK CITY 


We carry stocks of all grades 
and thicknesses of 
RUBBER 


CREPE, SOLING 
for 


IMMEDIATE AND FUTURE DELIVERY 


‘eeu 


Your name on our mailing list 
will assure you of receiving our 
periodical market reports. 


SAMPLES AND PRICES ON REQUEST 


GEO. W. DE SMET 


666 Summer Street 
BOSTON 


and 


133 W. Washington Street 
CHICAGO 


offer for prompt shipment in all 
thicknesses 


NATURAL CREPE RUBBER 
| ‘Plantation Finished | 
SOLES 


Write nearer office for further 
information. 


Sheets-also available. 


WA W900 Wd WO 
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NATURAL CREPE RUBBER 


: 

[ “Plantation Finished | : 

We Specialize in All Grades of = 
Natural Crepe Rubber = 
(Plantation Finished) ! 

And Are Direct Importers of 5 
Harrisons and Crosfield’s : 
Estates e 

= 

Write for Samples and Quotations 2 
= 
LITTLEJOHN & CO., Inc. Z 
137 Front Street = 

New York City é 

LOUTH OUH OOOO 








ASK YOURSELF 
THESE QUESTIONS 


If you want the maximum of advertising 
results, ask yourself these questions when 
selecting mediums: 

What is the evidence of READER 
INTEREST? 

Is the paper essential to its field? 

Is reader interest proved by volun- 
tary paid subscriptions? 

Are the paid subscriptions audited 
bythe Audit Bureauof Circulation? 

(Twelve Thousand “Boot and 
Shoe Recorder” paid subscrib- 
ers are audited by the Audit 
Bureau of Circulation.) 

Is the character of the paper veri- 
fied by the Associated Business 
Papers, Inc.? 

(The character of the “Boot and 
Shoe Recorder” is verified by 
the Associated Business Papers, 
Inc., of which it is a member 
publication.) 








When writing to advertisers please mention Boot ann Suoz Reconper 
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WHITE - - - WHITE 
SEMINOLE VEALS 


Advance information from style centers shows an active demand for all 
white footwear and indicates a white shoe year. 
The clear whiteness, the unrivaled fineness of grain and mellowness of feel 
of SEMINOLE VEALS, white, well merit the consideration of the careful 
shoe buyer who specifies leather. 
Economy in cutting holds down the cost. 
In weights suitable for the daintiest of footwear 
PROMPT SERVICE 











Fred Rueping Leather Company 
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¢ Louis; New York; 
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Northampton, England 
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I believe satin shoes today are as staple as any other ma- 
terial we are selling, and as far as the wearing quality is con- 
cerned, we have not had any trouble with the satin we have 
sold during the last few seasons. Although satin has not sold 
as big as patent leather and suede this Fall, I believe that 
satin shoes will come back big this Spring, as they make a 
very comfortable shoe. 


_ F. A. Hagemeister 


THE H. M. & R. SHOE CO., 


Toledo, Detroit, Cincinnati 
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‘DARBROOK | 





SHOE SATINS& 








A Staple Material 


XPERIENCE in the store and stock room 

has made clear the stability of satin, as Mr. 
Hagemeister indicates in his comment on satin 
footwear. It is not a question of whether to buy 
satin shoes or not—but to be exacting as to satin 
quality. 
DARBROOK SHOE SATINS have these im- 
portant merits, they are woven specifically for use 
in shoes. They have the strength of texture—the 
lustrous surface—the correct color—the uniform- 
ity of weave and that indefinable quality, style— 
that assure pretty shoes—practical shoes and shoes 
that you know beforehand will give satisfaction. 


Back of all of this they bear the name DAR- 
BROOK and on the fabrics which bear this trade- 
mark—Schwarzenbach Huber & Company are 
staking their century-old reputation and their 
standing in the world’s silk trade. 


Is it not then an added assurance of satisfaction 
to have DARBROOK SHOE SATINS in your 


satin shoes? 


Schwarzenbach Huber & Co. 


470-478 Fourth Avenue 
New York City 


Represented by 


W. A. Gallup T. F. Leary Henley & McGaghey’__ G.. Fitzgerald D. J. Finn 
Cincinnati Boston St. Louis New York Philadelphia 
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: This beautiful style will prove a 
Fast Seller 
Wesson --- Style --- Beauty --- Quality --- Wesson 
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No. 524—Black Satin Pump, 16/8 Full Breast- 
RS ere ann $3.75 
No. 1524—Blond Kid Pump, 16/8 Full Breast- 
PPT $3.90 
No. 2524—Gray Kid Pump 16/8 Full Breasted 


MG csen0ds se cneenneeneneene $3.90 
Widths—A, B, C, D. 


aoe A. E. WESSEL & SONS ote ony ot eek Be 


>, 
- 
2) 
= 
4 222-24-26 Liberty St. 
~ 
> 
- 
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- 
- 
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St.. Philadelphia, Pa. 
M. B. Wessel, Sales Mer. 


Camden, N. J. 


Better Grade McKays 


BRANCH OFFICES 


San Francisco New York City Ghicago New Orleans 
407 Pacific Bidg. 127 Duane St. 500 No. American Bldg. 105 Decatur St. 
I. D. Zeffert R. B. Nicholl Leslie J. Boze 


Sidney Rule 
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TO RETAIL AT $5.00 


Extraordinary Values 





Genuine Imported—Silver Brocade 
““Nuff Sed”’ 
IN STOCK 
2% 10 Net 30 F. O. B. Boston 


$3.60 





$3.60 


No. B4285—Genuine 


tora Rhinestone ‘Buttes, 10/8 fall covered ROGERS BROS. SHOE CO. xe Pie Seat 





Silver Brocade, Silver 
aes Oe 16/8 full covered 


heel. Widths, BED venaeses 
RE OE Mie Te Cats BE 59 Lincoln St. Boston, Mass. "me Witin -CPemnnn 











GROPING IN THE DARK 





Time was when the purchase of advertising 
space was a “blind groping in the dark.” Ad- 
vertisers had no means of checking a pub- 
lisher’s statement of circulation and often 
these figures were unreliable. 


In six years the Audit Bureau of Circula- 


tions has solved this perplexing problem. By 
a systematic analysis of distribution and 


methods this organization is able to supply 
just the data an advertiser needs. The dark- 
ness is dispelled and the bright light of veri- 
fied facts takes its place. Space buyers no 
longer find it necessary to grope in the dark. 


There are no dark spots in the Boot and Shoe 
Recorder circulation. Our records are audited 
by the Audit Bureau of Circulations. 








When writing to advertisers please mention Boot anv Suor Recorper 
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Fine Weather in Atlanta 
Stimulates Retail Buying 


ATLANTA—A good increase in 
the volume of wholesale shoe busi- 
ness is noted in the current busi- 
ness report of the Federal Reserve 
Bank of Atlanta, covering condi- 
tions in the group of southeastern 
states from New Orleans to the At- 
lantic Coast. The wholesale shoe 
business during December was ap- 
proximately 20 per cent better than 
during the corresponding month of 
the year before. 


Novelties Sell Freely 


Merchants selling footwear re- 
port that exceptionally fine weather 
of late is serving already to create 
some demand for the spring nov- 
elty lines, and that, as they had 
previously predicted, the wants of 
the trade have been for both pumps 
and straps, with combinations of 
brown and black the best sellers. 
Blacks and lighter shades of tan 
slippers are moving very well. 

For spring the outlook portends 
these same lines. 


Selling Sport Styles 


The warm weather has created 
some demand already for sport 
wear low shoes in the men’s depart- 
ments, but for the most part busi- 
ness to date has been in black and 
light low shoes, in plainer patterns 
principally. 


Good White Trade 


Salesmen covering the Southeast 
for the various Atlanta jobbers 
have been doing an excellent busi- 
ness the past month in white goods 
merchandise. 


New Shoe Store 


The City Shoe Store is the name 
of a new retail concern organized 
and incorporated the latter part of 
January at Johnson City, Tenn., 
where the company is preparing to 
enter the retail shoe field as soon 
as arrangements can be made. 


Seeking New Members 


It is the plan of the officers of 
the Southeastern Shoe Retailers’ 
Association during the next few 
months to inaugurate a more in- 
tensive campaign than ever in the 
four states included in the organi- 
zation for enrolling new members. 
Plans are already formulated by 


the officers to make the 1925 an- 
nual meeting the best and largest 
shoe merchant gathering that has 
ever been held in the Southeast. A 
stronger effort than ever will be 
made to obtain speakers who are 
nationally known in the shoe in- 
dustry, and to arrange another 
style show. The scope of the as- 
sociation now takes in the states 
of Georgia, Florida, Alabama and 
South Carolina. 





Rhode Island Association 
Has Code of Ethics 


Providence, R. I., Feb. 4—The 
Rhode Island Shoe Retailers’ As- 
sociation held its February meet- 
ing Tuesday night at the Walk- 
Over store. The next meeting will 
be the annual meeting and dinner. 
Officers will be elected. The follow- 
ing is a code of ethics recently 
adopted by the association: 

I. The foundation of business is 
confidence, which springs from in- 
tegrity, fair dealing, efficient serv- 
ice and mutual benefit. 

II. That our vocation is a worthy 
one affording us a distinct oppor- 
tunity to serve society. 

III. That the exchange of our 
goods and service, and our ideas 
for profit, is legitimate and ethi- 
cal, provided that all parties in the 
exchange are benefited thereby and 
no deception. is practiced. 

IV. That our best endeavors 





The Main Idea 


Play your game and your stuff 
Life’s too brief for any 
more; 
There’s no time to throw a 
bluff 
In the shadow of the score; 
I’ll admit there’s little sweet 
In the dust and mire and 
muck, 
Yet the short road to defeat 
Is to sit and curse your 
luck; 
Give them all you have—and 
then 
If it doesn’t cash a bet 
By tomorrow, start again. 
Fate has whipped no fighter 
yet! 
—Grantland Rice, 
Walk-Over Factory Prints. 
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should be to elevate the standards 
of the vocation in which we are- 
engaged, and so conduct our af- 
fairs that others in our vocation 
shall find, it wise, profitable and 
conducive to happiness to emulate 
our example. 

V. That we will consider no per- 
sonal success legitimate or ethical 
which is secured by taking unfair 
advantage of certain opportunities 
in the social order that are abso- 
lutely denied to others. 

VI. That our employees be paid 
wages consistent with living condi- 
tions and service rendered and giv- 
en every opportunity of advance- 
ment. 

VII. That truth, honesty and 
courtesy will be observed with all 
factories and houses of whom we 
buy. 

VIII. That we will strive to in- 
crease the efficiency of the craft, 
by the exchange of ideas and busi- 
ness methods, not to make or allow 
our employees to make false or dis- 
paraging remarks or circulate 
harmful rumors respecting a com- 
petitor’s product, price, business or 
personal standing. 

IX. That an obligation be placed 
on all members of the craft to a 
fearless and faithful performance 
of the duties prescribed, and re- 
quiring observance of the code by 
those who desire to continue mem- 
bership in the association. 





Farrell Buyer for Jenss 
Bros. 


Niagara Falls; N. Y.—John F. 
Farrell recently joined Jenss Bros. 
of this city as buyer for this de- 
partment store’s shoe departments. 
Prior to making this connection, 
Mr. Farrell was with the Jordan, 
Marsh Co., Boston, for two years; 
prior to that with the Hartman- 
Mason Co., Glens Falls, N. Y., as 
buyer and manager and for some 
years before that he was with the 
C. F. Hovey Co., Boston, as assist- 
ant shoe buyer. 





Scarcity of Sheepskins 


Peabody, Mass.—A North Shore 
tannery has been closed because it 
can get no sheepskins to tan. Others 
have curtailed production for the 
same reason. There is a scarcity of 
sheepskins. At the same time, sheep 
is being used for more purposes 
than ever before. 

These circumstances explain why 
shoe manufacturers ask buyers to 
pay more for shoes that are lined 
with sheep leather. 
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YJ OMEN who buy 
shoes for $6 and $7 


are criterions of the subtle 
elements in a shoe— 
First the style—but of 
greater importance to 
this type of woman, each 
detail must be correct. 


LEONARD, SHAW & DEAN 
made this fine shoe of 


ROSER’S PIGSKIN 


because it was the best 
they could find in the 
leather market. 


HERMAN ROSER& SON Inc. | 


GLASTONBURY, CONN. 








Art Craft Shoes are Master- Kentia Plant and Pot 
Natural Prepared 


fully made—with the de- QAMWYf7i((| / 
: Ae 2 SRS L - With Pot 

mands of this critical market = SSN “3 > No. Leaves Height Each Per Dos. 
° . iz S 1" ber bates 32769 /9 9 42 in. 
constantly in mind. : <= a eS 
|Z 32769/20 20 9 ft. 

Get our SPRING CATALOGUE, illus- 

trated in eters, tees 32 mailed FREE 


FOR THE AS Make a selection 
of Flowers, Plants, etc., decorate your 


) : = i 
i : window, interior or home; create Easter 
ef t Craft - = Air and Business ahead of your slow 
¢ E: competitor. 


i FRANK NETSCHERT, INC. 
; 61 Barclay Street New York, N. Y. 





XK Out for Business and Profits? XK 


Shoe Makers 


Nat WEIss boudoir line. My boudoirs are 


If you are, I suggest sampling my 


as sales makers and 

profit producers. They have that 

different look which im- 

presses one with their ex- 

cellence. Carried in stock in 

black and colors with 
leather and rubber heels. 


At Once Deliveries 
If your jobber cannot supply you, write me 


da aa i A. W. GREELEY 
}x{ 12 Duncan St. - - - Haverhill, Mass. K 


When writing to advertisers please mention Boot anv Suox Recorper 


President and Treasurer 


Factory at 1 Box Pace 


LYNN. MASS. 
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This Coupon 
Will Save You a 
Lot of Writing 
and Looking 
Around 


Every so often you want to make pur- 
chases of equipment or supplies. You 
want to know what is to be had in line 
with your requirements at about the 
price you want to pay. The usual pro- 
cedure then would be to go to the houses 
selling the items wanted or to write them 
for catalogs. 


The Recorder makes it easier for you to 
get in touch with this market. Instead of 
sending several inquiries to different 
places, send one to one place. Just check 
your wants on the coupon below and mail 
to Western Service Dept., Boot and Shoe 
Recorder, 189 W. Madison St., Chicago. 
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Are You Interested in 
Window and Interior LIGHTING? 
Write for Interesting Booklets—FREE 











Do You 


a) | 
[EQUIPMENT eed Some = 
4\ of These 
‘ =~ \d Items? 
all ase . 


LIGHT | | 
FIXTURES 








For any infor- 
mation on 
equipment, 

write the West- 
ern Service 





eee 
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Mail This Coupon for Manufacturers’ Catalogs and Literature 


lection 
e your 
Easter 
r slow 





Oo Ietorior Lignin’ 

O Interior Lighting 

0 Color Reflectors 

O The Hosiery Survey 
0 Booklets on Leather 
0 Show Cards 

D0 StockRecord Forms 
0 Sales Record Forms 


Store Equipment 

0 Store mt Construction 
a — Cases 

Oo M 

o Saves 


Oo ——s. . 

o itting too! 

0 Shoe Mirrors 

O Cash Registers 

© Cash Carriers 

o AstageephicteieSegisters 

O Foot Measuring Devices 

Window Equipment 

O Permanent Bechqrounds 

Q Shoe Display Fixtures, 
Wood 


O Shoe Display Fixtures, 
Crystal 
Oo _— Display Fixtures, 
e 
O Hosiery Display Fixtures 


0 For Men 
O Souvenirs 0 For Women 
O For Children 


Tei te nen en el elm me I el eee LULL HLL nbe na 


Decorations 

O Floral Decorations 
O Special Backgrounds 
O Rugs 

G Pillows 

0 Valances 

O Decorating Plush 


Office Equipment 


© Sales Check Books 


Miscellaneous 

O Repair Equipment 

O Play Room ipment 
O Duplicators 

O Stock Boxes 


O Arch Supports, non metal 


0 Shoe Trees 


Advertising Novel | Foe Wer 
a Advertisi ovelties | O For Women 
O For Children 


Remarks 























Store Name 





Address 





City and State 
2/21/25 


Address Shoe Store Service Department, Boot 
and Shoe Recorder, 189 W. Madison St., Chicago 
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CLASSIFIED AND OPPORTUNITIES DEPARTMENT 


OSITIONS WANTED—Four cents per word for each insertion. 
Minimum amount accepted, seventy-five cents. For other ae ‘ 
advertisements, seven cents per word for each 
mum amount accepted, $ $1.25. PG ene OS hang oe A. 
up to noon on Tuesday of week of publication date advertisers 
desire answers to come in care of this twelve words must be 
7.00 6.00 5.00 allowed in eac each advertisement for address. advertisers desire 


each 
10.50 9.00 7.50 crust be counted in the edvertisement and paid for 
letter postage. 


_ Recorder rates for space less than one-eighth page per 


13 times 
$3.50 


26 times 
$3.00 


1 time 7 times 52 times 


$2.50 


14.00 12.00 10.00 to ads must be sent under 
Payment in advance is required, except when regular advertisers, as amounts are too small to open accounts 














SALESMEN WANTED SALESMEN WANTED SALESMEN WANTED 


GIDE LINE SALESMEN everywhere who call 
\) on shoe dealers. Pocket sample, ey com- 
enver, 











mission. Cramer Arch Cushion Co., 
Colo. 


ANTED—Salesman for Eastern and West- 


ARE YOUR EARNINGS GROWING? 
ANY EXPERIENCED, PREFERABLY YOUNG, 





ern Pennsylvania. A good general line, in- 
cluding women’s felts and comforts, also boys’, 
youths’, gents’, misses’ and child’s shoes and 
pumps. A good repeat line. Goods in stock. 
Address B-307, care Boot and Shoe Recorder, 
207 South Street, Boston, Mass. 





EXPERIENCED salesman wanted to carry 
our line of growing girls’, misses’ and 
children’s light, flexible, medium-priced Mc- 
Kay shoes on commission basis; also a high- 
class line of children’s turns and flexible welts. 
Territory: Wisconsin, Minnesota, Northern 
Michigan, North Dakota, South Dakota. John- 
son-Baillie Shoe Co., Millersburg, Pa. 


WANTED—Selesman to carry side line on 
Pacific Coast, selling women’s novelty line 
of flexible McKays retailing from $5.00 to 
$6.00. Commission basis, 5% on accepted or- 
ders. About 18 samples, new patterns every 60 
days. Address 207 Essex St., Room 202, Bos- 
ton, Mass. W. J. Goodbar. 





SHOE SALESMAN 





WHOSE PAST RECORD IS 
CLEAN AND WHOSE SINCERITY AND DESIRE 
TO IMPROVE IS GREATER THAN HIS PAST PER- 
FORMANCE, BY ANSWERING THIS ADVERTISE- 
MENT CAN GET FULL KNOWLEDGE AND DE- 
SCRIPTION OF OUR PROPOSITION. 

We are not primarily interested in closing territories 
immediately, but men interested in either an immediate 
or eventual change should now write to Address B-311, 
care Boot and Shoe Recorder, 207 South Street, Boston, 
Mass. All inquiries will be held in strictest confidence. 











GALESMAN WANTED to carry snappy line 
of men’s medium-priced shoes. An old-time 
concern under new management has several 
desirable territories open. H. T. Wright, Levy 
Shoe Co., Chicago, Ill. 


re to carry fine grade of McKay 
shoes as a side line for the following 
states: Michigan, Washington, D. C., Illinois, 
Wisconsin and West Virginia. Address B-308, 
care Boot and Shoe Recorder, 207 South Street, 
Boston, Mass. 


GHOE SALESMAN callng on department and 
exclusive shoe stores in and around New 
York to carry a few items as a side line. A 
very attractive proposition. Room 461, 47 W. 
34th St., New York City, N. Y. 


Warsi line i salesmen to sell hosiery as 
ve = a“ liberal commissions paid. Ad- 
, Box 266, Elizabeth City, N. C. 














ROOKLYN manufacturer of high-grade, 

novelty, McKay, women’s shoes has an 
opening for a high calibre salesman for New 
York City and vicinity. One who has a fol- 
lowing amongst the better class of trade. Ex- 
cellent opportunity. Give full information in 
first letter. Address Box K-754, care Boot and 


age 3 Recorder, 127 Duane Street, New York, 





TRAVELING SALESMAN (Men’s) capable 
of representing high-grade line in profitable 
territory. State qualifications and age. Confi- 
dential. Address B-301, care Boot and Shoe 
Recorder, 207 South Street, Boston, Mass. Our 
salesmen have full information regarding this 
advertisement. 





GALESMEN — Side line everywhere. Men are 
reaping a harvest. Get in line with a win- 
ner. Write Mr. Albert Reiter, sales manager, 
1815 So. Turner Ave., Chicago. 





SALESMEN WANTED 


We have several openings in New Eng- 

rn Penn. and Western Penn. 
for live salesmen, who are familiar 
with rubber footwear and tennis lines, 
on straight commission basis. Address 
Eastern Rubber Co., 72-74 High St., 
Boston, Mass. 


WANTED 


Experienced shoe salesman, acquainted 
with large jobbers and department 
store trade to handle a well known line 
of popular-priced fancy McKays. Ad- 
dress B-310, care Boot and Shoe Re- 
corder, 207 South Street, Boston, Mass. 














Shoe Salesman 


wanted for the larger cities 
in New York, Pennsylvania, 
Baltimore and Washington. 
Must be of proven ability 
and able to obtain results. 
Stonefield-Evans Shoe Com- 
pany, Rockford, Til. 














WANTED 
Wide quate ine salesman to sell corki 


ALESMAN WANTED—Salesmen who now 

represent a creditable line of men’s or 
thildren’s shoes in one or more of the states 
named below, who might be interested in car 
tying also a well known, trade marked sam- 
ple line of medium and fine welts and turns 
for women’s wear, are invited to communicate 
with Box B-292, care — and eee ae ler, 
207 South Street, Boston, Mass. 
Minnesota (outside of Twin Cite)” 
—_ South Dakota, Nebraska (outside of 

maha). 


ALESMAN to cover New England, New 

York and Pennsylvania with a popular- 
priced line of children’s stitchdown shoes and 
sandals, on salary or commission. One who is 
acquainted with volume buyers and can pro- 
duce results. Good opportunity for right man. 
State experience, annual business and refer- 
ences. Address B-296, care Boot and Shoe Re 
corder, 207 South Street, Boston, Mass. 


ROOKLYN manufacturer of ladies’ high- 

grade turn shoes, with capacity of 1,500 
pair a week, have to offer excellent opportun- 
ity to a live wire salesman for out of town 
and part of New York. Applications consid- 
ered only from men with established de. 
Give full particulars in first letter. A) 
tions will be held strictly confiden 
dress K-751, care Boot and Shoe Recorder, 
Duane Street, New York. 


ALESMEN WANTED to carry a high-grade, 

popular-priced factory line of felt and 
leather slippers in Oklahoma, Georgia, 
Louisiana, Alabama, Tennessee, South Caro- 
lina, Kentucky and Indiana. Only men with 
established trade and good records need apply. 
Address B-298, care Boot and Shoe Recorder, 
207 South Street, Boston, 














WANTED—A live salesman for 
the state of California by a 
Middle West manufacturer of 
men’s medium high-grade welt 
shoes. Will consider only men 
who have established trade in 
this territory. Best references 
required. Address B-309, care 
Boot and Shoe Recorder, 207 
South Street, Boston, Mass. 
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SALESMEN WANTED 


MANAGER WANTED 


MANAGER WANTED 





GALESMEN to carry fine line soft sole raoc- 
casin. Start step side line. Liberal com- 
miei | references. Boston Baby Shoe Mfg. 

, 84 ‘Cross Street, Boston, Mass. 


SaceSMAN WANTED—Salesman familiar 

with states of Iowa, Nebraska and 
North x. South Dakota, for a live house 
making snappy line of medium priced wom- 
en’s welts, turns and McKays. Applicants 
must be actively engaged in selling women’s 
shoes on territory at the present time. 
State age, =e and references from the 


territory. Box B-294, care Boot and Shoe Re- 
corder, 207 South Street, Boston, Mass. 


SALESMAN WANTED—Salesman familiar 
with the states of Illinois, Wisconsin and 
Minnesota, for a live house making snappy 
line of medium-priced women’s welts, turns 
and McKays. Applicants must be actively en- 
gaged selling women’s shoes on the territory 
at the present time. State age, experience and 
references from the territory. Box B-295, 

and Shoe Recorder, 207 South Street, Boston, 
Mass. 


EXPERIENCED SALESMAN wanted to carry 
on commission line of Infants’, Children’s 
and Misses’, Kesco Turns and Stitchdowns, in 
Montana, N. Dakota, South Dakota, Minne- 
sota, Wisconsin and Michigan. Address with 
7 The Kepner-Seott Shoe Co., Orwigs- 
burg, Pa. 

















WANTED— Experienced salesmen, on strict- 
ly 7% commission basis to show our line 
of some thirty samples of high-grade arch sup- 
Foo. "Some novelty” shoes. Stock provestion 
00. Some novelty shoes. Stock peepee. 
erences requi Westcott Whitmore Co., 

nih W. Water St., Syracuse, N. Y. 








GENERAL MANAGER for shoe factory making 
Wanted: ®medium-grade ladies’ welts, turns and McKays. 

*Must have thorough knowledge of all branches of 
manufacturing; understanding of lasts and figuring costs; ability to 
design and select styles; have a good grounding in 
some selling if necessary. In short, the ability te control and to get full 
co-operation of all departments of the business. Factory is located in 
desirable surroundings as to problems of help, residential and educational 
facilities. Reply, giving full particulars as to your experience, qualifica- 
tions and references, which will be kept strictly confidential, to B-312, 
care Boot and Shoe Recorder, 207 South Street, Boston, Mass. 


sales, in fact, do 











SALESMEN WANTED 





BUSINESS OPPORTUNITY 








SALESMAN WANTED for Central and 
Southern Illinois to sell a snappy line of 
Men’s Dress Shoes, ranging in price from 
$3.60 to $4.00. Give references and experience 
in first letter. E. B. Piekenbrock & Sons, Du- 
buque, Iowa. 





BUSINESS OPPORTUNITY 





Are you looking for a 
BETTER FACTORY ne ena all 

We offer a modern, two-story conc 
building 13,000 sq. ft. in a io ile 
American town of 5,000 population. 
Served by four railroads. Six hours 
from New York City. Address B-316, 
care Boot and Shoe Recorder, 207 
South Street, Boston, Mass. 














GALESMEN WANTED to sell popular-priced 
line infants’ 1/6 flexible turn and 2/11 
stitehdown shoes of merit, in connection with 
line now handling; over fifty styles in stock ; 
71% commission. Give references and full par- 
ticulars. Maize Shoe Co., 420 St. Paul St., 
Rochester, N. Y. 


ALESMAN to carry nationally-known line 

of Turn Boudoirs, leather soles, in colored 
leathers and quilted satins; also Ballet Slip- 

s, soft and hard toes, as side line. Address 

280, care Boot and Shoe Recorder, 207 
South St., Boston, Mass. 





OPPORTUNITY 
Retiring partner offers his interests in 
reliable shoe manufacturing establish- 
ment. Excellent opening for an ambi- 


tious young man with capital. A 
thoroughly legitimate, straight-forward 
investment. Act at once if interested. 
Address K-753, care Boot and Shoe 
Recorder, 127 Duane Street, New York. 








ZULICK wants more good men to carry as 

side line our well-known children’s high- 
grade turns and stitchdowns. Eighty numbers 
in stock. Straight 7% commission. Openings in 
New York, Penna, Va., N. C., C., Ga., 
Wisc., Ind., Iowa, Mo., Kans., Nebr., Ala., 
Miss. and La. Do not apply unless your trade 
is established. Give references, territory 
boundaries first letter. J. S. Zulick & Co., Or- 
wigsburg, Pa. 





POSITION WANTED 





POSITION WANTED 


GALESMAN—Have operated my own store 
fifteen years. Now desirous representing 
concern with good line of ladies’ or children’s 
shoes in New York. Wide acquaintance. Ad- 
dress K-752, care Boot and Shoe Recorder, 127 
Duane Street, New York. 








Hew about a manager for your store that 
has a reputation as a style picker and suc- 
cessful merchandiser with Al references. Age 
25. Address B-315, care Boot and Shoe Re- 
corder, 207 South Street, Boston, Mass. 








TO MANUFACTURERS 
MEN’S SHOES 


We know of an exceptionally able and reliable sales manager 
who is open for a position with a forward-looking firm. 


This man can not only build up and direct a competent sales 
organization, but is also an active salesman himself with many 
large and profitable accounts to his credit. 


For further particulars address W. M. L., care Boot and Shoe 
Recorder, 207 South Street, Boston, Mass. 











FOR SALE 


For SALE—Two exceptionally good shoe 
stores in Virginia and North Carolina. No 
reasonable offer refused. Business established 
twenty years. Owner wishes to retire. Box 575, 
Norfolk, Virginia. 


If 








FOR SALE—A thriving shoe business, in 
Southern California, Los Angeles County. 
City of 18,000, 100% lecation and ether 
conditions, inventory about $30,000. Owner 
retiring. Will talk terms. Address B-259, 
care Boot and Shoe Recorder, 207 South 
St., Boston Mass, 








FOR SALE 


1000 pairs of ladies’ high-grade 
shoes. All styles and sizes, won- 
derful shoes for sale purposes. 


No high shoes in this lot. Will 
sell what you need; 75 cents 
per pair. Lee Sales Syn., Inc., 
835 8th Ave., New York City, 
m.. ¥. 





LINE WANTED 


WANTED—Good in-stock shoe, slipper lines, 
retail trade, New York, New Jersey; must 
be suitable this territory; state ils. Ad- 
dress B-318, care Boot and Shoe Recorder, 207 
South Street, Boston, Mass. 


A SALESMAN having an office in shoe dis- 
trict Boston desires o—! of shoe samples 
for jobbing, department 
New York City, Philade -g 
Washington, Pittsburgh an 
Pa. Large acquaintanee and 
erences, Address B-314, eare 3 and Shoe 
Recorder, 207 South Street, Boston, Mass. 
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LINE WANTED LINE WANTED 


WANTED TO PURCHASE 
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Do You Want to SELL Shoes? 


Two young men with 15 years of thorough shoe experience in designing, manufacturing, 
jobbing and above all in selling, are now opening an up-to-date sales office in Philadelphia. 
Wish to connect with several modern, reliable and up-to-the-minute shoe manufacturers 
who can produce Women’s shoes to retail for 5, 6, 7 and 8 dollars. 

These lines must be of latest patterns, good workmanship and above all made quick, so 
that the price will take care of itself. 

Such shoes we can place with Department Stores, Chain Stores and the good retail trade. 
Territory: Pennsylvania, New Jersey, Delaware, Maryland and District of Columbia, 
where we know the shoe trade from A to Z. 

No drawing accounts, strictly commission basis. 

Western and Eastern manufacturers will receive same consideration. 


P. 44 care Boot and Shoe Recorder, 616 Perry Building, Philadelphia, Pa. 





HIGHEST PRICE PAID 


FOR 
SHOE STORES 
OR SURPLUS STOCK 
Also Purchase Gent's Furnishings, Clothing, etc. 
YOUNG & CO. 


$15-317 Chéirch St.—New York, N. Y. 
Telephone Canal 0356 

















— Se 








HIGHEST CASH PRICES PAID 
for entire shoe stocks. We also buy your 
surplus or slow sellers. Quantities no object. 
Retail or wholesale. Short term leases taken 
off pak pe bends. - Wee or Le ae aeagent 

MAX GLAUBERG 

425 Grand Street, New York City 
We also purchase clothing, hats, furnishing 
goods, etc. Dry Dock 0352 








MISCELLANEOUS MISCELLANEOUS 











MILBRADT 
Rolling Ladders 


and 


BICYCLE 
Rolling Ladders 


and have manufac- 


D 
© and are 

BICYCLE Step Ladders as well as eight- 
een different styles of MILBRADT Roll- 

All goods are made in 
a first-class manner, guaranteed in every 
respect to give satisfi and we can 
supply your wants in the roiling “ladder 
line, whatever they may be. 


Write for complete catalog 


Milbradt Manufacturing Co. 
2416 No. 10th St. St. Louis, Mo. 








CASH PAID 


for shoe stores or surplus stocks of shoes 

or for other merchandise. Leases taken over. 

We will send a representative to investigate 

and make offer upon request. 

Kalter Cerf. Mercantile Co., Inc. 
591 Broadway, New York City 
Phone Spring 5160-5161-5162 











MISCELLANEOUS 

















~~ FOR RENT 


GHOE DEPARTMENT for rent, South Bend, 
Indiana; main floor space; display case in 
lobby; percentage basis. One of South Bend’s 
best ladies’ ready-to-wear shops. Greene’s, 223 
South Michigan St. 


ATTRACTIVE 
SHOE CARTONS 


ie 4 = 4 = 


for the exclusive shoe trade 


PRICE-SERVICE-QUALITY 
THAT SATISFY 





——_ 


_— 





WANTED TO PURCHASE 


__ 
THE NEW YORK EXPORT 
PURCHASING CORPORATION 
596 BROADWAY, NEW YORK, N.T. Se 
Phone =e 263-275 LEXINGTON AVE 
WILL (| SLOW SELLERS FOR \ BROOKLYN N.¥ 
BUY eine Tose CASH AMERICAS GREATEST SHOE CARTON MFRS 
Bargains in shoes always on hand for 
special sales and bargain basements 








—— dO 


@Cxe 


ONKEN 


splay Fixtures of Qualit 


Made Only of Wood 
for all lines 


IMMEDIATE 
SHIPMENTS 
Send for Cataiog 
THe Oscar Onxwen Co. 

611 W. FOURTH ST. 
CINCINNATI, O. 


We do not make 
Metal Fixtures or Show Cases 























CASH PAID 


for entire shoe stocks or surplus stocks of 
shoes or other merchandise. Any quantity. 
Prompt attention given. 


KIRSCH-BLACHER CO., Inc. 


622-624 Broadway, New York, N. Y 
Phone Spring 1443 


CLICKER 
DIES 


% inch at 12 cents per 
running ineh. 
14% inch at 17 cents per 








IDEAL ROLLING 
a 














25% Cheaper 


Write for Catalog 

eS 
TP.. it. uls, 

ys Kirkwood, Mo. 





























We buy quick and pay highest cash price 
for retail and wholesale stocks of shoes or any 
other merchandise Quantity no object. 

For 30 years our specialty 

Bank and mercan' ile reference 


BROOKLYN PURCHASING SYNDICATE 
FRANK WALKER, Proprietor 
610 Broadway. Breekivn 
Phone Stagg 1757 











running inch. 
Minimum 15 inches 


PROMPT ALITY 
DELIVERY GUARANTEED 


FOLEY & HALLQUIST 


No matter what policy you ma 
guise in cilling te Gs thes tends, 
ess you the 








i518 North 7th St. 
mo.) 


\ o.com 
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= ALL THE TIME 
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BUSINESS CHANGES 


Los Angeles, Cal.—-L. Kantor, 3907 Sunset 
boulevard, shoes, reported sold out to D. 
Markowitz. 

Crete, Ill.—H. Schweer, Mrs. Sophia Schweer, 
shoes, reported succeeded by Arthur Schweer. 

E. St. Louis, Ill.—David B. Beatty, 317 Mis- 
souri avenue, shoes, etc., reported succeeded 
by Roewe & Klug. 

Houlton, Me.—Allen T. Smith, shoes, died. 
Westminster, Md.—Newark Shoe Mfg. Co., 
shoe manufacturers, incorporated $100,000. 
Gardner, Mass.—Hayman H. Cohen, Inc., 

shoes, etc., incorporated $70,000. 

Ipswich, Mass.—Garnett Bros., Inc., shoes, 
etc., incorporated $10,000. 

Crystal Falls, Mich.—Kaplan & Rutman, shoes, 
ete., reported partnership dissolved and suc- 
ceeded by Harry Kaplan. 

St. Louis, Mo.—Louis Landau, Landau Shoe 
Co., 617 Franklin avenue, shoes, reported 
sold out to Nemo Lonn Shoe Co. 

Elizabeth, N. J.—Joseph Blank, Self Service 
Shoe Store, shoes, reported selling or sold 
out. 

Jamaica, N. Y.—Wekner Shoe Corp., shoes, in- 
porated $10,000. 

New York, N. Y.—Gerst & Rosendorf, 111 W. 
48th street, manufacturers of shoes, reported 
partnership dissolved and succeeded by Max 
Gerst. 

Syracuse, N. Y.—F. & O. Shoe Co., shoes, in- 
corporated $50,000. 

Cleveland, O.—Charles C. Ferguson, C. C. Fer- 
guson Shoe Co., shoes, reported succeeded by 
Joseph Haren. 

Tulsa, Okla.—Akin Bootery, shoes, reported 
selling or sold out. 

Electra, Texas—J. H. Harris, shoes, etc., re- 
ported succeeded by Pat Martin. 

Lakemills, Wis.—E. W. Eichelberger Est., 
shoes, etc., reported sold out to Arthur F. 
Henke. 


BUSINESS REVERSES 


Albany, Ala.—Ory & Cohen, shoes, reported 
offering to compromise at 25 per cent. 

Anniston, Ala.—Malone Woodruff Co., shoes, 
ete., reported petitioned or petitioner in 
bankruptcy. 

Bayou Labatre, Ala.—Edward Myer, shoes, 
etc., reported petitioned or petitioner in 
bankruptcy. 

Carbon Hill, Ala.~—James C. Haughton, shoes, 
etc., reported petitioned or petitioner in 
bankruptcy. 

Chicago, Ill.—Joe Kostetsky, 2304 State street, 
10435 South Michigan avenue, shoes and re- 
pairing, reported petitioned or petitioner in 
bankruptcy. 

Jake Less, 716 Maxwell street, 652 Max- 
well street, shoes, reported meeting of cred- 
itors called. 

Williams & Yankus, 4140 Archer avenue, 
shoes, reported petitioned or petitioner in 
bankruptcy. 

Shreveport, La.—Moise S. Hirsch, Hirsch Shoe 
Store, 407 Texas street, shoes, etc., reported 
offering to compromise at 25 per cent. 

Boston, Mass.—Slater Shoe Co., 134 Lincoln 
street, shoes, reported meeting of creditors 
called. 

Max Goldsmith, Self Service Shoe Store, 
2061 Washington street, shoes, reported as- 
signed. 

Haverhill, Mass.—Collins & Staples, shoe 
manufacturers, reported offering to compro- 
mise at 25 per cent. 

Lawrence, Mass.—Samuel L. Cogan, 158 Essex 
street, wholesale and retail shoes, reported 
—— of creditors called. ' 

Lowell, Mass.—Louis Dedas, Dedas Shoe Store, 
535 _— street, — petitioned or 
petitioner in bankrupte 

Bridgewater, Mass. wr Baker-Field Corp., shoe 
manufacturers, reported assigned. 

Springfield, Mass.—Herman Klein, 545 Main 
street, shoes, etc., reported petitioned or 
petitioner in bankruptcy. 

Detroit, Mich.—Owen J. Schunk, 14429 Charle- 
voix avenue, shoes, etc., reported meeting of 
creditors called. 

Carteret, N. J.—Joseph Freedman, Chrome 
Clothing Shop, 76 Roosevelt avenue, shoes, 
etc., reported petitioned or petitioner in 
bankruptcy. 

Newark, N. J.—Mantell & Orlansky, 180 
Spruce street, shoes, reported meeting of 
creditors called. 
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Baldwinsville, N. Y.—James A. Warfle, shoes, 
reported petitioned or petitioner in bank- 
ruptcy. 

Brooklyn, N. Y.—Jacob Gluck, 5522 Fifth ave- 
nue, shoes, reported offering to compromise 
at 40 per cent. 

Samuel Goldenhor, 2919 Mermaid avenue, 
Coney Island, shoes, reported meeting of 
creditors called. 

Carthage, N. Y.—Samuel Staniloff, The Car- 
thage Toggery Shop, shoes, etc., reported 
petitioned or peer in bankruptcy. 

Marathon, . Y¥.—Marathon Tanning and 
Shoe Corp., tanners and shoe manufacturers, 
reported petitioned or petitioner in bank- 
ruptcy. 

New York, N. Y.—Lichenstein & Jankowitz, 
Ellenjay Shoe Co., 2501 8th avenue, shoes, 
reported meeting of creditors called. 

New York, N. Y.—Sattler & Buchwald, 28 
Clinton street, shoes, reported partnership 
ccs and succeeded by Benjamin Sat- 
tler. 

Wadesboro, N. C.—E. B. Nassif, Fashion 
Store, shoes, etc., reported petitioned or peti- 
tioner in bankruptcy. 

Cleveland, O.—Joseph Oppenheimer, 3453 

land avenue, 10503 Superior avenue, 
shoes, — petitioned or petitioner in 
bankrupt 

Blackwell, “Okla. —Johnston Bootery, shoes, re- 
ported assigned. 

Akron, O.—L. O. Shoe Departments, shoes, 
incorporated $15,000. 

Ardmore, Okla.—Sam Fishman, shoes, etc., 
reported closed out business at Ardmore 
and now in business at Blue Island, IIl., 
succeeding Philip Appel. 

Broken Arrow, Okla.—U. B. Mader, shoes, 
ete., reported sold out to L. V. Taylor. 

Erie, Penn.—Max Eosin, 522 W. 18th street, 
shoes, etc., reported petitioned or petitioner 
in bankruptcy. 

Philadelphia, Penn.—Joseph Ostrow, 1208 
Chestnut street, shoes, reported petitioned 
or petitioner in bankruptcy. 

Pittsburgh, Penn.—Maurice Lyttle, 3507 Butler 
street, shoes, reported petitioned or peti- 
tioner in bankruptcy. 

Punxsatawney, Penn..—Harl Shoe Co., Harl’s 
Boot Shop, Frank Harl, proprietor, shoes, 
ete., reported asking for general extension. 

Philadelphia, Penn.—Mitchell Leibman, 733 
So. 4th street, shoes, reported succeeded by 
Bessie Eisenberg. 

Woonsocket, R. I.—J. J. Long Co., shoes, re- 
ported succeeded by John J. Gray. 

Port Arthur, Texas—Tony Isaac, shoes, etc., 
reported offering to compromise at 25 per 


cent. 

Fort Worth, Texas—Kiddies Boot Shop, W. O. 
Senters, proprietor, shoes, reported peti- 
tioned or petitioner in bankruptcy and re- 
ceiver appointed. 

Charleston, W. Va.—Payne Shoe Co., whole- 
sale shoes, reported going out of business. 

Clarksburg, W. Va.—R. & G. Bootery, Inc., 
shoes, reported petitioned or petitioner in 
bankruptcy. 

North Milwaukee, Wis.—John Hoffman, Vil- 
lard avenue, shoes and repairing, reported 
petitioned or petitioner in bankruptcy. 


Gillis with Daly Bros. 

Brookfield, Mass.—George H. 
Gillis, formerly superintendent of 
the Juvenile Shoe Corporation, 
Carthage, Mo., is now general man- 
ager, in charge of purchasing, sell- 
ing and manufacturing of Daly 
Bros. Shoe Co., Inc. 








Inaugural Exercises 
March 4 
Washington, D. C.—What men 
and women wear at the inaugural 
exercises on March 4 will be ob- 
served with interest, particularly 
shoe styles. 
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Evans, John R., & Co., Camden, N. J. 

Everlastik Inc., New York City 

Foerderer, Robert H., Inc., Philadelphia, 
be - | hecttnstinntnedaiteinimachinguminateinattietielessdil 56-57 

Gallun, A. F., Sons, Milwaukee, Wibs......68-6 

Griess Pfleger Tanning Co., Boston 

Hunt-Rankin Leather Co., Bost 

Jones, F. E., Boston, Mass. 

Kepner, C. D., Co., Boston, Mass. 

Littlejohn & Co., Inc., New York City........ 90 





Atlantic Printing Co., Boston, Mass. 
Brooklyn Purchasing Syndicate,, Brooklyn, 





Glauberg, Max, New York...0.0.0.....0..cccccccccee 


Kalter Cerf. Co., New York City 
Kirsch-Blacher Co., New York City 


New York Export Purchasing Corporation, 
New York City 


Phillips, C. H., B 


Tolman Print, Broekton, Mass. 
University Electroptype Foundry, Cam- 
bridge, Mass. ... 


Young & Co., New York City. 
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START THE 
NEW YEAR 
RIGHT 


Know What Your 
Costs and 
Profits Are 





KeepAn Accurate 
Check on Your 
Business 


The “Store Records Simplified’? method of keeping track of your 
business is a distinct RECORDER service. 


It will enable you to “know” your business. It will tell you ““What’s 
What” when you want to know. 


Knowledge of your business is the key to success. 


MAIL THIS COUPON TODAY! 


BOOT and SHOE BOOT and SHOE RECORDER 


Shoe Store Service Department 


189 W. Madison Street, Chicago, Il. 
R | ( C O R D | ( Please send me, postage paid, Store Records Simpli- 
fied. I agree to examine same for ten days. At the end 


of that time I will return it to you postage paid if not 








Pg p satisfactory. It is agreed that if the book is not re- 
Western Service Department turned to you within ten days that I shall keep it and 


you may send me your bill for $17.50. 
189 W. MADISON STREET 
CHICAGO .. ILLINOIS 
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5022B—Patent leather vamp, apricot kid quarter, 


silk scroll oy ah imitation turn, 13/8 covered 
j. ah $4.60 


Cuban heel. 
5021B—As illustrated, all patent leather. A-C. 
$4.50 


5018B—As illustrated, patent leather vamp, tan 
alligator calf quarter. A-C 


5017B—As illustrated, all tan calf. A-C.. .$4.60 


5908B 


5908B—Patent leather vamp, apricot kid vamp 
underlay and apricot kid quarter. Imitation turn, 
12/8 covered Cuban heel. B and C....... .$4.75 


5903B—As Restated. — nt leather vamp, grey 
kid quarter. B and . $4.75 


5902B— As illustrated, all 8 leather, grey 3 
underlay. B and C........ $4. 


5900B-- As illustrated, all tan calf, dark tan 
underlay, B and $4.75 


5904B—As illustrated, light tan calf, dark tan 
underlay, 8/8 covered heel. B and C...... $4.75 


5905B—As illustrated, = ernr. leather, grey kid 
underlay, 8/8 covered heel. B and C...... $4.75 


5906B— As illustrated, patent leather vamp, grey 
kid underlay and grey kid quarter, 8/8 covered 
heel. B and C $4.75 


5909B— As illustrated, patent leather vamp, grey 
kid underlay and grey an quarter, 16/8 full 
covered Spanish heel. A 


5910B—As illustrated, patent leather vamp, 
apricot kid underlay and apricot kid quarter, 
16/8 full covered Spanish heel. A-C.. . $4.90 


ee . . 


Featuring 
Carl E. Schmidt’s 
Calfskin in Our 
Shoes 








Advanced Styles for Spring 


A two-in-one creation by Rogers 
A tie and step-in pump in one 






5406B 


5406B— Patent leather vamp, apricot kid quarter 
and apricot stitching, 7 VS turn, 16/8 ful! 


covered spike heel. B and C.............. $4.25 
5400B— As illustrated) all black satin. B ~ = 


5401B—As illustrated, all blond satin. B and C. 

$4.25 
5407B—As illustrated, patent leather vamp, 
apricot kid goes. and sprtent stitching. 13/8 
full covered Spanish heel. Band C. ...... $4.25 
5409B—As illustrated, all apricot kid. B et = 


5418B—As illustrated Russia calf, 13/8 covered 
Cuban heel. B and C $4.10 
5416B—As illustrated, patent leather vamp, 
apricot kid quarter, 13/8 covered Cuban heel. 
a BROS SE re Or $4.10 
5410B—As illustrated, all black satin, 13/8 
4 covered Cuban heel. Band C 34.00 
5411B—As illustrated, all blond satin 13/8 cov- 
ered Cuban heel. B and C 34.10 


5275B 


5275B—Patent leather imitation turn, 16/8 full 

covered spike heel. B and $4.50 

5276B —As illustrated, all ‘Russia calf, B and C. 
$4.60 


5277B—As illustrated, _black velvet, patent 
leather trimmed, B and ee 
5278B—As yr brown satin, brown kid 
trimmed. B a 50 
5281B—As illustrated, black satin, black suede 
trimmed. B and C 

5283B—As illustrated, blond satin, blond kid 
trimmed. B and C 

5279B—As illustrated Ta leather vam 
Apricot kid quarter. B and C............. #4. 





A selection of materials and patterns which are receiving the 
approval of the critical buyers throughout the country. 


IN STOCK. 


25 cents per pair less for 36 pair lots of a number. 


ROGERS BROS. SHOE CO. 


59. LINCOLN ST. - - 


PACIFIC COAST BRANCH, 135 BUSH STREET, SAN FRANCISCO 











5023B—Patent vamp, apricot kid quarter, silk 
scroll stitching, imitation turn, 16/8 full covered 
as 68 nkbcdaddteeeseeeeen $4.75 


5000B—As illustrated, black satin. A-C. .. .$4.60 


5004B—As illustrated, patent vamp, grey ne 
PS ee ey re eet $4.7 





5007B—Patent poet vamp, grey kid quarter, 
grey = ae ~ imitation turn, 13/8 
covered C nie REE aT ee RE $4.50 


nar en all black satin. A-C. . $4.35 
5006B—As illustrated, all black velvet. A-C.$4.50 


5009B—As illustrated, tan calf vamp, tan alli- 
gator calf quarter. A- ae acewaticueninte $4.50 


5024B—As illustrated, patent leather vamp, 
apricot kid quarter, 16/8 full covered spike 
Meh 45 anneBadeseadihiceccersdsse $4.60 


5011B—As illustrated, all black satin, 16/8 full 
covered spike heel. A-C $4.50 


5015B—As illustrated, all tan calf, 16/8 full 
covered spike heel. MC ae ginaccceeene $4.60 


Terms: 
2% 10, Net 30 
F. O. B. Boston 


BOSTON, MASS. 
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5023B 


‘ter, silk 
covered 
.. $4.75 
. 34.60 


rey kid 
- $4.75 


jarter, 

13/8 
$4.50 
$4.35 
$4.50 


| alli- 
$4.50 
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4.60 
$ full 
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full 
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In‘Stock Now—Going Strong 


MONTH ago we told you it would be ready on 
February 20th and orders began to come at once 
both by mail and from our salesmen. Dealers everywhere 
recognize it as one of the most promising models we have 
ever put out. Better get in on it while the getting is good. 


wi. P8 oe Ve 





wet? RSAC er arpa et aes 


It’s a black kid 2-button strap. New No. 218 last. Modern 
round toe, short forepart. Perforated quarter, vamp and 
imitation tip. Turn sole. 13/8 heel with rubber top. 


IN STOCK: AA 4% to 9, A 4 to 9, 
B 3 to 9, C 2% to 9, D 2% to 9. $5.10 


_— 
Des 


Tack 


TENIY One SY SP ec senna Gusroue 


J. J. GROVER’S SONS CO., Lynn, Mass. 
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Fy 

Bey ‘ce 99 

be Soft Shoes for Tender Feet 

fi Established 1865 CHICAGO OFFICE 
BOSTON OFFICE Kesner Building 

NEW YORK OFFICE 5 North Wabash Avenue 
Corner Madison 


Little Building 


8¢@ Boylston Street Marbridge Bidg., 47 W. 34th St. 














Vol. 86, No. 24. Published week: Boot 
ter April 15, 1922, at the Post 0 y an8 Give 


F 
: 
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No.£6059R—The Newest Grover Strap 


wae te 
sient 


© Publishing Company, 207 Seuth St., Boston, M 
of Congress of March 23, 1879. Subscription Pony pond Prien ne Us A. 
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WHITE LEVOR 
GRAIN-KID 


AND 


WHITE LEVOR 
GRA? GOAT 
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A happy season drawing to a 
close in the ‘**Winter-Summer- 
lands” stamps its approval 
on White Leather footwear 
for more northern climes. 


THE WISE HAVE PREPARED 





“The White House of America” 


TANNERS 
NEW YORK GLOVERSVILLE BOSTON 


Distributors: 
A. S. Patton Leather Co., St. Louis 
G. W. Newman Lea. Co., Cincinnati 
Ed. Zohrlaut, Milwaukee 
N. W. & A. L. Friedman, San Francisco 
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(Qs THE CRADDOCK-TERRY GROUP 


Tr 


The wise traveler does not carry “superfluous baggage.” 
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The wise merchant will not carry ‘excess fashions.” 


8 IRS S 


Nor will the wise manufacturer make them. 


It is the power of this idea which has made the Craddock- 
Terry Group of shoe manufacturers an influence for good 
throughout the United States. 


Fashion in shoes should and can mean net profit. Fashion 
carried to extremes becomes an evil—and evil breeds fear. 
To buy through fear means to buy for loss. 


CRADDOCK} 


he 





FOE CLES TOT A LOS I Ng ON A 
‘ PRO Set - 3 un 5 


i\LYNCHBURG 


M‘ELROY-SLOAN SHOE CO. GEO.D WITT SHOE CO. 
ST. LOUIS, MO. ___LYNCHBURG , VA. 
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The shoes for men, women and children made in the many 
great factories of the Craddock-Terry units are created in a 
spirit of true art, simplicity and beauty. They are sold to 
those merchants who now are resolved to show fewer lines, 
better balanced sizes, larger turnover, fewer markdowns, less 
p.m. merchandise, more confidence, less hesitation and fear: 
and more profit. 





To those who would gear their business with the power of 
this idea—the Craddock-Terry Group of allied shoe factories 
offers a friendly and far-reaching co-operation towards future 
business. 





. 


TERRY CO. 





VIRGINIA | + 





CRADDOCK-TERRY CO. HARSH & CHAPLINE SHOE CO. 
BALTIMORE, MD. MILWAUKEE , WIS. 
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For combinations or for smart one tone 
footwear in shades that harmonize with 
the stylish ensemble spring gowns 


F. B. & C. Colors 


are Fashionably Accurate 


Caramel Golden Brown 


Chow <B&cp Chestnut Brown 


Oak Leaf Gree, Red Ach 


STATES 





Titian Thirty -one 


AMALGAMATED LEATHER COS., Inc. 


22 North 5th St., Philadelphia, U. S. A. 
TANNERIES: WILMINGTON, DEL. 
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SAFE TO BUY 4% PROFITABLE TO SELL 
Patterned and Priced for Volume Sales 





TUSAUARULORUGUAGABULNI) 








Te 
li 





IN Jam 
STOCK Seam | STOCK 
March 1 ) LS March 1 
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B1402C $4.35 
Net 30 Days 


Telegraphic Code Word ‘*Lagoon’”’ 
Women’s Patent quarter and vamp, one-strap Flora Pump, 


Apricot Kid inlay, Chateau last, McKay sole, 134-inch covered 
Cuban hee}. 


AA5 to8 B4 to8 
A 4% to 8 C 3% 07% 








More and more dealers are depending on the Utz & Dunn 
Stock Department for their immediate wants. 


The reason is plain—Quick shipments on styles that are in 


demand,—at prices that enable you to retail them profitably 
at popular prices. 


UIZ # DUNN CO. 


ROCHESTER, NEW YORK 


DENVER OFFICE NEW YORK OFFICE LOS ANGELES re 
ildi Bush Terminal Sales Buildin 706 Forrester Buildi 
aa meee 130-132 West 42nd St, Room 1521 6.C. McATEE 9 
Representatives FL.ARMSTRONG, Representative Representative 
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GLASS CALF 


MANUFACTURERS -- RETAILERS--CONSUMERS 


DEMAND 
GLASS CALF 


A Leather Entirely Unique 


HETHER or not there is a call for the 
regular run of Scotch Leathers GLASS 
CALF retains its permanent place as a ready 


seller. 
WHY? 


I GLASS CALF altho’ suggesting the “doggy” 
* effect of Scotch leathers, still emphasizes the re- 
fined conservatism of the dress shoe. 


Il. GLASS CALF does not “pull out” at the toe. 





1 
; [I]. GLASS CALF is full aniline dye, with no pig- 
: * ment whatsoever. 
IV GLASS CALF has a rich, full lustre—and retains 
* this bright appearance thru strenuous wear. 
V. GLASS CALF is glovelike on the foot. 
b 


J. S. BARNET & SONS, Inc. 


hea an ee 


75 South St. 
BOSTON, MASS. 


Tanneries 


LYNN. MASS. 





BARNET 


Lynn Leathers 


When writing to advertisers please mention Boot AND SHot RecorpER 
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THE NEW ERA OF AMERICAN 
SHOEMAKING HAS A STRONG . 
GROUP OF YOUNG, ALERT, 
PROGRESSIVE CONCERNS OF 
WHICH BANCROFT WALKER 
IS TYPICAL. THERE ARE NINE 
MEN ON OUR EXECUTIVE 
STAFF AND THEIR AVERAGE 
AGE IS 31% YEARS. 


Walk Croft 


-SMART SHOES FOR WOMEN ARE MADE BY 


BANCROFT WALKER COMPANY 
AT THEIR FACTORY IN BOSTON. 
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Copyright 1925 Bancroft Walker Co. 
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To Shoe Manufacturers 
Having Union Stamp Arbitration Contracts With 
The Boot and Shoe Workers’ Union 


In pursuance of our agreements with you we have, in the last twenty years, 
spent more than one million dollars in creating demand for shoes bearing the 
Union Stamp. 

We do not consider our work done but that we are just beginning it. On the op- 
posite page we reproduce a circular letter which we are sending to every rated 
shoe dealer in the country. At the same time we are circularizing every Union 
and member of the American Federation of Labor. And we are going to keep 
everlastingly at it, from now on, and forever more. 


During more than twenty-five years our relations with you have been mostly 
pleasant. We are proud to have enjoyed your respect and you have ours. We 
think most of you have looked upon arbitration contract as a convenient method 
of settling labor disputes, of maintaining uninterrupted production and insuring 
deliveries. 

We fear you have not visualized the true value of the Union Stamp as a business 
getter. Have you schooled your salesmen to suggest its sales possibilities to your 
customers? A few of you have, but most of you have not. Some of you have 
admitted it to us recently. 

You have neglected one of the most powerful sales factors while in other direc- 
tions you have been moving heaven and earth to get business volume. 

You have been fishing on the far side of the lake, while the best fishing is at the 
float, directly in front of your camp. 

We ask you now to co-operate with us in the campaign we have outlined on the 
opposite page. Use the Union Stamp to get the business we want you to have. 
We are going on working for you as our contract provides. Will you put half the 
selling effort behind your Union Stamp franchise that you will put behind a new 
last or pattern? 

It will encourage us to hear from each of you just what steps you propose to take 
or have taken to secure your share of such sales opportunities as we shall continue 
to develop. 

If you put your business minds to work you may help us to be more effective. 
Your suggestions will be welcomed and seriously considered. You need busi- 
ness and our members need work. Let’s build sales on the Union Stamp. 


BOOT AND SHOE WORKERS’ UNION 
246 Summer Street, Boston, Mass. 


—- eee - 
SO gee ——— 


COLLIS LOVELY CHARLES L. BAINE 
General President General Secretary-Treasurer 
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| = To Dealers in Shoes 


Our organization is making an intensive campaign among the millions of wage 
earners affiliated with us in the American Federation of Labor, and among 
millions more of their families and friends, urging them to require our Union 
Stamp on all shoes purchased by them. 


ieee” 










It is their duty to buy only Union Stamped shoes and we write you in the hope 
that you will make it easy for them to perform this duty by carrying full lines of 
Union Stamped shoes in your stock. 






If a wage earner comes into your store, and calls for shoes with the Union Stamp, 
and goes out because you cannot supply it, you have lost a sale—lost a cus- 
tomer—and possibly other customers through unfavorable reports to other wage 
earners. 


Do not be deceived by any one who would have you believe that Organized Labor 
is only a handful in numbers. There are over four million active members of the 
American Federation of Labor. Add the usual ratio of 5 to | and we have about 
one quarter of the entire population actively interested in labor’s cause. Add 
that portion of the public whose sympathies have been won in the lifetime of that 
sterling American, Samuel Gompers, and it may well be that the Union Stamp 
on shoes can appeal or be made to appeal to forty per cent of the wearers of shoes. 












What percentage of your whole public can you afford to cross off your sales pos- 
sibilities? Do you profit on the sales you lose on the customers you drive away? 
Candidly, we are entitled to your respect. We operate under arbitration agree- 
ments with the makers of Union Stamp shoes. All differences are settled without 
strikes or lockouts. Production is continuous. 


For twenty-five years we have insured your deliveries in so far as you have pur- 
chased of manufacturers having Union Stamp agreements with us. 


Isn’t it good business for you to feature Union Stamp shoes? Some of you do it 
to good advantage. Why not more? Why not request your manufacturers to 
place the Union Stamp on your shoes? Why not advertise your line of Union 
Stamp shoes to the workers of your community? The added volume of your 
sales might surprise you. 


Would you like a list of factories using the Union Stamp? Write us and you will 
receive it. 


Yours faithfully, 


BOOT AND SHOE WORKERS’£UNION' 


246 Summer Street, Boston, Mass. 








CHARLES 'L. BAINE 
General Secretary-Treasurer 











—— 


When writing to advertisers please mention Boor anv Suox Recorver 
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__ Noveloy Sport Leather- 


HERE issomething really 


new and different in 
Sport Shoe Leather. Rueping’ S on 
Fossil Grain has in surpassing Sport hinge Tear 


RUEPINGS 
degree the life and beauty that a 
you seek for your 1925 sport footwear. ——— 
Both in graining and coloring it is , 
F uni ue and inimitabl This handsome colored win- 
or q e. dow card is offered free by 


the tanners to dealers hand- 


: : ; ; ling shoes of Rueping’s 
Sport Made in three different grains illustrated ling shoes of, Rueping’s 
Footwear above—each obtainable in two-toned swatches of the grains and 
Titian, Mandalay, Sudan, and English — ovared'¢m in d’sample 


Gray. for the asking. 














in combination with 
Kin Kin 
Rue-Buck 
Rue-Suede ‘ 
Seminole Calf "7 Fred Rueping Leather Co. 


Winnebago Calf Fond Du Lac, Wisconsin 


Also for allover Pe Branches; 


' ED RUE Boston Cincinnati Milwaukee St. Louis New York 
— GRAIN Chicago San Francisco Montreal Northampton, England 


Write for Samples 
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THE CHRISTINE TIE 


A finely modeled one hole ribbon tie. Out of the ordinary in its design 
and with a pleasing appeal to the feminine eye—a proven seller and 
profit maker. 

‘Buy fewer lines and make more money”’ 
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No. 218 | No. 221 
Price $4.25 : Price $4.25 
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No. 179 
Price $4.40 














red win- 

Apo No. 221—Black Satin Christine Ribbon Tie, Suede Trim 
7s hand- No. 218—Patent Christine Ribbon Tie, Cut-Out Quarter, AAS: a 
ueping’s Military Wood Covered Heel. Boston Last AA to C. Military Wood Covered Heel. Boston Last AA to C 
a No. 219—Same in Tan Calf. Price e No. 176—Patent Christine on noe Quarter, 
evil be No. 179—Black Satin Christine Ribbon Tie, Suede Trim, Full Spanish Louls Heel. Beacon Last AA to C 


{ sample Full Spanish Louis Heel. Beacon Last AA to C. No. 177—Same in Tan Calf. Price 


an 


Thomson-Crooker Shoe Co. 


18-26 Station Street 


ai “Boston CMass. 


When writing to advertisers please mention Boot anv SnHok RecorpEr 
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The 
Style Leather 
of America~ 


‘Kaffor ‘Kid 


Sold by the {eading Manufacturers 
to the ‘Best Merchants 








Style Leadership 
Supreme 


Style leadership in leather is not assumed. It is the result of 
adaptability and service. 


KAFFOR KID holds the style leadership in leathers because of 
its adaptability to the many demands of fine shoemaking and the 


splendid service it gives to the wearer. 
Shoe Stores of Style Leadership 


No other leather has such fine working qualities. No other leather 
so quickly harmonizes with style. 


The distinct tannage of KAFFOR KID gives to calf leather all of 
the flexible working qualities of kid leather and the sturdy non- 
scuffing firmness of calf. 


In Black, Arab Tan and Morro Brown, KAFFOR KID meets the 
demands of present leather coloring—and meets them in the dis- 
tinct way that has set this leather apart from all others. 





* The Shoe Specialty Company of St. Louis, Missouri, present one 
of their daintiest style interpretations in Morro Brown in the 
illustration. 


Write ed for ony ‘ Write for booklet - The Seville Tie in Morro Brown Kaffor Kid, No. 701 Last. 
information desired ‘The Story of Leather Box Heel. Stitched to. Quarter Tailored Tie. Shoe 
about leather Sent Gratis Specialty Company, St. uis, Missouri. 


Broughton Street, Sovense), Georgia. “Where Fashion 
alks.” 





Onto feather ee raids 


Girard ~Onio 


“This is a Calf Year” 
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S STRAPS FOR EASTER 


OUR chance for success or failure in your selling programme for 1925 lies greatly | 


in the period between now and Easter. Easter this year means straps, and 
primarily Patent straps. Only a few of our best patterns can be shown here but 
these are winners. 

Keeping normal feet normal is the purpose of Ko-Rec-Toe shoes for Children, 
Misses and Growing Girls. Combination lasts in great variety, a medley of choice 


leathers, and firm workmanship unite to make the Ko-Rec-Toe shoe a thing of beauty 
and an object of service. 


MADE UP FOR FOUR WEEKS’ DELIVERY 
WRITE TODAY 


FOR ADDITIONAL 
SAMPLES 


OR 
SALESMAN 











No. 9154—Patent Button Strap, No, 9153—Patent Button Strap, 
Perforated Vamp, White Lining, cut-out Throat, White Lining, 8/8 
8/8 Rubber Heel. 410 Last. 234 to Rubber Heel, 410 Last. 234 to 8, 
8, AA to D. Price $3.90 AAto D. Price $4.00 
(Not in stock. Made to order only, 


(Not in stock. Made to‘order only, 
four weeks’ delivery.) 


four weeks” delivery.) 


No. 9174—Tan Trimbelle Calf Brogue, Strap Buckle, 
Wing> Tip,” Champagne Lining, 8/8 Rubber Heel, 
410 Last. 24%) to8,AAtoD. Price $4.15 
(Not in stock. Made to order only, four weeks’ delivery.) 

















ashion 


SEND YOUR ORDER TODAY SO WE CAN ASSURE YOU EASTER DELIVERY 


» | 2 x pom "THE .]). STICKLES SHOE (0. 
as is 


MANUFACTURERS 


RED WING, MINN. 
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O the endorsement of an already 

nation-wide NunniBish dealer organ- 

ization is now added another recog- 
nition of NunniBish quality. 


Browning King & Company have selected 
the famous NunnBish ankle-fashioned oxfords 
and ball-fashioned shoes exclusively for their 
sixteen stores with shoe departments. 


Dealers seeking men’s finest shoes, will 
appreciate the great significance of the 
Browning King & Company announce- 
ment reproduced on the opposite page. 
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NUNN-BUSH & WELDON SHOE COMPANY 
MILWAUKEE, WIS. 


Nunn-Bush 














1925 





February 28, 1925 
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Sixteen Browning King Stores Now 
Sell Nunn-Bush Shoes 


Fok 103 years we have served successive generations faithfully and 
well, earning a reputation as a foremost outfitter to well-dressed men. 


In every department you will find exceptional values made possible 
by our long experience and knowledge of the best in men’s apparel. 


For your convenience we offer, in every store where space will per- 
mit a shoe’ department, the nationally known Nunn-Bush Ankle- 
Fashioned Oxfords and Ball-Fashioned Shoes. A thorough investiga- 
tion of the leading makers of men’s fine footwear has convinced us 
that Nunn-Bush shoes cannot be excelled in quality, fit and style. 
Departments featuring Nuan-Bush Shoes exclusiwely m the followmg sixteen sores 
Boston, Providence. ae J On Cro te Broadway et Sind. slo ( coper Square), 


Brooklyn, Buflslo, Cleveland, Cleveland University, Detroit, Cincinnati, 
an ances Coty, Ka. s., Omaha, Minneapolis, Se. Paul 


‘Pirowning King & ©. 


Orher Browning King Stores im CAMBRIDOE, (Harvard Square) MASS.. PHILADELPHIA, PITTSBURGH, CHICAGO, EVANSTON, ILL., MIL WAUKEE. DENVER, SEATTLE 
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Since 1873 Tanners Exclusively of High Grade Calf Leathers 


SAFER BUYING 


HE big problem of the Shoe 

Retailer today is to meet all the 
color demands and still limit his stock. 
50% of smart merchandising is in the 
choosing of right colors. Follow the ex- 
ample of the leaders who pick these two 
shades as satisfying the Fashion and 


Making the Mode. 
““SunSet’’ “Dundee”’ 


The most popular color The finest calf leather 
in tan calf leather on the in the world. Ideal tor 
market. A beautiful shoes for men and 
lighter shade with the women. 

lighter sunset undertone 
that meets every de- 
mand of fashion. 
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A leather of real quality 
and distinction. 
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“SunSet” is~a leather Mellow, silky, but 


that sells well all year heavy. It is supplanting 
round. the imported leathers. 
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Produced in Weights for Men, Women and Children 


Ask for Sample Cuttings 


These two “Little Falls Leathers” can be safely depended 
on. The live merchant will appreciate their “salability.’’ 


Barnet Leather Co., Ine. 


360 MADISON AVENUE, NEW YORK CITY 


PS 
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Distributing Agents 
SAN FRANCISCO MILWAUKEE CINCINNATI ST. LOUIS ROCHESTER 
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Boston Distributors 
BARNET LEATHER CO., 
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Shoes 


NEW 


“<Springtime’’ Pumps 
“*Flapperette’’ Straps 
** Anklette’’ Slippers 
““Composite’’ Ttes 
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SA These are not illustrated 
here—send for descrip- 


tive folder and prices. 
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F IT isn’t in the Pied Piper line it 

isn’t new. 

Handling Pied Pipers gives you the 
advantage of having at the BEGINNING 
of the season all the VERY LATEST in 
straps, oxfords and ties for little in- 
fants, infants, children, misses and 
growing girls. 

And during the season you have the 
additional advantage of being able to 


<0) 


>< 


SPI 


>< 
we 

RO size up from stock on DESIRABLE 
x patterns in all runs and in a large as- 
sortment of sizes. 


But exclusive style is secondary only 
to the remarkable flexibility, smooth- 
ness and long wear of Pied Piper Shoes 
—due to the Pentler & Short Patented 
Improved Welt Process—THE GREAT- 
EST TRIUMPH IN PRESENT-DAY 


SHOEMAKING. | 

If you are after merchandising distinc- 
tion and the bulk of the children’s shoe 
business in your city, write us today for 
details of the Pied Piper selling proposi- 


tion. 


Marathon Shoe Co; 


Wausau Wisconsin 
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“A Better Way to Rest” is the 
theme of our 1925 advertising, 
which appears in leading 
national women’s publications, 
poy | ay ng 15,- 

women. Every dealer 
should read these interesting 
advertisements; they are sure to 
create new slipper users. 


These twe beoklets,one having a 
ee health and comfort— 
the a story of style—are 
being sent to thousands of wo- 
men who read Daniel Green 
advertising. te 
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‘ya Day shart! x 
" psible Huy fe Rest 


“On the Go 
Lear" thes 


Full color pages n the Ladies 
Home Journal, appearing 
regularly throughout the year 
will help make Daniel Green 
advertising for 1925 the largest 
and strongest slipper campaign 
ever seen. Color compe. 
tention, and speeds up sales. 


Our Plans for Making 1925 
Your Biggest Comfy Year 


We are not satisfied merely to make the highest quality line of felt 
and boudoir slippers in America. 

We insist that they shall also be the most saleable line that the 
dealer can possibly handle. 

Year after year, Daniel Green advertising has steadily built up 
good-will and public appreciation, until today Daniel Green Comfy 
Slippers occupy a dominating position that is unique—both with the 
dealers and the consuming public. 

This year our plans include color advertising—that master key to 
the attention of the multitude. A schedule of color pages will soon ap- 
pear and run regularly throughout the year in the Ladies’ Home 
Journal with its million of readers. 

In Good Housekeeping and Vogue, with their immense buying in- 
fluence in America’s best homes, large space will run continuously. 

Our 1925 advertising will carry a vital health message to the women 
of America which translated into terms of sales will mean much 
to your future profits. Daniel Green profits to our dealers, like Daniel 
Green advertising are not seasonable, but run continuously through- 
out the year. 


DANIEL GREEN FELT SHOE CO. 
General Offices: DOLGEVILLE, NEW YORK 


Sales Offices 
10 East 43rd Street 10 High Street 189 West Madison Street 
New York City Boston, Mass. Chicago, Ill. 


Daniel Green 
Comfy Slippers 
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F you can point to Goodyear Wing- 

foot Heels when you are selling a 
good pair of shoes, you have clinched 
the quality argument right there. 
More of your customers know Good- 
year Wingfoot Heels than any other 
kind. More of them walk on Good- 
year Wingfoot Heels than on any 
other kind. They recognize instantly 
that the manufacturer has equipped 
these shoes with the quality heels that 
wear longer, fit better and look better. 


Goodyear Wingfoot Heels are guar- 
anteed to outlast any other heels 


When writing to advertisers please mention Boot anp Snort RecorvEeR 
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Above are shown seven attractive styles in 
women’s shoes made by Frederick S. Peck, 
of Worcester, Mass. The toe of each of 
these shoes is supported by an Armstrong 
Box which retains the trim style lines and 
gives additional comfort. 


Armstrong Box Pleases Peck Customers 


HE Peck Shoe Company of Worcester, Mass., 

makers of fine welt shoes, has found in the 
Armstrong Cork Box Toe a satisfactory solution of 
their flexible box toe problems. 


*“‘We have discarded our various other soft boxes 
and are now using Armstrong Boxes exclusively in 
soft and flexible toe shoes. 


“This box works perfectly. It is strong enough for 
pulling over and lasting. We have never had a pair 
break in either process and in the finished shoe the 


ARMSTRONG CORK COMPANY 


Shoe Products Division 


box has sufficient resilience to keep the fine style 
lines of our shoes. It will not break. We find that our 
customers are delighted with it.”—Signed, Charles 
O. Cristy. 


This recommendation coming from a shoe manu- 
facturer of high standing is satisfactory evidence 
that the Armstrong Cork Box Toe is the ideal box for 
soft and semi-soft toe shoes. More than a hundred 
leading shoe manufacturers are now using the 
Armstrong Cork Box Toe. 


Lancaster, Pa. 


Armstrong 


irl, Cork Box Toe 
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White Shoe Values 


Indications point to a large consumer demand 
for white footwear the coming season. As 
in the past we are prepared to offer real values 
in white shoes — both fabric and leather. 


That the best possible service may be ren- 
dered your trade we urge co-operation with our 
factory in the form of early placing of orders 
for your white shoe requirements. 


The style shown above is a white canvas one- 
strap with panel corded vamp and quarter. 


DINGLEY FOSS 
SHOE COMPANY 


Fabric Shoe Manufacturers 
to the Wholesale Trade 


AUBURN, ME. 
BOSTON OFFICES 54 LINCOLN ST. 
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ao Your Main Line 
iiss Jor Men 


UNION MADE 
The standards we have followed 
for so many years in building 
Weber Suoss have treated a back- 
groundof repeated valueon which 
retailers of our shoes can always 
depend. Consider this in selecting 
your main line for men—to retail 


at $5 00 to $7.50. 





Style 720B 


Light Tan Scotch Grate WEBER Bros. SHOE Co. 


98 Blucher 


Bleached call Lining North Adams, Mass. 
Heavy Single Sole 
Shoulder Roll Heel 


New York Office: 1328 Broapway, Marsrincs Bipo. 
H. Harris, Rep. 
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HE age-long quest for gold has lured the intrepid 
adventurer to sail uncharted seas and traverse 
unexplored continents. 

The intrinsic value of gold has always restricted 
, x its use to the most costly as well as the most beauti- 

ee ful of man’s artistic creations. 
Ever associated in the mind with excellence, the radiant beauty of the embossed 
gold trade-mark never fails to attract and win our admiration. It is accepted as 

the distinguishing symbol of superior merit. 


RAUSKOLB GOLD LEAF 
FW. RAUSKOLB COMPANY 


16 FRANKLIN ST. MEDFORD, MASS. 
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FINE TURNS IN STOCK 


Genuine French Cord Binding 
Fall Grain Leather Counters 
Leather Lined 


BROCADED 


BROCADED SILVER 
SILVER OR GOLD 


KEELE 





Stock No. 443—D’Orsay Opera Turn Pump, Genuine Stock No. 423—Genuine Imported Brocaded Silver 
Imported Brocaded Silver, 15/8 Spiked Louis Covered Turn one-strap, 46 Last, French Cord. Side cut-outs. 
Heel, Kid Lined. A to C, 2% to 8. $4 25 15/8 Spiked Louis Covered Heels, Thin 
46 Last. Price..........-... . Edge, White Kid Linings, Solid Leathe $4.50 
(Bows for above come unattached in envelopes.) Counters, A to C, 2% to8. Price........ 
Stock No. 113—Same as above, in Gold $5 00 
eee er eres eeeesese . 


Brocade. Price ........ 


By special methods of manufacturing and selling we are able to offer the very best 
turn values on the market. Styles are hits and the whole line leads in quality and 
price. Order in pairs, dozens or cases. Shipments daily. 


Terms 2% 10 Days, Net 30 - - - ~- Single Pairs 25 cents extra 


MMMM MMMM 









TAN RUSSIA CALF PATENT LEATHER GUN 
METAL 


ALSO PATENT OR BLACK y 

WITH = SATIN yy CALF 
APRICOT geunven 

KID 


— 
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Stock No. 534—Slashed Side Strap. All Tan Stock No. 884—Patent Leather one-eyelet Tie. Stock No. 324—Full Grain Gun Metal Calf 
Russia Calf. 13/8 Cuban Heel. Tan Leather Fancy Stitched Vamp. 13/8 Cuban Celluloid Eyelet Tie. 13/8 Cuban Covered Heel. 
Lined. Detachable Silk Bow. $4 15 Covered Heel. Leather Lined. 15 Leather Lined. Sizes 2% to 8, $3 75 
Sizes 24 to 8, A,B,C. Price . Sizes 244 to 8, A, B, C. Price. . ° .C. Price , : ° 


Stock No. 903—Same styl 534. Patent Stock No. 633—All Black Satin. Same style > 
Vamp with Apricot Kid Quarter, and 15/6 as 884. 15/8 Full Louis Spiked Heel. } Gimped Blond Kid and Blonde Satin Shoes 


Full Louis Spiked Heel. Sizes 214 stitching in place of cut-outs. in stock after March 20 
to 8, A, B.C. Price. * $4.15 Since 215 08, BC Pace $4.15 


KARELIS SHOE CO. 


Manufacturers 
Haverhill - - Mass. 
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“y 
“ST. LOUIS MADE 
STYLE SHOES” 


THE SEASON’S SMARTEST PATTERNS and 
FASTEST SELLERS! 





We offer these creations manufactured by 
“High Grade St. Louis’’ Specialty Factories 


for 


IMMEDIATE 
DELIVERY 


Distinctive Footwear 


“POINZATA” 
Model 5446 


No. 5446—“‘Poinzata”’ Smart Side Tie, patent yo 

tan calf Teun tan calf underlay on vamp and 

quarter; 13/8 military heel, Banana lining, $ 
“QUINTEX” French bound, AA to C 4. 85 
Model 5468 

No. 5455—‘Poinzata’”’ Pattern in One-Strap, all 

patent, tan calf underlay on vamp and quarter; 


ad by yy om Banana lining, a 4. 8 5 


No. 5442—Same style as 5455 in 16/8 "14 85 
breasted spike heel . 


No. 5468—‘Quintex” Patent vamp, tan quarter, 


tan calf underlay on vamp, cut-out 7. 50 
oe quarter; 8/8 flat heel, A, B and C widths. 
Military 


Flat Heels No. 5469—‘“‘Quintex.” 
12/8 military heel 


WOHL SHOE COMPANY 


1224-26 Washington Avenue 
ST. LOUIS, MO. 








THE SHOE HOUSE YOU HEAR SO MUCH ABOUT! 5 
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This is indeed a high-voltage style, and 
it’s new—brand new! You can’t get hy 
away from the clever ridge effect with 
its sweeping swing extending around 
both sides—neither can your customer. 
@This shoe galvanizes interest into de- 
sire and immediate purchase. Especially 
with your up-to-the-instant young-man 
trade. @They get its value in a flash! 
Switch the Dynamo into your window! 


In Strock—No. 3947—In Bright Finish 
Tan Dune Calf! 





THE DYNAMO 























\\ 
4 GEO. E.KEITH COMPANY 
| Mtakers of Wax-Over Shoes for fen and Women 


CAMPELLO-BROCKTON, MASS. Sst. LOUIS, MO. 


Sane Y 
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‘*Bobs’”’ Shoes for Strenuous Wear 


February snows, with sturdy boys tramping through 
them, are a real test for shoes. 


Junior 78K—A “Bobs” shoe for Bobs” shoes are made for the most active, energetic Tech 178F—"Bobs" for Boys 


little gents: Made in black patent boys alive, and on the feet of thousands of youngsters are and Men. Three-eyelet oxford, 

ae oy 1 ? ; cae, 

black calf saddle. One eyelet. Also. giving ample proof of their sound, honest construction. a , wR a 

made in Rueping’s Spa Tan Calf ei a : grade Rueping’s Spa Tan Calf. 

Sizes, 9-1314. Buy “Bobs” if you want the kind of shoes boys like to wear, price, for boys, sizes 1- 546 $3.50: 
$3.85 


Price, in black, $3.00 ‘ ‘ 2 hh , . f 6-11, 
o Ten 63°90 and parents like to buy. The shoulder channel process, an ‘or men, 


In stock March 1 


integral part of every “Bobs” shoe, insures extra durability In stock March 1 


and comfort. Illustrated are two of our best styles. 


THE KANNALLY-WICK CORP. Highland, II. 











Russell Moccasin Footwear 
will help your business — 


In the Russell line every desire of the sportsman and outer 
[ is anticipated—it contains boots for hunting, fishing and 
hiking—shoes for camping, canoeing, scouting, skiing and 
golfing—comfortable slippers for house wear. Every pair is 
built from quality materials for wonderful comfort and 


service. 


ussells 


‘Tke Walton” 


A double vamp boot, made of the finest waterproofed 
French veal leather. Sturdy, yet flexible; light in weight 
without sacrifice of durability. 


“Never Rip’”’ seams on vamp and around the toe piece. 
Soles of flexible, wear-beating Maple Pac leather. Four 
layers of leather between foot and ground. Heights 6 to 18 
inches, all sizes, modified army last. 


Write for catalog and dealers’ prices 


THE W. C. RUSSELL MOCCASIN CO. 
927 Capron Street $3 $3 Berlin Wis. 
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e Original and only 
Satisfactory Gaiter, with 
i the Hookless Fastener, is 














the Z7PPER BOOT 
Boys 
oxford, 
stitch- 
finest 
Calf. 
$3.50; 
Don’t be misled by the countless 
so-called automatic fastener gaiters 
ill which will be offered you. 
, Don’t run the risk of serious trouble 
with an untried proposition. Goodrich 
— is now in its third year of satisfactory 
service on Zipper Boots. 
Goodrich salesmen are now on their 
territories with the new and improved 
Zipper Boot line-ups for 1925. Wait 
ter for the original and best. 
an 
= Long after the price is forgotten the customer remembers Quality 
and 
THE B. F. GOODRICH RUBBER COMPANY 
Akron New York Boston Chicago Minneapolis 
Denver Kansas City Seattle San Francisco 
‘ oodric 
zht : 
ce. H 
18 
is. NOTHING TO BUTTON, HOOK, LACE OR TIE 
eiteaill 
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~ Answers the comfort appeal 
of the tired foot 


HE SHOE with the Crawford Arch Sup- 

‘porting Shank not only relieves the tired 
foot but holds the foot in a position not 
readily susceptible to fatigue. 


The Crawford Shank is a resilient brace 
holding the shank of the shoe close to 
the foot when relaxed and support- 
ingitwhen under weight of body. 


Put Crawford Arch Support- 
ing Shank Shoes on your 
customers’ feet. It will 

prove a profitable 
experiment. 


SPLIT RIVET 
(LOCKING SHANK 
TO INSOLE 


t 





* Me Shacuilith the Gualeed 
Arch Supporting Shank 


United Shoe Machinery Corporation 


BOSTON, MASSACHUSETTS 
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Dealers Take Pride in Selling Them Men Take Pride in Wearing Them 


THE ARISTOCRAT OF AMERICAN SHOES 


Our dealers all over the country are doing a maximum volume of business on 
a minimum carry. 


This is made possible by our In-Stock Department consisting of 


—19 Oxfords 
—16 Shoes 
—1 Riding Boot 
—2 Puttees 


All “Shop Made” and of the finest quality. 
Orders shipped within 24 hours after being received. 
Complete Information on Request. 


All men know ‘‘Nettleton’s’’—just say you have them 


A. E. NETTLETON COMPANY 


Gentlemen’s Fine Shoes Exclusively Since 1879 
H. W. COOK, President 
SYRACUSE, NEW YORK, U.S.A. 


The BUCKMINSTER One of 38 
No. 47 Styles 
- 
In Stock 














Black Russia Calf Bal with mat calf 
top, 13 iron sole, 7/8 F heel. AA, 
7-12; A, 64-12, B, 6-12; C, D, 5-12. 
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IN STOCK STYLES FOR GROWING GIRLS 





No. R 5230 

Genuine Patent Chrome FlexibleMcKay, 
cut-out Front, French Silk Corded Bound, 
with perforated and stitched waist. 
Leather Quarter Lined. Perforated and 
Stitched Vamp and Quarter. One piece 
leather Innersole. Covered Heel. Width 
C, sizes 3 to 7 

SAME IN SKINNER’S BLACK SATIN 


The “Helthy-Fot’ Line 


is Diversified 


Diversity is the biggest 
feature of the Sinbac 
Helthy-Fut Line. A large 
variety of attractive 
styles, patterns, designed 


_ ae ee 


cent OEP 


No. R 5232 
Tan Calf Flexible McKay cut-out Front, 
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to sell readily, workman- 
ship and material of the 
best in each grade, invite 
your selection to fill any 
of your needs in shoes 
and low cuts for young 

eople of all ages—Welts, 
McKays, Turns and 
Stitchdowns for infants, 
children, misses and 
young ladies. 


French Silk Corded Bound, with per- 
forated and stitched waist. Leather 
Quarter Lined. Perforated and Stitched 
Vamp and Quarter. One piece leather 
Innersole, Covered Heel. Width C, 
sizes 3 to 7 $4.00 


sINBAc 


- W. MONRO 
c Hil CAGO 
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Designed 
for-an 
extensive 
sale 
at popular 
prices 


O BUY wisely of the Cushman- 
Hollis Line does not necessitate 
buying largely. 

While it is true that this famous line 
offers advantages to the volume buyer 
which can be secured with no other, it 
is equally true we have organized a 
nation-wide service of distribution for 
those merchants who wish to order 
through their wholesaler. 


For the convenience of the average 
merchant, a directory of wholesale 
houses is listed on a following page. 
Any of these will supply Cushman- 
Hollis Footwear promptly, in many 
sizes and diversified styles. 


Gushman-Hollis Go 


FACTORY AND HOME OFFICE SALESROOMS—ALBANY BUILDING 
AUBURN, ME. 
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N THE present swing of fashions, women can 

best be sold by showing a wide range of color 
and material. In garment styles and in shoe 
styles—this is unmistakably the truth. 


To give every one of our customers the 
volume sales usually associated with Cushman- 
Hollis quality, we have reflected the garment 
situation in our Spring and Summer lines. An 
immense variety of white styles, trimmed to the 
mode and the minute. Blacks and blonds in 
satin; and patents with a wide allowance of trim 
and pattern which will enable any merchant to 
harmonize the shoe with the costume. 


In short—we offer certainty and diversity in a 
wide-open opportunity for extra sales through- 
out the land. 


Cushman-Hollis Company. 


FACTORY AND HOME OFFICE SALESROOMS—ALBANY BUILDING 


AUBURN, ME. 
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Most of the styles of 
Cushman-Hollis Co. are 
sold by the following 
distributors 


EASTERN DISTRIBUTORS 


C. A. Goodnow Shoe Co. . . Boston, Mass. 
Lane Bros. Co. ‘ . . Boston, Mass. 
Greene-Anthony Co. . . Providence, R. I. 
Wm. J. Kennedy Shoe Co.,Inc.New YorkCity 
C. A. Goodnow Shoe Co.. New York City 
Merritt, Elliott & Co. New York City 
Powell & Campbell Co. New York City 
J. Weiss Shoe Co., Inc. New York City 
Brav Shoe Co. . .« Philadelphia, Pa. 
DeCou Bros. Co. . . Philadelphia, Pa. 
Jantzen Shoe Co. . . Philadelphia, Pa 
Monroe Bros. & Co. . . Philadelphia, Pa. 
Weinstein & Shubin Co. . Philadelphia, Pa. 
Baltimore, Md. 
Baltimore, Md. 
Baltimore, Md. 
Baltimore, Md. 
Baltimore, Md. 
Baltimore, Md. 
Baltimore, Md. 
Baltimore, Md. 
Baltimore, Md. 
Pittsburgh, Pa. 
Pittsburgh, Pa. 
. Buffalo, N. Y. 


R. E. Tubman & Co. . 
H. J. Lang Shoe Co. . 
D. Mussoff Shoe Co. 

W. H. Walker & Co. . 


SOUTHERN DISTRIBUTORS 
Norwell Chambers Co. Huntington, W. Va. 
Lynchburg Shoe Co. . Lynchburg, Va. 
Roberts & Hoge Shoe Co. Richmond, Va. 
Brand Shoe Co.,Inc. . . . Roanoke, Va. 
Griggs-Paxton Shoe Co., Inc. Roanoke, Va. 
Augustus Wright Co. Petersburg, Va. 
Streng Shoe Co. Louisville, Ky. 


Mose Cohen Shoe Co. . Nashville, Tenn. 
Murray-Dibrell Shoe Co. . Nashville, Tenn. 
Pitts Shoe Co. Montgomery, Ala. 
M. C. Kiser Co. . Atlanta, Ga. 
J. K. Orr Shoe Co.. . . Atlanta, Ga. 
Wampold-Loeb Shoe Co. Montgomery, Ala. 
Adler Shoe Co. . . . Savannah, Ga. 
Jolesch-Thomas Shoe Co. . Dallas, Tex. 
New Orleans, La. 
New Orleans, La. 

El Paso, Texas 
New Orleans, La. 


MIDDLE-WESTERN DISTRIBUTORS 


Whitney-Roth Shoe Co. . Cleveland, Ohio 
Simmons Boot & Shoe Co. . Toledo, Ohio 
Marks & Stix Shoe Co. 
Chas. Meis Shoe Co. . . Cincinnati, Ohio 
Crowder-Cooper Shoe Co. Indianapolis, Ind. 
Guthmann, Carpenter & Co. Chicago, Ill. 
Harper & Kirschten Shoe Co. Chicago, IIl. 
C. W. Marks Shoe Co. . Chicago, Ill. 
Smith-Wallace Shoe Co. . Chicago, Ill. 
Stanwear Shoe Co.. . Chicago, Ill. 
Samuels Shoe Co. . . . St. Louis, Mo. 
Bode-Larson Shoe Co., Inc. Keokuk, Iowa 


FAR-WESTERN DISTRIBUTORS 

Zion’s Co-operative Mercantile Institute 
Salt Lake City, Utah 

Jaffa Company. 
Stewart-Dawes Co. . 
Lawrence M. Purcell Co. . 
Krausse Bros . ° 
Fithian-Barker Shoe Co. . Portland, Oregon 
Buckingham & Hecht. San Francisco, Cal. 


Gushman-Hollis Go. 


FACTORY AND HOME OFFICE 
AUBURN, ME. 


SALESROOMS—ALBANY BUILDING 
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BOOT AND SHOE RECORDER 





—NO— 
CROSS-WORDS 
WITH OUR 


ALMA MATER 





STYLE—— 
FIT 

OQUALITY— 
PRICE—— 


No. 3367—Patent Vamp, Tan Calf Quarter. AA, 
, SPR sre saa $5.25 





PENSEY 


! 


VASSAR 


No. 1717—Penny Brown Satin. Ivory Kid Collar 
and Strap. AA, A, B, C widths............. $4.75 





COLLARETTE 





No. 4339—Patent Leather. Ivory Kid Collar and 
Strap. AA, A, B, C widths......:.......... $5.00 





No. 3210—Patent Leather. Ivory Kid Collar and 
Stitched. AA, A, B, C widths............... $4.85 
No. 3216—Same style in Black Satin, Ivory 
Ws Sock ebncacssdeccessvcendeceesst $4.85 





BLONDEY 


No. 3212—Black Satin. Guimpe Stitched 


No. 3213—Same style in 12-8 military 
dees e4Xds sy enccprenbawanss ues $4.65 





SUNBURST 





No. 1716—Blond Satin Center Tie. Full Breasted 
Heel, AA, A, B, C, widths... ......cescees $4.00 








No. 2307—Patent Leather, Apricot Kid Underlay. 
i CE chewaes ch oeenss tre oestdee $3.75 





SHOE CO. 


» 
—~ 


2 So. Wells St. 


CHICAGO 


The styles featured 
here are for at 


No. 1723—Patent Leather, Ivory Stitched. A, B, 
© GI ckains menetetaccevtcndscccksteum $4.00 


No. 1806—Same style with Leather Heel, Rubber 
Top Lift. $3.50 


once delivery 











No. 4114—Tan Calf, Front Gore under Buckle, 
~. OR TT err $3.50 





When writing to advertisers please mention Boot AnD SHOE 





REcoRDER 
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Where shoe making 
is a craft 


in which craftsmen take pride 


At this modern home of. the way. That is why on every ship- 
Certified Shoe, close attention{to ment of Certified Shoes you receive, 
detail is a tradition. There are no you will find every bit of the work 
other shoe factories in Rockford. thoroughly and expertly done. 

Certified shoemakers Be among the first to 
are trained in the Cer- see the out-in-frontnew 
tified shops, and do Special Edition styles for men in our 
things the Certified CATALOG SpecialEditionCatalog. 

just off the press 
Write for it 


STONEFIELD- EVANS 
SHOE COMPANY 


ROCKFORD, ILLINOIS 


CHICAGO SALES OFFICE KANSAS CITY SALES OFFICE 
410 Security Bidg., J. Wurmser. 444 Sheidley Bidg., R.W. Martin , 
LOS ANGELES SALES OFFICE ,325 Consolidated Bidg., A. L. Sendall 



































3, 1925 




















February 28, 1925 BOOT AND SHOE RECORDER 89 
SS 
Q\ 
~ 
—) 


























In Stock 


| No. 800—The Tulip 


A one-button, one-strap Sandal. Made in 
Patent Colt over No. 151 last as shown. 
Has cut-outs in vamp and sides. A close 
edge Welt carrying a 9/8 covered Cuban 
heel with an Uskide top-lift 


GEE: SA ee es Pe 5% to 8 
Regal eg 7 = ce raga ae 4144 to 8 





















Ready for Immediate Delivery 


Price $4.85 Net 30 Days 


MOORE- WHAFED 
MIOE “MFG *CO° 


BROCKPORT. NY. U.4A. 


NEW YORK OFFICE, 1845-1847-1849 MARBRIDGE BLDG., B’WAY at 3ith ST. 
JACK E. JESTER, MGR. 

















When writing te advertisers please mention Boot anv Snore Recorper 
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HERE is a Crossett salesman in 
your territory. He will receive with 
pleasure your invitation to call and 
submit our merchandising proposition. 


IN STOCK. 
Gi sete if 
i lan Ca 
niet, fast 
Rubber Heel 


A Spring Style 


That merchant does well who selects a line whose 
shoe making combines style with quality in its fullest 
sense. 

He builds good will and permanent patrons — the 
bulwark of his business. 


Let us send you our salesman. 


LEWIS A. CROSSETT CO. 
NORTH ABINGTON, MASS. 


Oo Sts > : ee 


QUALITY SHOE MAKERS FOR 40 YEARS 

















When writing te adverti please ties: Boor anv: Suor Recorper 
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In 1925 You Must Price Your Shoes on 
What They Will Bring 


7 NHERE still is blind adherence 
to the old tradition of buying 
shoes ata certain price to be 

sold at: a price fixed in percentage 
based on that cost. The general 
public wants good shoes and is will- 
ing to pay good prices, if it gets not only shoes, but 
proper service. 

The principle of pricing shoes on the basis of what 
they are worth, instead of on what they cost, to a large 
extent determines the success of the merchant. If it 
is a style shoe, what is the value of it to the consumer, 
aside from the cost of the materials and the delivery 
charge from the factory to the foot? If it is a correc- 
tive or an orthopedic shoe, what costs go into its dis- 
tribution in the way of adequate stock carried and 
extra service rendered? 


Value Fluctuates with Public Interest 


In any one shipment shoes will vary in value to the 
public on delivery date as against the date when the 
shoes were ordered. The shoes, when they actually 
appear in the store, have a value that fluctuates with 
the public interest in that type of shoe. For example, 
we illustrate four shoes, all purchased at $7.00. The 
shoes came in at the same time. The first shoe was 
priced at $13.00 and sold well, achieving on the aver- 
age approximately that price 


Small Profits, Plus Fair 
Profits, Plus Fancy Profits 
Give Average Profits 


The Fallacy of a Percentage 
Mark-Up 

Out of the sale of all four, the 
merchant made a fair net profit, 
but he would have lost considerable 
money if he had estimated the shoes on a 33 1/3 per 
cent mark-up or a fixed price of $10.50. That mer- 
chant had good business sense and figured his shoes on 
what they would bring, rather than on what they had 
cost him. 

Too many merchants credit wearers with possessing 
the same knowledge of values that they possess, which 
is, of course, quite a mistake. The worth of a shoe is 
largely imaginary and the display of a little courage 
will help the merchant to average his profits. 


You Can Know Too Much About Cost 


It is one of the queer circumstances in the shoe 
business that a man who knows too much about shoes 
is rarely a good salesman of them. One of the con- 
spicuous successes in merchandising is a buyer who 
frankly admits that he has no technical knowledge of 
the processes of shoe manufacture, for in purchasing 
stock he is guided entirely by his own estimate as to 
the price it will sell for, without particular regard 
to the manufacturer’s quotation. His margin of profit 

secured is higher than that 
"©. with which the average shoe 





for every pair. The next shoe 
was first priced at $14.00, 
but with the clean-up, it sold 
at an average price of 


| tf ae 
aeher re 


merchant is satisfied. 
One of the best things 
that has been said of 





$12.50. The next shoe was 
priced at $15.00, but actually 
sold, after the monthly clear- 
ance, at an average of 
$11.00. The final shoe didn’t 
ring the bell and sold at 
$9.85. 


late is, that shoes should 
be priced on what they 
will bring, and not on 
what they cost. And this 
will bring about a bet- 
ter average profit for 
the store. A keen mer- 
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chant tells us that small profits, plus fair 
profits, plus fancy profits, divided by three, 
give equal average profits. 


What Is Your Selling Value? 


“At what price shall I mark my shoes to hold my 
trade, pay my bills, and make an average profit?” 

This was the question that a retail shoe merchant 
asked himself some five years ago. He has increased 
his trade, he is considered an A-1 credit risk, and he 
has made an average profit. His rule, reduced to the 
simplest language is—‘“‘A low profit is sometimes nec- 
essary; a fair profit, likewise; also a fancy profit. 
Take all three. Distribute them over a group of styles, 
bought at the.same price, and you have, at the end of 
the year, an average profit.” 


February 28, 1925 


these merchants, the law of average profits obviously 
prevails. The fact that a merchant knows that there 
is such a system as that of “averaging profits” makes 
him more alert to the style trend. He thinks more 
quickly on footwear fashions. He knows that, no matter 
how small, there is always room for the exclusive shop, 
the one which gives a specialized service—and that 
he can make money by averaging profits. 


Practice Modern Merchandising 


He knows that he must educate his customers to 
“style values” and by the “smart” appearance of his 
store, its salesforce and its merchandise show the trade 
that he can give them up-to-date merchandise—that 
he has shoes for those who wish staples only; that he 
has shoes for the conserva- 
tive; that he has shoes for 





This merchant fixes his 
price on his idea of the popu- 
larity of a certain style. He 
recognizes the factors of de- 
mand and competition, but 
he knows that there is a very 
strong factor called “style 
value.” “Diamonds,” said he, 
“are dug out of the depths 
of the earth, just the same 
as coal and it costs no more 
to mine them. Yet diamonds 
have a certain richness—a 
rarity, if you will—that 
gives to them a high style 
value. Diamonds have beauty 
—sparkle. Coal has neither 
—nor is it as rare as its 
radiant underground neigh- 
bor 


What Will My Shoes Bring? 





How to Determine Profit 


After you have estimated what the shoe will 
bring, it is necessary for you to know how the 
selling price compares with the cost price to see 
whether you have established a figure that 
will cover the overhead and give profit as well. 


For some it is difficult to determine just 
what the correct selling price should be in 
order to make a certain percentage on sales. 
Here is a table which shows what per cent to 
add to the cost in order to make a certain per 
cent on the selling price. 


To make 25% on Sales, add 334% to cost. 
To make 27%on Sales, add 37% to cost. 
To make 30% on Sales, add 43% to cost. 
To make 32% on Sales, add 47% to cost. 
To make 33144% on Sales, add 50% to cost. 
To make 35 on% Sales, add 54% to cost. 

” To make 40% on Sales, add 67% to cost. 
To make 50% on Sales, add 100% to cost. 


the flapper; that he has 
shoes for the young man. If, 
in the location in which he is 
established, he cannot tell 
his “up-to-date story” to the 
public properly, he should 
move at the first opportu- 
nity. If his store has been 
known as one which is not 
up to the times, and he sees 
no opportunity for a change 
in location—then by clever 
publicity, by newspaper ad- 
vertising and a quick “re- 
form” to modern merchan- 
dising, he will be able to put 
in new merchandise—style- 
ful merchandise—and at the 
end of his fiscal year, strike 
his average profits. 








The millinery creators of 

Paris, and the millinery creators of New York have 
long realized the importance of “style value.” Their 
creations, if sold at a gross mark-up of 331/3 per 
cent would soon cease to be regarded by the public as 
desirable. Shoes have as much of a claim to original- 
ity and beauty of workmanship and design as hats. 
It has taken a long time even to enter shoes in the 
style class. Too long has the habit of considering shoes 
only as foot coverings pervaded the mind of the public. 
This vacillating body should be speedily instructed 
that it is getting more for its money in footwear today 
than ever before. Figure your shoes with this thought 
—“what will these shoes bring?” first and foremost 
in your mind. 


Strike an Average Profit 


All retail shoe stores, obviously,.cannot carry “orig- 
inal” shoe masterpieces. But even the smallest mer- 
chant has some styles, for which he has paid no more 
than his staples, on which he may obtain a fancy profit. 
And these styles, with those on which he may make a 
fair profit, plus his staples, at law profit, will produce 
for him the average profit. This is one of the lessons 
which the chain stores and big operators teach. With 


How One Man Did It 


We have in mind a high-grade family shoe store in 
a city of fair size. It is an old established store. It 
has snappy windows. It is such a reliable shop that it 
has been in existence for over a quarter of a century 
and is making more money each year. Doctors refer 
their patients to this store for shoes “according to 
prescriptions.” The store carries high style shoes also. 
“Sometimes,” as its buyer says, “I buy a line that I 
think, after a careful study of garment and hat styles, 
will be my best seller. I price it accordingly. I find 
after a little while that I have been mistaken, so I 
reduce it in price and try my luck at ‘style-picking 
again. I always carry a staple line, and I always have 
a line that most of the other merchants have—as well 
as the high style line. But I often pay just the same 
price for all three. I find, however, that with bad 
judgment in style-picking, plus good judgment, plus 
fair judgment, and plus my staples, and these all av- 
eraged against weather—I get my average profit at 
the end of the year.” 

In a recent interview with a shoe man of national 
reputation, he remarked: 

“It would be a good thing for the shoe game if 
several thousand retailers were squeezed out of the 
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An ideal setting for a trim featuring evening slippers. The young lady 

and man are pictured in evening dress as a suggestive way of showing the 

footwear types in women’s patterns for evening wear. It was the idea of 

Otto S. Lasche, display manager of the Stetson Shoe Shop, 1310 F street, 
N.W., Washington, D. C. 


business world. I mean those weak-kneed, supinely 
timid, panicky, jellyfish kind, who are afraid to ask 
a fair and square profit. These barnacles are willing 
to slave day and night, even on Sundays—year in and 
year out—to eke out a bare living and live a life lit- 


tle better than slavery. I for one” (and here he 
thumped his oaken desk with his clenched fist) “would 
gladly join in a combine to refuse them credit and 
force them out of a business which should at least be 
respectable enough to assure a decent American 
livelihood.” 


What the Profit Should Be 


And what he said was absolutely true! There are 
thousands and thousands of men who invest their 
savings in a retail shoe store and lack the moral cour- 
age to ask a reasonable profit on. their merchandise— 
and by reasonable profit is meant an average solid 
thirty-five per cent profit on the selling price—mind 
you, not the buying price. The per cent of profit should 
be larger on the better and higher-priced staple lines, 
or at least forty per cent. When it comes to the fancy 
lines and “doggy” styles there should be no limit to the 
profit asked—make those who want millinery in foot- 
wear pay for it. Have the proper amount of backbone 
to make them pay for it. 

The days when a retail merchant could figure his rent 
on a basis of six to eight per cent has passed, even in 
small country towns. Today the landlord is the first 
vampire that must be satiated, and’ many a merchant 
today is working day and night for his landlord. 


Thirty Per cent Gross Profit Too Small 


It is positively imbecile for a merchant today to try 
and run a successful business on a 25 to 30 per cent 
gross profit, because one or two fluctuations a season 
in the market price of shoes would soon land him on 
the rocks. To be thoroughly protected against a loss 
under present conditions, he should make a clean profit 
of from 35 to 40 per cent on every sale made. 


The next three years will see the failure and elimina- 
tion from the retail field of thousands of shoe dealers 
who haven’t the foresight now to ask a proper and 
decent profit. Despite the advent of the best business 
prospects in years, the shoe dealer will be obliged to 
face the most difficult problems of his career, and the 
biggest of these problems will be the repeated ad- 
vances in the cost of shoes—mind you I say repeated 
advances—not one but many advances. 


How to Deal with Price Competition 


Now, the retail merchant comes back to us and says: 
“It will be impossible to get 35 per cent profit from my 
business, because I have as keen competition here in 
this little burg as can be found anywhere in the coun- 
try—and Smith across the street there carries three 
of the same lines which I carry and he would under- 
mine my business by selling at lower prices.” This 
sounds logical and is logical—and it is one of the very 
problems referred to which every dealer must meet. 

There are two ways for the dealer quoted above to 

(Continued on page 54) 
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Advertising the Spring Opening 


Merchants Will Find Some Ready-to-Use-Ideas Here for Advance 


texture is as fresh as a spring morn- 








the year’s end, not December. 

We can’t tell whether this was 
before the months had been placed in 
our calendar or not, but that it is 
logical would be conceded by most 
anyone. Spring is the beginning of 
new things. Some sight or sound or 
smell spells spring to one and feeling 
is transformed. 


[ite ancients called February 


Spring’s Accompaniment 


This comes to you in the latter 
days of February, but not too early 
to plan. The frog, the pussy willow, 
the flash of a bluebird’s wing in the 
sunlight, crocuses; you could go on 
naming the glories of spring for a 
page without coming anywhere near 
to exhausting the signs. They all are 
tuned to the ecstatic; the emotional 
side of advertising is used with 
greater effect than is possible at any 
other time of year. The only thought 
is to blend the emotional appeal well 
with commonsense and salesmanship. 
Too much emotion means that one 
tries to portray for another his 
feelings and it can’t be done—not in 
selling. 


Putting the Spring Feeling Into 





Windows 


at ANKS 
> 


Browns 
Patents 
Satins 


ing. Its lightness puts a buoyancy 
into the step that makes you feel like 
running. It is snap from heel to toe 
and the smart,afternoon suit gets a 
real “kick” out of having such a fine 
shoe “looking up” to it. “Spring Run- 
ning” may seem a strange associa- 
tion, but this is a lively style. 


DAINTY AS SPRING’S 
BLOOMS 


You can almost hear the swish of 
satins as you look at this shoe. 

In Paris they call it “Sparrow” 
because of its design. Some have 
green trimmings, some have white 
trims and they all have that chic you 
associate with anything Parisian. 

They are American, though, and 
just as springlike as the greenery 
that you'll soon see peeping its way 
above the ground. 

The luxury of satin is not too luxu- 
rious for it. And to get the most for 
your money, do not’ wait until the 
freshest patterns are gone. 

Broc —_—_—_ 

PERT AS THE BLACKBIRD 

The morning sun hits the blade of 
the plough. Behind the ploughman 
comes the blackbird in his sleek 








Advertising 


Black satins, blond sa@tins, browns, 
greens, golds, yellows, maize—such 
shoes! Spring itself will not be any 
more colorful. 

The show window can step everyone smartly into 
Spring. While there may be some cold days or even 
snowy ones before the real warm weather arrives the 
sooner smart spring shoes are shown the greater will 
be the interest in them when the weather clears suffi- 
ciently. It is good judgment to be ready beforehand. 

The show window carries the actual colors, in the 
shoes and in the appointments. The advertising pic- 
tures the color in words. 

The show window shows the dash of the patterns. 
The advertising gives them a personality in its selec- 
tion of words. 


The Copy Angle 
Take as a heading— 
“THE SPRING RUNNING” 


Antelope leather for “Spring Running.” Its running 
is done in the direction of smartness. The beautiful 


Figure A—Suggested adver- 
tisement to go with window 
trim shown in Figure B. 


feathered coat looking for the worms. 
He makes you think of Dame Fash- 
ion picking her steps over Spring’s 
shiny pavements. And you think of 
shoes. The kind that makes you realize winter is over. 
And some of them are as fresh from the Southland as 
the blackbird himself. 


LAUGHTER — SUNSHINE — FASHIONS 
SHOES! 


Spring’s in the air. You can tell from people’s walk. 
The hurry of winter is gone—everyone strolls. And 
that’s the time fashion looks one over. 

A medium walking heel—two straps, so cleverly 
moulded to the ankle—the richest shade of brown— 
perforations that twinkle—and a price that takes your 
breath away it’s so reasonable. $00 that’s all. 

Oh, yes, that’s only one. There are plenty more NOW. 
But you’d be surprised at the way folks are buying 
their spring shoes. Seems as though they can’t get 
those old travel-stained ones off quick enough. 
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TO WEAR DURING THE MONTH OF VIOLETS 
AND DAISIES 

The modified oxford—yes, it’s new—with the 
“spike” heel and cut-outs as dainty as violets! Select 
the patent for richness. 

The striped pump—an old favorite, aristocratic in 
its bearing—but in the new color—BLOND, or dyed to 
match the gown. 

These are two suggestions. One for daytime; the 
other for evening. 


DON’T MISS IT 

Don’t miss the true spring feeling. You get it in our 
shoes because they have the spring “motif” and “mo- 
tive.” 

In the first there is the color that makes you feel 
happy and gay. Color does, you know. 

Then there’s the “motive”; the reason for our ask- 
ing you te try our shoes. They are made of the nicest 
stuff, and like anything well made, of good materials, 
they give more satisfaction than you can realize in 
looking at them. 


VER PERPETUUM 
(Perpetual Spring) 
A violet in January is a luxury. In March it grows 
with the daisy and the daffodil. We have the sun that 
grows them then. 
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Fig. C—The kind of advertising to use for spring 
openings. 


Today our shoes offer you the beauty and luxury of 
spring—before the season is here—a month, two 
months, three months from now they will give you 
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the same freshness of spring, in the heavy days of 
June when the bees drone lazily. Then you will appre- 
ciate as much as now their unusual value. And you 
would never know from the prices that these shoes are 
in the luxury class. Don’t you really think so yourself? 


THE COPY FOR LETTERS 


The foregoing sample ad writeups are for newspaper 
advertising. To supplement this effort the letter will 



































Fig. B—Suggested window trim. 


be used by merchants, and here are some thoughts for 
use in the building up of a letter. 
“Dear Madam: 

Have you heard of the “spike” heel—antelope leather 
—the “cretonne” pattern? 

Then stop in here. 

The real bargain one gets is usually the style that 
suits in every particular. Those are the kind of spring 
bargains we have NOW. 

If you delay purchasing you lose the real fun of 
shopping—you are not sure of getting what you want 
—and how can you get value out of your shoes unless 
they please you in every way? 

We shall certainly be looking for you, Mrs. (fill old 
customer’s name in here.) 

Yours for a pleasant half hour seeing the interesting 
little spring shoes.” 


(signature) x. 


; The Ideas Illustrated Here sal 

We have taken the advertisement in Fig. A as an 
idea to be used in connection with the window sug- 
gested in Fig. B. This is just something to whet the 
curiosity and to draw attention to the window display. 

Take two Kewpie dolls, put them to work holding 
back the curtains at the front of window. Put a mir- 
ror at the back of window. This can be made to look 
like a window itself by pasting strips of black paper 
across and up and down. Cut a bird out of some sport- 
ing magazine (they have many colored illustrations of 
birds) and paste on the mirror. Have the bird small 
enough so that he’ll look as though he was outside the 
window. Use your ingenuity in providing a branch for 
him to sit on. 

Somewhere around this mirror-window letter the 
words “Spring Opening” or “Advance Spring Styles.” 

(Continued on page 54) 
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Three Times as Complicated 


HE royal road to wealth is now being pointed 

out as in distribution, either through or- 
ganized selling systems of peddling from door to 
door, or through operating chain stores. The idea 
of operating and specializing in an individual 
retail store, in giving such service that the public 
not only comes to try, but repeats and repeats, is 
rarely considered as offering even a living oppor- 
tunity. 

Most merchants wait for trade to come to their 
store, instead of going out and getting it by legiti- 
mate publicity and sales methods, so those who 
wait are automatically left out of the picture of 
wealth makers. 

The family shoe store needs to feature service 
and satisfaction and the protection of the cus- 
tomer from the minute the shoes are bought until 
they are worn out. The individual atmosphere of a 
good store, operated by an upright merchant, has 
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selling qualities not possessed’ by any chain store. 
The customer gets in that store personalized serv- 
ice and satisfaction, for that store has sold itself to 
the public. That sort of a retail shoe store is here 
to stay and if merchandise purchased is not pleas- 
ing to the customer it can be brought back and 
properly exchanged. Higher quality and higher 
satisfaction are to be had in such a store. 

We maintain that there is a place in the distri- 
bution function for the family shoe store and the 
independent retail shoe merchant, but that what 
he needs is more backbone and courage to ask a 
price for a good article, forgetting all competition 
in the brand of service he gives. The peddling 
problem will solve itself for it is generally abating 
as it isn’t built on a solid foundation. 

When it comes to chain stores, nothing has ever 
changed the opinion expressed by that master 
business man, the late John H. Hanan, who said 
back in 1912: 

“If I could get all the outlet that I want for 
my factory, I would not retail a single pair of 
shoes. 

“That is the way I feel about chain stores. 
They are an economy; a progressive business 
development, but they also involve certain 
considerable drawbacks, which perhaps are 
not apparent on the surface. 

“One of the drawbacks is that the percent- 
age of capital absorbed in retailing is in com- 
parison with manufacturing as three to one. 
Nothing but the necessity for protection 
would induce a manufacturer to put three 
times as much capital into a retail develop- 
ment as would assure him the same profit if 
invested at the manufacturing end. 

“Another disadvantage is that merchan- 
dising is an entirely different undertaking 
from manufacturing, and in some ways more 
complex. It calls for a different sort of regula- 
tion and management and implies a different 
sort of experience and training in the man- 
ager or manufacturer. The manufacturer who 
undertakes to distribute his product through 
a chain of stores must have a strong grasp of 
business principles, uncommon energy and 
plenty of capital or he will run the danger of 
complicating his problem instead of solving it. 

“The greatest difficulty of all in connection 
with the chain store system is getting the 
right kind of managers. That is a problem 
with us just as it is with every other manu- 
facturer. There is no shortage in the world to 
compare with the shortage of brains. If we 
could always get the right kind of men, that 
would put nearly every retailing problem on 
the way to solution.” John Hanan. 

We look for the.independent retail shoe mer- 
chant to gather courage and conviction of his 
proper place in the scheme of distribution. We 
look for greater progress in 1925 in his new un- 
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derstanding of economics of distribution, a better 


training of his sales staff and a more alert atten-- 


tion to details to bring about one of the most 
prosperous years. For the shoe merchant who, 
owning his own business, ventures in trade and 
seeks a profit through greater service rendered, 
the outlook is most encouraging. 


Who Pays for Advertising? 


\ DVERTISING is not a charge against produc- 





tion at all. It has nothing particularly to do 
with production. Distribution is the field in which 
advertising works. This is a department of busi- 
ness that requires more attention than the other. 
Anybody can manufacture fast enough but can 
he sell the goods after he gets them manu- 
factured? That is the question. As to the advertis- 
ing being a charge even here, that is a fallacious 
idea. 

It works back beneficially toward production, in 
that it enables economies by increasing volume of 
business. The firm that advertises and thereby 
increases its business, economizes in the distribu- 
tion department and is enabled to economize also 
in production through greater volume. The whole 
story of the thing was well told in the following: 

“TI advertised; I gained thereby new customers, 
and a profit on more goods sold; who paid for my 
advertising, myself or the other fellow who lost 
the customers I gained? My opinion is the other 
fellow paid for it.” 

With anybody whose mind is centered on the 
idea that advertising is a charge against produc- 
tion or distribution, or both, there is this much 
to be said to him in behalf of trade journal adver- 
tising. It is the cheapest form there is, and one of 
the most effective. It is advertising on a great 
co-operative plan, with benefits and economies to 
every participant. 

It is not the only way to advertise. No trade 
journal ever claimed that; but it is a good way to 
advertise and a cheap way to advertise. There are 
concerns which do not use that method; but it is 
to be remembered that the methods they do use 
are generally much more expensive than any rea- 
sonable amount of trade journal advertising pos- 
sibly could be, and that if there is anything in the 
theory of “charging up advertising to the goods” 
they ought to make a bigger charge against their 
own goods than the manufacturers who use a 
reputable trade journal. 

We have known of shoe manufacturers who in- 
structed their salesmen to make a talking point 
of the fact that they did not advertise in trade 
journals; but, as a matter of fact, they spend 
more money in postage and printing for a single 
output of catalogues or circulars, an immense 
proportion of which go immediately into waste 
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baskets; than would pay for trade journal adver- 
tising for them for several years. 

The advertisers in reputable business journals, 
in every line of goods, are the manufacturers or 
wholesalers who recognize the fact that the pro- 
gressive retail dealers in all lines of goods are the 
ones who subscribe to the journals of their trade 
and whose confidence in those journals extends 
to the advertising pages as well as the editorial 
pages. Such advertisers, by the very fact that 
they do advertise, show that they appreciate and 
solicit the business of the great body of live, intel- 
ligent retail merchants. 

The original and enterprising journal in any 
trade exists because the merchants in that trade 
want it to. They need it for information; it is 
THEIR journal, their record of the business news 
of the day in their line of trade; and if every such 
journal were blotted out of existence tonight, 
others would spring into existence tomorrow 
morning, because they supply a great natural need 
in commercial life. 


The Joy of Walking 


AN anything be done to increase the joy of 

walking? Is there a place for hiking clubs? 

Can they be organized in spring time, the most 
logical period of the year for starting such clubs? 

Many merchants have taken very seriously the 
fact that walking is on the decrease, not so much 
because it means less shoes worn out, but because 
they feel an interest in the general health of the 
community. We hope that the New York Evening 
World will again start its hiking club. It was a 
great stimulant to getting people outdoors in 
spring time. Hiking time is here and an interest- 
ing hiking club will help walkers enjoy a happier 
and healthier spring, summer and fall. 

Perhaps a club can be organized locally for that 
purpose. The best scheme is to have your local 
paper do the organizing and to publish weekly a 
road map as to the walk proposed, plus informa- 
tion as to the starting point and who will be the 
leader. It is surprising what interest can be devel- 
oped in walking by the timely suggestion of the 
pleasure that can come from an organized trip 
outdoors. 

Incidentally, this means much to the better 
foot development and a better appreciation of 
footwear. The shoe merchant should be the stimu- 
lating factor behind the development of the walk- 
ing clubs. It is the most timely suggestion we can 
give him now. The first trip should start with a 
small mileage, and increase to a seven-mile jaunt 
when the people have learned to hike. It may take 
months to bring it up to the seven-mile point, but 
let the gang get started and distance is no 
deterrent. 
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Buy for Your Own Customer’s—Not 
Your Competitors 


Study Your Own Store and Your Own Clientele, Is the Advice of One of 
the Country's Best Known Shoe Merchandisers 


Based on an Exclusive Interview with 
MAURICE A. WEISS 
Of Stern Bros., New York City 


“ ROLLING 
A stone gath- 
ersnomoss.” 


Trite, but true. 

Maurice A. Weiss, 
who has been in the 
shoe business for 
more than 20 years, 
has had but three 
employers in that 
time, and he just 
shifted to the third 
a few months ago. 
In this age of “job- 
jumpers” it is re- 
freshing to find a 
man who can stick 
at the job for years 
and years, and make 
good at it and not 
wish he were in 
some other line of 
business. 

Mr. Weiss, as most 
everyone knows, is 
now presiding over 
the destinies of the 
shoe departments at 
Stern Brothers’ de- 
partment store, New 
York, a position he 
accepted on October 
1, after nineteen >) > oe 
years of service “What will sell well at one store,’ 
with the Cammeyer 
organization. 


WAT, aie ee 


Was a Cammeyer 
Salesman in 1905 


He began his career in the shoe world some twenty 
odd years ago in a little shoe store down on Grand 
street, New York, operated by Jacob Tuck. It was a 
little store, but it served to give Mr. Weiss some 
fundamental experience. A short time later, in 1905, 
to be exact, he was taken on as a salesman in the 
Cammeyer store when it was “down town,” as sec- 
tions are now reckoned in New York. 

Here he found a wealth of opportunity for his tal- 
ents. Successively and successfully he filled the posi- 
tion of floor walker, manager and buyer of the base- 


- are t oe ee te eS - * 
* 2 ; ay Ym 


* declares Mr. Weiss, “‘will not go at 

all in another. I was surprised to find how wide a variance there is 

between the types of shoes demanded by the customers of Stern Bros. 

and those that go to the Cammeyer stores. For the first month on the 

job here I did nothing but study the character of the customers who 

came into the department. I found we had steady calls for types of 
shoes that I would have considered unsalable.’’ 


ment store, upstairs 
buyer and _ finally 
general manager of 
the organization, 
which, until recent- 
ly, operated four 
stores. 


Known Also as Style 
Designer 


With the move- 
ment of the Cam- 
meyer organization 
to the new mid-town 
shopping center 
some years ago, and 
the later swing into 
styled footwear that 
affected the whole 
industry, Mr. Weiss 
found his work 
growing more and 
more into the buy- 
ing, and often creat- 
ing new styles. It 
was this part of his 
work that interested 
him most, and in it 
he found a field ex- 
actly suited to his 
temperament and 
training. Thinking 
out what the smart 
woman wants, not 
only the woman who 
can afford to pay top 
prices for her foot- 
wear, but the woman 
. who wants to be well 
shod at a more reasonable price, was his forte. In it 
he succeeded so well that his talents in sensing style 
trends were drafted by the National Shoe Retailers’ 
Association. For five successive years he has served 
that association on its women’s styles committee 
which meets several times a year with a similar com- 
mittee representing the manufacturers to draft a 
selling program for the coming season. Mr. Weiss’ 
work on this committee has been one of his singular 
successes. So thoroughly does he believe in the pro- 
mulgation of these committees that he follows them 
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strictly, with, of course, some variations to suit his 
own particular class of trade. 


Study Your Own Problems Thoroughly 


In this connection he is a firm believer in the neces- 
sity of each retailer studying his own store and clien- 
tele in order to map out his merchandising policies. 
“What will sell well in one store, will not go at all in 
another,” he said. “I was surprised to find how wide a 
variance there is between the types of shoes demanded 
by the customers of Stern Brothers and those that go 
to the Cammeyer stores. For the first month on the 
job here I did nothing but study the character of the 
customers who came into the department. By that 
time I had formed a pretty good idea of their spend- 
ing power and their general desires in the way of 
style. I found we had calls for certain types of shoes 
that I would have considered unsalable. It is necessary 
to carry them in stock right along to satisfy our cus- 
tomers. After all, that is the main point in business 
—to satisfy your customer.” 


How Weiss Scored a “Beat” 


In his career as a shoe stylist Mr. Weiss has several 
times scored a distinct “beat” in sensing a coming 
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vogue before most of his competitors. One outstanding 
example of this occurred about two years ago, when 
he showed square toed colonial pumps for the first 
time in New York, and sold thousands of pairs before 
most of the other stores had them in stock. 

On shoes of extreme style he is a believer in the 
“in-quick and out-quick”’ system. He never buys a shoe 
unless he is convinced that it will go over in a big 
way. Then he buys it in a full range of sizes, plays it 
strongly and drops it quickly at the first sign of 
waning. 

For early spring selling this year Mr. Weiss is ad- 
hering rather closely to the style program developed 
at the joint style meeting last November. Step-in gore 
pumps, with the front gore concealed by some little 
decoration, appear to him at present to be the one 
best bet. 





George L. Crosby Dead 


Boston, Mass.—Funeral services for George L. Cros- 
by, head of the Crosby Shoe Company, a retail shoe 
store at Federal street, were held at the Union Con- 
gregational Church, Winthrop. He conducted a shoe 
store here for 20 years, carrying a medium-priced line 
of men’s shoes. He was a charter member of the Massa- 
chusetts Retail Shoe Merchants’ Association. 


One of the most colorful shoe windows that has been exhibited to New Yorkers for 
some time was seen recently at Stern Brothers. The window in question was in most 
excellent taste, with its light silk background and coral, gold and black panels setting 
off the new spring footwear in a most advantageous manner. A wide variety of styles and 
materials were shown, the center of the display being built up largely of a model named 
“‘.a Charmante,” a neat pump pattern with a small buckle through which two small 
straps button on the side. The buckle covers a concealed goring. The use of such a 
large display devoted entirely to shoes is new at this store and aroused considerable 
comment. 
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The Recorder’s Cross-Word Puzzle 


Composed Almost Entirely of Terms Used in the 





Shoe and Leather Trade 


Rae 






































































































































HORIZONTAL 


. Man who developed a system 
of sole sewing. 

. President of a large shoe 
trade association. 

. Used in tanning. 

. Famous shoe center (abbr.). 
. Response (abbr.). 

. Kind of shoes (plural). 

. Approval. 

. Goatskin producing coun- 
try. 

. Two shoe widths. 

. Abrasive material for buff- 
ing soles and heels. 

. Famous Kentucky states- 
man before 1850. 

. Old Style. 

. Packages (abbr.). 

. A state (abbr.). 

. Provides heavy hides. 

. Characteristic of good shoes. 
. Indefinite article. 

. Profit (colloquial). 

. Two widths, far apart. 

. Inland Mail Service. 

. Shoemaker’s tool. 

. Bookkeeping term meaning 
“owes.” 


. Kind of sole. 
. Often used to make cut- 


outs. 


. Two separated widths. 

. Bottomed. 

. Where you put the letter. 
. Soling material. 

. Roman name for middle of 


month. : 


. Explosive. 

. Large size for a woman. 
. March. 

. Name of a width. 


VERTICAL 


. Kind of kid leather. 

. Two hundred. 

. Boys’ footwear (colloquial). 
. Announcement (abbr.). 

. Edge turned in. 

. A high rating. 

. Leather or other material 


placed under’ another 
piece. 


. Recorder Subscribers (ini- 


tial). 


. Those who are in debt. (ab.). 


. Part of a_ tanned hide — 


(plural). 


. Used in measuring the foot. 
. Special kind of toe tip. 

16. Mark-down trading event. 
. Necessary to run machin- 


ery. 


. A month. 
. Part of the human walking 


apparatus. 


. To hustle one’s self. 
. Goatskins come by this. 
. Last year’s style. 
. Various items (abbr.). 
. Outdoor shoes. 
. Skilled shoemaker. 
. EEEE. 
41. Men’s sample size. 
. Country once famous for 


tanning. 


. Quiet season. 
. Energy. 
50. An opener. 
52. Ditto (abbr.). 
. First word of name of a 


shoe city. 


. A shoemaking section (ini- 


tials). 


. Number Nines (initials). 
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Making More Leather Available for Soles 


The Hide with Surface Blemishes Is Often the Toughest Wearing 
Surface—It Should Be Marketable 


VERY significant situation is developing in the 
A leather markets of this country. The surplus 
~ supplies which have figured so largely in keep- 
ing prices down in the past five years have disap- 
peared. The shoe trade is facing a situation where it 
is to have leather on soles of shoes, and still keep the 
prices of those shoes in the popular grades, a conser- 
vation of leather or a utilization of such parts of the 
leather as are not now available, must come about. 


Too Much Attention to Surface Appearance 


Country hides and skins make up more than one- 
third of all the hides and skins produced in this coun- 
try, and their condition on the arrival at the tannery 
is of interest to all who use leather. Too often the value 
of country hides for leather making is less than that 
of packer hides, because less care and skill are shown 
in the take-off and in the curing and handling. In con- 
sequence, the hide trade discriminates between country 
and packer hides and skins and pays less for the 
former. 

Packer hides and skins are taken off in establish- 
ments where slaughtering is of a wholesale character 
and where men usually are employed exclusively for 
the purpose of removing hides. The result is a product 
of uniform selection and with few imperfections 
caused by man handling. 


The Surface Imperfections of Soles 


Country hides and skins are taken off by farmers, 
ranchmen and local butchers who are generally inex- 


perienced in skinning. A slaughter cut or any other 
imperfection in a hide means a blot on that skin dur- 
ing its entire career, just as an ink stain on a shirt 
front injures the shirt for life. The tanner can not 
fill up a slaughter cut or a grub hole or a barbed wire 
scratch. It stays in the piece of leather through to the 
finished product and then is rejected as sole leather. 
This is not defective leather for oftentimes the heal- 
ing of the barb wire scratch, the healing of the tick 
wound, strengthens the hide substance and makes that 
part of the leather actually tougher and more fitted 
for hard usage. 


Too Much “Hand-Petting” 


The same is true of brand marks on both the butt 
and sides of cowhides. Inasmuch as very few cattle 
skins are entirely free from marks, the wastage due 
to the trade’s custom of selecting perfect surfaced 
leather for soles is a factor of not only waste, but 
added expense. A good shoe today is inspected by the 
merchant with a critical eye to bottom finish. In fact, 
soles, heels and edges are given so much “hand-petting” 
that the public actually gets less of wearing value out 
of the sole because of this trade interest in making 
bottoms look pretty. 


The Economy of Utilizing Waste 


Many merchants are now calling for unfinished soles, 
realizing that buffing and sanding takes off from four 
to ten days’ wear and leaves the pores of the sole sub- 

(Continued on page 52) 


Utilizing leather with grain blemishes. The second sole is a tough piece from the neck, and 

after being run through a press with a design screen, the effect obtained is shown in the first 

sole. The child’s sole had tick marks and the fourth sole was branded. They all made good 
wearing leather after treatment. 
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‘“‘Exceptional— Not Conventional,” the Slogan 
of Ohio Valley Merchants 


Big Gathering Opens March 2 in Cincinnati 


LLOWING advance registra- * 
F tion and a meeting of the 

board of directors on Sunday, 
the annual convention of the Ohio 
Valley Retail Shoe Dealers’ As- 
sociation will swing into its real 
business at the Hotel Sinton, Cin- 
cinnati, Monday morning, March 2. 
Routine business will take up the 
morning and the formal opening, 
preceded by a musical program, will 
be held at 1:30 p.m, 

The meeting will be called to order 
by General Chairman H. C. Mc- 
Laughlin. This will be followed by 
an invocation by Rev. Frank Nelson 
and addresses by Paul W. Craw- 
ford, president of the association; 
Seaton Alexander, past president of 
the N. S. R. A.; President John J. 
Baird, of the N.S. R. A.; and G. L. 
Avery, newly appointed field secre- 
tary of the Ohio Valley Association. 


Keynote Address by William N. Taft 

Then will come the keynote address of the conven- 
tion, to be delivered by William Nelson Taft, editor 
of the Retail. Public Ledger of Philadelphia. Discus- 
sion of this address, reports of officers and other 
routine business will consume the rest of the after- 
noon. In the evening there will be two social events— 
a reception and dance at the store of the Potter Shoe 
Co. with Miss Alice Engelhardt as hostess, and a 
theatre party sponsored by the following manufac- 
turers: 

The Bettman-Dunlap Co., Cahill ‘Shoe Co., Stanley 
Duttenhofer Shoe Co., Duttenhofer Stevens Co., Feder 
Gregg Shoe Co. Homan Hughes Co., Julian & 
Kokenge Co., Krippendorf-Dittmann Co., Charles 
Meis Shoe Co., Miller Shoe Co., Plaut-Butler Co., 
Riesenberger-Wnf-Peck Co., Roth Shoe Mfg.’ Co., 
Stern-Auer Shoe Co., P. Sullivan Co., Travers Shoe 
Co., United States Shoe Co., and Vollman Lawrence 
Company. 

Profitable Discussions on Tuesday 

Tuesday morning’s program includes a/discussion 
of membership stimulation and association activities 
by Charles Seidenfield and H. M. Barkley; of “The 
Rule of Four” by E. C. Orr; of “The Rule of Six” by 
E. E. Petot; of the Harvard Business Bureau by Lewis 
. J. Miller; and of “The Profitable Selling of the Last 
Ten Pairs” by R. B. Nay, H. B. Zavitz and George 
Bunn. The afternoon program includes a business 
forecast by J. P. Orr and C. K. Chisholm; an address 


PAUL W. CRAWFORD 


President of the O. V. R. S. 
D. A. 


by George M. Spangler, N. S. R. A. 
manager; a style forecast by J. Sher- 
wood Smith of Harper’s Bazaar; and 
a discussion of Modern Merchandis- 
ing by G. A. Waddle of the Good- 
year Tire and Rubber Co. of Akron, 
O. There will be a dinner dance in 
the evening. 


Election of Officers Wednesday 

Preceding election of officers on 
Wednesday will be a discussion of 
advertising led by Ralph H. Jones 
and a discussion of tax reduction and 
protection led by John J. Baird, J. 
H. Hunter and Lynn Revenaugh. 

Quite an elaborate program has 
been arranged for the women guests, 
one of the highlights of which will 
be a luncheon at the Business Men’s 
Club on Tuesday with the following 
wholesalers as hosts: 

Dan Cohen Co., Isaac Faller’s 
Sons Co., Mann & Longini Shoe Co., 
Marks & Stix, Chas. Meis Shoe Co., Nathan Plaut & 
Son and United States Rubber Co. 





Making More Leather Available 
for Soles 


(Continued from page 51) 

stance wide open. A manufacturer with an economical 
turn of mind in looking over the leather market in 
the increasing cost of number one, top grades of 
leather, tried the experiment of taking soles with sur- 
face marks thereon and putting them through a ma- 
chine, breaking up the pattern in an attractive way so 
that the skin effect was pleasing to the eye. The result 
achieved made possible the use of much of the sole 
leather formerly rejected. The public will soon get ac- 
customed to the pattern lines on the soles of shoes and 
the consumer get the additional advantage of a 
good piece of sole leather, sometimes an extra tough 
piece which, because of a few surface blemishes, would 
have been rejected but is now available for wear. 

An additional advantage of printing soles on a press 
is that it saves all the labor costs of buffing and finish- 
ing bottoms. It prevents soles checking and cracking, 
because the imprint increases the flexibility of the 
sole, particularly after the sole has been treated. 

The shoe trade will find available more good wear- 
able sole material if it will forget its old practice of 
requiring soles pretty to look at instead of those that 
have wear and substance. 
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Plans Already Under Way for Style Show 
in Boston 


Big Attendance of Buyers Expected at 
Mid-Summer Fair 


E annual Boston Shoe and 

Leather Fair, as it is hence- 

forth to be known, will be 
held on July 7, 8, 9 and 10, in Me- 
chanics Building, Boston, and there 
is every indication that the 1925 
event is going to overshadow in in- 
terest any of its five predecessors. 
Both the exposition and style revue 
will be marked by various improve- 
ments that will appeal very strongly 
to the hundreds of visiting buyers 
who are expected in Boston that 
week. 

President Albert F. Bancroft, of 
Bancroft, Walker Co., Boston, the 
new president of the organization, 
is taking an enthusiastic interest in 
the plans for the fair and expects to 
devote a large part of his time to the 
enterprise. 


Committees at Work 


President Bancroft has appointed 
the various committees to carry out the details of the 
fair, and most of these already are functioning. The 
biggest auxiliary committee of all, the New England 
traveling salesmen, are this year manifesting a greater 
degree of interest in the success of the event than ever 
before. One of their well-known leaders, Mr. Thomas 
A. Delany, secretary of the National Shoe Travelers’ 
Association, has been appointed chairman of the Re- 
ception Committee, and Mr. Waldo M. Oakman, now 
with the F. M. Hoyt Shoe Co.. and who is another 
veteran traveling man, represents the “boys” on the 
Publicity Committee. 

It is planned to make the Exposition Department 
more comprehensive and educational than ever before, 
and in connection with the Style Revue there will be a 
number of new ideas calculated to make it a real busi- 
ness-getter. 


Entertainment Program Planned 


In addition to the extensive entertaining that is al- 
ways done by individual manufacturers in connection 
with the midsummer Boston Fair, there will be an 
attractive official program of entertainment for the 
visitors, including a golf tournament. 

Additional details regarding the four days’ program 
will be announced from time to time. 

The officers and committees of the New England 
Shoe and Leather Exposition corporation, which main- 
tains the Boston Fair, are as follows: 


ALFRED F. BANCROFT 


President of the Boston Shoe and 
Leather Fair 


OFFICERS 

Albert F. Bancroft, president, Ban- 
croft, Walker Co., Boston; Charles 
T. Cahill, vice-president, United 
Shoe Machinery Corporation, Bos- 
ton; H. B. Dillenback, vice-presi- 
dent, Beggs & Cobb, Inc., Boston; 
Charles C. Hoyt, treasurer, Na- 
tional Fabric and Finishing Co., 
Boston; Thomas F. Anderson, 
secretary, Boston; Chester I. 
Campbell, general manager, Bos- 
ton. 


EXECUTIVE COMMITTEE 
Albert F. Bancroft, chairman, ex 
officio, Bancroft, Walker Co., Bos- 
ton; Charles T. Cahill, United Shoe 
Machinery Corporation, Boston; 
Charles C. Hoyt, National Fabric 
and Finishing Co., Boston; Her- 
man E. Lewis, Herman E. Lewis, 
Inc., Haverhill; Buford H. Jones, 
Thomson-Crooker Shoe Co., Bos- 
ton; William H. Bresnahan, Bresnahan Shoe Co., Bos- 
ton; George W. Langdon, Jr., Hazen B. Goodrich & 
Co., Haverhill. 


EXUIBITS COMMITTEE 


Buford H. Jones, chairman, Thomson-Crooker Shoe 
Co., Boston; Frank S. Farnum, Churchill and Alden 
Company, Brockton; H. B. Dillenback, Beggs & 
Cobb, Inc., Boston; Burt W. Rankin, Hunt-Rankin 
Leather Co., Boston; Joseph C. Kimball, Kimball, 
Sherman Shoe Co., Haverhill; Charles Ault, Ault- 
Williamson Shoe Co., Auburn, Me.; H. M. Read, 
Gregory & Read Co., Lynn; W. R. Shrigley, Merrill, 
Porter Co., Lynn; W. A. Hodges, Edwin Clapp & 
Son, Inc., East Weymouth; F. I. Sears, A. J. Bates 
Co., Webster; F. W. Small, Gilchrist Co., Boston; 
James A. Lippman, Bloom, Lauger, Lippman Co., 
Boston; Walter I. Perry, Bliss & Perry Co., New- 
buryport. 


STYLE REVUE COMMITTEE 


William H. Bresnahan, chairman, Bresnahan Shoe Co., 
Boston; E. T. Rickard Shoe Co., Haverhill; Frank 
R. Maxwell, Thomas G. Plant Co., Boston; James A. 
Munroe, E. T. Wright & Co., Inc., Rockland; Paul O. 
MacBride, -Milford Shoe Co., Milford; Edric R. 
Taylor, McNichol & Taylor Co., Lynn. 















PUBLICITY COMMITTEE 

George W. Langdon, Jr., chairman, Hazen B. Good- 
rich & Co., Haverhill; Edward O’Connor, National 
Fabric and Finishing Co., Boston; Waldo M. Oak- 
man, F. M. Hoyt Shoe Co., Manchester, N. H., and 
Boston; Harold P. Smith, Rice & Hutchins, Inc., 
Boston. 

HOTELS COMMITTEE 

George W. Langdon, Jr., chairman, Hazen B. Good- 

rich & Co., Haverhill; Chester I. Campbell, Boston. 


RECEPTION COMMITTEE 


T. A. Delany, chairman, secretary, National Shoe 
Travelers’ Association, Boston. 


Applications for exhibit space already are being re- 
ceived, and all such requests should be sent to Mr. 
Chester I. Campbell, general manager of the Boston 
Shoe and Leather Fair, Park Square Building, Boston, 
Mass. 





In 1925 You Must Price Your Shoes on 
What They Will Bring 


(Continued from page 43) 
handle the problem. First, he could call on Smith and 
say, “Smith, I feel that you and I are entitled to rea- 
sonable profits on our shoes, and under present condi- 
tions that profit should not be less than 35 per cent. 
Do you agree with me?” 

If Smith does, then those three particular lines men- 
tioned could be raised in both stores and the retail 
price should be religiously adhered to. If Smith doesn’t 
agree, then take the matter up with the manufacturers 
of those lines and advise them that you feel you are 
entitled to a 35 per cent profit and if Smith undersells 
you it will mean that you will buy elsewhere. 


You will find that from ‘now on the manu- 
facturer will protect the man who demands a 
85 per cent profit. The manufacturer 
knows conditions, and he knows that the deal- 
ers who don’t wake up immediately and get 
at least the 35 per cent profit will be undesir- 
able credit risks in a year or two. 


The problem of distribution is not one of forcing 
more shoes upon the consumers, but how to put more 
shoes within their reach. The price that is arbitrarily 
fixed is out of balance. One shoe, because of its style 
value, may be worth more than another and should 
carry a proportionately higher rate of profit. 

The recent liquidation of surplus stocks, not only 
in materials, but in finished articles, brings about a 
situation where for the first time in five years it is 
not necessary for a shoe store to place prices below 
normal values. The public has had a fictitious notion 
of values, and the fact that it had a misplaced idea of 
what constituted shoe prices, has menaced the success 
of the shoe business for the past year. 

The correction of this comes about when the public 
is made aware of the fact that new shoes or new ma- 
terials are priced at a figure that includes not only 
the cost of the merchandise, but a profit as well. 
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Joins John Pell & Son 


N. L. Woodward, for many years ‘head model-maker 
for Stewart & Potter and more recently of the firm of 





NORMAN L. WOODWARD 


Deitch & Woodward, is now located at the John Pell 
& Son Branch of the United Last Company at New- 
ark, New Jersey. 





Advertising the Spring Opening 
(Continued from page 45) 
Borrow a narrow table from the furniture dealer 
neighbor, put a vase with a flower in it on the table 
and some sort of a covering. Then with this back- 
ground display the shoes. 

This very window has been used by other merchants 
in other lines and is picked for this occasion because 
of the unusual amount of interest it created. 

Perhaps it is because of the Kewpies. They very 
likely add just the “life” needed in a window, particu- 
larly a shoe style window. 


The Advertisement Pictured Here 


In Fig. C is an advertisement, the frame of which 
can be used for the entire spring advertising. The cap- 
tion “Brown Leads” may be changed at will; the 
oftener the better. 


Here are some suggested headings for use right up 
until the big “rush” of Easter. 

1—“Brown Leads” 

2—“Then come ‘pipings’—the ‘millinery’ in shoes” 

3—“Narrower Toes—Spring Foot a Patrician One” 

4—“Your Shoes Must be Kidskin” 

5—“Simplicity Brightened by a Contrasting Trim in 
the New Shoes This Spring” 

6—“My! Only Two Weeks to Easter” 

7—“Tremendous Interest in Buckle for Easter 


Shoes” 
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Record Attendance at Convention of 
Texas-Oklahoma Merchants 


First Day Devoted Almost Entirely to Style Discussion 
and Analysis 


shoes were discussed in open 

forum by retail shoe mer- 
chants, travelers and visiting manu- 
facturers at the opening session of 
the joint convention of Texas and 
Oklahoma Shoe Retailers and South- 
western Shoe Travelers, held in Fort 
Worth, February 23, 24 and 25. 

The discussion of women’s shoes 
centered around material, colors, pat- 
terns, lasts and heels and was under 
the supervision of the style commit- 
tee which consisted of C. H. Muller, 
L. F. Tuffly and Dave Gilbert. 

In regard to materials the order 
of preference as brought out during 
the informal discussion was satin 
first; then kid; patent; and Russia 
calf. Some gave first place to blond 
and others to fallow in talks on 
color. 


Goes. in men’s and women’s 


It was the experience of the 
representative merchants that 
the sale of black satin was about 
equal to the lighter colors, either 
blond or fallow. It was brought out that light 
shades of kid were enjoying popularity in 
high grade shoes and were being sold at the 
same time that light satins were going and 
were not bought with the expectation of their 
enjoying a later vogue than the light satins. 


That patents in combinations would be good sellers 
during the early spring but would not equal satins was 
the opinion of a number. Day Fezler, of Oklahoma 
City, asked for opinions in regard to the influence of 
the lighter shades in satin and kid on the sale of 
whites. Interesting discussions followed and it was 
brought out that the popularity of the lighter shades 
might delay somewhat the opening of the white season 
but that with the coming of hot days the demand for 
whites would be strong. Others were of the opinion 
that the white season was dependent entirely on the 
weather. Merchants from all sections of Texas and 
from Oklahoma expressed themselves as convinced 
that the coming season would be a greater white sea- 
son than the previous one. 

L. F. Tuffly said that he believed that it was well to 
have whites in kid, in cloth and in satin. White satin 
would be sold this year, according to Dave Gilbert, 
another member of the style committee. He told of his 
experience in dyeing white satin to suit various cos- 





L. E. LANGSTON 


Who has been appointed regional 

governor of Texas and the South- 

west by President Baird of the 
N.S. R. A. 


tumes and this policy had meant in- 
creased sales. Little enthusiasm was 
expressed in regard to black and 
white combinations. This was also 
the situation in regard to grays in 
any material, to black kid, and, in 
some localities, even to Russia calf. 

More diverse opinions were stated 
in the matter of patterns. However, 
a number of those taking part in the 
open forum agreed with the idea as 
expressed by Mr. Gilbert in making 
the choice pumps first, then straps 
and sandals. Regent and D’Orsay 
patterns were regarded with favor 
although some few said that the de- 
mand for more fancy patterns was 
being noted. H. C. Scoggins, speak- 
ing in regard to patterns, said that 
nine out of ten shoes being sold were 
D’Orsay pump patterns. Open shank 
and cut-out vamps also found favor. 


Open Shanks Peculiar to the South 


C. A. West stressed the unique 
demands of the South that were not 
being felt so much elsewhere for open shank shoes and 
cut-out vamps. 

The tendency toward higher heels was shown: 16/8 
and higher in the Louis types and 12/8 in box heels 
were practically agreed upon. Although a few present 
favored the narrower toes, most agreed that about 95 
per cent of the present demand was for medium round 
toes. 


Harry Scoggins made a short but interesting talk 
in regard to style in which he said that the trade gets 
its style ideas from the younger crowd and that these 
in turn depend on the ideas and judgment of inter- 
ested salesmen. He said that he believed that such 
salesmen could literally set styles in their communities. 


George M. Spangler, N. S. R. A. manager, in his 
speech during the evening gave an _ interesting 
opinion in regard to how style patterns die. He said 
that the retail merchant feels the scare first, the 
traveler second, the manufacturer next and the public 
last. It is the business of the retail merchant, he said, 
to stay sold on his shoes and then his trade will be sold 
on them. 

Corrective shoes came in for some slight discussion 
and several men said that oxfords and straps had about 
an even break with perhaps a slight preference for 
straps at this time. 
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Urged Lightweight Shoes for Men 

The matter of men’s styles was quickly disposed of. 
It was recommended by the style committee that a 
light-weight, tan shoe be pushed to stimulate men’s 
trade. L. F. Tuffly said that this light-weight shoe 
should be presented as a practical summer shoe and 
the effort made to make it the special season shoe. 
R. M. Logan, in an interesting talk, brought out the 
fact that literally the light-weight would not wear as 
well as the brogue and this should be borne in mind and 
other features of the light tan be stressed. J. E. Bre- 
cheisen of Muskogee, said that retail shoe merchants 
should follow their own recommendations and that 
more tan shoes for day-time wear would stimulate the 
buying of shoes for occasions. 

Most interesting speeches featured 
the evening’s entertainment when a 
banquet was held in the Crystal Ball- 
room of the Texas. L. E. Langston 
presided for the fourth time as gen- 
eral chairman. Welcomes were ex- 
tended by Clarence Craft, home-run 
king of the minor leagues and re- 
sponses were made by Day Fezler, 
Tom Collins, and Carroll Scoggins. 


Langston Made Regional Governor 


John J. Baird among other things 
said that the meeting together of re- 
tail merchants, travelers and manu- 
facturers was his idea of the culmi- 
nation of the co-operation spirit 
among the allied crafts. He sprang 
a most pleasing surprise when, as 
president of the N.°S. R. A., he 
named L. E. Langston as regional 
governor of Texas and the South- 
west. Mr. Spangler, in an interesting 
manner, reveiwed the advantages of 
membership in the National organiz- 
ation. Oran McCormick paid tribute to Texas and told 
of his life and work in Fort Worth in the days when 
that city was a small undeveloped town. 

The Southwestern Shoe Travelers held a short meet- 
ing prior to the meeting with the retail merchants. 
At this time they had a discussion and speech by R. C. 
Forman on salesmanship. Tom Collins, speaking to the 
merchants, said that the presence of more than 200 
travelers, and the showing of more than 175 lines of 
the best shoes manufactured, expressed the travelers’ 
idea of co-operation. 

H. C. Scoggins went on record as favoring Fort 
Worth as the meeting place for the convention for 
the coming years because of the increase in attendance 
and the splendid entertainment afforded. 

The features of the second day of the joint conven- 
tion were addresses by three of the most prominent 
men of shoedom. Everit B. Terhune, publisher of the 
Boot and Shoe Recorder, analyzed the present economic 
conditions as they~ affect the shoe industry. 1923, he 
said, was a time of over-production; 1924, of indi- 


DAY FEZLER 
Oklahoma City Merchant who 
was re-elected president of the 
Oklahoma Shoe Retailers’ 

sociation. 


February 28, 1925 


gestion; and 1925, he declared, would be a time of 
clarification or elimination. Just as the healing of a 
wound was painful, this clarification period would be 
hurtful though healthful. He predicted a tendency 
toward a rising market and gave as reasons, the de- 
termination of the tanners to selle leather at a reason- 
able profit, and the impossibility of lowering, to any 
marked extent, the costs of overhead, materials, labor, 
and selling. 

He urged retail shoe men to concentrate on a few 
safe sources of buying and stop shopping around. He 
advised merchants to get rid of present unsalable goods 
at a price as near 100 cents on the dollar as possible. 
He called to mind the fact that the public isn’t creating 

styles and urged the men of the shoe 
industry to remain solid on their 
styles. He showed the necessity of 
employing real ability in advertising 
and displaying shoes. In speaking to 
the travelers he said that they are 
confronted with the task of develop- 
ing a “wallop of authority,” of un- 
derstanding their own business and 
of recognizing the human equation 
as a selling factor. 


Baird Pleads for Harmony 


John J. Baird in his address of the 
afternoon said that shoe men in all 
sections of the country were con- 
fronting the same problems and were 
eagerly seeking the answers to them. 
He showed the necessity for har- 
mony between tanner, manufacturer, 
traveler and retail merchant and 
urged a closer welding together of 
all interests in the shoe industry. 


- Salesman a Buffer, Says McWhirter 


Buford McWhirter, secretary of 
the Southwestern Shoe Travelers, said that the travel- 
ing salesman was an essential part of the industry who 
served as the buffer between the manufacturer and re- 
tail merchant. He urged a greater co-operation and 
showed the advantages of organization. He cited the 
lack of success in securing the elimination of the Pull- 
man surcharge and gave as a reason the lack of a con- 
certed co-operative effort. 

The second open forum discussion was under the 
direction of Will Buckley of Houston and H. C. Scog- 
gins of Beaumont and was centered on methods of 
getting rid of broken lots and the time and necessity 
for sales. It was the practice of the speakers, L. F. 
Tuffly, J. E. Brecheisen, Carl Mueller, and B. L. Dill- 
ingham, to go over stock at frequent intervals and 
apply the P. M. Method of disposing of broken lots. 
Harold Volk of Dallas said in speaking of sales that 
when month-end sales were the established custom, 
too many patrons waited for the price reductions. 

Dallas merchants, he said, were no longer putting on 
sales at these stated intervals. At the Volk Bros. store 
there are always a certain number of shoes to be 
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A good looking trim featuring men’s shoes at The Pioneer Department 

Store, Inc., Fort Lauderdale, Fla. W. C. Goodrich is buyer and manager 

and reports business good. At this time there is a good trade on whites, 
because the winter resort trade is at a peak. 





cleared out at a reduced price but advertised sales were 
put on as the usual custom only semi-annually. He 
showed the necessity of going over stock frequently 
and clearing out odds and ends. 


Election of Officers 


The Oklahoma retail merchants held their election 
of officers the second day of the convention. The fol- 
lowing who served the organization last year were re- 
elected: Day Fezler, Oklahoma City, president; W. H. 
Prather, Ardmore, first vice-president; Sol Jacobs, 
Tulsa, secretary-treasurer; and the following directors 
were elected: L. Lyons, Tulsa; J. W. Krueger, Ard- 
more; J. E. Brecheisen, Muskogee; R. A. Horton, 
Okemah; W. T. Head, Oklahoma City. Rex Reeves of 
Muskogee was elected second vice-president to succeed 
Grover Cleveland. 


Women Royally Entertained~ 


Among the entertainment features was the luncheon 
at midday in the Crystal Ballroom of the Texas at- 
tended by more than 800 when Judge Marvin Brown 
of Fort Worth addressed the group on “A Man’s Re- 
sponsibility as a Merchant.” In the evening was a ban- 
quet and smokerette, presided over by L. E. Langston 
and followed by a dance on the top of Texas Hotel. 


Entertainment was provided for the women guests 
of the convention by Mrs. Robert Logan, general chair- 
man, and assisted by a group of loca! women. The first 
day of the convention the visitors were entertained 
at a theatre party with Mrs. W. O. Centers, chairman; 
the second day, Mrs. E. H. Muse was chairman at a 
bridge party and musicale at the Woman’s Club; and 
the third day the visitors were entertained at a theatre 
party and tea. 


Instruction on Advertising 


Interesting speeches, followed by an informal dis- 
cussion on advertising methods and business records, 
formed the educational features of the last day of 
the convention program. 


A. L. Shuman, advertising manager of the Fort 
Worth Star Telegram, illustrated the value of the fol- 
low-through in advertising as in golf. He said that it 
was necessary that sales people be informed of the 
merchandise being advertised so they may be able to 
show an intelligent interest when patrons come into 
the store as a result of the newspaper advertisement. 
He advised the placing of some member of the sales 
force near the entrance of the store to direct patrons 
or to suggest to them the values being offered. News- 
paper advertising he said, was of two kinds, institu- 
tional and selling. 

Institutional or the advertising of a policy or cer- 
tain phase of one’s business might be taken in small 
doses, but he discussed at more length the selling 
type in which illustration, description and price of 
merchandise were featured. 

George M. Spangler, manager of the N. S. R. A., 
said that advertising reflected the personality of the 
advertiser. 


Four-Gallon Hats Presented 


During the morning the shoe men’s club of Fort 
Worth presented four-gallon hats to John J. Baird, 
E. B. Terhune, Oran McCormick and George M. 
Spangler. 

The matter of the repeal of the Pullman surcharge 
was discussed at the morning session of the travelers. 
It was the decision of this group to send messages to 
congressmen asking for the repeal. At the request of 
the travelers. The retail merchants did likewise. Fol- 
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lowing the business session the travelers were ad- 
dressed by Mr. Terhune. 

The closing event of this most successful Texas con- 
vention was the grand ball on the top of Texas Hotel, 
when the shoemen were guests of the hotel. Despite 
very cordial invitations from Dallas and Mineral Wells, 


H. C. SCOGGINS 
President Texas Shoe Retailers’ 
Association. 


the shoemen voted to return to Fort Worth for their 
next convention. 


New Officers Elected 


The following officers were elected by the Texas 
Shoe Retailers: H. C. Scoggins, Beaumont, president; 
L. F. Tuffly, Houston, vice-president; W. B. Taylor, 
Fort Worth, second vice-president; Robert Hill, Dallas, 
third vice-president; H. F. Sanderford, Wichita Falls, 
fourth vice-president; E. C. Jordan, Fort Worth, sec- 
retary. B. L. Dillingham, Austin, J. M. Watson, San 
Antonio, J. W. Offutt, Fort Worth, M. L. Bridges, 
Taylor, and H. L. Davis, Waco, were the directors 
elected for a three-year term. 

Fort Worth was chosen as a meeting place for 1926. 

The southern shoe travelers elected E. H. Muse, 
Fort Worth, president; Frank A. Whiffen, Dallas, vice- 
president, and Buford McWhirter, secretary-treasurer. 
New members of the executive board are R. E. Bell, 
Fort Worth, and N. A. Siegal, Oklahoma City. 





Boot and Shoe Club Honors 
Lieut.-Gov. Allen 


Boston, Feb. 26—The annual meeting and the 227th 
dinner of the Boston Boot and Shoe Club was held at 
Hotel Vendome Wednesday evening with one of the 
best attendances of the year. Lieut.-Gov. Frank G. 
Allen, president of Winslow Brothers & Smith Co., of 
Norwood, Mass., sheepskin and sole leather tanners, 
and a member of the club, was guest of honor. 

Several fellow townsmen of the honor guest, familiar 
with his political ideals and successes, paid tribute in 
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addresses. There was a delegation of 20 Norwoodites 
present, all guests of Frank W. Whitcher, of the 
Frank W. Whitcher Co., sponsor for the meeting. 

President John A. Gardner, of the American Oak 
Leather Co., was re-elected, and other officers chosen 
follow: First vice-president, Osmond H. Casavant of 
Melrose; second vice-president, Francis S. Cobb of 
Seamans & Cobb Co., Boston; secretary, Thomas F. 
Anderson of Boston; treasurer, Frederic M. Haynes 
of Boston. Major Charles T. Cahill of the United Shoe 
Machinery Corporation, Boston, was elected associate 
secretary. 

The following were elected members of the executive 
committee: J. W. Allen of Knights-Allen Company, 
Haverhill; Elmer E. Chain of the Chain Leather Com- 
pany, Peabody; Horace R. Drinkwater of Edwin Clapp 
& Son, Inc., East Weymouth; Bufford H. Jones of the 
Thomson-Crooker Shoe Company of Boston; James 
T. F. McCarry of the Armour Leather Company, Bos- 
ton; Edward P. Tuttle of the Atlas Shoe Company, 
Boston; August H. Vogel, Jr., of the Pfister & Vogel 
Co., Boston; William P. Burnham of the French, 
Shriner & Urner Co., Boston; Frank L. Erskine of 
the W. L. Douglas Shoe Company, Brockton, and A. C. 
Stern of the Joseph M. Herman Shoe Company, Millis. 

The membership voted to increase the annual dues 
from $20 to $25. 

Lieut.-Gov. Allen delivered an interesting and in- 
structive address on state government, also referring 
optimistically to the future of the New England in- 
dustrial situation. He stressed the need of a greater 
interest in public affairs by business men. The speaker 
stated the real menace today lies in the indifference 
of many public men toward government and civic 
affairs. 

“Business ethics are on a higher plane than 50 years 
ago,” Lieut-Gov. Allen said. “Men holding public of- 
fice are also of comparatively higher type than half a 
century ago.” 





Color Card Association Holds Meeting 


The Textile Color Card Association of the United 
States, which has had much to do with the shoe and 
hosiery trades in the last year, through the inaugural 
of a movement that resulted in the standardization of 
hosiery colors, and another step in bringing about 
closer co-operation among the shoe, hosiery, leather 
and garment industries before the selection of the 
seasonal shoe colors, held its tenth annual meeting, 
Wednesday, February 18, at the Hotel Astor. 

Mrs. Margaret Hayden Rorke, as managing direc- 
tor of the association reviewed the activities of the 
organization for the past year. The outstanding work 
of the association, she said, was in connection with 
the standardization of hosiery shades in co-operation 
with the National Association of Hosiery and Under- 
wear Manufacturers. 

John Nash McCullaugh, secretary of the National 
Association of Hosiery and Underwear Manufacturers, 
in a short speech paid great tribute to Mrs. Rorke 
and the Color Card Association for its work in connec- 
tion with the standardizing of hosiery colors. 
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Souvenirs of Ye Olden Days 


And Incidentally a Tribute to a 
Hardy Pioneer 


dates back to the first National convention of 

shoe merchants held in Boston, February 10 and 
11, 132°". Leather had the right of way and it was the 
natu: =: .i:g to build the souvenir of that material. 

Last .mmer while J. M. Robinson, president of the 
J. M. Robinson Shoe Company of Kansas City, was 
visiting in Maryland, he ran into the souvenirs pic- 
tured on this page. Mr. Robinson was visiting in 
Easton, Maryland, where he received these souvenirs 
from Martin M. Higgins. 

In the period between 1875 and 1881, Mr. Robinson 
worked in the shoe store operated by 
Martin M. Higgins. The veteran is 
now well past eighty years of age, 
and is still very active, although not 
in the shoe business. Mr. Robinson 
left him in 1881 and came to Kansas 
City. For a great many years he did 
not see or hear from his old boss, but 
in recent years since the Robinsons 
have been summering near Easton, 
acquaintance has been renewed. 

Mr. Higgins went to the first con- 
vention at Boston and was quite a 
factor in organizing the first Na- 
tional Retail Shoe Dealers’ Associa- 
tion. The souvenirs are a napkin ring 
of hemlock sole leather, laced with a 
red ribbon, an invitation to dinner 
on a kid inner sole printed in gold; 
and a leather medal souvenir at the 
dinner. 

We have, for comparison’s sake, 


ik giving of souvenirs at a shoe convention 


in the last two conventions as 


J. M. ROBINSON 


shown the gold plated medals used President of J. M. Robsinson Shoe 
Co. of Kansas City. 


awards to the manufacturers for the most conspicuous 
style success in each line, the shoes being selected by 
members of the National Styles Committee, as indi- 
cating good selling numbers for the coming season. 

Mr. Robinson, after a recent visit to Mr. Higgins, 
pays tribute to the old shoe man who, in his vigorous 
eighties, likes nothing better than a political fight, 
many of which he has been engaged in and generally 
he is the victor. 

J. M. Robinson left the Higgins store in ’81 and 
went to Kansas City where he has been connected with 
the shoe trade in various capacities ever since. In 1901 

he established the present business 
in its present location. Since that 
time he has opened and operated 
stores in St. Joseph, Missouri, 
Kansas City, Kansas, and an addi- 
tional store in Kansas City, Missouri. 





Reynolds Company Moves 


Providence, R. I., Feb. 25—The in- 
creasing demand for buckles and or- 
naments, in the shoe and millinery 
field, has made it necessary for the 
Reynolds Company, makers of Reyco 
buckles and ornaments, to move to 
much larger quarters at 7 Eddy 
street. 

In addition to selling to the retail 
trade, a new department, catering to 
the needs of the manufacturing 
trade, has been established. 

At the present time rhinestone 
ornaments, in the shape of animals, 
seem to be coming into vogue. 
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OQMEN now ex- PEACOCK colors are ideal fo 

‘ thi t in re- 

pect their shoes ~  Dacic beauty and valory, bs 

to be lined with kid, also because they are strictly 


aniline dyed with no surface 


in colors harmoniz- finish to rub off and crock 
7 : osiery. 

& or contrast g They are made like all Evans 
with the outer stock. Leathers, to help you make a 


reputation for leather value, 
beauty, and service, inside your 
shoes as well as out. Make 
them your standard lining. 


John R. Evans & Compan 
CAMDEN, NEW JERSEY 
(Branches in_All Principal Shoe Centres) §- 









BOOT AND SHOE RECORDER 61 





February 28, 1925 
y 28, 19% 








BOOT AND SHOE RECORDER February 28, 19% 





Fitting the Set 


IGHT at this point comes one of those “enormous little things”’ 
which have such a direct bearing on the accuracy and success 

of Dunbar patterns. 
The different parts of the pattern must be put together so that each 
size fits as the model size fits. It is a process calling for the closest 
precision in balance and measurement. 
In this process, as in all others, the Dunbar Craftsmen hold to that 
high standard of perfection which has made this the outstanding 
pattern house of the world. 


Your exclusive designs are safe when 
Locked in the Dunbar Treasure Chest 


DUNBAR PATTERN CO. 


SHOE PATTERN MAKERS 


YS ex .SS 
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[THE HOUSE By___ 
AOF AND 7 ANAT 


No. 135—PATENT “HOLLYWOOD” No. 157—TAN CALF “BETTY” 
White Kid Lined Champagne Kid Lined 
Sines 246 007, Ate D.. 2.7... S265. $3.50 Steen HG 00 FT, ABC... .. 2.00. Pavgen $3.50 


Turn Sandals 


IN STOCK 





EVANS 
| No. 156—WHITE KID “BETTY” SZanpn® : 
| jo. 166— No. 188—PATENT “BETTY’ 
| 
Sizes 214 to 7. A, B,C eS _ $3.60 , 
nues £74 to $3 Catalog on Request Sizes 244 to7,B,C,D........ $3.26 
| 


| 
| 
| 
| | 
| Full Kid Lined White Kid Lined 
| 
| 
| | 





No. 148—PATENT “BETTY” No. 187—TAN CALF “FLAPPER” 
CAD Fo.AE OD Ec dsc checvecceccs . Sizes 2'4 to 7, A, B,C ‘ $3.60 





Champagne Kid Lined Slip-on Bow 


L. B. EVANS’ SON COMPANY 


‘* The House of Sandals’’ | 
WAKEFIELD - - - - MASS. | 
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Quite A Novelty 
—This Will 
Get Them 








P. & V. 108 Golden 
Tan Calf 


Brogue (122) Last 
Soft Box Toe 
Goodyear Rubber Heels 
B, C, D; 6 to 10 
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THE 
“DIXIE”’ 


Southern Tie for men. The 
male flappers will grab this 
one. Other;men’s novelties 
to liven up Spring busimess 
new ready. ” 


IN STOCK 
Ask for Catalogue 
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ACLawrence Leather Company 


210 South Street, Boston, Mass. 
New York St.Louis Cincinnati 
Rochester 
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Such forceful advertisements 
are making more people insist 
on shoes soled with USKIDE 


Back of the Increased Demand 
for USKIDE Soled Shoes 


{tow farsighted dealer who has 
stocked USKIDE Soled shoes for 
some time knows this— 

Men who once wear shoes soled 
with USKIDE come back the next 
time for another pair. 

The reputation that USKIDE is 
building for itself is adding daily to 
the sale of USKIDE Soled shoes. 

Then there is USKIDE newspaper 
advertising. 

In a forceful, convincing way the 
public is told how USKIDE adds to 
the value of shoes. 


That accounts for the increasing 
list of customers who are asking for 
shoes soled with USKIDE. 

And they know how to distinguish 
genuine USKIDE from imitations. 
They look for the name USKIDE em- 
bossed on the sole. 

It will pay you to order USKIDE 
on your shoes—and make sure it is 
real USKIDE. 

A fit partner for an USKIDE Sole is 
the famous “U.S.” Spring-Step Heel— 
a better heel to walk on. 


United States Rubber Company 


1790 Broadway 


New York 


Sole and heel stocks in our following branches: 
Boston Chicago NewOrleans NewYork St. Louis 


littsburgh Portland, Ore. Los Angel San Fr 


USKIDE 





Soles 
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Onthe Way 


These Herman representatives 
are now on the way with the 
Special Spring and Advance 
Autumn models of THE NEW 
HERMAN IDEA. 
A wide range of distinctive and 
distinguished patterns. Each 
revealing a newer styling, 
better materials, more careful 
workmanship and finer finish 
than you ever expected to find 
in a line of shoes retailing so 

reasonably and f riced 

so profitably for you. 


Be sure to wait for 
the Herman represen- 
tative before placing 
your orders for Fall. 


JOSEPH M. HERMAN SHOE COMPANY 


Makers of Men’s Fine-Fitting Dress Shoes 
BOSTON and MILLIS, MASS. 











A. C. STERN, Sales-Manager 


New York City  ~ Philadelphia 
Pittsburgh Columbus 
Cincinnati Louisvill 
Kansas City Omaha 
Chicago Detroit 

H. R. ABBOTT & A. J. VAN 
MINDENO — New York City 
proper. 
: Cc. A. BERKSHIRE—Oklahoma, 
f Louisi 





T. E. BRYANT—Georgia and 
Florida. 


A. E. CASTER—Nebraska and 
Western Kansas. 


H. A. CARLE—Massachusetts, 
Rhode Island'and Connecticut. 


M. H. EDELSON—Ohio. 


W. H. ELLICE—Illinois, Wis- 
consin and Iowa. 


F. B. FOCKE—Kentucky and 
West Virginia. 


L. GREGORY—Boston Sales 
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R. A. LONGMORE, Asst.’ Sales-Manager 
i Washington 


Baltimore 
Cleveland Toledo 
Indianapolis St. Louis 
Minneapolis Milwaukee 

St. Paul 

Cc. S. HASTINGS and C. H. 
HASTINGS—New York and New 
Jersey. 

E. A. HOWLEY—Buffalo,’N. Y. 

J. A. KEEFE—Maine, New 
Hampshire, Vermont. 

H. T. LEEMAN—Missouri, 
Eastern Kansas. 

P. W. REED—Maryland," Dis- 
trict of Columbia and Vifginia. 

Cc. V. RODNEY —Pennsylvania 
and Delaware. 

W. L. RODNEY— Washington, 
Oregon, Idaho, Nevada, Utah, 
Colorado, California, Montana and 
Wyoming. 

Cc. W. ROBINSON—Minnesota, 
South Dakota, North Dakota. 

HAROLD SMALLWOOD— 
Indiana, Michigan. 

R. S. STUDLEY, JR.—North 
Carolina, South{Carolina. 

J. M. TERRILL—Eastern Texas 

H. W. WARD—Alabama,” Mie- 
sissippi, Tennessee. 

H. B. WALDRON—Brooklyn, 
Long Island, Staten Island, N. Y. 
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‘The Popular PERETT 
mi “STEP-IN” 


Modéled over lasts carrying 12/8, 14/8 with a new-engraved Metal Buckle 


17/8 Heels. Medium or short forepart. Makes a beautiful style in Black or Colored 
Satins. with Moire Quarters. Also in all 
Patent Leather or Brown Kid. 
See 


Mr. Mr. WM. SCHOELL 
lowa ilers’ Convention 49 South Fourth Street 
March 9 to Philadelphia, Pa. 
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SMART SHOES 


ROCHESTER,N.Y. 
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The Old Colony Shoe Co. 
made this {quality shoe of 


ROSER’S PIGSKIN 
The Pigskin De Luxe 
HERMAN ROSER & SON,Inc, 


GLASTONBURY, CONN. 





Ernest W. Worsdell Co., Inc. Y :- H.O. Richards & Co. 
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STORE FRONTS 


oo Kee 


bes ak 
| I a =i 


=) PureCopper 


For Rugged Strength—for Resistance to Weather, 
for Long Life and Unfailing Service, Kawneer specifica- 
tions call for Pure Copper. 


That Kawneer Solid Copper Store Fronts are built 
to last indefinitely is best established by the fact that 
— the first complete installation, which was put in 20 years 
=i ago for the F. Johnson Co., of Holdrege, Nebraska, is 
a. 


S still in good condition, 


ate Study the six features of Kawneer Supremacy 
illustrated in the panel to the left. Then mail the 
: coupon and learn, without cost or obligation, 
fac how Kawneer Store Fronts can improve the 
| appearance of your store and increase your =. 
sales and profits by making passers-by Niles baits 


Stop, Look and Purchase. Please send me without obligation 
“Design Book™ of Kawneer Solid Copper 


Store Fronts. 


























Name. 
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| c ontrol the Trade Traffic 


Kawnee 


SOLID COPPER 


STORE FRONTS 


Every town and city 
has its favored business 
arteries. 


To control trade traffic and 
» divert business from beaten paths 
has long been one of the major accom: 
plishments of Kawneer Solid Copper 
Store Fronts. 


M. E. Jolley, of Sesser, Illinois, proved this to 

his satisfaction only recently. “My sales have in- 
creased 50%,” he writes, “although my present store 
location is not considered as good as my old one.” 


Why not get further information concerning 

Kawneer Solid Copper Fronts for your store? The cou 

pon on the opposite side of this page is for your convenience 

—and the information is gladly:sent without cost or obli 
gation. 





(See other side for Six Points of Kawneer Superiority.) 
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SECTION 
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Devoted to Findings, Fixtures and the Proper Display of Merchandise 





March Displays Should Be Spring 


r NHE window displays for 
March should be expositions of 
the new spring styles. No 

matter what the weather or other 

local conditions, the showing of the 

new spring styles is the most im- 

portant thing this month. The im- 

pressions made this month will to 

some extent prescribe the limits of 
the business to be done during the 
entire spring season. 


New Settings Essential 


If the consumer is to be favor- 
ably impressed by the shoe mer- 
chant’s displays they must be artis- 
tic and pleasing. If he shows his 
footwear in exactly the same set- 
ting as he has done during the past 
few months they will lose a great 
deal of their value. A new 
season and new styles de- 


Style Shows - 


By A. E. EDGAR 


the pleasure of those who examine 
the displays. 

There is a wide variety in the 
settings and backgrounds _illus- 
trated this month. They are such 
that with few changes any shoe 
merchant can adapt them to his 
own particular windows and cir- 
cumstances. By making a slight 
change here, and another there, 
they may be made to serve any 
store. 


An Adaptable Background Unit 

The setting illustrated in Fig. 1 
can be made up of the Recorder 
Interchangeable Units, so often de- 
scribed in these columns. 

The panels can all be built of 
wall board. The narrow panels may 
be made of boards from 10 to 12 


inches in width. As these can be 
utilized in the construction of other 
settings it pays to take considerable 
pains in cutting and finishing them. 
In most cases they should be given 
several coats of paint before the 
finishing coat is applied. Flat toned 
oil paints may be used, although 
the cold water paints will make a 
good job of it. 

Very often the colors used in fin- 
ishing these settings have much to 
do with their beauty. As often as 
possible the color scheme should be 
adapted to the particular occasion 
of the display. This setting can be 
finished in a very light shade of 
gray with two of the narrow panels 
slightly darker. Cream and tan-is 
another suitable combination for 

spring. Pale green may be 
used for the St. Patrick’s 





mand a new setting in the meg 


window. ————— 
The spring windows must iz | 
be bright and alluring if the ie 





styles of footwear displayed 
are to be considered ad- 
vanced. There is nothing 
that will give more bright- 
ness in a window than flow- 
ers. Artificial flowers are so 
natural in appearance and 
so inexpensive that the shoe 
merchant makes a very sad 
mistake not to have plenty of 
them from which to draw 
for his window displays. 
Carefully handled and cared 
for, a few dollars worth of 









































| | play. 


yer This setting can be adapted 








setting and lavender and 
purple for the Easter dis- 





to a number of displays with 
little changes. The panels 
may be made to serve for 
many weeks by changing the 
little decorative effects. In 
place of the disc decoration 
a lattice decoration may be 
used. For St. Patrick’s dis- 
play a large shamrock may 
be made to replace the disc, 
or the circular decoration 
suggested in Fig. 4 may be 
used. For Easter the egg cut- 
out illustrated in Fig. 5, or 





flowers will do duty for a Figure I—This background may be made from‘Inter- some other symbolic decora- 
long time, as they can be re- changeable Wallboard Units described in former tion suggestive of Easter 


arranged in many ways to articles, By changing the disc and the decorations it may be 


substituted. A 


produce entirely new effects can be used for an Easter. window and for other change in the arrangement 


that will continually add to 


special trims. 


of the artificial flowers used 
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No. 22 N>. 23 


ETHING NEW IN DISPLAY STANDS 


“Cuts” Nos. 18 and 20 (shown above) are a new creation in metal and glass combination shoe clusters, which make 


a dainty, and spreading display, when used in connection with other fixtures. 

No. 18 displays 4 pair and No. 20, 3 pair of shoes. They are very graceful and beautifully made. 

“Cuts” Nos. 19 and 21 show two types of shoe stands, matching Nos. 18 and 20, and all of them are in harmony 
with our well-known pedestals (cut No. 22.) Cut No. 23 shows a few of our many styles of plate glasses, which when used 
in connection with our pedestals, form our well-known set of interchangeable glass outfits. 


OUR BEAUTIFUL CATALOG NO. 18 PROFUSELY 
ILLUSTRATES THE ENTIRE GLASS LINE. ASK FOR IT 


WOOD FIXTURES 


Our line of wood fixtures is unsurpassed for beauty of outline, variety of styles and super excellence of quality. 
NORMANDY, COLONIAL AND METROPOLITAN “PERIODS” IN STOCK 
FOR IMMEDIATE DELIVERY. ASK FOR CATALOG NO. 22. 
WRITE FOR SAMPLES OF “IN-STOCK”? WINDOW VALANCES AND PLUSH 
Quality—Service—Courtesy 
Visit Our Chicago or New York Show Room 


=_imaowne | THE HECHT FIXTURE CO. 


16 West Sist St. 


DEPT. 12 
Between Broadway and sth Avenue | Medinah Building, Wells St. and Jackson Blvd., Chicago, II. 





























When writing to advertisers please mention Boot anv Suoz Recoaver 








» 1925 


ke 








February 28, 1925 


BOOT AND SHOE RECORDER 













































































Figure 2—An attractive background that may easily be “chome made.”’ 
An illustration from a poster can be utilized in the circle. 


to decorate it will also produce a 
new display effect. 

The disc decoration illustrated in 
Fig. 1 may be painted by the local 
sign painter, or it may be finished 
in other ways. One method that is 
available to every merchant is to 
cut the disc from wall board and 
paint it the color desired, or cover 
it with paper of a suitable color. 
Then paste or tack tape over it to 
secure the small rectangular pane 
effect. A spray or two of foliage 
may then be fastened to complete 
the decoration. 

Sprays of foliage may be fast- 
ened together to form a rope of 
flowers and foliage, or a wire may 
be covered with green crepe paper 
and the sprays wired to that to 
produce the festoons illustrated in 
Fig. 1. 


An Illustrated Background 


The setting illustrated in Fig. 2 
will be very effective in any spring 
display. It is not hard to construct, 
although there may be difficulty in 
securing a suitable poster or paint- 
ing to decorate the center panel. 
Where there is-none available the 
circular panel may be finished in 
some other way. For instance, the 
panel may be left plain and a floral 
unit attached to the center. Flower 
houses have many decorations suit- 
able for such a setting. Wicker wall 
vases with flowers are available at 
a small cost to adorn the panels. Or, 
the display man may make a smaller 
dise of wall board or heavy card- 
board and attach a few sprays of 


flowers to it, adding a small lattice 
decoration. 

Wall paper makes a very suitable 
material for backgrounds provided 
the patterns selected for the decora- 
tions are carefully chosen. The 
outer panels in Fig. 2 are finished 
in a plain tint and a panel outlined 
with a cut-out border of wall paper. 
This must be in delicate pastel 
shades, and by a little manipulation 
can be made to form either the rec- 
tangular effect shown or an oval 

















t— 











Figure 3—Simplicity is the key- 
note of this small setting. It can 
be refinished and used over in dif- 
ferent colors, with different em- 
bellishments. 








effect. In place of the decorated 
panels to which the circular panel 
is attached the display man may 
use plain ones. 


Narrow Special Backgrounds 


The setting suggested in Fig. 8 
will be found useful where the shoe 
merchant does not find it possible 
to make up some of the more elab- 
orate settings. It can be used with 
the permanent panelled background, 
or where a drape is used as a back- 
ground for the window. 


The panels are to be constructed . 


of wall board, although the narrow 
side-pieces may be made of boards 
if desired. Two strips of wood are 
attached to the back of the center 
panel to form a lattice over which 
the vine is festooned. The simplic- 
ity of this setting recommends it 
as suitable for many purposes. It 
may be made to form the larger 
portion of the background, or it 
may be made in smaller form to be 
used as a background for a small 
unit of the display. It may also be 
used with decorations such as are 
illustrated in Figs. 1 and 4. 

St. Patrick’s Day demands recog- 
nition in the window displays of 
the shoe merchant because the pub- 
lic recognizes it as a special occa- 
sion. St. Patrick’s Day, like St. 
Valentine’s Day, is known to all. It 
is wise therefore to make some spe- 
cial effort in the display that will 
tie it up with this occasion. In Fig. 
4 a simple method of doing this is 
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Figure 4—Paper novelties to dress 

up a St. Patrick’s day setting can 

be bought from artificial 

houses, favor companies or sta- 
. tioners 


73 
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: The Shoe Store Beautiful ie 























HAIRS are the chief factor in making customers feel 
at home in a store. Very likely you have the dual 
problem of providing homelike comfort for them 
and at the same time seating as many people as 
possible in the space provided for chairs. The answer is— 


American Interlocking Shoe Store Chairs 


For example, see this wing chair, illustrated above. Notice 
the comfortable curve that fits the customer's back, be 
it a slender back or broad. It has soft, springy cushions 
that remain soft and springy. Here’s comfort, plus com- 
pactness—for seven AMERICAN INTERLOCKING 
SHOE STORE CHAIRS fit into the space that would be 


required for six chairs of other types. 


‘Write for 
‘Ihe Shoe Store Beautiful’ 
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General Offices: CHICAGO, 1016 Lytton Bldg. 
NEW YORK PHILADELPHIA BOSTON 
Room 601,119 W. 40th St. Room 708, 1211 Chestnut St. Room 302, 69 Canal St. 
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Figure 7—Windows introducing 
fashions should have as spokes- 
men some appropriately dressed- 
up display cards, and ample time 
should be allowed for the execu- 
tion of these. The same applies to 
the cards pictured in Figures 8 
and 9. 


suggested. A disc of cardboard with 
a large green shamrock leaf in the 
center has smaller shamrocks form- 
ing a border or frame. These can 
easily be cut out of green cardboard 
or paper and pasted to the disc. 
Where it is possible, similar sham- 
rocks may be used on the other fix- 
tures in the window, as illustrated 
in the plateau at the base of the 
panel. 


Paper Novelties Help Out 


Paper novelties of great variety 
can be purchased at the stationer’s 
for use as decorations for St. Pat- 
rick’s Day. Printed crepe paper de- 
signs also afford the display man a 
splendid opportunity for using his 
artistic ability in devising settings 
for this occasion. Green is the color 
used to represent St. Patrick’s Day 
and a window with this as the color 
scheme will attract a great deal of 
attention. 

The St. Patrick’s Day display 
may be placed in the window to- 
wards the end of the week preced- 
ing the 17th of March, and should 
be removed on the morning of the 
18th. 

Symbolic displays should never 
be allowed to remain in the win- 
dows until they become stale in the 
minds of the public. This indicates 
a lack of progressiveness that re- 
acts against the merchant. For this 
reason such displays should not be 
made so elaborate that the mer- 
chant feels that they should be al- 
lowed to remain in order to get 
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full value for the money expended 
in constructing them. 


Prepare Now for Easter 


The Easter display may very 
properly be made a couple of weeks 
before Easter, but it is very much 
better that no display be allowed to 
remain unchanged for more than 
one week at a time. If Easter is to 
be symbolized in the windows early 
it is better to make two Easter dis- 
plays. ; 

These should be planned at once 
and the necessary decorations or- 
dered, or begun, in order that they 
will be ready to use at the time 
wanted. The shoe merchant is usu- 
ally busy around Easter and has lit- 
tle time to give to details other 
than supplying the public with foot- 
wear. Then, too, decorations or- 
dered for immediate delivery are 








cAuthentie fore- 
cast of the new 
seasons Vogue 

in materials and 
colors ~ 




















Figure 8 


usually not as well finished as those 
that are ordered early and the 
workmen given plenty of time to 
execute them properly. Whatever 
the display is to be for Easter, it is 
the part of wisdom to order the de- 
tails of the decorations as early as 
possible this month. 

In Fig. 5 a skeleton setting is 
illustrated. There are many ways in 
which the egg and the chick decora- 
tion may be made and used. In one 
store a year ago a plaster of Paris 
egg was made and the broken end 
finished with yellow silk puffing. 
Nestling in this setting a beautiful 
spring pattern of women’s shoes 
was posed. This window was the 
talk of the entire community be- 
cause of the novel setting. 

The egg and chick decoration can 
be cut out of wall board and painted 
in natural colors by a local artist. 
Most show card writers and all 





professional sign painters should 
be able to execute such a decora- 
tion. 

At each side of the back of the 
window are shown pointed panels. 
This form of panel is particularly 
adapted to the Easter setting be- 
cause Easter suggests church win- 
dows. The shoe merchant is ad- 
vised not to use ecclesiastical sym- 
bols freely in the decorations. The 
egg, the chick, the rabbit and the 
Easter lily are popular and appro- 
priate symbols of Easter for mer- 
cantile purposes. 

The panels illustrated in Fig. 5 
are shown with suggestions for 
bunny decorations. Crepe paper 
manufacturers have devised many 
very suitable designs for window 
display and it is a wonder that they 
are not used more than they are. 
This is probably due to the fact 
that retail merchants do not know 
of the possibilities of this kind of 
material for their decorations. By 
selecting a design suitable for the 
purpose the figures may be cut out 
of the rolls and pasted on the panels 
as shown. 


The Arrangement of Merchandise 


In Fig. 6 we have sketched a 
lay-out for a window display for the 
purpose of showing how the ar- 
rangement of merchandise can be 
made to add to the beauty and at- 
tractiveness of a display. There is 
space in this display for 22 pairs 
of shoes, the position of each pair 
being indicated. In the open space 
near the window glass a scattering 
of buckles should be displayed. 

Not all shoe merchants will have 
regular fixtures for producing this 
arrangement, but in most cases 
they may be improvised or bor- 
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BUY A FEW SECTIONS—ADD MORE LATER 


An investment in better shoe store equipment 
can be started with a very small amount. New 
Way Sectional shoe shelving can be purchased 
section by section in any amount desired. 


Of standardized construction and beautifully 
tinished, it is offered at an unusual low price 
made possible only through our tremendous 
production schedule. 


Ask for detailed information and prices or request our represent 


Occasional investments will scarcely be 
noticed, yet in a comparatively short time 
the store can be completely transformed as 
quickly as increased profits warrant. 

Our Store Planning Division will gladly 
assist you in visualizing the future picture 
so that each purchase may be a further step 
towards the ideal. 


ative in 


your community to call. A request or interview entails no further obligation. 


GRAND RAPIDS SHOW 


World’s Large Designers and Manufacturers of complete Store Equipment 


FACTORIES: 


CASE COMPANY 


PORTLAND, OREGON - NEW YORK CITY 
CONSULT TELEPHONE DIRECTORY 
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Figure 6—Style windows should not be too “‘stocky.’’ This sketch sug- 


gests an arrangement af macing 22 


played to g 


rowed from the local furniture 
dealer, who will be glad to allow the 
use of such furniture in return for 
a small announcement that the fur- 
niture is loaned by him, which 
should be prominently shown in 
way not to mar the beauty of the 
display. A floor lamp, a small table 
or stand, and end table, and a Wind- 
sor chair could be used. The shoe 
merchant very likely has shoe 
stands and low plateaux with which 
to complete the setting. A circular 
sofa cushion is also used, together 
with drapes for the tables and 
stands. In setting the stands they 
should be so placed that the entire 
setting can be viewed from any 
angle to advantage. The shoes 
should not all have their toes 
pointed in one direction, or at any 
given point in the display. Units 
should be formed which should 
show a symmetrical grouping. In 
this setting there are three such 
units, one in the center and one at 
each side of the window, yet to- 
gether they form a symmetrical 
whole. 


Show Cards Give Speech to the 
Windows 

There is one point in all displays 
that the shoe merchant is finding 
important, and that is the window 
cards. Windows are apt to be dumb 
unless they are given speech by the 
addition of show cards. If the show 
card is only used to impress upon 
the mind one idea, such as that in 
Fig. 7, where the display is actually 
named by the show card. This card 
says to the prospective customer: 
“The styles displayed here are 
Easter styles of this year—not old 
styles brought out of the corners, 


irs of shoes so that all are dis- 
advantage. 


not early spring styles masquerad- 
ing as present styles, but Easter 
styles of 1925 vintage.” This card 
is a form of decorated card that is 
beautiful because of its simplicity. 
The Easter lily may be painted on 
the card in colors, or a picture cut- 
out may be pasted on the card. 


Very often a printed advertise- 
ment will give the show card writer 
an idea for a show card. Fig. :'8 was 
suggested by a newspaper adver- 
tisement, and as a show card is an 
advertisement there is no reason 
why the window message should be 
very much different to that given in 
the newspaper. The border decora- 
tion of this card is sketched on in 
black and white for purposes of re- 


oi tit Th.) Pag RRS SS 


production, but colered 
may be used on shew cards by past- 
ing a panel over them-imgive place 
for the lettering of the@ard. 

The show card reproduced in Fig. 
9 brings to the attention of every- 
one the showing of color combina- 
tions in the display, emphasizing 
the new vogue. 
Editor’s Note:—The mavehent will 
find in the Recorder Show Card 
Service a means of securing suitable 
show cards with monthly changes 
of text to fit the needs of each 
month in the year. This service in- 
cludes frames for the cards and suf- 
ficient cards each month to keep 
the windows bright and up-to-date. 
Details will be gladly furnished 
those interested. Address, Western 
Service Dept., Boot and Shoe Re- 
corder, 189 W. Madison street, 
Chicago. 





Show Newest Styles in 
Children’s Clothing 

The Second Annual Spring 
Fashion Show of the United In- 
fants’, Children’s and Junior Wear 
League of America, was held re- 
cently at the Hotel Astor, New 
York. Buyers from all over the 
country were present to view the 
latest styles in children’s ward- 
robes. Dr. A. Posner, Incorporated, 
supplied all models with shoes and 
hosiery and themselves had an un- 
usual exhibit in the form of an im- 
mense fan which, when unfolded, 
disclosed between the sticks the lat- 
est fashions in shoes and stock- 
ings. 
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Figure 5—Paper decorations for Easter 
on special 





ter may pd ware nat and mounted 
as suggested here. 
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5 PRIDE 
FOSTERS 
FOOTWEAR 

SALES + 


Style may appeal, and price 
may influence, but the desire 
to have one’s feet prettily 
protected keeps shoes selling. 
When newness of shoes be- 
gins to wane, again pride 
saves the situation. The 
want is created for some 
means of restoring beauty 
and keeping a purchase in 
the pink of condition. Whitte- 
more Superior Shoe Polishes 


OUTSHINE 
THEM! 





Make your 
windows show 


do this. als windows indeed by 


CAPITALIZE THE DESIRE 
FOR GOODLOOKING SHOES 
SELLING WHITTEMORE 


giving them the properly 
distributed brilliance which 
‘“Pittsburgh”’ Reflectors afford. 


There’s window competition on every lighted street. 
Meet it effectively with the snap—the even glow— 
the eye-com velling emphasis of light as reflected by 
“Pittsburgh” equipment. 

Tell us about your window lighting requirements. 
We will give you sound advice—based upon many 
years of specialization in show window lighting— 
and will also send our helpful booklet — “Show 
Window Lighting.”’ 

A MARVELOUS 8-YEAR RECORD 


POLISH TO KEEP SHOES 


fs Blade oe 


eS et a eee REE 2 





LOOKING GOOD + # 


You can do this without fear that there may 
be something in the mixture that would 
wreck your reputation for selling good 
shoes. Whittemore Superior Shoe Polishes 
are absolutely harmless to the finest and 
most delicate leathers. The standard of 
excellence has been maintained and their 
uniformity is a safeguard against lost sales 
and profits. We advise checking up on your 
polish stock and ordering now for Spring 
and Summer business. 


For the popular tan leather shoes, sell 


SPAR TAN 
BOSTONIAN CREAM 
Made In All Colors 





also 
SHUCLEAN 
CLEANALL 
OILY CREAM, in tubes 
BON TON CREAM, in jars 
OIL PASTE SHINE POLISH 


If your jobber has not these in stock, 
write us. 


WHITTEMORE BROS. 


SHOE POLISH M’F’R’S FOR NEARLY A CENTURY 
CAMBRIDGE, MASS. 





Not a single “Pittsburgh” Reflector mace since 
August, 1916, when we began using our secret process 
of backing, has ever been reported to us as having 
the silvering tarnish or discolor, or the backing crack, 
check or peel. 

FIVE-YEAR GUARANTEE—We absolutely and 
unconditionally guarantee that the backing on 
“Pittsburgh’’ Silver-Plated Glass Reflectors will 
not crack, check or peel, and that the silver will 
not tarnish during a period of five years from pur- 

chase date. 


PITTSBURGH REFLECTOR COMPANY 
{Formerly Pittsburgh Reflector & Illuminating Co.]} 
404 Bowman Building « Third and Ross Streets 
PITTSBURGH, PA. 


BRANCHES: 


NEW YORK—145 West Forty-First St. 
(at Broadway) 


CHICAGO—Machinery Hall, S. W. 
corner Clinton and Washington 


REPRESENTATIVES 
IN PRINCIPAL 
CITIES 
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SHOW WINDOW LIGHTING 
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e HE new line of Repco Brushes 
_ and Daubers offers a fine op- 
= portunity for additional findings 
i. profits. 

ing No shoe store is complete without 
as a stock of Repco Brushes and 
wil Daubers. Customers recognize 
yar their value instantly and little effort 
NY is necessary to promote their sale. 


Repco Brushes are made in both the 


_ stapled and wire drawn types. The wood 
and bristle stock are the best that can be 
put into brushes and are equally good in 
both types, while the wax finish is care- 
fully applied and is lasting. The two types 
differ only in the method of fastening 
the bristle knots. 


99 For Sale by 
Shoe Findings Jobbers 
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United Shoe Machinery 
1G San Francisco Branch, 859 Mission Street | 


‘LK. Krieg Company, 39, Warren Street, New York City. . 


RECORDER 





i 
! 
i 
’ 


New findings profits 
Jrom new Repco Brushes and Daubers 


Repco Daubers are made only in the 
stapled type. Like the brushes they are 
of the finest stock and finish. 


Repco Brushes are made in six differ- 
ent types. The Daubers are made in four 
different types. 








Show them 
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windows 





Corporation, Boston 
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HIGH GRADE SILK RIBBONS ze ay 
| FOR MANUFACTURERS | CHANDLER'S | _ FOR RETAILERS 
Perfection Quality Ribbons Match All Shades 


YD. PIECES _| #§ Send for Sample Card = |___%#-YD. PIECES 














RIBBONS FOR TIES 














RIBBONS FOR BOWS 


GROSGRAIN RIBBONS—MOIRE RIBBONS—SATIN RIBBONS 


Widths—No. 3—% in. wide No. 5—% in. wide 


No. 7—1 % in. wide No. 9—1% in. wide 


Price: 10 yds. . .$0.60 to $0.80. .$1.00 to $1.25. $1.25 to $1.45. . $1.50 to $1.88 


Golden Russett Apricot Brown (Baywood) Blond Light Gray 
Russett (Sandlewood) Penny Brown Hazelwood (Naco) Champagne Gray Sagewood 


Russett 2 Madrid Brown Airedale 


Ivory Stone Gray 


W. K. CHANDLER, Inc. 


125 SUMMER STREET 


BOSTON, MASS., U.S.A. 


Manufacturers and Dealers in Shoe Ribbons, Ornaments and Bows 








Have You Seen 
Our New 
Catalog? 


A de luxe edition with illustrations and price list, from 
which you can select any form of store furniture to match 
the interior decorations of your shop. We also show 
pictures of several new stores we have recently outfitted. 
Furnishings by Reischmann are authoritative and repre- 
sent the latest ideas in store fixtures. We make a specialty 
of catering to the shoe trade. 


Be sure to send for your Catalog! 


[Fiscrmann @ 


229-239 West 36th Street 


————————————————————————————————————————————————— 
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A STRONG, DURABLE LACE 
THAT STANDS THE 


WEAR AND STRAIN OF WINTER 


“HUBTIP” “NO-METAL-TIP” 


(Trade Mark Reg. U.S. Pat.O ff.) 


SHOE LACES 


First Quality, Fast Color Braid 
from TIP -TO-TIP 


-NO METAL TIPS 


to pull off and cause annoyances 
An Attractive and Profitable Addition for your 
Findings Case 


“HUBTIPS” are packed in striking individual cartons— 
72 pair in display cabinet 
Specify ““HUBTIPS”’ 
To your Jobber or write direct for prices 


FRANK W. WHITCHER COMPANY 


Manufacturers 


332 Albany Bldg., Boston, Mass. Ciieane, iil. 
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You Can Make THem 


STOP and SHOP 


WITH THE RECORDER SHOW CARD SERVICE 


If you are going to sell them—you have to tell them 


Attractive, interesting show cards get your message “across” to 
every passer-by. They make your investment in display window 
space pay money—by attracting business to your store. 

The difference between the passer-by who comes in to buy—and the 
one who doesn’t is good window display cards. 

THE RECORDER SHOW CARD SERVICE is complete and 
up-to-the-minute. 
style. It gets over a telling, selling message to every window shopper. 
It is your welcome to the possible purchase of your shoes—your smile 
of greeting to the shopper. 





COUPON 


Recorder Show Card Service, 

Room 607, 189 West Madison St. 
Chicago, Ill. 

Please enter our order for the RE- 
CORDER SHOW CARD SER- 
VICE for one year from this date. 
We agree to pay you $4.00 per 
month for this service. 

We carry Men’s, Women’s and 
Children’s Shoes and Hosiery. 
(Cross out lines not carried) 

We prefer the (Gray) (Brown) Mat 
board frames. 

Letter our name on the mats as per 
copy attached to this coupon. 


NGM a bale tsks conkukwehbets 











It is ‘thitched’’ right onto the time and the 


Don’t let your-windows be “dumb” windows. Give them 
a chance to work for you. 


What the Service Consists of 


With your order: Four handsome display mat frames with your store 
name hand lettered. Two large 8” x 14” and two small 6” x 12” and 
six small easel card holders. You have a choice of two colors, gray or 
brown. Six months later an entire new set of mat board frames, 

and clean are furnished you. 

Every month: Sixteen hand designed card inserts to slip into the mat 
board frames and easels with a generous 

supply of price tickets to match the cards $ 00 
with complete instructions as to the best 

ways to get the most benefit from the ser- . 
vice-selling helps etc. 

Rn pga RRA ia ina i PER MONTH 
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SHOW CARD SERVICE DEPT. 


189 W. MADISON ST. — CHICAGO, ILL. 
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SHOE BUCKLES 


from 
OUR PARIS WORKS 


CUT STEEL BUCKLES METAL BUCKLES 


for retail merchants. for manufacturers. 
Stock in New York. Write for samples. 


LEON WEIL, INC. 


LOUIS J. COBLENTZ, Mgr. 
MARBRIDGE BUILDING NEW YORK CITY 
WORKS: 5 RUE DES MARONITES, PARIS, (FRANCE) 


SLL eT Sc. 


The Old Dependable Cake 
Dressing for White Shoes 


‘The Name Blanco Is Signal of the Best 
Available White Cleaner” 


LAING, HARRAR & CHAMBERLIN 


Sole Distributors for the United States 
Consted Alee'te Khaki 43 North Third Street - - Philadelphia 
wy ho JOSEPH PICKERING & SONS SHEFFIELD, ENGLAND | 


Manufacturers 


es rs pn es es Ps TS OE TTS Ps Ts es eS FS Ps eS Ps Ys SPs oS es Os Pl 


When writing to advertisers please mention Boot AND Snor RecorvER 










= 
%® 
= 
nm 
© 
x 


ND 





-~ 
| 
| 
! 
! 

~! 


| 
| 
| 
| 
| 
| 
| 
| 








BOOT AND SHOE RECORDER 


ACCURATE 


ALL RECORDS AT A 





February 28, 1925 


SIMPLE 


DESIGNED TO MEET 















THE NEEDS GLANCE— 
OF THE COST 
AVERAGE ASSETS 
MERCHANT’S LIABILITIES 
BUSINESS PROFITS 
LOSSES 




















SHOWS 

EVERY ——— 
RECORD OF WHERE 
YOUR LEAKS 
BUSINESS ARE IN 
ALL BEFORE YOUR 
YOU IN PROFITS 
ONE BOOK HOW LOSSES OCCUR 


SAVES MONEY BY 
KEEPING YOU POSTED 


COMPLETE | ECONOMICAL 





She Sie Service Department BOOT ana SHOE 
RECORDER» 


189 W. Madison Street, Chicago, Ill. 
Please send me, postage paid, Store Records Simpli- 
Western Service Department 


fied. I agree to examine same for ten days. At the end 
of that time I will return it to you postage paid if not 
satisfactory. It is agreed that if the book is not re- 
turned to you within ten days that I shall keep it and 
yon may send me your bill for $17.50. 





189 WEST MADISON STREET 











CHICAGO ILLINOIS 
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ERSONALIT Y 


Will you have it in your 
Spring Displays? 


Without Adler-Jones Decoratives your Display . will lack Character. Now is the 
time to plan your Spring Displays—but first get a FREE copy of the Spring and 
Summer number of 


“The Guide to Better Window Displays” 
It is a catalog of Decoratives that will add character to your Displays. 


THE ADLER-JONES CO. 
645 So. Wells St. Chicago 
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The ‘‘To Make a Smart Shoe Smarter”’ 


Flapper Bow 
with elastic loop on back 
to slip over strap, hiding 
button. 

Made of No. 5 and No. 7 


grosgrain, satin and moire 8679L—Triple Bow, per dozen 


ribbon. 
Featuring this new novelty 
will bring in more 
customers with in- 
ceased sales and 
profits. 
Mail orders given 


special attention. 8476L—Single Bow, Biased Ends, per dozen... 3.00 


86931. — Double Bow, per =A BE MANHEIMER & CO. 3. 2oUQ son 


TB censesececensnasessssesses 


While Others Talk Quality, We Guarantee It a “4 


When writing to advertisers please mention Boot amp Suox Reconpsr 
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NEW ADDRESS 


THE 
REYNOLDS atYco COMPANY 


SHOE BUCKLES 
FOR MANUFACTURER AND RETAILER 


Mail Inquiries Receive Prompt Attention 


7 EDDY STREET 


One Block from Union Station 


PROVIDENCE - : “ . - |e 
eSCECRC EEC SE CECE RERE CERES CERES CERES RST 


Rane 
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K GREELEY pouborrs?4 3 VJ Kentia Plant and Pot 


There is a difference in Boudoirs as <I SS % L Natural Prepared 
in everything else. if you want the RAE | = With Pot 


best in Boudoirs at a reasonable 3 No. Leaves Height Each Per Dos. 


. . ali ‘i atte 32769 9 42in. $3.50 
price you will specialize - Saat 11 60in. 4.00 


on the Boudoirs that I 32769/15 15 7it. 8.50 85.00 
make. Carried in stock, 3 32769/20 20 9ft. 10.00 
black and colors, leather = Z Get our SPRING CATALOGUE, illus- 


mS j trated in colors, No. 32 iled FREE 
and rubber heels. se FOR THE ASKING. Make a selection 


of Flowers, Plants, etc., decorate your 
At Once Deliveries window, interior or home; create Easter 
Air and Business ahead of your slow 
competitor. 
If your jobber cannot supply you, write me 
FRANK NETSCHERT, INC. 
A. WwW. GREELEY x 61 Barclay Street New York, N. Y. 
ass. 


X12 Duncan St. - - - Haverhill, 














Tt 
APPROVED BY Fine Calf Leathers 


Manufaeturers of 


Velvetta Calf— 
Tuscan Calf— 
Russia Calf— 














Strictly Fine Full-grain Calf Leather 


HUNT-RANKIN LEATHER CO. 
106 Beach St., Boston, Mass., U.S. A. 
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~~” CONVERT those 
‘Sim hard-to-satisfy | 
patrons into 
steady customers 


UST because a customer insists upon 
a combination of style and foot com- 
fort is no indication that that customer 
is a “‘crank,”’. “fussy’”’ and “‘impossible 
to suit.” 
Always bear in mind that seven out of 
every ten of your patrons have ab- 
> a= normal feet; also do not lose sight of 
~A_ EF | the fact that shoes are made for 





normal feet and that you are dealing 
F with men and women, most of whom 
‘| have abnormal feet. 


ta 








You can satisfy and win the everlasting gratitude of these hard-to-satisfy customers 
bv relieving their foot aches and pains with 


Dr Scholls 


Foot Comfort Appliances 


If instead of trying to squeeze a foot with weak and broken-down arches—feet that 
spread and ruin shoes—into a shoe made for perfect feet, you correct the weakness with 
Dr. Scholl’s Foot-Eazers or Appliances, it is then an easy matter to fit the customer with 
a combination of style and comfort. 

Thousands of the better shoe stores have found Dr. Scholl’s Foot Comfort Service an 
invaluable asset to their businesses. You could not get these merchants to part with their 
Foot Comfort Departments for many times the 
profit they make on the appliances themselves, for 
they realize that these departments are indispen- 
sable in developing their shoe businesses. 


Decide that you, too, are going to profit to the 
fullest extent through the installation of a real 
Dr. Scholl Foot Comfort Service. 








THE SCHOLL MFG. CO. 


Largest Manufacturers of Foot Comfort Appliances 
and Remedies in the World 
pod ow me Pope hh Ed) meg 


CHICAGO NEW YORK TORONTO tions and broken down arches. Equalizes body weight, 
removes all strain, stops friction and pressure and re- 


213 W. Schiller St. 62 W. 14th St. 112 Adelaide St., E. 
lieves the aches and pains accompanying arch trouble. 
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N.S. R.A. Putting N.S. T. A. Co-Operation Into Practice 


Secretary Spangler Asks Members to Help Build Up Travelers’, as 
Well as Manufacturers’ Associations 


the big trade “get-together” 
wh at Boston, in January, the 
secretary of the National Shoe Re- 
tailers’ Association, George M. 
Spangler, has sent a strong letter 
under date of February 7, to N. S. 
R. A. members asking them for 
practical co-operation with trav- 
elers and manufacturers. This let- 
ter appears in the center box on 
second page. 


N. S. T. A. Railroad 
Committee Active 


Horace H. Beals, of Noblesville, 
Ind., chairman of the N. S. T. A. 
Committee on Railroads, is now 
working earnestly with Charles E. 
Nelson, president of the Indiana 
Shoe Travelers’ Association, for 
the elimination of the surcharge 
on Pullman rates. He has written 
a letter to Senator James E. Wat- 
son, calling attention to the justice 
of the shoe travelers’ claim for 
Pullman surcharge elimination, the 
heavy burden the traveling fra- 
ternity has had to bear the past 
few years on account of the exor- 
bitant railroad charges and Pull- 
man rates. He told Senator Watson 
that the shoe traveling fraternity 
is aware of the great work he has 
performed in their behalf and 
asked that Senator Watson con- 
tinue his influence in behalf of the 
shoe trade to the end that the sur- 
charge on Pullmans be removed. 


Mine. the lines laid down at 


Garvin with Beacon Falls 


In the Beacon Falls Rubber Shoe 
Co’s sales force, are two men who 
stand out conspicuously as well 


known “Top Notch” rubber shoe 
sellers—James L. Garvin, who has 
covered Western Maine for about 
20 years—he is well known in that 
territory and is enjoying a ‘hice 
volume of business; and Byron A. 
Tupper, who represents the “Top 
Notch” lines in Eastern Maine. Mr. 
Tupper has but recently joined the 
Beacon Falls Rubber Shoe Co’s 
salesforce—for three years prior 
to that time, he was salesman for 
the Bradstreets, Boston, but for 
over 23 years prior to that he trav- 
eled Eastern Maine for the United 
States Rubber Co. 


JAMES L. GARVIN 


Who represents the Beacon 

Falls Rubber Shoe Co. in 

Western Maine. He has trav- 

eled that territory for 20 
years. 


A review of the Beacon Falls 
Rubber Shoe Co’s line-up of sales- 
men shows quite a few young men, 
with just enough of the “old 
blood” to make a well balanced and 
enthusiastic force of rubber shoe 
experts. 


Evans on Coast Trip 


Charles W. Evans, vice-president 
of the N. S. T. A. is on a four 
weeks’ trip from Arkansas to the 
coast, addressing the various local 
affiliated organizations of N.S.T.A. 
Mr. Evans has everywhere given 
resumes of the work already ac- 
complished by the N. 8S. T. A, 
not only by the individual mem- 
bers, but by the body as a whole, 
for the retail shoe merchant, the 
wholesaler, and the manufacturer, 
and these all together for the good 
of the industry. Mr. Evans also 
took occasion to visit his orchards 
at Gentry, Ark. 


Good Legislative Work 


Charles W. Morrill, chairman of 
the N. S. T. A. legislative com- 
mittee, has been putting in some 
good work for the elimination of 
Pullman surcharge and for the op- 
eration of interchangeable mile- 
age. Secretary Delany of the Na- 
tional Office, is in receipt of a let- 
ter from J. Dudley Smith, secre- 
tary of the National Boot and Shoe 
Manufacturers’ Association, stat- 
ing that upon receipt of Mr. De- 
lany’s wire to the effect the bill 
for repealing Pullman surcharge 
was to come to a vote in the House, 
he immediately telegraphed four- 
teen. of the most important mem- 








BOOT AND SHOE RECORDER February 28, 1925 


. Keeping men 
=! “on their feet” 
builds 


business! 


HOW men they can “keep on their feet” better by wear- 
ing the Arch Preserver Shoe, and, as one dealer said, 
“they'll pester you to death” to get more shoes of the same 
kind. That’s building business; that’s demand; that’s profit 
in your cash register. 
THE 


RCH RRESERVER 


s selling better and better each month, as the messages 
appear in the Saturday Evening Post, and as wearers have 
an opportunity to talk to their friends. YOU can do better 
with this shoe. You can make a stronger appeal to your trade 
—and you can hold your customers! 


Twenty-eight good styles carried in stock, ready for ship- 
ment, thus making an excessive overhead unnecessary for 
you. Let us hear from you—f you are interested in this better, 
more desirable franchise. 


E.T.Wright& Co. 


INC. 


Rockland, Mass. 


Makers of “Just-Wright”’ 
Men’s Fine Shoes Since 
1876. 


“KEEPS THE FOOT WELL" 


This Trade Mark is found on 
the sole and lining of oe cates 
Arch  Preserver Shoe. ere are 
seven patents embodied in Arch 
Preserver Shoe construction. These 
are vested solely with E. T. Wright 
& Company, Inc., Rockland, 
Massachusetts, for the making of 
men’s and boys’ shoes, aud with 
The Selby Shoe Company, Ports- 


Stock 180. West Point Last. mouth, Ohio, for the making of 
Light Shad: Tan Calf Oxford, women’s and misses’ shoes. 

11 Iron Outsole, Rubber Heel. 

Stock 275 —Same shoe in Im- 

ported Bla k Calf. 
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bers of the Interstate and Foreign 
Commerce Committee of Congress, 
as an aid to the good work of the 
N. S. T. A. in this direction. He 
also wired the International Shoe 
Co., the Brown Shoe Co., and the 
Endicott-Johnson Corp., requesting 
that they wire their very large 
force of representatives urging 
them to vote for the bill repealing 
the Pullman surcharge. 

John J. Baird, president of the 
N. S. R. A., at the suggestion of 
the N. S. T. A. office, and Charles 
W. Morrill, chairman of the N. S. 
T. A. Legislative Committee, have 
also wired to a group of congress- 
men, asking for speedy action on 
the two above-mentioned measures. 


Ohio Travelers Working 
for Trade Headquarters 


The Ohio Shoe Travelers’ work 
in close conjunction with Ohio re- 
tail shoe merchants, as well as the 
firms which they represent. At a 
meeting held recently the Consti- 
tution and By-Laws as drafted, 
were approved, and permanent offi- 
cers of a joint trade co-operative 
association, were elected as fol- 
lows: President, Emery Bradford, 
representing Bradford Shoe Co.; 
vice-president, P. W. Smith, rep- 
resenting Poole & Johnson; sec- 
ond vice-president, Edw. Keefe, 
Simmons Boot & Shoe Co.; secre- 
tary-treasurer, Ralph Walters of 
the Walters Shoe Co. Directors, 
three elected from each organiza- 
tion. Travelers—Harland Rhoads, 
Julian & Kokenge Co.; Frank 
Burns, H. C. Godman Co.; James 
J. Kaltenbrun, Chas. H. Eaton Co. 
Manufacturers — Warren Murray, 
Riley Shoe Co.; Thomas Butler, 
Fenton Shoe Co.; W. T. Dickin- 
son, Lape & Adler Co. Retail Mer- 
chants—L. J. Bergman, A. E. Pitts 
Shoe House; Harry Zavitz, Petot 
Shoe Co.; Joe Ryan, The Fashion. 

The directors have organized 
teams to secure members. A com- 
mittee of directors will arrange the 
location for club rooms—a member- 
ship of 150 to start off with; the 
charter membership was to be held 
open until a meeting scheduled for 
February 27. 


Welch on Selling Trip 


Tom Welch, of the Welch Shoe 
Co., Lynn, Mass., is on a trip 
through the Middle West, with 
new samples of shoes for early 
summer. 
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Edwin Clapp Holds Bi- 
Yearly Sales Conference 
Edwin Clapp & Sons, Inc., held 
its semi-annual sales conference on 
February 24-26, with interesting 
talks by executives, winding up 
with a big banquet on Thursday 
evening, the whole affair being 
voted the most constructive and en- 
joyable “get together” on record. 
The sessions were held in the 
very attractive auditorium of the 
factory. Treasurer Horace -R. 
Drinkwater gave a talk on Tuesday 
morning, and on Tuesday after- 
noon Advertising Manager Shel- 
ton R. Houx, gave a talk on “Ad- 
vertising.” On Wednesday morn- 
ing W. A. Hodges, sales-manager, 
gave a talk on “Sales and Credits,” 
and in the afternon a style show 
of men’s and women’s models for 
the salesmen. On Thursday, an all- 
day discussion of samples, and on 
Thursday evening a banquet with 
an elaborate menu, and entertain- 
ment of music and speaking. Gus 





Ludlam of the salesforce, spoke for 
the Salesman. William M. Le- 
Brecht, Assistant Treasurer of the 
Boot and Shoe Recorder, was one of 
the chief speakers. 

By March 1, all the salesmen will 
be on their territories. 


Henry Urann Is Dead 


Henry E. Urann, shoe specialist, 
with salesroom at Room 308, 183 
Essex street, is dead. Mr. Urann 
had been prominent in shoe circles 
of Boston and Providence for a 
good many years. During the first 
business years of his life he con- 
ducted a retail shoe store on Tre- 
mont Row and later manufactured 
women’s and children’s shoes, under 
the name of Hallett, Urann & 
Reading. For the last 25 years he 
had been selling the jobbing trade, 
specializing in infants’ and chil- 
dren’s shoes. His funeral took place 
from his late home in Ashmont, 
Mass. He was buried in Lexington, 
Mass. 





We have for many years 
talked co-operation and other 
branches of the shoe and leather 
industry have joined with us in 
this conversational side of co- 
operation. This year we will try 
very hard to definitely put some 
of this co-operation into active 
effect. 

Our first step is an aim to help 
the National Shoe Travelers’ 
Association and through them 
to help ourselves. We have had, 
from time to time, various nega- 
tive statements emanating from 
shoe travelers, but  investi- 
gation has always developed 
that the negative phase came 
from some man not allied with 
the Travelers’ Association, and 
thereby not able to get the or- 
ganization propaganda—educat- 
ing — informing — valuable to 
everyone. Now, we feel that if 
we can help build up the Na- 
tional Shoe Travelers’ Associa- 
tion we will be building a better 
organization which in turn can 
support our industry in any 
crisis that might present itself. 

To this end we have agreed, 
and we ask you as a member to 
question every traveler who pre- 
sents himself at your store, and 
ask him directly and pertinently 
“Are you a member of the Na- 


N.S. R. A. to Co-operate with N.S. T. A. 


Letter toN. S. R. A. Members by Secretary George M. Spangler 


tional Shoe Travelers’ Associa- 
tion, or of your local Shoe Trav- 
elers’ Association?” 


For a Strong Industry 


We want a strong shoe and 
leather industry. We wantan ever 
greater N. S. R. A. We want to 
build a strong shoe travelers’ as- 
sociation and a strong manufac- 
turers’ association in order that 
we three may unitedly express 
the maximum voice in Washing- 
ton or elsewhere at such time as 
occasion may demand. Therefore, 
it will be appreciated if you will 
help to the degree of asking these 
travelers whether they belong to 
their association and whether 
their factory belongs to the 
National Boot and Shoe Manu- 
facturers’ Association. If this | 
can be done generally, I am sure 
splendid seed will be sown which 
will bear marvelous fruit to all 
concerned and certainly our in- 
dustry needs it and these organ- 
izations deserve whatever help 
we can give them. 

This, as stated in the first 
pafagraph, is an opportunity 
for practical co-operation and 
let no member of the N. S. R. A. 
be negligent in fulfilling this 
pledge to travelers and manu- 
facturers. 
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dust one try-on 
~a quick sale 
A rubber rush quickly handled 


"" LASTICS 


my, The New Sdea in Rubbers 


| My | WITH Lastics, your rubber profits 





are never tied up in surplus stock— 
nor cut down with dead stock. 


i 


k fil iy il Lastics are universal fitting rub- 

i I N il : Mi bers—the flexiblesole automatically 

H Ih i itll a Hi } conforming to the shape of the shoe 

Mt Mv il i a pair fitting a wide variety of 
asts. 


No dead stock because the Lastic 
sole will conform toall stylechanges. 
No surplus stock because Lastics 
give you maximum turnover with 
minimum number of items. 


You can handlea rubber rush in 
half the time—sell every customer 
—please every customer. With 
Lastics you take all the trouble out 
of your rubber business—and put 
more profits in. 


aT 


~ 


HOOD RUBBER PRODUCTS CO., Inc. 
Watertown, Massachusetts 





& 
BETTER RUBBER PRODUCTS SINCE 1896 : 


Rubber Footwear - Canvas Footwear - Rubber Heels and Soles - Pneumatic and Solid Tires - Rubber Specialties 
Se A (SRS oS cS AG AAS aanntiinedaaaea 
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JOHN C. DALY 


Recently made stockholder in 
Garofalo Bros. Shoe Co., Ince. 
Has had territory extended 
from Coast to Middle West. 


John C. Daly, who has been the 
coast representative for the past 
two and one-half years for Garo- 
falo Bros. Shoe Co., Inc., of Brook- 
lyn, has now extended his terri- 
tory to the Middle West where he 
will create a large number of 
friends and display his line of new 
spring samples, and will doubtless 
add a goodly number of friends 
to his already large list. “Mr. 
Daly,” writes E. Garofalo, presi- 
dent and treasurer of the company, 
“has shown a great interest in his 
work. He has accomplished more 
than a salesman’s share, and there- 
fore, the company has rewarded 
him by making him a stockholder, 
at which Mr. Daly was not only 
well pleased, but much surprised. 
With all of this encouragement he 
is looking forward to a bright fu- 
ture.” 


Charles Clark McNutt Is 


Dead 
Funeral services for Charles 
Clark McNutt, traveling repre- 


sentative in Colorado for the last 
forty years, were held in Denver 
during the past week. Interment 
was made in Pueblo, Col. Mr. Mc- 
Nutt was born at Jefferson, Ind., 
in 1850. He spent his boyhood in 
Lafayette and came to Pueblo, 
Col., in 1882, where he entered 
the shoe business. Three years later 
he was made western manager for 
the Battreall Shoe Company, re- 
tiring a year ago. 


Beacon Falls Salesmen’s 
Roster 

W. O. (“Bill”) Bridges, sales- 
manager of the Beacon Falls Rub- 
ber Shoe Co., reports that he is 
very much pleased with future 
rubber business to date, particu- 
larly on cloth goods. He says that 
his “Top Notch” rubber footwear 
salesmen, who started out on their 
territories the first of January, 
have booked a good volume of or- 
ders, showing a liberal percentage 
of increase in future business to 
date up to a similar period for 
1924. Especially is the “Top 
Notch,” automatic “Speed” gaiter 
“going big.” 

The following is the salesmen’s 
roster: 

K. W. Blackington covers Cape 
towns in Massachusetts, State of 
Rhode Island, also Mystic and 
Stonington, Connecticut. 

J. W. Burke, southern Massa- 
chusetts, part of Boston and sub- 
urban towns lying west of Boston. 

T. F. Carlin, Northeastern Mas- 
sachusetts, plus a few suburban 
towns leading up towards Lowell. 
E. S. Clark, Western Massachu- 
setts, also Stafford, Stafford 
Springs and Thompsonville, Con- 
necticut, and North Pownal, Pow- 
nal and Pownal Centre, Vermont. 
T. J. Coholan, State of Connecti- 
cut with exception of those towns 
covered by Clark and Blackington. 
J. L. Garvin covers western part of 
Maine, also Dover and Portsmouth, 
New Hampshire. Max Ostrofsky, 
part of Boston, also suburban 
towns lying to the east of Boston. 
F. J. Parks covers state of New 
Hampshire, also Beecher Falls, 
Canaan, Guildhall, Gilman and Is- 
land Pond, Vermont. Byron A. 
Tupper covers eastern part of 
Maine. Jay G. Underwood covers 
state of Vermont with exception 
of towns covered by Clark and 
Parks; also Charlestown, Cornish 
Falt, Lyme, Lyme Centre, Monroe, 
North Charlestown, Orfordville 
and Plainfield, New Hampshire. 


Slagle with Interstate 


F. J. Slagle has joined the sales 
organization of the _ Interstate 
Shoe Co. and will cover the large 
cities of New England, New Jer- 
sey and part of New York State. 
Mr. Slagle has had long and val- 
ued experience in the shoe busi- 
ness, having represented the old 
Ziegler Bros. line of Philadelphia, 
and of more recent years that of 
Williams, Clark & Co., Lynn. 
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HOMER A. BASHFORD 

With The Rice & Hutchins, 

Chicago Branch — Headquar- 

ters, 402 Lafayette Bldg., 
Detroit. 





Homer A. Bashford has recently 
joined the Rice & Hutchins’ sales 
force and will be connected with 
The Rice & Hutchins Chicago 
branch, with headquarters in De- 
troit, sample room, 402 LaFayette 
Building. 

Mr. Bashford has had a very 
successful career as a salesman. He 
has been with The Ralph Ains- 
worth Co., for the past three years 
covering the City of Detroit and 
suburban territory. Before going 
with The Ralph Ainsworth Co., he 
was employed by the W. L. Ratz 
Shoe Co., who operated four retail 
men’s shoe stores in Detroit, fea- 
turing Bostonian shoes. 


Rochester Amends 
Constitution 

To increase the membership of 
the Rochester Association of Trav- 
eling Shoe Salesmen and thus build 
up the membership of the N. S. T. 
A., a special meeting of the Ro- 
chester Association has been called 
for Saturday, February 28, when 
amendments to the constitution 
will be voted on by the member- 
ship which provide that members 
who are back in their dues may be 
re-instated by payment of 1925 
dues as suggested in a recent com- 
munication from James A. Scan- 
lon, president of the National Shoe 
Travelers’ Association. 


“A good sales talk consists of a 
lot of ideas and a few words.”— 
tiring a year ago. 
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Not a Minute Lost 


Prompt and efficient delivery 
service! With branches all over 
the country, we are in a position to 
fill your Snug-lers orders on short 
notice. There is a branch of our 
Company right in your territory. 
Just send in your order to that 
branch, and it will get quick and 
careful attention. No time wasted 
—no sales lost. 








Here is a new Snug-lers number, 
one of several fresh styles. This 
is a brown leather slipper with 
padded sole and spring heel lined 
with felt in various shades — with 
pom-pon to match lining. It has the 
distinction and tone character- 
istic of Snug-lers, and is already 
immensely popular. 


Because we can give you un- 
beatable service, and because we 
are constantly adding new styles 
to the accepted favorites, Snug- 
lers are the standard line of profit- 
building felts. 








United States Rubber Company 


SNUG-LERS 
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Shoe Merchants Enjoy Good Season on 
Novelty and Staple Gaiters 


LTHOUGH the winter has 
been temporarily halted in 
ms some sections by the advent 
of periods of mild, spring-like 
weather, the general situation con- 
cerning the success of retail shoe 
merchants in the disposal of rub- 
ber stocks is good. It has been a 
hig winter season for the gaiter, 
nore particularly for the novelty 
type. 

Weather has been favorable for 
creating interest in rubber foot- 
wear during most of the winter. 
The element of style in the gaiter, 
introduced by the automatic-lacing 
effect in front, has been a very im- 
portant factor in the volume sale of 
raiters. : 

The marked success of the novelty 
gaiter is indicative of what future 
winter seasons hold for the retail 
shoe merchants selling sensible and 
styleful gaiters that possess very 
sound utilitarian qualities as well 
as presenting a novelty appearance. 

Good merchandising has been 
applied all through the country dur- 
ing the winter season in selling 
rubbers. Merchants have given more 
prominence than ever to the dis- 
play of gaiters. The novelty types 
have been pushed more than the 
four-buckle in advertisements and 
also in store and window displays. 

Summarizing the rubber season 
results in a general feeling of sat- 
isfaction through the country. The 
success of the novelty gaiters has 
proved that rubber footwear with 
a dash of style, combined with good 
wearing qualities, is welcome to the 
women. It promises well for sea- 
sons to come. 


A Bid for Permanent Trade 


Monroe, La.—lIsador Liebreich, 
Jr., manager of the shoe depart- 
ment at Sig Haas & Co., is keenly 
interested in appealing to his cus- 
tomers through the direct mail 
plan. The following letter is sent to 
customers after their initial pur- 
chase: 

“Your purchase made of us to- 
day, we are sure, will prove entirely 
satisfactory; and though you prob- 
ably realize our appreciation of 
your patronage, we feel that this 
added word of thanks will help to 
convince you that we have more 
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than a mere passing interest in this 
purchase and those which we hope 
will follow. 

“It is our ambition to sell you 
good merchandise for as little as 


good merchandise can be sold; to 
serve you with a spirit of genuine 
courtesy, and to offer our unquali- 
fied assurance of satisfaction with 
everything you buy.” 






































m 
Hh 
ult 
aibeéa 


g 

pie 
ef 
GE 








PROPER SHOES HELP HEALTH 
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R. H. Fyfe & Co, Detroit, are observing an anniversary and the above ad- 


vertisement was printed in daily newspapers calling attention to progress ~ 


in motor vehicles by vivid illustrations. Other ads were printed, and in 
every case Fyfe’s reputation as a shoe store was hooked up with illustra- 
tions depicting progress. 
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Because fine glazed kid affords a 
subtlety of color shading, possible in 
no other kind of leather, it is once 
more the pronounced shoe fashion fa- 
vorite in women's footwear for spring. 


F all the varied hues in which NEW 
CASTLE Kid is produced, there are two in 
outstanding preference for women’s footwear. 


APRICOT 


and 


BLOND 


We cannot picture the true beauty of these colors 
to you. Only samples can do that. 

We ask, however, that you remember that they 
are NEW CASTLE colors in all that name has 
come to mean in terms of the finest colored 
glazed_kid the world knows. 

NEW CASTLE colors cannot be duplicated in 
other than the choicest raw skins that grow—and even 
then by no hands less skillful than those of the 
veteran color craftsmen who have grown up in 
the NEW CASTLE quality school of experience. 


NEW CASTLE LEATHER CO. 


100 Gold Street 
New York 


a 2 


@ The range of New Castle 
colors includes every shade that 
is in harmony with the fashion 
note of the moment. 


Color 98 
APRICOT 
Color 900 
BLOND 


Color 99 
MOCHA 


Color 925 
SUDAN 
Color 825 
ROSEWOOD 
Color 700 
CHAMPAGNE 
Color 725 
SAND 
Color 17 
PEARL GRAY 
Color 18 
PRISCILLA GRAY 
Color 31 
HARVEST BROWN 
Color 3 
ROYAL BROWN 
Color 2 
PICCANINNY BROWN 


















= 


| 
| 
. 


} 
/ 


_ 


V4 


JU LY 


February, 28, 1926 





BOOT AND SHOE 





Decided Improvement in 


Boston Retail Business 


BOSTON—A marked change for 
the better was.a general condition 
in the Boston retail shoe market 
during the week ending February 
21. The buying on Saturday, Feb- 
ruary 14, was also excellent and 
continued into the following week. 
Merchants attributed the accelera- 
tion to a fine period of mild weather. 
Snow was erased from the ground 
by rain and thaws and that was 
followed by many days of sunny 
weather. The good reports were not 
confined to one grade of store. 

Black satin found a big demand 
in one of the stores selling only 
women’s shoes at $6. It is picked to 
be one of the big numbers through 
the spring season. Blond satin’s na- 
tional popularity has extended 
here and it also promises to be one 
of the best sellers. Tan calf is 
ranking first in most stores as a 
material, but some of the high-style 
stores selling around the $6 figure 
place it subordinate to black satin 
at the present time. 

Some merchants in commenting 
on the period of favorable weather 
expressed hope that it would con- 
tinue having the effect to influence 
the purchase of new shoes at this 
time and also at the opening of 
spring, because of the fact that 
those bought now would be subject 
to a good deal of wear between 
now and spring opening. 

The men’s business showed a de- 
cided improvement along with the 
increase in women’s buying. 

Most of the clearance sales were 
over with the end of the week 
commencing February 16. 

The step-in pattern is picked to 
be one of the best bets in women’s 
popular-priced stores. Straps are 
finding a splendid demand, particu- 
larly the new slanting effect, which 
in many cases fastens with a bow. 


Healthy Tone to New 
England Business 


A business report on the New 
England industrial situation, pub- 
lished by the First National Bank 
of this city on February 16, de- 
clared industrial expansion con- 
tinuing with marked acceleration. 
Steel works are operating at 94 
per cent capacity, says the report, 
and continues: “with forward or- 
ders sufficient for operations at 


this rate for the remainder of the 
quarter.” 

Concerning hides, leather and 
footwear, the report in part fol- 
lows: “Hide prices have shown a 
receding tendency latterly, but this 
is largely seasonal, while leather 
prices, in response to depleted 
stocks and increasing demand, are 
moving upward. 

“Leather production has recov- 
ered from the midsummer slump, 
and is now about the same as a 
year ago. Production of boots and 
shoes for last year is reported as 
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313,000,000 pairs. After “allowin; 


about 9,000,000 pairs for export _ 
to foreign countries and” hhon- 
contiguous territory, there remain 
less than three pairs per capita for 
home consumption. This figure rep- 
resents a 10 per cent decline from 
1923. Many reasons have been sug- 
gested for the decrease in number 
of shoes worn, such as the in- 
fluence of radio, theatres, and au- 
tomobiles, as well as a tendency 
toward greater thrift on the part 
of all classes of people, as shown 
by record savings and life insur- 
ance sales. Increasing competition 
from foreign countries is  evi- 
denced by imports of 2,650,000 
pairs in 1924, compared with, less 
than 2,000,000 the previous year.” 





Colored Stitchings Latest 
Style Feature in Lynn 


LYNN — Volume of business, 
which did not come up to expecta- 
tions in early February, is now 
more promising. Hurry orders on 
Easter shoes are beginning to come 
in, and more of them are expected. 
New styles are giving a new im- 
petus to sales. 


Needle and Thread Styles 


The newest style idea is to 
adorn vamps and quarters with 
fancy stitching. Samples are show- 
ing “needle and thread” effects. 

Gold wire stitching is the most 
striking of these new effects. The 
thread is actually a wire of metal. 
It is stitched in simple or intricate 
designs, just like a thread of silk. 
Gold stitching on blond satin is 
beautiful. There is a _ two-color 
stitching, done with the two-needle 
machine, using a black thread and 
a white thread, an apricot thread 





Little Change in 
Materials 


There is little change in 
materials. Blond shoes con- 
tinue at the peak of fashion, 
and some say that they will 
run well into the fall. A mar- 
bleized kid, imported, is be- 
ing used for the fine shoes. 
In some models it has trim- 
mings of plain leather. Tans 
and patents continue as popu- 
lar as ever. 














and a black thread, an orange and 
a tan thread, and so on through any 
number of combinations. 


Furthermore, there is fancy 
stitching, like wave, staggered, zig- 
zag or like stitching. Lines of 
thread make a series of graceful 
curving lines, or loop the loop to 
make a series of circles; or they 
will make the “waltz” stitch, which 
is three stitches this way and then 
three stitches that way. 

Over-edge stitching on cut-outs 
is another new “needle and thread” 
style. These new “needle and thread 
styles” will be, some Lynners be- 
lieve, a leading feature of Lynn’s 
style development on the spring and 
summer run. 


Hollywood Thriller 


The “Hollywood thriller” pre- 
sents an effort to style up the heel. 
This shoe, a strap pump style, is 
carried up in the back, much like 
the black point that rises up from 
the heel of familiar light-colored 
stockings. Its heel, of wood, is 
blazoned with tiny jewels. It is 
surely a thriller. 


Broadcasted About Lasts 


Sam Stephens of Goodwin Bros., 
last makers, broadcasted a lecture 
on lasts, dealing particularly with 
the fitting qualities of shoes, from 
W. N. A. C., the Shepard Stores, of 
Boston. The Goodwin Bros.’ or- 
chestra played, and Floyd Goodwin 
gave popular selections on his mu- 
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“Q-SO-EZ-E” and “O-SO-SNUG” 


MODERNIZED COMFORT QS0SNu, 
and CORRECTIVE SHOES tus 


Trade Mark Reg. 


Bs selling appeal of the names is re 
inforced by the finest quality leathers 
obtainable and the best of Brockton 


workmanship. 
The reasonable price at which they may 


be retailed completes a selling proposition 
that cannot be equalled in shoes of this 


nature. 
Carried Nationally by 116 Wholesalers 


Who are Supported by Our 
12-pr. Lot In-Stock Service 


E. E. TAYLOR COMPANY 
210 Lincoln Street, Boston, Mass. 
Factories: BROCKTON and NEW BEDFORD 
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Those Who Those Who 
Have Used Have Seen 
Our Shoes— * Our Shoes— 


Ask The Question 


“HOW DO THEY DO IT?” 


Wouldn’t You Be Interested In Seeing PRIMO Shoes? 
‘*Beautiful Shoes at Reasonable Prices”’ 


THE PRIMO SHOE MFG. CO., Inc. 


New York Sales Ofice: |. BROOKLYN, NEW YORK 
M. M. Masia 


Chas. S. Heath 
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sical last, which is a musical in- 
strument made in the factory of 
Goodwin Bros. 


A New Firm 

The Pacific Shoe Co., starting at 
25 Marshall’s wharf, is getting out 
3mart style shoes, McKay sewed, 
‘or growing girls, misses and chil- 
dren. It aims to adapt novelty de- 
signs of adult footwear to shoes 
for little folks. Joseph O’Neil is 
manager. 


Leather Weaving Machine 


For making basket weaves of 
leather, for novelty footwear, a ma- 
chine has come into use. So hand 
work is replaced, and the produc- 
tion of basket weave effects is 
multiplied. 


New Novelty Line 


Merrill, Porter & Co. are prepar- 
ing to make a new line of novelty 
style shoes; all with wood heels. 
George Rumeley, who was for- 
merly with the MacLaughlin Shoe 
Co., is now general superintendent 
of the factory. 


More Managers Meet 


Store and department managers, 
who have been at the factory of 


A. E. Little & Co., Lynn, for a 
conference, have completed their 
discussions of styles and sales 
methods, and have returned to their 
respective territories. Among those 
attending were: 

C. E. Ruggles, Boston; W. F. 
Jackson, Philadelphia; George E. 
Copp, St. Louis; A. G. Frost, Chi- 
cago; W. E. Morgan, Brooklyn; 
James E. O’Leary, Worcester; 
Edric R. Abel, Providence; Richard 
Arndt, Louisville; Benjamin K. Al- 
ward, Pittsburgh; W. L. Lowe, At- 
lanta; Alfred Goldberg, Spring- 
field, Mass.; Samuel A. Gaylor, 
Tusla, Okla.; M. W. Coburn, New 
York City; Carl Mueller, Pater- 
son, N. J. 

William O. Shaffer, Minneapolis; 
Orson P. Joly, Norfolk, Va.; John 
O. Merry, Utica, N. Y.; R. M. 
Greenwood, New Haven, Conn.; 
Joseph Rosenblatt, Syracuse, N. 
Y.; Charles M. Corwin, Columbus, 
O.; John M. Bold, Washington, 
D. C.; Max Robin, Newark, N. J.; 
John J. Callahan, Lancaster, Penn. ; 
A. V. Evans, Toledo, O.; J. L. 
Davis, Cleveland; Benjamin O. 
Tarr, Portland, Me.; John F. Fair- 
man, Omaha, Neb.; W. O. Alden, 
Brockton; R. A. Kenary, Hartford; 
K. L. Hearn, Atlanta; E. J. Cline, 
Louisville; B. F. Fraysier, Rich- 
mond, Va., and L. S. Oberhauser, 
Toledo. 





Philadelphia Association 
Elects Officers for 1925 


PHILADELPHIA—Two 
hundred and fifty members of the 
Philadelphia Shoe Retailers’ As- 
sociation and their wives attended 
the organization’s annual banquet 
in the Hotel Sylvania on Wednes- 
day evening February 18. The af- 
fair took the form of a dinner-dance 
and a vaudeville entertainment. 
Heretofore ladies had not been in- 
vited to the organization’s annual 
affairs and their presence made the 
occasion thoroughly delightful. 
There were no speeches. 

The committee in charge of ar- 
rangements included Mrs. Charles 
D. Dillman, Jules Winkelman, 
George MacLaughlin, Horace Gen- 
tel, George N. Geuting, Albert Flit- 
craft, Albert Forster, and C. C. 
Bane, the chairman. 

At a short business session which 
preceded the dinner-dance, C. C. 
Bane, of the I. Miller store on 
Chestnut street, was elected presi- 


dent. The other officers were re- 
elected. They are: George M. Gar- 
man, vice-president; A. T. Flit- 
craft, treasurer; and Horace J. 
Gentel, secretary. 

The March meeting of the as- 
sociation, it was announced, will be 
held in the shoe department of one 
of the large downtown department 
stores. 


Factories Fairly Active 


The average factory here is being 
operated in the neighborhood of 60 
per cent or 70 per cent of its capac- 
ity. Some are quite active making’ 
combinations and othe? footwear 
for spring and summer wear while 
others find that buying is rather 
slow and the trade is holding off. 
One manufacturer, who has just re- 
turned from an extensive business 
trip through the West, reports that 
the trade in the sections through 
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which he travels is buying very con- 
servatively in an effort to ascertain 
just what materials and patterns 
will be worn before they stock up. 
Patterns, in general, continue to be 
rather fancy. 


McKeon Predicts Good 
Season on Whites 


John C. McKeon, of Laird, Scho- 
ber and Co., and president of the 
National Boot and Shoe Manufac- 
turers’ Association, is of the opin- 
ion that the white business during 
the coming spring and summer 
months will be unusually active. He 
predicts that the demand will cen- 
ter largely on solid white shoes, 
though there will be considerable 
call for whites trimmed with nov- 
elty leather. 

According to Mr. McKeon, patent 
leather at the present time is out- 
selling other materials. Tan calf 
and black satin are about tied for 
second place. There is also good 
call for blond shades of satin and 
for blond brocades. White leather 
is also strong for immediate de- 
livery in the South and on the coast 
and for later delivery elsewhere. 

Combinations are also very active 
now, Mr. McKeon states. Among 
the favorites in this class of foot- 
wear are combinations of patent 
leather and medium shades of tan 
calf. There is also considerable call 
for the darker effects of colored kid. 
When a harmonizing or blending 

combination is desired, the trim- 
ming is usually of tan calf. Patent 
trim is used for the most part to 
provide contrast. 

Step-in patterns with goring 
fronts and buckles or ornaments of 
leather or metal are very popular, 
though strap effects are also selling 
very freely. There is a trend, how- 
ever, away from the elaborate cut- 
outs of the strap effects worn here- 
tofore. Plainer one and two-strap 
models will be very popular during 
the coming months. 


Self-Service Department 


The Boston Shoe Market, on Mar- 
ket street, recently opened a self- 
service department with shoes for 
the entire family. Tags of different 
colors designated the different sizes 
‘and the public was asked to select 
shoes by picking out the style, size 
and price wanted. 


Seasonal Dullness Prevails 


One prominent wholesaler says 
that the trade is seasonably dull and 
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New Playhouse Carton! 














Here’s an added attraction for 


Acrobat Shoes! 


This attractive playhouse, made 
from the standard Acrobat car- The regular Acrobat carton with roof 
ton, is sure to delight the kiddies senna erative Daphowe. 
and please their mothers. It 
comes to you at no extra cost, 
with all sizes from 5 to 8. Extra 
cartons. furnished for window 


and store displays. 











These cartons will be a big help ge. cuit oxtora, sn tt 
in introducing Acrobats in your “Sve Saietna des 8" 
store —In winning new customers. 
Begin with the attractive num- 
bers shown. Put a few of the 


little bright houses in your win- 


dow. Order direct. 
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that buying for spring has not yet 
madeany impression on the between- 
seasons lull. During January and 
the early part of February a lot of 
rubbers were sold at the expense 
of shoe sales. He predicts a run on 
patent leather and tan calf for 
spring. There is at present quite 
a good demand for satins in both 
black and colors. 


ring, Business Well 
eveloped 


Monroe Brothers and Company 
reports that it has more advance 
spring business on its books now 
than it had at this time last year. 
It says that men’s and boys’ lines 
are rather dull although women’s 
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footwear is very active. Combina- 
tions of patent leather and tan calf 
are very prominent in the orders 
which have been received for the 
spring and summer months. 


Combinations Good 


The Bett Shoe Company reports 
that present business in combina- 
tions of patent leather vamps and 
tan quarters is very good though 
it does not know how long this con- 
dition will continue. Black satin is 
especially prominent in the orders 
received by this firm. Tan calf is 
also in good demand. Step-in pumps 
and strap effects are the features of 
the market. Prices have advanced 
about 10 or 15 cents a pair. 





Several Haverhill Houses 
on Grading-Up Program 


HAVERHILL —Shoe manufac- 
turing concerns believe that quali- 
ty as well as style is equally ap- 
preciated by merchants who buy 
women’s footwear. Several houses 
are planning to grade up their 
products accordingly. Their argu- 
ment is that while there is an ex- 
tensive demand for the low-priced 
footwear, and many merchants are 
buying their shoes with price as 
first consideration, yet in the long 
run quality is paramount. Compe- 
tition in the low-priced lines is very 
strong, and in the opinion of some 
Haverhill manufacturers, creating 
a situation which is unfavorable to 
the best results. Therefore, the 
manufacturers who are interested 
in marketing the higher grade lines 
are of the opinion that they can 
compete more successfully in this 
grade of footwear than with the 
greater number of competitors 
which occupy the field at the pres- 
ent time in the lower grades. 

Other reasons for better grades 
of footwear are that the country 
in general is prosperous, and that 
1925 promises, as time goes on, to 
offer greater marketable opportuni- 
ties for the higher grade shoes 
than for some time past. In short, 
it is considered that a reaction is 
due in favor of the better grades 
of women’s footwear, and concerns 
with this idea in mind propose to 
take advantage of it. Haverhill has 
for many years enjoyed a wide- 
spread reputation for quality as 
well. as style in women’s shoes. It 
is for the purpose of enhancing 





this reputation that certain Haver- 
hill manufacturers plan their pro- 
duction of better footwear. 


Prepare for Easter 
Deliveries 


Merchants who have placed or- 
ders in Haverhill factories for 
Easter footwear are writing and 
wiring to advance the dates of de- 
liveries of these goods. These re- 
quests are taken by the manufac- 
turers as evidence of increasing 
sales of shoes and the necessity of 
early replacements through ship- 
ments from the factories. Speeding 
up production is a result of these 
early delivery requirements. 

Easter Saturday this year comes 
April 11. There is yet ample time 
to get goods through the works, yet 
as Easter Saturday draws nearer 
there will be further demands for 
deliveries from concerns which 
have neglected to provide for their 
needs, also from those who need 
more shoes than at first antici- 
pated. In this way factories will 
be put to their best efforts to push 
the latest novelties through the 
works and deliver them for profit- 
able merchandising at the Easter 
season. 


New England’s Industrial 
Leadership 


Melville V. Liming, manager of 


the Bureau of Commercial and In-' 


dustrial affairs of the Boston Cham- 
ber of Commerce, in speaking re- 





cently in Haverhill regarding the 
industrial position of New Eng- 
land, with particular reference to 
Massachusetts, said: “One Hun- 
dred years ago Massachusetts was 
seventh in population. Today it is 
sixth. In other words, after a cen- 
tury in which the number of 
states has increased from 27 to 48, 
Massachusetts has not only main- 


tained its position, but has actually 


stepped to the front. Only three 
states in the Union are smaller in 
area than Massachusetts. The popu- 
lation of the industrial propor- 
tion of Massachusetts, Rhode Is- 
land, and Connecticut, during the 
last ten years has increased more 
than the United States as a whole. 
The value of the production in these 
three states has increased in pro- 
portion.” 


Bancroft Is President 


A. F. Bancroft of Bancroft 
Walker Company, Boston, formerly 
of Haverhill, was recently chosen 
president of the National Shoe 
and Leather Exposition and Style 
Show, Inc. He succeeds Herman E. 
Lewis of Haverhill, who has been 
president of the organization for 
the last two years. Mr. Lewis con- 
tinues to serve on the board of di- 
rectors. George W. Langdon, Jr., of 
Hazen B. Goodrich & Co., of Haver- 
hill, is also an exposition director. 
The Boston Show for 1925, which 
opens July 7, is planned along lines 
which vary somewhat from those 
of previous expositions. 


Increase in Wood Heel 
Production 


It is a noticeable fact that the 
wood heel factories in Haverhill 
are producing at practically full 
capacity of the several plants. The 
demand for wood heels made in 
Haverhill comes from shoe manu- 
facturing concerns in all parts of 
the United States and in foreign 
countries as well. Wood heels are 
covered either with fabric, leather, 
or celluloid according to the de- 
mand of the shoe manufacturer. 
The celluloid cover is prominent in 
trade popularity, and workers who 
are expert at this branch of the 
industry are in active demand at 
good wages. 





Stock turnover means doing a 
maximum amount of business on a 
minimum amount of stock or capi- 
tal—N. J. Rosenbaum, The Bon 
Marché, Seattle, Wash. 
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ring’s Newest 
Creations _4 


SHOWN BY 
TOBER-SAIFER 
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7 ee , No. 6920—“CHARLOTTE” patent, gray kid and 
No. 6922—‘‘NANCY"” patent and Sahara kid : : ° gra 
lattice vamp, Sahara kid quarter and collar, cut-out * a ym Sy hog Fy 6/8 spike, 
tie. Full French quarter, ivory lined, flexible sole, \ « : full-breasted oatmeal baal. ° 3 
13/8 box wood-covered heel. Exactly as illustrated. ———___ , “SELLS ON SIGHT” 
“FIFTH AVENUE HIT” \ A RetCétitea andes 
A, B and C widths, sizes 3 to 8 ‘ A a eee 
4 + No. 6921—Exact style as above in 
| apricot kid and patent lattice vamp and 
85 
No. 6928—Exact style as above in 
white kid, patent an 
vamp and quarter 


No. 4400—"“GLORIA” patent 
chrome vamp, blond kid quar- 
oil blond stitching on va 
si in pump cut-out. Ex- 
actl oo Mawwresed. Full French 
, ivory lined, flexible sole, 
16/8 spiked, full-breasted, cov- 
ered heel. 
“A REAL SENSATION” 
A, B and C widths, sizes 
3to8 $4.25 
No. 4402—Exact style as above 
in Levor’s white kid.... $4.25 


we Be aE ee? black satin oy a ,-- black 
satin’ collar, black¥satin rosette with cut s' ornament. os oo . ” 
Full French corded, ivory lined, flexible sole, 16/8 Spanish, Ne, s5— —_  .~ copia cup-ctuep ~ cide the, Mosk: 
‘breasted, covered heel. Gray lined, flexible sole, 16/8 Spenish, full-breasted, covered 
“A WINNER” heel. 
‘ > > “A LEADER” 
Ai ead Cuttin, clone 3 te 8 . . ‘ B and C widths, si 3t08 $3.50 
-(6926—Exact style as above in blond satin . No. 254—Exact style as above with @ 13/8 wood covered 
$3.15 


TOBER-SAIFER SHOE CO. 


MANUFACTURERS AND DISTRIBUTORS OF NOVELTY FOOTWEAR IN STOCK 


1312 WASHINGTON AVE. - - - - - - ST. LOUIS, MO. 4 
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Dollar Day Stimulates 
Business in Rochester 


ROCHESTER—Shoe store bay- 
ing during the week ending Febru- 
ary 21 was not highly satisfactory, 
although Tuesday’s trade was 
stimulated to some degree by a 
Lollar Day program presented by 
all retail establishments. 

A Saturday - afternoon - before- 
Christmas crowd was on the street 
from early morning until closing 
time on Dollar Day and department 
stores particularly enjoyed good 
business. Shoe stores also enjoyed 
a good day’s business through 
offers of a dollar a pair off on reg- 
ular prices. 

Stores which offered reductions 
of a dollar a pair report that the 
public showed little interest in this 
slight reduction, but stores having 
shoes for $1.00, $2.00 and $3.00 a 
pair found the public willing to 
buy. Dollar Day, a semi-annual 
event, is regarded as a final clean- 
up day for end-of-season merchan- 
dise. 


Shoe Superintendents Meet 


The doctrine of tranquility, op- 
timism and generosity was set up 
as ideal to follow, by Rev. William 
Wallace Rose in a talk at a dinner 
meeting of Rochester Association 
of Shoe Superintendents in the 
dining room of Sherwood - Shoe 
Company. 

Nearly eighty persons attended 
the dinner which was in charge of 
Chairman J. Austin Cox, of Sher- 
wood Company; Miss Gertrude 
Goers of the same concern, and 
J. P. MeGrath and Charles Alberts 
of the Menihan. Company. 


LaMontagne Joins Nisley 


William J. LaMontagne, a for- 
mer proprietor of the Triangle 
Shoe Store, has joined the Nisley 
Chain Shoe Store organization and 
left Rochester last week for Co- 
lumbus, Ohio, where he’ will assist 
Mr. Nisley in the new Nisley store 
at 130 North High street. From 
Columbus, Mr. LaMontagne expects 
to go to Canton, Ohio, where he 
will manage the Nisley store to be 
opened about March Ist. 


n with Park- 
rannock 


Tom Harrington, popular retail 
shoe salesman, who has long been 


Harrin 





identified with Rochester shoe 
stores, has accepted a position with 
the new Park-Brannock shoe store 
to be opened on East avenue about 
March 15. Mr. Harrington has 
had a long and successful career 
in local shoe stores and has been 
with the Shields Boot Shop for sev- 
eral years. He will assist Mr. Park 


in the management of the newest 
Park-Brannock store. 


Features Doeskin Shoes 

The McCurdy shoe department 
are featuring spring shoes in 
eleven pastel shades of doeskin 
which are attracting much atten- 
tion and proving to be a ready sel- 
ler for early spring. These shoes 
are extremely popular with the 
woman who desires to have an en- 
semble costume with all of her at- 
tire in exact harmony in matching. 





Compares Retailing of Hats 
with Selling of Shoes 


BROCKTON—“A friend of mine, 
who is interested in a hat store in 
a neighboring city,” said a Brock- 
ton manufacturer of men’s shoes, 
“has given me some information 
about the retailing of men’s hats. I 
think this will be interesting to the 
retailers of men’s shoes. In the re- 
tail hat store men’s hats are fre- 
quently divided into a major and 
a minor class. The major class rep- 
resents the conservative headgear 
worn by nine-tenths of the male 
population. The minor class covers 
an extreme of style provided for 
window display and the demand 
from young men of ultra-dress 
proclivities. There are from 14 to 
16 sizes used in men’s hats. The 
merchant rarely loses a sale for 
lack of a size. He always has ‘your 
size.’ If the hat which you try on 
does not fit properly, he has a proc- 
ess by which he can make it do 
so. The retail hat merchant has no 
end size problems. Any hats on 
hand at the end of the season are 
privately disposed of. Did you ever 
see in a legitimate hat store a pile 
of men’s hats in the window marked 
at reduced prices; or hats spread 
on the counter for a ‘sale’? Men’s 
hat styles are standardized. There- 
fore they are marketed with a mini- 
mum of waste. 

“The felt hat and straw hat sea- 
sons are arbitrarily defined. He is a 
brave man who, living in a center 
of population, large or small, and 
pretending to be decently dressed, 
wears a felt hat after May 15 ora 
straw lid after the middle of Sep- 
tember. The hat. merchants have 
him trained to follow their lead. 
Wouldn’t it be a fine thing if the 
retailing of men’s shoes were sim- 
plified in the same way as the sell- 
ing of men’s hats? In the men’s 





shoe game we have 40 or more sizes, 
to say nothing of varieties of 
leathers, lasts, and patterns. The 
average retail merchant at the end 
of the season has an accumulation 
to be cleared up at bargain sales 
and consequent losses. Can men be 
educated to accept standardized 
shoe styles as they have reconciled 
themselves to travel under stand- 
ardized hats? ‘It is a consumma- 
tion devoutly to be wished.’ ” 


Enlarging In-Stock 
Department 


Howard & Foster Company, 
manufacturers of men’s fine welts, 
is enlarging its factory in stock de- 
partment. About 12 seasonabie 
styles will be carried in stock for 
the spring and summer season 
ready for immediate shipment. The 
in-stock plan, which was inaugu- 
rated last year by this concern, 
proved so successful that it will be 
continued the present year on a 
larger scale. 


Samples for Spring and 
Fall 


In shoe lines which are going out 
from Brockton factories, both 
spring and fall styles are shown. 
Changing methods of buying are 
responsible for a diversity of 
weights and styles in the new sam- 
ples. Merchants place orders for im- 
mediate sales, also for later re- 
quirements. This arrangement 
makes for good business for both 
buyer and seller. It enables the 
merchant to see what is being 
brought out for fall and winter, and 
at the same time to obtain the latest 
ideas in men’s and women’s welts 

(Continued on page 112) 
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BRING YOU REPEAT 
CUSTOMERS 


They give you absolute assurance 
of a strong and substantial Repeat- 
Customer Business and _ conse- 
quently a Steady Profit. 


The Arch Rest line now stands as 
one of the most attractive proposi- 
tions in the entire shoe field. 





IN STOCK 


Arch Rest Welt 3-Strap 
“Carmen” 
6060— Black Kid $5.25 
6061— Patent Leather 5.25 
Last 224, 13/8 heel, AAA to D 
widths. 
5960 Black Suede $5.75 


Last 235, 13/8 covered heel with 
rubber top, AAA to D 


Arch Rest Welt Oxford 


5146— Brown Kid .. $5.50 
5148—Black Kid .. 5.00 


Combination Last 0212, 14/8 heel, 
AAA to EE. . 


5863 —Brown Kid $5.50 
5864—Black Kid 5.00 


Combination Last 225, 11/8 heel, 


same widths. 














he\rving Drew Co, 


PORTSMOUTH, OHIO 





A Portrait 
of the Original 
Arch Rest 
Shoe. 
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St. Louis Public Shows 
Interest in New Styles 


ST. LOUIS—The weathér has 
been warm and spring-like and 
women are still wearing their win- 
ter garb. With this situation pre- 
vailing, the advance selling of 
spring footwear has been deferred 
by the fair sex until the purchase 
of their spring clothes. This was 
the brief explanation made by one 
of the ablest operators in the shoe 
district. The week in the shoe dis- 
trict ending February 21 was re- 
ported as being better than the 
preceding week. There is no dis- 
couragement over the lack of boom 
business as the smart merchants 
realize that the impetus of the 
spring business will not be felt 
until early March. 

The new spring numbers are be- 
ing bought. And the stores are re- 
porting good business for those 
that have pushed the spring styles. 
Saturday, February 21, was fair 
in most stores. One store reported 
that their day was one of the best 
that they have had this year. Blond 
satin is showing greater strength 
in the call. Black satin is also be- 
coming active and from indications 
both these materials will score 
heavily when the season gets into 
full swing. Tan calf has lost none 
of its former prestige, but the re- 
port is still persistent that the 
higher heel types show some signs 
of slackening. 

Combinations have advanced rap- 
idly during the past ten days. Re- 
ports from a number of stores 
prove their popularity. The patent 
apricot combination, as well as the 
blond kid duet are being accepted 
by the fair sex. Some gray kid and 
patent types are also reported as 
being good. Patterns continue to 
favor the step-in pump effects. In 
straps the slender one-strap leads 
unchallenged. 


Shoe Merchants’ Meeting 


The most recent meeting of the 
St. Louis Shoe Retailers’ Associa- 
tion was held February 18. A re- 
port of the N. S. R. A. convention 
was made by Arthur Ebbs. Charles 
E. Williams, president of the 
Southwestern Shoe Retailers’ Asso- 
ciation, outlined the new organiza- 
tion and cited advantages to be de- 
rived if the St. Louis Shoe Retail- 
ers’ Association would merge with 
the new organization. After a 


thorough discussion it was the con- 
sensus of those present that the 
city organization merge with the 
new association. A motion was 
passed indorsing this plan and the 
membership will vote on the ques- 
tion at the March meeting. 


Discussion on Styles 


A style discussion followed. A 
warning was sounded by some of 
the members as to inferior grades 
of blond satin which would prove 
unsatisfactory if sold to the con- 
sumer. This it was indicated in 
many cases proved to be white 
satin dyed blond and became 
spotted after cleaning. A_ light 
shade of blond would hold well into 
summer it was believed because of 
its harmonious effects even with 
the light summer colors that will be 
popular. 

In combinations, it was stated, 
the same as those that are prevail- 
ing at present will be good. The 
sandal question created a divided 
opinion. Some believed that the 
three years past in which sandals 
have been good would have some 
tendency to cause hesitancy for 
the coming season. One large op- 
erator stated that his customers 
were demanding shoes with less 
cut-outs and felt this was some 
indication of the trend. The re- 
verse of this was the statement 
that in a trial test made by a large 


103 


retail shoe merchant it was prac- 
tically impossible to keep a certain 
sandal type of shoe on the shelves. 
The pattern was a high heel com- 
bination effect, also played in tan 
calf. Some predicted a black sea- 
son to be good after Easter. Pat- 
ent and black satin were expected 
to have a good demand. 


Crepe Soles Popular 


Men’s shoes at present are 75 
to 80 per cent tan with a tendency 
towards lighter colors. Older men 
are wearing a brown of the russet 
shade in kid and calf. The per- 
forations and stitchings will be 
lighter. Crepe soles will have more 
prestige this season than any 
previous one according to the pre- 
dictions of a few operators of 
men’s stores. 


Style Book by Vogue 

The Vogue Boot Shop issued one 
of its best catalogues, illustrating 
a number of the new spring styles. 
The cover is fashioned after the 
popular cross-word puzzle theme. 
An order blank is attached to the 
back. 


Moder Makes Change 


William Moder, for the past 
four years manager of the shoe de- 
partment of Browning-King, has 
left that company to go with Boyd- 
Richardson, one of the largest 
men’s furnishings stores in the 
city. He will be assistant manager 
under C. A. Lewis, who inaugu- 
rated the department. 





Healthy Tone to Retail 
Trade in Chicago Stores 


CHICAGO—There was quite a 
pleasing business in the shops dur- 
ing the week ending February 21, 
and spring buying showed some 
signs of coming into being. A 
heavy snowfall put something of 
a damper on the sales the early 
part of the week, but the demand 
started the week previous held over 
to considerable extent in spite of 
the weather. 

Business seems to be waiting 
now for Milady to shed her ga- 
loshes and with every run of sunny 
weather the interest in spring 
styles becomes more and more ap- 
parent. 

There can be no question of the 
tempting values offered, for most 


of the loop stores are placing their 
new merchandise right into their 
special offerings as soon as it ar- 
rives, figuring on quick turnovers 
to create profits. 

Some of the newer styles seen 
are in narrower-toed lasts, but 
there seems to be little enthusiasm 
shown for them in Chicago, where 
the broader toes and short vamps 
have always been popular. 

Colored leathers—red, apricot 
and champagne too are being 
shown in trimming patterns and 
for underlays on cut-out models. 
The two-toned patterns are show- 
ing a splendid run and shops have 
departed from the conventional 
tan and black and gray and black - 
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3 W’s Lenox Stock Service 


Means a Bigger Business on a Smaller Investment 





A Trademarked 


The Betty Line edie 
4800—Growing Girls’ Patent Leather, In Stock utz 90 


2% to 7, C and D, low heel.... $2.75 
4840—Growing Girls’ Patent Leather, Samples will be Set — Colt, ws 
24 to 7, C and D, 13/8heel... 2.75 shipped at our _ 
6701—Misses’ broad toe Patent Lea- 4845—Women’s Patent Colt, 13/8 
ther, 1144 to 2, D and E, rubber expense heel, 214 to 7, C and D 2.90 


ee ke ee 2.25 90—Mi ’ 
6702—Child’s Patent Leather, 8% to aie iiene sk, Neves See 


11, D and E, rubber heel 2.05 
Tan Calf, same as above, also carried 6791—Child’s Patent Colt, broad toe, 


in stock. sa rubber heel, 8% toll, DandE. 2.20 


Hand turn patent leather 6792—Child’s Patent Colt, broad toe, 
spring heel, 8% toll, DandE. 2.20 











6486—8 4 to 11 


| WEIMER, ‘WRIGHT & WATKIN CO. 
ft 





39 South Second Street, PHILADELPHIA 











MEN’S SHOES YOU CAN FEATURE 
WITH PRIDE AND PROFIT AT 
$6, 00 to $8 00 00 


ye for large city retailers on whom 
the greatest pressure is brought for a 
really good and really smart shoe for men 
at these prices. 


Brockton workmanship at its best—leathers 
whose quality everyone recognizes—styles 
and patterns the very smartest. 





Wait for our salesman, or if you can’t 
wait—write or wire. 


ene peor TAYLOR SHOE CO. 
CREESE & COOK’ ‘ : 

TAN CALF, ARMSTRONG BROCKTON, MASS. 
CORK BOX TOE. Boston Office, 210 Lincoln Street 
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to tan and alligator and other nov- 
elty leathers. 

Many. of the softer tan shades 
and brown colorings are being 
shown in kid leather combinations 
by the costume shops and blond 
satin is being combined with 
penny shades in some very dainty 
footwear—and is being bought by 
many purchasers. 

There are many slender strap 
patterns on display, showing the 
speed with which the merchants 
have seized upon the present will- 
ingness to buy simpler patterns 
and combine them with buckles and 
bows, and some interesting business 
has been the result. 





Men’s Competition Sharp 


Men’s shoes right now in Chi- 
cago can be bought at almost the 
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Alligator Trimmings 


The vogue of trimming 
leathers, started last summer, 
which suffered an _ unex- 
pected drop, seems to be tak- 
ing hold in the shops now 
and there are many lizard: 
and alligator trims to be seen 
along with other grained ef- 
fects such as shark and mot- 
tled leathers similar to it. 











purchase cost, so keen is the com- 
petition among the stores. Tan 
continues to be good in the men’s 
lines, some soft toes are being sold 
and some shoes with shield or fancy 
toe capping. The toes are not quite 
so extreme in width as last fall, 
but still hold to the stubby types. 





Black Materials Biggest 
Sellers Cleveland Reports 


CLEVELAND— Trade in the 
Cleveland shoe stores increased 
during the last half of February. 
Sales exceeded those in the last 
half of January, and are better 
than they were in February of last 
year. Every indication is for a 
much better sales year than was ex- 
perienced in 1924. 

Merchants here are conducting 
special sales for the clearance of 
their stocks, and are having better 
success than they did a year ago 
at this time. Stocks are said as a 
rule to be lighter than they were a 
year ago. Already there are indi- 
cations of spring trade. Merchants 
say that the pick-up in sales in 
the middle of February is the first 
sign of buying for spring wear. The 
weather has moderated in the last 
half of the month, and this has 
caused hundreds to purchase lighter 
shoes. 


Black Materials Strong 


The buying thus far has been 
largely in black shoes, with patent 
leather and black satins still the 
leaders. Tans also are sold at a 
fairly good rate. 

Many of the merchants here are 
banking on good sales of models 
that are trimmed with alligator and 
lizard leathers. Sandals, pumps, 
slippers, the various strap models 
that are trimmed in alligator and 
lizard, are all expected to go well. 

General business conditions in 


this city continue good, although 
there is considerable unemploy- 
ment. The number on the pay-rolls 
of factories is increasing gradually. 


Changes at Taylor’s 
Changes have been made in the 
policy of the shoe department of the 
William Taylor Co., one of the lead- 
ing department stores in this city. 
W. H. Magee, formerly of the 
Crowley-Milnar Co., Detroit, has 





since the first of the year been in 
charge of the shoe department, and 
his ideas have been adopted by the 
management of the store. 

W. F. Ebbets, who has for 10 
years been with the Saks Herald 
Square Store in New York City, has 
come to Cleveland to promote the 
sale of women’s high grade shoes in 
the Arcade store, which is on the 
ground floor and has a frontage on 
Euclid avenue. He will have under 
his specific jurisdiction the $14 to 
$20 shoes handled by the company. 

Another important innovation 
that has come under the manage- 
ment of Mr. Magee is that of estab- 
lishing a juvenile shoe department 
on the third floor. A complete line 
of boys’ and girls’ shoes will be 
carried in this department. J. F. 
McQuinn has been promoted to take 
charge of this department. 

A more aggressive policy has 
been inaugurated in the basement 
shoe department also. Charles Mc- 
Carthy has been brought here from 
Pawtucket, Rhode Island, and is in 
charge of the basement store. 


New Men’s Store 


French, Shriner and Urner of 
Boston has established a branch 
store in Cleveland, the first for the 
city. It is located at 935 and 945 E. 
Ninth street, in the heart of the 
down-town shopping district. Men’s 
shoes only are handled. Prices range 
from $10 to $14. 

A. W. Laetsch, of this city, who 
has a large following among men, 
is manager. 





Better Tone to 


Colorado 


Business Than Year Ago 


DENVER — Business, according 
to retail shoe merchants of this 
city, is better at this time than it 
was a year ago. Business in the 
state continues spotted. Where good 
farm crops were harvested this last 
year business has shown a good im- 
provement this winter, and on the 
other hand where farm crops were 
poor, business is not so good. Farm- 
ers, who enjoyed good crops, are 
getting back on their feet and the 
business houses of the towns in the 
farming districts are profiting. 

Business in the larger cities of 


the state is improving steadily. Re-. 


tail shoe merchants are looking for- 
ward to good spring buying. They 
continue to buy in small lots, for 
the most part, however, and are 





feeling their way as they go. The 
present year has started well and 
1925 is off to a better start than 
last year. 


Two-Tone Effects 


The Broadhurst-Young Shoe 
Company, Sixteenth and California 
streets, has been featuring a buckle 
pump in patent leather with black 
suede insert; also in brown kid 
with brown suede, Spanish Louis 
heel; and in all tan calf with low 
block heel. This style sells at $13. 


Holding Special Sale 
The Queen Quality Boot Shop, 
831 Sixteenth street, is conducting 
a special sale on its entire stock. 

































106 BOOT AND SHOE RECORDER February 28, 1925 


?| Your 
equipment 
needs— 

What are they? 


Do you wish informa- 
tion bearing on them? 


CHOWN 


FIN sO eM Manninen mrs mms mms TTT 


The coupon below is for your convenience 
in sending for manufacturers’ catalogs and 
literature on the items that you check. 


Apart from this, if you have some ques- 
tions to ask or want some suggestions on 
matters of equipment, feel free to write 
the Western Service Department of the 
Boot and Shoe Recorder. 


This individualized service is gratis to all 
Recorder subscribers. 
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Are You Interested in 
Window and Interior LIGHTING? 
Write for Interesting Booklets—FREE 














Mail This Coupon for Manufacturers’ Catalogs and Literature 
Decorations 


© Floral Decorations 
oO Special Backgrounds Remarks 


O The Hosiery Survey 
0 Booklets rey Leather 
0 Show Cards 

O StockRecord Forms 
0D Sales Record Forms 


Store ym seeetten Office Equipment 
0 Bookkeeping Systems 
0 Check Protector 

















OD Repair Equipment 
Carri 0 Play Room i 
AutographioSalesRegisters 5 St05k Bowes 
0 Foot Measuring Devices © Carton Labels 
Window Equi nt © Leg Forms 
O Permanent Backgrounds 
Oo so aac Fixtures, wn 


© Shoe Display Fixtures, © Hosiery (kind) Store Name 
_ =_ 0 Arch Sepperts, metal ' 

0 Shoe Display Fixtures, 0 Arch Supports, non meta 
Metal wap © Shoe Trees Address 














Oo Seduy Display Fixtures 
0 For Men City and State 
ising Novelti For W. 
oO Advertising Novelties . Ad omen 
_ (0 For Men Address Shoe Store Service Department, Boot 
© Souvenirs j O For Women and Shoe Recorder, 189 W. Madison St., Chicago 





0 For Children 
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Fair Trend Reported in 
Cincinnati Retail District 


CINCINNATI—The retail shoe 
business during the week ending 
February 21, merchants reported 
as fair, and as good as could be 
expected for this time of the year. 
Some merchants report a little gain 
over the same period a year ago, 
and attribute this to the spring- 
like weather. 

A few clearance sales are still 
in progress, but there is a slacken- 
ing in the demand for sale shoes, 
and more interest is manifested 
in the new spring footwear. 


Patent Looks Good 


Materials are playing a more 
mmportant part than the pattern. 
Patent leather continues to lead. 
Combinations of tan and black are 





Step-ins Favored 


A variety of patterns is in 
evidence in most stores, and 
the interest seems to be cen- 
tered on step-in patterns and 
pump effects. The step-in pat- 
terns with the gorings are 
apparently having the chief 
call at present. The new rib- 
bon tie, especially the side 
tie, is attracting considerable 
attention, and this style, to- 
gether with the ribbon or 
sailor tie appears to be a fa- 
vorite pattern for spring. 











receiving favorable comments. A 
good call for black satin is being 
made and judging from reports 
this material will increase in pop- 
ularity. Colored satins will hold a 
prominent place among the new 
spring materials, and already 
there is a good demand. 


Federal Reserve Report 


The latest Federal Reserve re- 
port concerning the shoe industry 
in part says: “Reports from shoe 
manufacturers in the Fourth Dis- 
trict indicate that no great change 
has taken place during the past 
month. Business is normal, with an 
increase in orders in some cases, 
but the gain in the volume of busi- 
ness has not been large. Buying 
on the part of dealers is still con- 
servative.” 


Potter Co. Contests 


At the meeting of the employees 
of the Potter Shoe Co., February 
17, the details of the Red Cross 
Shoe Contest were announced. The 


salesman selling the most Red: 
Cross shoes will receive $10; the. 
second $7.50, and third $5.00,.An- . 
other contest going on in the’store 
at this time is on hosiery. 

The Potter Co. printed an inter- 
esting advertisement and had a pic- 
ture of their store with the tags 
of all the brands that are handled 
exclusively by them in Cincinnati, 
attached to the front. 





Minneapolis Detects Early 
Interest in Spring Styles 


MINNEAPOLIS—February 
commenced well for the retail shoe 
merchants here. January was rather 
a dull month, although clearance 
sales acted as a stimulus in many 
stores. The Federal Reserve report 
states that January, compared with 
a year ago, gained 10 per cent in 
volume of retail business through- 
out the Northwest. 


Styles for Spring 

Some stores are showing their 
spring models in women’s patterns 
and report good interest. Shoes 
made of iridescent patent leather 
in pump effects are being displayed 
in the better grade stores. Patent 
leather is enjoying a good demand, 
being stimulated, to a great degree, 
by the vogue for flesh shade 
hosiery. 

New styles in tan calf are good 
looking. Blond satin promises to be 
a big leader for spring and a sim- 
ilar tone, rosewood satin, is also a 
promising number. Two tone effects 
are numerous, alligator and patent 
being combined in higher-grade 


stores while patent and tan calf is 
seen in the medium and lower- 
priced houses. 


Panor Store Moves 


The Panor Shoe Store is in new 
quarters on Nicollet avenue, having 
moved from the former location at 
711 Nicollet to 620 Nicollet. The 
new quarters have been remodelled. 
Manager F. B. Panor and Assistant 
Manager C. S. Miller report in the 
new location they have considerable 
more room and will carry a larger 
stock and more styles. The Panor 
Store opened here five years ago 


In New Home 


The Ground Gripper Shoe Stores, 
Inc., recently moved from 89 South 
Seventh street to a new building in 
the upper Nicollet retail district, 
at 831 Nicollet avenue. The new lo- 
cation, according to Manager W. A. 
Schultz, allows the same floor space 
for the store, but in addition gives 
a full basement for store-room. 





Light Satin Patterns Sell 
Freely in ‘Texas Sections 


FORT WORTH—Merchants re- 
port good sales on early spring 
shoes. Blond, rosewood, penny 
brown and black satins are enjoy- 
ing a vogue which bids fair to con- 
tinue until after Easter. Patents 
and combinations of patent and ap- 
ricot, light tan, and darker tan calf 
are being shown. Demands for com- 
binations in all grades of footwear 
are reported. Reverse combinations 
‘are being shown by some of the 
local shoe retailers, that is tan calf 
vamp with patent quarters. Most of 
the shoe mén expect blond satin to 


ported. These sales have left stock 





go over big. Because of the popu- 
larity of shades of red in ready-to- 
wear rosewood satins have received 
much favor, although it is expected 
by some of the merchants that their 
vogue will be more short-lived than 
black patent or black or blond satin. 


Clearance Sales Effective 


Stores closed clearance sales of 
January and early February with 
satisfactory results. In many quar- 
ters an increase in business over 
the period of a year ago was re- 
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Retail Salesmen 


Wanted 


A Splendid Opportunity 
for the Right Men 


The J. C. Penney Company—a nation-wide institution 
—needs capable salesmen; young men between the ages of 
25 and 35 years who have had diesen experience in one 
or more of our lines, and can give us the highest references. 


Our company, which started in 1902 with one store, 
now operates 571 retail stores in 41 states. We sell dry 
goods, shoes, notions, clothing and furnishings for men, 
women and children. We do a strictly cash business. Our 
sales in 1924 were over $74,000,000. We opened 115 stores 
in 1920, 59 stores in 1922, 104 stores in 1923 and 96 stores 
last year. 


By industry, study and determination your progress 
will be rapid in our organization. Under our experienced 
managers you are trained to become a manager. When you 
have qualified 


You are Promoted 


to be 


Manager of a Store 


in which you own a one-third interest, to be paid 
for out of the profits of the business. 


Experience has taught us that some of the greatest successes come 
from the ranks of average men. What we need are young, healthy and 
capable salesmen who have had thorough experience in a small or 
medium-sized department store, or are experienced in general store 
work in special lines. The investment of money is not necessary for your 
success with us. The financial backing of our company is ample. Briefly, 
this is our proposition—tested and proven over a period of 21 years: 


You come to us first as a salesman in one of our stores. During the 
period of proving your ability you learn the greater possibilities of 
co-operative effort. Your progress depends upon your ability and 
effort. As our new stores are opened, managers are selected from 
our sales force. 


When you make a success of the management, you are seld a 
one-third interest in a new store and become its m . You 
may afterwards acquire a partnership in other stores which are the 
outgrowth of the one in which you first received a financial in- 
terest. If you do not possess the capital to purchase one-third in- 
terest in a new store, the money is loaned you by the J. C. Penney 
Company, and you repay it from subsequent profits of the store. 
Write today for our booklet, ““Working Plan of the J. C. Penney 
Company.”’ Give your and number of years’ experience in our lines 
of merchandise in your first letter. We may arrange for a personal in- 
terview later. All correspondence strictly confidential. 


Address your letter to our nearest employment office: 


J. C. PENNEY CO., Inc. 


1205 Olive Street, St. Louis, Mo. 
370 7th Avenue, New York City 
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Hard Toe 
Black Kid 


Women’s Misses’ Child’s 
$2.80 $2.70 $2.65 
608 Pink Satin 
Women's Misses’ Child’s 
$3.40 $3.30 $3.25 


IN STOCK 








601 
Soft Toe 
Black Kid 
Women’s 
$1.45 
Child’s 
$1.30 
White Kid, 30c. extra 


BROOKS SHOE MFG. CO. 
6th and Montgomery Ave. 
PHILADELPHIA, PA. 


“Clifton’’ 
GEM DUCK 





Used with our wet process it produces 
a perfect innersole, as it is easily formed 
in and hugs the lip, providing strength 
where strength is most needed. 


“CLIFTON”? COVERING 


CLOTHS 


“ Clifton” backing and plumping cloths are recom- 
mended for satisfactory results. 

In profitable shoemaking all “Clifton” specialties reg- 
ister high. 


CLIFTON MFG. CO. 


65 BROOKSIDE AVENUE, JAMAICA PLAIN 
BOSTON, MASS. 
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in a healthy state, and anticipation 
of good spring business is generally 
expressed. 


Interest in Convention 


The Shoe Men’s Club of Fort 
Worth is busily engaged in making 
and perfecting plans for the Texas- 
Oklahoma Convention to be held in 
Fort Worth February 23, 24, and 25. 

For the fourth consecutive time, 
L. E. Langston is general conven- 
tion chairman; Ernest Jordan is 
secretary and vice-chairman. Among 
those assisting are R. M. Logan, 
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W. B. Taylor, D. L. Tandy, D. M. 
Taylor, H. M. Byers, J. W. Offutt 
and Virgil Garrett. Tom Collins and 
J. U. McAllister of the Southwest- 
ern Shoe Travelers are making 
plans for the meeting of the shoe 
travelers to be held jointly with the 
retail shoe merchants. 

An unusually good program has 
been prepared and the attendance 
at this convention is expected to 
exceed any previousconvention. Four 
floors at the Texas hotel have been 
reserved by the manufacturers. 
Ample time is provided in the pro- 
gram for the inspection of samples. 





San Francisco Merchants 
Look for a Good Spring 


SAN FRANCISCO—Thestrength 
of patterns made of tan calf has 
been very marked for several 
months now and there are quite 
strong indications on the surface to 
insure a good tan calf season in 
the spring. The first half of Feb- 
ruary brought a good rubber period 
to most shoe stores. Heavy rains 
moved rubber footwear. 

Good-looking styles in women’s 
lines have been selling almost 
equally well. Pump effects, slender 
straps, and concealed gores in a 
broad range of materials, com- 
mencing with tan calf and includ- 





Convention Plans Are 
Progressing 

Plans are rapidly being 
whipped into shape for the 
California Retail Shoe Deal- 
ers’ Association convention to 
be held at Santa Barbara, May 
25, 26 and 27. Melville Kauf- 
mann, secretary, reports 
stress is being applied to that 
part of the program having 
to do with selling problems. 

The open forum idea of dis- 
cussing merchandising plans 
will be followed and Paul Jes- 
berg of Los Angeles, well- 
known in the retail shoe trade, 
will lead the discussions. 

Michael J. Levy, proprietor 
of the Levy Shoe Store of 
Santa Barbara, is chairman 
of the convention committee. 
Santa Barbara is an ideal 
place for a convention. A golf 
tournament for delegates will 
be one of the entertainment 
features. 











ing patent, and satins, have been 
getting a good demand. 


Convention of Merchants 
Selling Brown Shoes 

There was a convention held re- 
cently of proprietors of shoe stores 
selling Brownbilt and Buster Brown 
shoes, made by the Brown Shoe 
Company of St. Louis, Mo., John H. 
Bush, president, and R. R. Pew of 
the Brown Company, addressed the 
meeting. Merchants attending in- 
cluded: W. C. Winkler, Buster 
Brown Shoe Store, Glendale; Wil- 
liam McCausland, McCausland 
Brothers, Los Angeles; James A. 
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Goodban, Goodban’s Brownbilt 
Shoe Store, Upland; I. C. Casper, 
Casper’s Brownbilt Shoe Store, 
Los Angeles; L. E. Kain, Buster 
Brown Shoe Store, San Pedro; 
E. H. Cassidy, Cassidy’s Brownbilt 
Shoe Store, Hanford; E. M. Vogt, 
Vogt’s Brownbilt Shoe Store, 
Reedley. 

N. A. Hornbrook, Hornbrook’s 
Brownbilt Shoe Store, Ukiah; R. L. 
Clauser, Clauser’s Brownbilt Shoe 
Store, San Jose; Leo Wolff, Brown- 
bilt Shoe Store, Santa Rosa; E. R. 
Marble, E. R. Marble & Co., Napa; 
Maurice Marowitz, M. & S. Bootery, 
San Rafael; Harold A. Mayer, San 
Leandro; Fred D. Pittsley, Hale 
Bros. Inc., San Francisco; R. L. 
Hornbrook, Buster Brown Shoe 
Store, Eureka; M. E. Heyden, Bus- 
ter Brown Shoe Store, Sacramento; 
I. L. Kollenborn, Buster Brown 
Bootery, Chico; Otis Folk, Brown- 
bilt Shoe Store, Reno, Nevada; W. 
K. Davis, Susanville; A. H. Hig- 
gins, Higgins Shoe Co., Vallejo; 
J. Oliveira, Corning, Cal. 


New Shoe Store 


H. L. Porter, Inc., will soon open 
a new shoe store at 231 Geary 
street. It will sell women’s high 
grade shoes and hosiery. Three 
prominent figures in the shoe indus- 
try will form the company, includ- 
ing: H. L. Porter, M. C. Streicher 
of San Diego and E. Eisenberg, pro- 
prietor of a store at 2592 Mission 
street. 





Weather Retards Buying in 
Milwaukee Shoe Stores 


MILWAUKEE—Snow and cold 
weather, during the third week 
in February, retarded early spring 
business which was beginning to 
open up better than usual for this 
time of the year. One shoe mer- 
chant stated that up to the middle 
of the month, business at his store 
has shown a 20 per cent increase 
over the same period last year, but 
that weather conditions had cut 
into this gain the following week 
and would probably bring down 
the increase for the month. 

The early demand has been 
widely varied with little definite 
indication of what will take the 
lead when the heavy spring de- 
mand starts. Considerable early 
business has been done in two-tone 
effects, but tans are also holding 


an important place. Staple lines, 
including oxfords and shoes for 
street and general wear have been 
showing more activity in many 
cases than dressier types, and mer- 
chants look for this demand to con- 
tinue into Lent until the approach 
of Easter gives the signal for the 
return to social activities. 

Men’s shoes are responding to 
about the same influences as wom- 
en’s, although there has not been 
as much interest in new styles as 
the first showing of women’s spring 
styles created. 

Evidence of a steady develop- 
ment of business in industry in 
general is reported by Robert Wit- 
tig, local manager of R. G. Dun 
& Co., in a statement made about 
the middle of the month. 
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To Sell Nunn-Bush Line 


Sixteen men’s clothing stores of 
Browning King & Co., located in 
various cities of the country, will 
handle Nunn-Bush shoes begin- 
ning March 1, according to infor- 
mation given out in Milwaukee by 
A. W. Bush, vice-president of the 
Nunn-Bush & Weldon Shoe Co. 
This agreement will eventually re- 
sult in an increase of from $500,- 
000 to $750,000 for the Milwaukee 
plant, it is estimated by Mr. Bush. 

As a result of the new arrange- 
ment, stores of this chain to han- 
dle Nunn-Bush shoes in the fu- 
ture include Cooper Square and 
Broadway stores in New York; 
two stores in Cleveland; and stores 
at Brooklyn, Boston, Providence, 
Minneapolis, St. Paul, Cincinnati, 
Kansas City, Kan., and Kansas 
City, Mo., St. Louis, Detroit, Buf- 
falo and Omaha. 


Shoe Merchants Make 
Changes 

Several merchants throughout 
the state are planning to move in- 
to new locations in the near fu- 
ture. Edward Segel, who has con- 
ducted a shoe store at 8 Spring 
street at Chippewa Falls, Wis., has 
announced plans for moving to 208 
Bridge street. Otto Detjen, shoes 
and leather goods in Beaver Dam, 
Wis., has purchased the Zarwell 
building and is having it remodeled 
to provide rooms for two stores on 
the ground floor. 

The Peterson Shoe Shop of Hay- 
ward has moved into new quarters 
on Main street. 


Open New Store 


Frame Bros., who have been con- 
ducting a shoe shop at 1126 Wal- 
nut street for the past two and a 
half years, have opened a second 
store in Milwaukee at 506 Grand 
avenue. The down-town store is 
about 22 by 80 feet. It has been 
attractively remodeled and redeco- 
rated for the opening and a new 
front installed. Morris Frame is in 
charge of the down-town store, 
while the younger brother, Alex 
Frame, will continue at the Wal- 
nut street shop. Both stores sell 
women’s shoes exclusively, with 
the highest price at $6.85. 


Sager & Juley to Move 


Plans have been announced in 
Green Bay, Wis., for moving the 
shoe store of Sager & Juley from 
its present location at 314 Wash- 
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Direct Mail Campaign 

The Walk-Over Shoe store 
has been carrying on a direct 
mail advertising campaign 
which is proving very suc- 
cessful in attracting new cus- 
tomers to the men’s depart- 
ment of the store. C. A 
Helmbacher, manager, se- 
cured a selected list of Mil- 
waukee men who were not 
regular customers of the 
store and has been sending 
out a series of letters at the 
rate of one a month. The let- 
ters are written in a rather 
unusual form, calling atten- 
tion to the appearance, qual- 
ity and fitting qualities of 
shoes in the men’s depart- 
ment. 











ington Street to new quarters at 
a site now occupied by the Palace 
of Sweets. A number of changes 
are planned which will add to the 
facilities for handling the stock. 
Cabinets will be placed in the cen- 
ter of the floor space, and all stock 
will be placed within reach with- 
out use of ladders. A rest room is 
planned for women, and both 
private and general offices will be 
arranged. The move to the new 
store will be made about March 1, 
according to Richard Sager, who 
is well known throughout the 
State, and was re-elected president 
of the Wisconsin State Retailers’ 
Association at the last convention. 


Open Fourth Store 
The Fourth Davies Boot Shop of 
Racine has opened. The new shop 
is located at 1432 State Street. The 
other shops are located at 1416 
Washington Avenue, 302 Sixth 
Street, and 341 Main Street. 


Holly Bill Killed 

The Holly truth-in-shoe and 
truth-in-fabric bills have been 
killed by the state assembly. The 
bills are practically the same as 
those introduced by. Assemblyman 
Holly in the last legislature and 
which were killed at that time. 
The bill regarding shoes, requires 
that all footwear sold in the state 
bear a tag giving the exact mate- 
rials and quality of materials used 
in the manufacture. Similar re- 
quirements were contained in the 
bill referring to fabrics and both 
bills provided fines or imprison- 
ment in case of violation. 


February 28, 1925 


Shoe men throughout the state 
were active in fighting the bill. 
Representatives from the Wiscon- 
sin State Shoe Retailers’ Associa- 
tion, as well as the | Milwaukee 
Association, were at the hearing 
before the assembly committee to 
enter protests against it. 


Under New Name 


The shoe store, formerly oper- 
ated as the Luebke & Kellner Co., 
in the Wood Block, has been moved 
into its new location in the Zim- 
merman Block where it will be 
known as the Kellner Shoe Store. 


Move Offices to Factory 


Offices for the sales and ad- 
ministration divisions of the F. 
Mayer Boot & Shoe Co. here have 
been transferred from the down- 
town location, at 288 East Water 
Street, to the factory building at 
First and Walnut Streets. 


Talks on Leather 


Statements that modern leather 
is inferior to that made a gener- 
ation ago were branded as false in 
a lecture before the Credit Men’s 
Association, given by John Arthur 
Wilson, chief chemist for A. F. 
Gallun & Sons Co., Milwaukee tan- 
ners. Mr. Wilson explained the 
methods used at the present time 
in an illustrated lecture. “Leather 
chemistry has advanced more in 
the last 10 years than in the en- 
tire century from 1815 to 1915,” 
he stated. . 





Edgar Goldsberry Is Dead 


Lafayette, Ind.-Edgar Golds- 
berry, one of the leading business 
men here and founder of the Model 
Shoe Company, which he conducted 
successfully for several years died 
recently. He sold out his interests 
two years ago. 





New Brooklyn Firm 

Brooklyn, N. Y.—The Leader 
Shoe Co., Inc., of 221-23 Powell 
street, is the name of a new manu- 
facturing firm that will make a line 
of women’s novelty shoes. Members 
of the firm include: Harry Pep- 
per, H. Segal and Morris Lapota. 


New Shoe Stores 
French, Shriner & Urner, 935 
E 9th street, Cleveland, Ohio. 
A. W. Laetsch, manager. 
Frame Bros., 506 Grand avenue, 
Milwaukee, Wis., second store. 
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Henry Lilly Celebrates 
Birthday 
New York—Henry Lilly, the 
“father” of shoe auctioneers, and 


George Washington, the “father” 
of his country, were born on the 
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Many dependable aad 
profitable styles constant 


4 In Stock. Send for latest price list. 
































MULTIGRAPH PLATES 


COMPLETE SERVICE 
Peg Signature Cuts, Rule Forms, 
Composition, Steel and Copper Face Electros 
Write for Prices 


UNIVERSITY ELECTROTYPE FOUNDRY | 
CAMBRIDGE, MASS. 











ATLANTIC PRINTING CO. 
Producers of Distinctive 
Shoe Catalogues and 
Shoe Booklets 


201 South Street Boston; Mass. 
‘elephone, LiBerty 8673 











Brockton 
(Continued from page 101) 
for spring and summer. Having 
these combination lines and sam- 
ples, merchants are in position to 
buy intelligently according to their 
needs. 

Quick transportation and factory 
in-stock department facilities place 
merchants in a more favorable posi- 
tion for carrying salable stocks 
than at any previous time. Old 
methods of manufacturing and sell- 
ing have been scrapped. New 
methods are functioning in a way 
which proves them to be practical 
and desirable. 


Elects Officers 


Thompson-Field Company, manu- 
facturers of shoe filler, held its an- 
nual meeting and election of officers 
recently with the following result: 
Errol M. Thompson, was re-elected 
president, and Walter P. Field was 
re-elected vice-president and treas- 
urer. These, with George D. Pike, 
J. R. Stewart, and J. D. Clifford 
comprise the board of directors. 
The three last named are members 
of the Boston Blacking Company. 
It was announced that. Thompson- 
Field Company’s product would be 
distributed by the United Shoe Ma- 
chinery Corporation in the princi- 
pal shoe centers of the country, also 
in Canada and South America. The 
business of the Thompson-Field 
Company has outgrown its present 
accommodations. A new factory is 
being constructed which will be 
ready for occupancy in June. This 
will provide for a daily production 
of 10 tons. The business “was es- 
tablished about two years ago, since 
which time a large distribution has 
been developed in the United States 
and foreign countries. 


Sport Shoes in Stock 


The Brockton Shoe Manufactur- 
ing Company has placed in stock at 
the Brockton factory a men’s sport 
and golf shoe made with tan calf 
upper and plantation crepe sole. 
This concern, which is successfully 
marketing a popular-priced line of 
men’s footwear, is planning to still 
further enlarge its business along 
the line of men’s sport shoes, in 
stock and made to order. 





Because it takes a man ten 


‘hours to do what he ought to do 


in five, is no proof that he is over- 
worked.—Walk-Over Shrapnel. 
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ELAM 
Flexible Turn Shoes 
Fee the Jobbing Trade Exclusively 
F. 3. ELAM SHOE Co. 


ROCHESTER, N.Y. 
Boston Office, 183 Essex Street 











‘Bonita Shoe * Baby 


TURNS and SOFT SOLES 


In Stock 














AShoe for Boys 
That Wears 


Marston & Tapley Co. 
DANVERS, mass 
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No. 7300 Satin in these 
colors American Beauty 
Copen Bluc, Old Rose, 
Lavender, B. Blue, 
Black, nck, Tengo and Pink. 
rice List 
NEW ENGLAND erty co. 
__ WESTBORO. ss. 


PARISTYLE FOOTWEAR MFG. CO., INC. 


41-45 Washington ax’ Rows N.Y. 
Chienge Office, Security Bi W. Medisca St 


HIGH GRADE MULES al ID’ORSAYS 
bossed 


and Brocade 
Prices frem $23.00 per doz. up * 


“IN STOCK BLACK KID BALLET] 
SLIPPERS” 
Ours Stand the Strain 


er oe 


THE KAY JAY SHOE CO, 
Manufacturers 


309-315 Findlay Street 
Cincinnati, Ohio 




















For the 
Better 
Trade 

BEST-EVER 
Soft-Sole Leather 
Boudoirsand Novelty 
Kimono Sandals 
Write for Prices 
SLIPPER CO., Inc., BROOKLYN, N. Y. 








Sotgbeey, Ga, 
Pullman Slipper 2 
RED BLACK TAN 








The Quality 
SWAN SHOE CO. _ Baltimore, Md. 














Demand Dunbar Designs 


From Your Manufacturer 
AND BE ASSURED OF STYLE 
AND FITTING QUALITIES 
IN YOUR SHOES. 














New Shoe Accessory On 
Market 


St. Louis—A new shoe accessory 
for women who drive automo- 
biles is announced by the Tweedie 
Boot Shop Company of St. Louis. 
The new Tweedie invention is a 
heel protector made of woolen fab- 
ric, to be used by women motor- 
ists who wish to protect their light, 
fancy footwear from scuffing, 


Heel protector for women 
motorists. 


grease and dirt. It can be put on 
and taken off easily and once on, it 
stays on. The protector is made in 
three patterns—the French, for 
spike, slim Spanish and Louis 
heels; the Stocky Spanish, for light 
Cuban heels; and the Cuban, for 
box heels. It is made in black, 
brown and gray. 





Basket-Weave Leather 


Calf leather is embossed 
with a basket-weave grain, 
and the top of the grain is 
colored in order to obtain a 
combination of black and 
white, tan and white or other 
combinations of colors. 

The leather is used for mak- 
ing basket-weave style shoes 
for summer. 











326 W MONROE ST 
CHICAGO 


W2 SUMNER SMITH 











MANHATTAN FINDINGS CO. 
WHOLnsAls SHOE STORE SUPPILES 
7 Duane St., N. Y. 
BENC 2 phen BALLET SLIPPERS 
Childs’ ts 15 Miss..........$1.20 


La bib d $1.2 
We also carry a et line of professional round 
and square toe ae slippers. 
IN STOCK 











BLOG SHOE FINDING CoO. 
147 Duane St., New York. N. ye 








BALLET AND GYM SHOES 
BLACK VICI KID—IN-STOCK 
oom Shoes No. 116 

2% to7 $1.00 


Men's Leather House 
Slippers In Stock 


Athletic Shoe Mfg. Co., 124 N. Third St., Philadelphia 


QUALITY BALLETS— srvtx 


Seft Tee Hard Tee 


2 = ee 


Also Men’s and Women’s Stippers of every ae = 
METROPOLITAN SLIPPER CO. 
134 W. Bway, near Duane St. 











New Yerk 





BALLET SLIPPERS — IN STOCK 
(Made by Ballet Specialists) 
ft oe Bik. Glazed 
Kid, Seft Tee 


8-11 11%-2 2%-8 
$1.80 rie tas 
ees -“ee 


ee, 6 BO Behe Bite ees 


241 Me. tith + Philadelphia, Pa. 








Do You Know? 


That you can buy or sell it through 
the “Where to Buy” columns. This 
feature in its quick service is a time 
saver in meeting immediate needs. 
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FWHERE TO BUY 8 
Sint heel 





J. R. BEATON COMPANY, Ine. 


ALL 
WIDTHS 881 FOURTH AVE., NEW YORK 


OFINY -2ii:s 


Russell ManufacturingCo. 





Middletown, Conn. 





The One 
Waterproot 
Leather That 
Takes and Re- 
tains a Polish. 


CREESE & COOK CO. 
Tanoeries at Danverspert 95 Seuth St., Besten, Mass. 








Colored 
Chrome 
Sides 

Beggs & Cobb, Inc., Boston, Mass. 








T. W. GODSO F. Eee, Stems. 
w.G. JONALD, Vice-Pres. 


F. E. JONES co. 
FANCY COLORS 


MAT KID 











COATED GEM DUCK 


ADHESIVE BACKING CLOTS 
y Gabber and Leather 
Dry Foot Welting 





EMIL RUBLACK 
Maker of Artistie 
PRICE TICKETS 

Shoe trade my 
Samples mailed fi on request 
Established 1983 


148-142 WEST prespuar 
No. 400 $3 per 100 NEW YORK, N. J 











INFORMATION 
for Shoe Merchants 


“WHERE TO BUY” constitutes a 
ay . bad who 


may read 
through these pages may 








A. E. BRINKLEY 


Secretary of the Charleston, 
S. C. Shoe Retailers’ Asssocia- 
tion has joined the shoe depart- 
ment of the J. B. White Co. as 
buyer of the shoe department. 





Neo-Ped Company Opens in 
Vineland, N. J. 


Vineland, N. J., seems to be on 
the way to staging a comeback as 
a shoe manufacturing center. Sev- 
eral years ago it had several im- 
portant factories including a 
branch of Laird, Schober & Com- 
pany, and John Cramer & Sons. 
Practically all of them Were discon- 
tinued because of labor troubles, 
but now a new firm, manufacturing 
both men’s and women’s corrective 
shoes under the name of the Neo- 
Ped Shoe Company, has commenced 
production. 

The new company is headed by I. 
Louis, as president, and I. R. Dob- 
lin as vice-president and secretary. 
Both men were with the Dr. Kahler 
organization for the last 10 years. 
Samuel Solomon, New York milli- 
nery manufacturer, is treasurer. 

The new concern has taken over 
the ideas and patents of “Master- 
craft,” which operated a custom 
shoe shop in New York for several 
years. By factory economies, the 
shoes are being made to wholesale 
at from $5 to $6.50 and will be dis- 
tributed through the agency plans. 

Essential features of the shoes 
are cupped heel seats, right and 
left heels, triple combination lasts, 
metatarsal arches, a secret patented 
shank supported by two plies of 
leather between the inner and outer 
sole, a patented damp-proof filler, 














OR. CAMPBELL'S HEALTH SHOES 


Women’s Boots In Stock 
LASTS—12 STYLES 


122-124 Duane St., New York, N.Y. 














and all standard measurements be- 
tween the heel and ball. 

Salesrooms have been opened in 
the Marbridge Building, New York, 
and salesmen have been sent on the 
road. Production began in the Vine- 
land factory on January 26 at the 
rate of about 500 pairs a day. 


Wholesale League Annual 
Dinner March 10 

New York, N. Y.—The Whole- 
sale Shoe League of New York will 
hold its annual dinner March 10 
at which time an interesting pro- 
gram will be presented. Louis M. 
Taylor, executive director, is in 
charge of plans. 








Periwinkle Blue Shoes 
and Hats 

Boston—Kornfeld’s store, which 
features everything for women’s 
outer-wear, including shoes, re- 
cently had a clever trim in which 
periwinkle blue hats and one strap 
periwinkle blue shoes were fea- 
tured. 


Maurice A. Stratton Dead 

Clarksville, Tenn., Feb. 24.— 
Maurice A. Stratton, a retired re- 
tail shoe merchant, died here re- 
cently. He was 72 years of age. He 
retired from the retail shoe busi- 
ness three years ago, selling out to 
R. F. Wall, who was later joined 
by Robert O’Neal. 
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An interior view of the new Braun-Kidd Shoe Store, Inc., at Baton Rouge, 
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La. Walls and ceiling are finished in a soft cream tone. Fixtures are of 
mahogany. It is a family shoe store, carrying a wide range of styles. 
Gus Braun and James M. Kidd are owners of the store. 





An Appeal for New 
Business 

Monroe, La.—In trying to build 
up new trade, Isador Liebreich, Jr., 
manager of the shoe department of 
Sig Haas & Co., sends out the fol- 
lowing letter: 

“To the best of our knowledge 
we have not had the pleasure of 
serving you. Possibly you have been 
in the store without our knowing 
it, and if so, we apologize for not 
having noticed you in a more per- 
sonal way. 

“It occurs to us. that you are 
probably in need of shoes, clothing 
or some other of the many acces- 
sories which go to complete one’s 
wardrobe; and because of the fact 
that we are in a position to serve 
you from an unusually diversified 
stock, we are extending this per- 
sonal invitation. 

“We are trying to build the 
‘Best Men’s Wear Store’ in the 
city and we are open at all times 
to criticisms and suggestions. We 
believe that business is sensitive— 
it goes only where invited. 

“We congratulate ourselves on 
being agents for two of the best 
lines of shoes on the market—Bion 
F. Reynolds and Crawford—and we 
wish to call your special attention 
to the unsolicited testimonials on 
the back of this letter which will 
prove to you the soundness of our 
claim.” 


“Jacking Up” the Trade 


Monroe, La.—The following let- 
ter is sent out at intervals by Isa- 
dor Liebreich, Jr., of the shoe de- 
partment of Sig Haas & Co., as a 
means for “jacking up” the trade: 





“You are going to want another 
pair of shoes or oxfords soon. You 
will be interested, we are sure, in 
the new shipment of Reynolds & 
Crawford shoes. We consider these 
new arrivals the smartest looking, 
though dignified, models we’ve seen. 
Frankly, we’re enthusiastic about 
them—and you will feel the same 
when you slip your feet into a pair. 

“We'd like to have you look them 
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over—see what you think of their 
style and appearance. As for their 
quality and permanent comfort, 
your wearing a pair will ahswer for 
that to your entire satisfaction. 

“Our policy in the future will 
always be as in the past, ‘To study 
the wants and requirements of the 
public and to supply such wants in 
the most efficient manner possible; 
to offer advice to customers in re- 
gard to every purchase, and all cus- 
tomers to be quoted the same 
price.’ 

“Come in any time when you’re 
passing and you will always find us 
at your service.” 





Stach in Business 


Washington, D. C., Feb. 24— 
Philip J. Stach recently opened 
Stach’s Ground Gripper Shoe 
Shoppe in the National Theatre 
Building at 1315 E street and Penn- 
sylvania avenue, N. W., and reports 
enjoying good business. He operates 
a family shoe store, featuring ex- 
clusively Ground Gripper shoes. 





If a man empties his purse into 
his head, no man can take it away 
from him; an investment in knowl- 
edge always pays the best interest. 

—Franklin. 








The Emporium Mercantile Co., of St. Paul, Minn., arranged a special 

window trim during the week the recent convention of the Northwestern 

Shoe Retailers’ Association was held. The company features Arch Pre- 

server shoes for men and stressed this fact by a neatly printed card in 

the center. The Emporium has created much interest in its displays of 

men’s shoes in attractively-arranged windows and attributes much of 
its success in sales to this phase of advertising. 
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OSITIONS WANTED—Four cents per word for each insertion. 
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SALESMEN WANTED 


SALESMEN WANTED 


SALESMEN WANTED 





GALESMEN WANTED for women’s medium 
“7 line of turn, welt and McKay novelty foot- 
wear. Prefer men who live in territory and 
are well acquainted among department and 
better class shoe stores. Very liberal commis- 
sion basis. Give full particulars in first letter 
which will be treated confidential. Territories 
open, Illinois and Wisconsin, Iowa and Ne- 
braska, Kansas, Oklahoma and Texas. Address 
B-327, care Boot and Shoe Recorder, 207 South 
Street, Boston, Mass. 


GALESMEN WANTED for the following ter- 
ritory: South Carolina, Georgia, Florida, 
Alabama, Mississippi, Louisiana, Texas, Okla- 
homa, Arkansas, and all Western states except 
Pacific Coast. We manufacture cheap to me- 
dium-grade misses’ and children’s shoes that 
will repeat in sales. This is a strong side-line 
for salesmen who can show us they have the 
ability to get results. In your first letter tell 
us how long in territory and amount of sales. 
Maryland Shoe Mfg. Co., Hagerstown, Md. 


GALESMAN WANTED to carry snappy line 
of men’s medium-priced shoes. An old-time 
concern under new management has severa! 
desirable territories open. H. T. Wright, Levie 
Shoe Co., 500 Throop Street, Chicago, Ill. 


GALEMAN—Outside New England. Infants’ 
turn and stitchdown moccasins, 7 

10% commission. Address B-317, 

and Shoe Recorder, 207 South Street, Boston 
Mass. 








WE HAVE two territories to offer, Virginia, 
West Virginia; Georgia, North and South 
Carolina, to salesmen living in the territory 
and traveling by automobile. We manufacture 
a premier line of soft sole leather house slip- 
pers and children’s flexible welts. Give full 
details regarding yourself in first letter. Maid 
_ Corporation, 35 York Street, Brooklyn, 





/ANTED—Men of character and ability 

now selling good grade of women’s or 
men’s shoes, to sell on liberal commission 
basis as a side line, famous Pla-Mate 
shoes for children. Short line, priced right, 
most popular welt for children made. State 
territory covered and give references and all 
facts in first letter. Correspondence confiden- 
tial. Pla-Mate Shoe Co., 304 Franklin Street, 
Rochester, N. Y. 


W ANTED—In California, Indiana, Michigan, 
Ohio and the Southern states, salesmen to 
carry our snappy line of children’s turns, 
sizes 1/5 and 5/8, also our flexible stitch- 
downs, sizes 2/11. Established in 1915, we are 
one of the oldest houses in Rochester stocking 
children’s shoes. A high rate of commission 
paid to men calling on established trade and 
able to furnish references. Can be carried with 
any non-conflicting line. Give full details in 
nm R. C. Milow Shoe Co., Ine., Roches- 
ter, ° 


ANTED—Salesmen to sell our well known 

line of soft soles and intermediate “Self 
Starters” in New York State and Wisconsin. 
High rate of commission. If interested in ive 
side line, write all particulars in first letter. 
Carpenter Shoe Co., Rochester, N. Y. 











WANTED—Salesman to carry line of 
medium children’s turns exclusively, in 
states of Iowa, Missouri, Arkansas, 

Oklahoma, Nebrask#@. Only 
men of ability need apply. Commission 
only. Give references. Address B-322, 
eare of Boot and Shoe Recorder, 207 
South Street, Boston, Mass. 





IGH-POWERED salesman wanted for ter- 

ritories extending from West Virginia to 
Mississippi inclusive to call on retail trade 
with the established line of Menz “Ease” and 
“Amercan Boy” work and dress shoes at in- 
teresting discounts. Give references, past ex- 
perience and whether can travel in car, in 
first og The Menzies Shoe Company, Fond 
iest shoe company 





du Lac, 
in the aie a 





GALESMEN WANTED to carry Rochester's 
best known line of infants’ soft soles and 
moccasins and infants’ and children’s turns 
and stitchdowns from 1/5 to 1144/2 in connec- 
tion with present line. Good openings in Mid- 
dle, Western and Northwestern States. We 
make quick delivery and pay highest commis- 
sion. Applications considered only from men 
with established trade and good record. Give 
full particulars in first letter. J. J. Mac- 
Master, Rochester, N. Y. 





ALESMEN WANTED for women’s medium 

line of turn, welt and McKay novelty foot- 
wear. Prefer men who live in territory and are 
well acquainted among department and better 
class shoe stores. Very libe commission 
basis. Give full particulars in first letter which 
will be treated confidential. Territories open— 
Indiana and Michigan; West Virginia, Mary- 
land and New Jersey; Georgia, Alabama, 
Mississippi and Louisiana. Address B-328, care 
Boot and Shoe Recorder, 207 South Street, 
Boston, Mass. 





A SIDE LINE OPPORTUNITY 
Manufacturer of a popular-priced line of 
novelty McKays has several territories 
where the line could be profitably handled 
as a side line in towns of 5,000 and under. 
Straight commission basis only, with part 
paid on acceptance of order. In replying 
state age, full shoe experience, line or 
lines now being carried and territory in 
which you are traveling at present. Ad- 
dress B-32i1, care of Boot and Shoe Re- 
corder, 207 South Street, Boston, Mass. 





WANTED—Young man to sell a well known 
line of women’s shoes retailing at $7.50 to 
$10 from Washington south. Prefer a South- 
erner who has had road experience and 
lives on the territory. Give experience, ref- 
erences and all details. Replies held confiden- 
tial. Address B-318, care of Boot and Shoe 
Recorder, 207 South Street, Boston, Mass. 








WANTED—Salesman of ability and estab- 
lished trade to carry a side line in the 
states of Indiana, Illinois, Michigan, Wis- 
consin, and Minnesota line of children’s 
medium turns. Commission only. Must give 
references. Address B-320, care of Boot and 
— Recorder, 207 South Street, Boston, 
258. 











WANTED 


Salesmen to cover the South and 
Southwest with the best line of 
men’s shoes ever offered to the 
retail trade to retail at $6.50 
and $7. Apply or write Charles 
Brandman, President, Emerson 
Shoe Mfg. Company, 1328 
Broadway, New York City. 














GALESMAN WANTED for Eastern Pennsyl- 
vania, to carry a Philadelphia jobbing line, 
good trade already established, with auto, to 
live in the territory around Allentown. Address 
care Boot and Shoe Recorder, Room 616 Perry 
Bldg., 1530 Chestnut Street, Philadelphia, Pa. 


GIDE LINE SALESMEN everywhere who cal! 
on shoe dealers. Pocket sample, 25% com- 
=. Cramer Arch Cushion Co., Denver, 
Colo. 


EXPERIENCED salesman wanted to carry 
our line of growing girls’, misses’ and 
children’s light, flexible, medium-priced Mc- 
Kay shoes on commission basis; also a high- 
class line of children’s turns and flexible welts. 
Territory: Wisconsin, Minnesota, Northern 
Michigan, North Dakota, South Dakota. John- 
son-Baillie Shoe Co., Millersburg, Pa. 


Worstie Tine, i salesmen to sell hosiery as 
ved. <= line, liberal commissions paid. Ad- 
S. M. C., Box 266, Elizabeth City, N. C. 


= eae SALESMAN wanted to carry 
on commission line of Infants’, Children’s 
and Misses’, Kesco Turns and Stitchdowns, in 
Montana, N. Dakota, South Dakota, Minne- 
sota, Wisconsin and Michigan. Address with 
— The Kepner-Seott Shoe Co., Orwigs- 
urg, Pa. 


W ANTED— Experienced salesmen, on strict- 
ly 7% commission basis to show our line 
of some — samples of sup- 
Fa. "So EEE shoes to at $5.00 and 
00. Some novelty shoes. Stock ition. 
References requ Westcott ore Co., 
217% W. Water St., Syracuse, N. Y. 


GALESMEN WANTED to sell popular-priced 
line infants’ 1/6 flexible turn and 2/11 
stitehdown shoes of merit, in connection with 
line now handling; over fifty styles in stock ; 
71% commission. Give references and full par- 

Sy Co., 420 St. Paul St., 


























WANTED 


Sal with established trade to carry 
line of medium children’s turns in New 
England. Commission only. No stock. Ref- 
erences required. Address B-319, care of 
Boot and Shoe Recorder, 207 South Street, 
Boston, Mass. 

















LINE WANTED 


LLINOIS salesman wants line of men’s 
leather slippers. Trade established and ref- 
erences A No. 1. Address Room 411, Y. M. 
C. A. Peoria, Illinois. 
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HELP WANTED 


MANAGER WANTED 


MANAGER WANTED 











WANTED—Retail shoe man, capable of 
trimming windows, and card writing, an 
all-around man. Salary, $40 per week to 


start, ch d t. Ref 





for ad 

required. Apply in own hand-writing. Ad- 

dress B-324, care of Boot and Shoe Re- 
corder, 207 South Street, Boston, Mass. 














BUSINESS OPPORTUNITY 








Are you looking for a 
BETTER FACTORY LOCATION? 
We offer a modern, two-story concrete 
building 13,000 sq. ft. in a live all- 
American town of 5,000 population. 
Served by four railroads. Six hours 
from New York City. Address B-316, 
care Boot and Shoe Recorder, 207 

South Street, Boston, Mass. 














LINE WANTED 


P ROGRESSIVE live-wire salesman at present 
employed selling a high-grade line of men’s 
shoes successfully is seeking a line of popular+ 
priced shoes for the New York metropolitan 
market. A hundred per cent acquainted with 
established trade, heavy enough for your line, 
very popular, plenty of personality, a hustler 
and salesman. Not an order taker whose sales 
and reference will meet wih your approval. 
Address B-326, care Boot and Shoe Recorder, 
207 South Street, Boston, Mass. 


QALESMAN with ten-years’ experience and 
~ established trade in South with reputation 
as an order-getter, looking for a live wire 
women’s footwear manufacturer. Address 
K-755, Boot and Shoe Recorder, 127 Duane 
Street, New York City. 


E XPERIENCED SALESMAN open for line. 
4 For the past twenty-three years I have 
covered the states of New York, Eastern 
Pennsylvania, Delaware, Maryland and Dis- 
trict of Columbia for two leading manufac- 
turers of women’s shoes. I have enjoyed a very 
satisfactory business with both of these com- 
panies and have a good following among the 
better class shoe buyers in this territory. I am 
married, forty-three years of age, and have a 
teal knowledge of both the retail and whole- 
sale end of the business. I am desirous of se- 
curing a strong line of shoes for the present 
season, and can furnish best of references. 
For further particulars address B-323, care 
Boot and Shoe Recorder, 207 South Street, 
Boston, Mass. 














FOR RENT 


PACE FOR RENT—Either first or third 

floor location in modern department store. 
Best location and most prominent store Ad- 
dress B-825, care Boot and Shoe Recorder, 207 
South Street, Boston, Mass. 








FOR SALE 


OR SALE — Modern high-class sprinkled 





South Street, Boston, Mass. 





SALES MANAGER 


An unusual opportunity is offered by a house making a well- 
known line of popular-priced women’s welts for a sales manager 
with an acquaintance and following among the volume users of 
women’s goods. Apply by letter, giving experience and ref- 
erences. Address B-329, care Boot and Shoe Recorder, 207 








FOR SALE 


TOCK FOR SALE—Stock of exclusive shoe 

store in a good town of 4,500 population. 
Fine, clean merchandise. Will sacrifice, as 
other business needs my attention. Address 
Charles Serenco, Liberty, Mo. 








MISCELLANEOUS 





WANTED TO PURCHASE 








CASH PAID 


for shoe stores or surplus stocks of shoes 
or for other merchandise. Leases taken over. 
We will send a representative to investigate 
and make offer upon request. 


Kalter Cerf. Mercantile S. Inc. 


591 Broadway, New York Cit 
Phone Spring $160-5161-5162. 
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H-W VY Chairs Save Save 


Shoe Store Space 


GPACE saving is as essential in 
the shoe store as the theatre. 
So H-W opera chair models have 
been modified to meet your need. 
H-W expert shoe store seating serv- 
ice is at your service — free. 


HEYWOOD-WAKEFIELD WAREHOUSES 
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HIGHEST PRICE PAID 


FOR 
SHOE STORES 
OR SURPLUS STOCK 
Also Purchase Gent's Furnishings, Clothing, etc. 
YOUNG & CO. 


315-317 Church St.—New York, N. Y. 
Telephone Canal 0356 








HIGHEST CASH PRICES —_ 


MAX GLAUBERG 
425 Grand Street, New York City 
also purchase clothing, hats, Soeumbing 
etc. Dry Dock 0 








- , By et - param ts Any Any pa 
Prompt attention given. 
KIRSCH-BLACHER CO., Inc. 


622-624 Broad New Yerk, N. Y 
Phone Spring 1448" 














and pay hig highest cash price 
Saaen. 


BROOKLYN PURCHASING SYNDICATE 


FRANK WALKER 
610 Broadway, yn 
Phone Stagg 1757 











factory building for sale. Well ted in 
the City of Allentown, Pa. A good i manu- 
facturing location. Building ie ~~ on all 
sides. Approximately 34,000 square feet floor 
space. Wm. C. Callahan, 43 N seh Street, 
Allentown, Pa. 


WANTED TO PURCHASE 





MISCELLANEOUS 
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Retail Shoe Merchant Has 
Patent Stamp 

Shamokin, Penn., Feb. 16— 
Benjamin Bornstein, a retail mer- 
chant here, was recently granted a 
patent by the U. S. Patent Commis- 
sioner on a rapid stamping device. 
This device is particularly adapted 
for use in stamping descriptions on 
shoe cartons or labels. Witk the use 
of this device, Mr. Bornstein, who 
has been using the stamp in his 
store for about a year, has found 
that he can label his shoe stock in 
about one-fifth the time it formerly 
took, and still have a stock that has 
a perfectly legible description on 
every box. 

The stamp is small, but is capa- 
ble of producing a one to three-line 
description for every type of shoe 
on the market. However, what 
makes the stamp really practical is 
the fact that the wording can be 
changed in two seconds’ time. 


Distinctive Labels 

Brooklyn, N. Y., Feb. 24—Frank 
C. Meyer Co., manufacturers of 
shoe cartons, of which S, W. and 
W. F. Ascher are the active mem- 
bers, has added a carton label serv- 
ice to its business program. The 
company specializes in making dis- 
tinctive labels for shoe boxes for 
manufacturers and retail shoe mer- 
chants. 


MISCELLANEOUS 
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Reece’s E. Z. Walking Rocker 
Bottom Wooden Sole Shoes 


for 


Men, Boys and Women 


Built to give ease and com- 
fort on wet, hot or cold 
floors. 


Quality Shoes from 
$1.47 % to $2.00 


Write for Catalog 


Reece Wooden Sole Shoe Company 
Columbus, Nebraska 
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Collinsville, Ala.—C. L. Carter, shoes, etc., re- 
ported petitioned or petitioner in bank- 
ruptcy. 

Decatur, Ala.—Woodward & Dowdy, shoes, etc., 
reported petitioned or petitioner in bank- 
ruptcy. 

Los Angeles, Cal.—C. L. Woldenberg, Family 
Shoe Store, 2653 W. Pico street, shoes, etc., 
reported assign 

New Haven, Conn.—Benjamin R. Sneiderman, 
Ben’s Boot Shop, 101 Temple street, shoes, 
reported petitioned or petitioner in bank- 
ruptecy. 

Terryville, Conn.—Queor Shoe Co., Wallace F. 
Queor, shoes, reported petitioned or peti- 
tioner in bankruptcy. 

Bonifay, Fla.—L. L. Dowling, shoes, etc., re- 

ted petitioned or petitioner in bank- 


Colquitt, Ga.—J. A. Fein, shoes, etc., re- 
ported petitioned or petitioner in bank- 
ruptey. 

La Grange, Ga.—La Grange Dry Goods Co., 
Shoes, etc., reported petitioned or petitioner 
in bankruptcy. 

Chicago, Ill—Albert Borak, 3324 W. 26th 
street, shoes, etc., reported offering to com- 
promise at 50 per cent. 

Brown & Dubow, 3349 W. Roosevelt road, 
shoes, reported petitioned or petitioner in 
bankruptcy. 

L. M. Chaikin & Co., 2137 So. 48th street, 
shoes, etc., repor petitioned or petitioner 
in bankruptcy and receiver appointed. 

Rogers Park Bootery, Dolin & Zoden, pro- 
prietors, 6971 No. Clark street, shoes, re- 
ported meeting of creditors called. 

Jake Less, 716 Maxwell street, 652 Max- 
well street, reported offering to compromise 
at 365 per cent. 

Bert Rose, Rose Shoe Store, 2952 So. State 
street, shoes, reported assigned. 

Portland, Me.—Hanson’s Shoe Store, Grover 
O. Hanson, proprietor, Middle street, re- 
ported assigned. 

Baltimore, Md.—Louis F. Menard, 2521 E. 
Monument street, shoes and repairing, re- 
ported petitioned or petitioner in bank- 
ruptcy. 

Boston, Mass.—A. Bud Mills & Sons, 212 
Massachusetts avenue, shoes, reported meet- 
ing of creditors called. 

Outing Shoe Co., manufacturers and 
wholesalers, reported asking for general ex- 
tension. 

Brockton, Mass.—Excello Shoe Co., manufac- 
turers of shoes, reported offering to com- 
promise at 40 per cent. 

Medway, Mass. Hoffenberg Shoe Mfg. Co., 
shoe manufacturers, reported petitioned or 
petitioners in bankruptcy. 

New Bedford, Mass.—Harry Yerovitz, shoes, 
ete., reported assigned. 

Detroit, Mich.—Robert Kelner, 5355 Chene 
street, shoes, etc., reported offering to com- 
promise at 20 per cent. 

Owen J. Schunk, 14429 Charlevoix ave- 
nue, shoes, reported offering to compromise 
at 35 per cent. 

Flint, Mich.—Chimovitz Bros., shoes, etc., re- 
ported petitioned or petitioner in bankruptcy. 

Fosston, Minn.—Arthur Abrahamson, shoes, 
ete., reported petitioned or petitioner in 
bankruptcy. 

Elizabethport, N. J.—Wawel Polish Mer- 
chants’ Association, Inc., shoes, reported 
receiver appointed. 

Hackensack, N. J.—Emanuel M. Swerdling, 
shoes, reported petitioned or petitioner in 
bankruptcy and receiver appointed 

Paterson, N. J.—Samuel Walters, 18 Main 
street, reported meeting of creditors called. 

Brooklyn, N. Y¥.—B. Golden, Inc., 174a Fiat- 
bush avenue, compromise effected 
at 40 per cent. 

Buffalo, 7 Shoe Co., 65 E. Seneca 


street, oes, ass! 

New York, N. Y¥.—Abe . 1145 Second 
avenue, shoes and repairing, reported meet- 
ing of creditors 

Shoe Co., Inc., 959 Eighth avenue, 
821 Sixth avenue, shoes, reported extension 
granted. 
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Rochester, N. Y.—Hyman Davis, shoes, re- 
ported assigned. 


Greensboro, N. C.—Bloom & Co., Specialty 
Shop, M. Bloom, proprietor, shoes, etc., re- 
ported assigned. 

High Point, N. C.—Allen Bros., shoes, ete., 
aga offering to compromise at 40 per 
cent. 

Chillicothe, O.—H. D. Minces & Son, shoes, 
ete., reported offering to compromise at 40 
per cent, 

Cincinnati, O.—H. D. Minces & Son, Vine 
street, shoes, etc., reported offering to com- 
promise at 40 per cent. 

Ironton, O.—H. D. Minces & Son, shoes, etr., 
reported offering to compromise at 45 per 
cent. 

Niles, O.—M. H. Katz, 22 E. Park avenue, 
shoes, etc., reported petitioned or petitioner 
in bankruptcy. 

Philadelphia, Penn.—Benjamin Friedman, 766 
So. Fourth street, shoes, reported offering 
to compromise at 20 per cent cash. 

Harry Goldberg, 1336 South street, shoes, 
reported offering to compromise. 

Pittsburgh, Penn.—Kaufman Bros., shozs, etc., 
= petitioned or petitioner in bank- 
ruptcy. 


Fort Worth, Texas—A. T. Johnson & Co., 
shoes, etc., reported petitioned or petitioner 
in bankruptcy. 

Gilmer, Texas—T. A. Croley, shoes, etc., re- 
ported petitioned or petitioner in bank- 
ruptcy. 

Palestine, Texas—A. Barro, shoes, etc., re- 
ported petitioned or petitioner in bank- 
ruptcy. 

Hopewell, Va.—Archie A. Spigel, Broadway 
Quality Shop, shoes, etc., reported petitioned 
or petitioner in bankruptcy. 

Martinsville, Va.—Levy’s Bargain Store, Sam 
Levy, proprietor, shoes, etc., reported peti- 
tioned or petitioner in bankruptcy. 

Casper, Wyo.—Shikany Shoe & Clothing Co., 
shoes, etc., reported assigned. 


BUSINESS CHANGES 
Hartford, Conn.—Dr. Kobler Shoe Shop of 
Hartford, shoes, incorporated $10,000. 


Morris, Ill—Herman Manns, shoes, etc., re- 
ported succeeded by Manns & Torrence. 





A painted and burnt velvet 
mule, from Cammeyer, of New 
York, N. Y. Below—brocaded 
tip, strap and heel shown on 
pastel colored crepe mule at 
Cammeyer. 
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Chicago, Ill.—Greenberg & Krupnick, 1315 So. 
Halsted street, shoes, partnership dissolved, 
each to continue alone. 

Samuel eee. 5 ~ S E. 35th —, 
, etc., reported succeeded by Gerson & 
John Karpin, 834 W. Madison street, 
shoes, reported sold out to Morris Stone. 
Ignatz Piekel, 1818 So. Halsted street, 
shoes, etc., reported selling or sold out. 

Worcester, Mass.—Bancroft Shoe Supply Co., 
shoe supply manufacturers, removing to 
Freeport, Me. 

Haverhill, Mass.—C. H. Walker Co., Inc., 
manufacturers, incorporated $10,000. 

St. Louis, Mo.—Alice Boot Shoppe, shoes, in- 
corporated $5,000. 

Newark, N. J.—New Jersey Footwear Corpo- 
ration, 20 Brantford place, shoes, incorpo- 
rated $125,000. 

New York, N. Y.—A. Beck Shoe Corp., 118 
Duane street, increased capital from $200,- 
000 to $400,000. 

Cohen & Kane, 340 Lenox avenue, shoes, 
reported partnership dissolved. 

Manhattan Arch Aid Shoe Co., Inc., 16 E. 
37th street, changed name to Tru-Fit Shoes 

Triffelman Bros., 56 W. 14th street, shoes, 
reported out of business. 

Bucyrus, 0.—W. O. Smith, shoes, reported suc- 
ceeded by Hause & Hertzer. 

Cincinnati, O.—Sol Bloom Shoe Co., Race & 
Elder streets, shoes, etc., incorporated $10,- 


Frederick, Okla.—Alexander Hendergen. shen, 
etc., reported succeeded by J. H. Baroff 
Keyser, W. Va.—H. G. Wilson, shoes, “qe, 
reported succeeded by Leslie B. McCoole. 
a W. Va.—Tolley & Meeks, shoes, 
reported dissolved and sue- 
pa by J. M. Meeks. 





Colorful Yarn Embroidery 


The presence of riotously colorful 
yarn embroidery on models of all 
kinds lends a brilliant and pictur- 
esque note. Taken from Bulgaria, 
Hungary. Czecho-Slovakia, Russia 
or the Scandinavian countries, 
these embroideries bring peasant 
needlework to modernized dress in 
an effective manner. Two-piece 
white crepe de chine dresses are 
thus stitched round the bottom of 
the blouse, cuffs and collar, and 
pockets if there are any. At Mann’s 
an all-over effect is achieved while 
the skirt, usually pleated, remains 
plain. Coats endorse this mode as 
do hats, and a staunch supporter is 
the knitted dress, of which Dobbs 
offers a striking example in knitted 
fibre silk in white, gold or gray— 
colorfully embroidered in floral mo- 
tifs at the turn-over collar and 
down either sleeve. Embroidered 
white woolen shawls with knotted 
woolen fringe sponsor this mode 
strongly. 





Lee Bell Partner 


Pasadena, Cal., Feb. 16—H. 
Johnson, who operates two shoe 
stores here, recently admitted Lee 
Bell to partnership. Mr. Bell has 
enjoyed much experience in the re- 
tail shoe business and will have 
charge of the Colorado street store. 
The other store is on. Union street 
and will be managed by Mr. John- 
son as heretofore. 
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Customer: “I want a pair of comfortable boots for winter wear.” 

12 CLERK: « How are these, sir? —sturdy, flexible, medium weight and built on the 
10-11 most comfortable last of the year.” 

si Customer: “Fine, but let me have them with lacing hooks.” 

i CLERK: “Sorry, sir, we don’t carry them with lacing hooks.” 


_ Customer (departing in haste): “Why do they take pains to make and sell a so-called 
< comfortable shoe that doesn’t include the greatest comfort feature of all?” 


117 

118 T 

a87 Gh SS. 
eyelets and lacing hooks 


588 TUBULAR RIVET AND STUD COMPANY 
UNITED SHOE MACHINERY CORPORATION, Selling Agents, 205 LINCOLN STREET, BOSTON 
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ogers’ Selections for Spring 
A two-in-one creation by Rogers 
A tie and step-in pump in one 
B5022 


B5022 


B5022—Patent leather vamp, apricot kid quarter, 

silk scroll stitching, imitation turn, 13/8 covered 

Cuban heel. A-C. $4.60 

BS021—As illustrated, all patent leather. A-C. B5400—All black satin imitation turn, 16/8 . 
$4.50 covered spike heel. B and C $4.1 


$1.60 3BS401—As illustrated, all blond satin. B and - 
$4.25 
B5409—As illustrated, all apricot kid. B at Cc. 


B5017—As illustrated, all tan calf. A-C... 
B5020—As illustrated, all black satin. A-C $4.60 
B5030—As illustrated, all blond satin. B Ss 


B5418—As  Sieteated. Russia calf, 13/8 reed 
Coban heel. B and C $4.10 
BS410—As. illustrated, all black satin, 13/8 
covered Cuban heel. B and C ae 94.00 
B5411—As yr * blond satin 13/8 cov- 
ered Cuban heel. B an $4.10 


B5908—Patent leather vamp, apricot kid vamp 
underlay and icot kid quarter. Imitation turn, 
12/8 covered Cuban uban heel. B and C $4.50 
BS5903—As illustrated, patent leather vamp, grey 
kid quarter. B and C $4.50 
B5902—As illustrated, all patent leather, grey kid 
aaderlay. B and C $4.50 
BS900—As illustrated, all tan calf, dark tan 
underlay, B and $4.50 
B5904—As illustrated, 
underlay, 8/8 covered 
B5905— As illustrated, 
underlay, 8/8 covered 
BS5906—As illustrated, 


B5275 


B5275— Patent leather imitation turn, 16/8 full 
covered spike heel. B and $4.50 


ight tan calf, dark ~ 
B5276—As illustrated, all Russia calf, B tS 


. B and C 


B5277—As illustrated, cine velvet, 


rahe wot A grey 
covered leather trimmed, B and 


quarter, 8/8 


are + y— popent leather var a 
kid u Spent a quarter ull 
covered tec $4.60 
apricot nae a 


namo Ae pry 
underlay an 


kid B5279—As illustrated patent leather SB 
i /8 full covered Spanish i * d C 


Apricot kid quarter. B an 





B5023 


B5023— Patent vamp, apricot kid quarter, silk 
scroll stitching, imitation turn, 16/8 full ered 
spike heel. A-C ee arr: 

BS000—As illustrated, black satin. A-C... 


B5029—As illustrated, all blond satin 


- $4.60 


B5309—Patent leather imitation turn. Apricot 
stitching and cording. 8/8 covered heel, A-C $3.90 


B5308—aAs illustrated, all Russia calf, A-C $3.90 
< ey 1 illustrated, black satin, black suede 
trimmed. A-C $3.90 


B5311—As illustrated, all white kid. A-C. $3.90 


A selection of materials and patterns which are receiving the 


approval of the critical buyers throughout the country. 


Featuring 
Carl E. Schmidt’s 
Calfskin in Our 
Shoes 


IN STOCK 


Terms: 2% 10, Net 30, F. O. B. Boston 





Featuring 
J. Einstein, Inc. 
and 
Cedar Cliff Satins 


in our shoes. 


ROGERS BROS. SHOE CO. 


59 LINCOLN ST. - - 


BOSTON, MASS. 


PACIFIC COAST BRANCH, 135 BUSH STREET, SAN FRANCISCO 
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ADAMS 


HAND TURNED, IN THE 
ADAMS WAY, FOR 
PERFECT FIT AND 


FLEXIBILITY G35©) 
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F. E. Adams Shoe Compan 


CHICAGO 


Chicago Bldg., Room 810 








nef N. tL 
BOSTON NEW YORK 
215 Essex Street Marbridge Bidg., Room 433 
SALESMEN 
Pacific Coa —~ a Sate New Yo Rl eben rris 
New England States—Louis Bonin Chicago ict—Frank Parker 


Middle Sta ~Aheae = rles Reedholm 


Vol. 88. 58, peeeed ovate Soe bi the Boot and 


ter 


4 aa 


Shoe Recorder Publishing 
Office at A, Mass., under the act of Congress of March 23, ry Subscription ouice $5.00 Gar pean. Printed mn U8. 


Company, 2 


New Jersey and New Yor > Ga 
Eastern States—Fra’ 


South St., Boston, Mass. Entered as second-class 





BOOT AND SHOE RECORDER March 7, 1925 














MARGUERITE 
HUNTER 
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. Why hunt for and speculate with untried 
lines of high style shoes, when you can be sure 
and happy with a line which has made good 
and made good money for hundreds of Creigh- 
ton customers? 
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IN STOCK 


ye will be exacting in your 
Spring and Summer buy- 
ing. You are demanding more 
temptingly styled footwear than 
ever before. We sensed it—we 
were prepared for it—we offer 
it in every pair of Creighton 


Fashion Footwear. Bane 
“Regina” 

The test of our faith in the sal- A Vidths A toc 

ability of the Creighton Line is cohen 

the fact that the Creighton 

Numbers are created — pre- 

sented to the trade and immedi- 

ately put in our IN-STOCK 

Department for your conven- 


ience and protection. 


OT 


Style 376 


Black Satin 
Moire Silk Quarter 


A. M. CREIGHTON 138 Covered Heel 


Widths AA-C 
Lynn $3 33 Massachusetts Price $4.85 
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Shoesby courtesy of 
Cornell Shoe Co. 
61 Navy St. 

Brooklyn, N. Y. 


Made of 
Vode Kid 
Color 151 
BLOND 








CENCE 
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Colored Kid “Plays the Lead” 
in Better Grade Shoes 


O GAIN that ever necessary distinction 

which better grade shoes must have—makers 
of such shoes are favoring Vode Kid in colors. 
The reliance of these foremost shoe men in the 
correctness of Vode colors is particularly evident 
in their demand for our 


BLOND 


Color 151 





This shade which harmonizes so perfectly with 
the new summer dress fabrics promises to succeed 
RUST and APRICOT in their present popularity. 
Sample it NOW. 


You should also sample our new BATIK designs 
in TAN on white and BLACK on white. 


THE STANDARD KID CO. 


209 South Street, Boston, Mass. 


Branch Offices Agencies 
100 Gold Street Chicago Cincinnati 
New York, N. Y. Montreal St. Louis 
Rochester 
70 North 4th Street and all leather centers 
Philadelphia, Pa. of the world 








Cy 
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The following Vode Kid Colors 
harmonize with every popular 
fabric for ensemble costumes: 


Color 11 
RUST 


Color 112 
APRICOT 


Color 119 
SAND 


Color 131 
BLOND 


Color 152 
ORMOND BEACH 
Color A 
HAVANA BROWN 


Color B 
JAVA BROWN 


Color so 
WHITE 


Color 51 
CHAMPAGNE 


Color 70 
ENGLISH GRAY 


Color 170 
PRISCILLA GRAY 


Color 88 
BRONZE 


BLACK 
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Two of the Quality 


DELAWARE STITCHDOWNS 








Tan Calf Blucher Oxford. Leather 
trimmed—full lined 











Patent Sandal. All leather lined 











Always in Stock—Boots—Oxfords—Sandals | 


Various leathers in fast selling shades—Tan, Patent, Cherry, Smoke 


Prices and illustrated folder of our 
entire line will be sent upon request. 


We introduced Delaware Stitchdowns under a new high 
quality standard, and we shall continue our efforts in 
producing the finer grade of children’s shoes. 


We believe in practicing what we preach. We use only 
the very best leathers and flexible bends in the construc- 


tion of these shoes. 





These quality shoes will bring you repeat business 





DELAWARE SHOE MFG. CO. 


DELAWARE, OHIO 
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Don’t Overlook Tongue Pumps 


They’re going big. Large dealers are 
playing them strong. Get yours now. 


IN STOCK 
NOW 

















a 


UUHOUUGEOUGRUROQUCCEECOUGUOLEQULECLEREGURERELCUUCUUILCHOCHUGUUCLORCEQCUELEGUEURUUDEQRERUOINUD Le 


TO} 
Wa 


B 1402 D Price, $4.50 B 1440 D , Price, $4.50 

Net 30 days Net 30 days 
Telegraphic Code Word “Lake” Telegraphic Code Word “Lamb” 

Women’s medium light Russia calf quarter, Nomen’s medium light Russia calf quarter and 

patent vamp, Sharon tongue pump, cut-outs in vamp, Sharon tongue pump, cut-outs in quar- 

quarter, Russia calf and patent bow, Astor ter, Russia calf bow, Astor last, McKay sole, 

last, McKay sole, 1 3/4-inch covered Cuban heel. 1 3/4-inch covered Cuban heel. 

AA 5 to8 B 4 to8 AA ane OS aS 

A 4% to8 Cc ; BY to TH A emia 4% to 8 Cooccccceceeeeee BY to TH 


As a change from straps women are turning to tongue 
pumps. 

To help those dealers who overlooked shoes of this type 
when placing spring orders, we have made a limited 
number for stock. 


UTZ # DUNN CO. 









































J = 
=i ROCHESTER, NEW YORK . 
2 DENVER OFFICE NEW YORK OFFICE LOS ANGELES OFFICE = 
z ildi Bush Terminal Sales Duildi 706 Forrester Building |B 
| hore @ Menurr® 130-182 West 42nd St, Room 1521 6.C. Mc ATEE = 
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DARBROOK 





This trade-mark 
and 


This Name 
“DARBROOK’” 








Stand for quality of fabric, service 
to our customer, the shoe manufac- 
turer, and in turn satisfaction to 
your customer, the shoe wearer. 








Schwarzenbach Huber & Co. 


470-478 Fourth Avenue 
New York City 








Represented by 


W. A. Gallup T. F. Leary Henley & McGaghey G. Fitzgerald D. J. Finn 
Cincinnati Boston St. Louis New York Philadeiphia 


SHOE SATINS 





PATH AL LAIMA UAT HANA VNEA MEARE EL ULE TagE EANUA HOON NEdanNananae NEAT TEU dua agvazseanguananianyenvenpeneneqnanne covsqqusney nse arannanusvuenvsevenceantarvuncassa rasan unten immanent iti murarimuceccreccesccessecccccccscc.s .... 
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‘Brophy Lros. 








—— 
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| HERE must be something in it, when so many shoemen speak in such 
glowing terms of the fine fit of Brophy Shoes. 


A buyer exercises his own judgment when selecting a style—and in specify- 
ing the materials—but in the matter of fit he has to depend upon the 
ability of his manufacturer. Not until the shoes get onto the feet of 
the wearers can he know that. this vital factor of fit is one he really 
got—or just hoped he’d get. 

First, Correct Lasts.—But of equal importance are the factors of correct 
pattern—with uppers truly fitted—and truly lasted. 


Brophy Bros. Shoes are wonderful fitters—and largely accounts for the 
fact that they are duplicate order shoes. 


BROPHY BROS. SHOE CO. 


SOUTH BOSTON, MASS. 


BOSTON SALESROOM NEW YORK SALESROOM 
89 BEDFORD ST. 755 MARBRIDGE BLDG. 
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WHITE LEV6 
GRAIN-KIOY, 
AND 


WHITE LeVvogr 
GRAIN GOA 


TANNERS 
NEW YORK GLOVERSVILLE 


Distributors: 


S. Patton Leather Co., St. Louis 
W. Newman Lea. Co., Cincinnati 


A. 

G. 

Ed. Zohrlaut, Milwaukee 

N. W. & A. L. Friedman, San Francisco 
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Os every concourse of fashion, 
whether it be Cocoanut Grove, 
Miami, Palm Beach, or that stretch 
of Main street: between the movie 
house and the park, the vogue of 


AID predominates--- 


2 \V/(Of The ever-growing confidence in the 
om deserving qualities of LEVOR — 


White and Colored leathers indicates ~~ 
the positive popularity ahead for 


“The White House 


of America” 
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“Made in Milwaukee & 
Sold allover theWorld > 


AGAIN WE HIT THE MARK! 


The manner in which BUNNY GRAIN is being accepted by the 
trade indicates that we have again created a leather that meets with 
approval. A dependable leather from which can be built quality 
shoes for street or sport wear, as well as children’s shoes. Made up in 


three colors and black. 


BROWN (Nut Brown) 
BRAZIL (Light Brown) 


We'll Send a Sample Pad Upon Request 









. 
| 








=~ 


DFISTER & Vi 











MILWAUKEE, WISC¢ 
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No. 220—White kid Christine ribbon tie, cut- sea No. 221—Black satin Christine ribbon tie, 
out quarter, military wood-covered heel. Bos- } suede trim, military wood-covered heel. Bos- 
ton last, AA to C. 


ton last, AA to C. 
No. 219—Same in tan calf ........................$4.35 } . 


A 














No. 213 
Price $4.30 


No. 213—White kid Daytona one-hole tie, 
concealed gore, military wood-covered heel. 


Boston last, AA to C. 


No. 251—Patent Bessie, military wood-cov- 
hee: las A to C. 


ered 1. Boston t, A 4 
No. 252—Same style in black satin $4.25 Ss : , 
Ne. 254—Same style in light tan calf $4.25 : No. 211—Same in tan calf 





EASTER FOOTWEAR 


for at-once delivery — many styled patterns in all leathers ready for your choosing. 
Buy fewer lines and make more money. 


Thomson-Crooker Shoe Co. 


18-26 Station Street Boston,Mass. 





No. 179 No. 176 
Price $4.40 Price $4.40 


No. 176—Patent Christine ribbon tie, cut-out 
No. 179—Black satin Christine ribbon tie, quarter, full Spanish Louis heel. Beacon last, 
suede trim, full Spanish Louis heel. Beacon \ AA to C. 
No. 177---Same in tan calf 


last, AA to C. E 
_>> f y 4 
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HAT you may sell a better shoe for less money and 
a greater profit, a business has been moulded into 


an Institution. 


Craddock-Terry Company is a combined specialty busi- 
ness of Ten Factories—a family of industries. 


We have discovered that the strength of a family can be greater 
than the strength of its individual members; that. big companies, 
without a sacrifice of individual character, can and do render a united 
service which is far better than that which they could render separately. 


Let us illustrate how this policy of ‘‘one for all, and all for one” 
includes each of the Craddock-Terry customers. 


Better Styles—lInstead of ten factories creating ten sets of style 
ideas we concentrate on one style department—and produce the 
kind of style that sells in the greatest possible volume. 


FP, 


CRADDOCK 


LY NCHBURG 


Mc ELROY- SLOAN SHOE CO. GEO. D. WITT SHOE CoO. 
ST LOUIS MoO. LYNCHBURG VA. 


When writing to advertisers please mention Boot anv Suor REcoRDER 
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Better Value—Mass buying for ten factories must necessarily 
secure better materials at a lower price than ten factories could buy 
as individuals. 





Lower Prices—A central cutting plant and a central stitching 
plant coupled with standardized institutional methods in other de- 
partments allows us to equalize the work on various kinds of shoes, 
balancing production and overhead throughout the year. 









Four National Distribution Points for the North, South, East, 


and West, cut shipping rates on all Craddock-Terry products to our 
npanies, 


a united 


customers. 


Greater Profits—Every Craddock-Terry customer is a profit- 
sharing unit of a great systematized business. Whether it be men’s, 
women’s or children’s shoes, the mere fact of being a Craddock;Terry 
customer simplifies the merchant’s task, increases his turnover and 
gets his profit on the right side of the ledger. 


arately. 


or one” 










A Craddock-Terry dealer can concentrate on the profitable 
selling of shoes, allowing the Craddock-Terry organization to 
carry the load of style selection and stock delivery. 


of style 
uce the 
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TERRY CO 


VIRGINIA 


CRADDOCK~TERRY CO. HARSH & CHAPLINE SHOE CO, 
BALTIMORE MD. - MILWAUKEE WIS. 
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ALLIED IN SERVICE 


i 


[N order to profit individually we 


must help each other to profit. 


How?—By each doing his part to 
render the kind of service to the 
public which it can depend on from 
year to year. 
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LEATHERS render the same serv- 
ice this year as they did last. year 
and the same service next year as 
they did this year. 


John R. Evans & Company 
CAMDEN, NEW JERSEY 
(Brenches in all Principal Shoe Centers) 
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Picieende of People 
- Will Want USKIDE Soled Shoes 
this Spring— 


VERYTHING indicates that 
Be more people than ever before 


are going to demand shoes soled 


Sure with USKIDE this year. 


But that is not all. 


You These people are going to want 


genuine USKIDE — and they are 
C an going to know how to tell a gen- 
uine USKIDE Sole from any other 


Sh sole. 
OW They are going to look for the 


mame USKIDE embossed on the 


Them sole. 


Feature shoes with soles bearing 


This i this mark so you can be ready 
on short notice to cash in on 

M. k USKIDE popularity. 
ar News of USKIDE wear, USKIDE 
Oo f comfort, and USKIDE fine appear- 


ance is getting around fast. 


You don’t have to tell your cus- 


° 
$ Getiiee tomers nowadays that an USKIDE 


Sole means a better shoe. 
USKIDE They know it. USKIDE has 
proved that. 
Specify USKIDE and make sure 


@ A fit partner for an USKIDE Sole is yOu get genuine USKIDE. 
the famous “U.S.” Spring-Step Heel— 
a better heel to walk on. 


United States Rubber Company 


1790 Broadway New York 


Sole and heel stocks in our following branches: 
Boston Chicago NewOrleans New —_ St. Louis 
Pittsburgh Portland, Ore. Los A | n Franci 


-USKI DE Soles 
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Men who want exclusive styles, 10S - 
tioned quality, comfort an Atego ¢ lity 
consider thé purchase of Edwin Clapp 


shoes an investment. 


She ‘St.Francis is one more example of 
Edwin Clapp thoughtfully built shoes. 


EDWIN CLApP & SON, INC. 
EAST WEYMOUTH, MASS. . 





When writing to advertisers please mention Boot anv Suor Recorper 
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A Consistent 
—— Line 


Weber Shoes do not vary in the 
satisfaction they return the man 
who buys and wears them. They 
have always been and always will 
be consistent in giving the utmost 
value and style which can be had 
to retail at $5.00 to $7.50. 








Style 886 


aaetnaee WEBER Bros. SHOE Co. 
Radio Last 
BleachedCalf Lining North Adams, Mass 


Heavy Single Sole 
Shoulder Roll Heel 


New York Office: 1328 Broapwar, Marsainos Broo. 
H. Haraus, Rep. 























No. 32—In black suede and patent 
leather. 


Immediate Delivery 


/ I ‘HESE shoes are the result of years of study into the anatomy of the human foot. 
As a result of such study an arch has been built into Insured Arch Shoes, between 
the inner and outer sole. This arch of hand forged springy steel is flexible enough 

















to allow full movement of the muscles, yet strong enough to offer gentle but firm 
support to the fallen arches of the feet. 


C.S.GIBBON CO. shite 
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Hold that fall 


order for the 
Goodrich man 
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Each year more and more dealers real- 
ize the permanent value of handling 


Goodrich “Hi-Press” footwear. 


Today our dealer list is the largest in 
our history—today millions of men, 
women and children in every part of 
the country demand “Hi-Press” in 
preference to other footwear. That 
unvarying quality had to win. It is win- 
ning more friends every day—and 
building permanent good will for you. 


Ry 


€ me lee 


” 
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The Goodrich salesman is on his way 
to show you the latest improved 
“Hi-Press” footwear—wait for him. 


Remember— our fast delivery system is a feature! 
Stocks at branches below and a keen realization 
of your need assure “Hi-Press” just when you 
need it most. 


THE B. F. GOODRICH RUBBER COMPANY 


New York Boston Akron Chicago Denver 
Minneapolis Kansas City Seattle San Francisco 














Goodrich | 
HI-PRESS reonca 
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TYLISH STO LENDER FO 
\" Out Sizes) Specialists in Special Measurement Footwear ) ARCH FITTER) 


TRADE MARK TRADE MARK 


HOW IT GOES 


ey] NVARIABLY, the retailer buying his 

first bill of W. B. Coon Co. shoes, 
' orders them with a view of carrying 
a few shoes to fit “hard-to-fit” feet. 


In the course of time, he finds that it pays to 
sell shoes on the basis of “fit.” That while 
the woman who buys his “price” shoes, or 
his “style” shoes, is his customer today, and 
his competitor’s tomorrow, the woman to 
whom he sold Coon shoes, becomes a loyal 
customer. 


He discovers too, that by concentrating on 
one line, and buying it from stock, sizes are 
kept up, and the investment is held down. 


Eventually, he advertises the shoes and 
their wonderful fitting qualities ; bringing in 
new customers; adding to an ever growing 
patronage. 


Time passes, and one day he awakens to the 
realization that, by specializing, his store 
has acquired an identity; that instead of 
remaining known to the few as “a place to 
buy shoes,” it has become known to the 
multitude as 


‘‘the home of Better Fitting Service’’ 


- ROCHESTER, N. Y. 


Chicago Office: 189 West Madison Street 





Bearer ee a enon enn nnn an gga naga ao tG th sG SII IIc =." 
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TER) A few of the numbers that 
make it go 


(If you are interested in seeing all of them write for catalog N) 











TYLISH STO LENDER FO 
OurSizes) F ARCH FITTER ) 


of S 








A full fitting four-strap, with a 
rounded toe and short vamp. 


In Stock 


A trim, close fitting four-strap, 
that hugs the arch and clings to 


No. 247—Patent leather... at $5.00 wwe 
Z. a kid ‘ ar ae No. 934—Black glazed kid at $5.00 
0. ack 002e ......... a : No. 943—Patent leather ...at $5.00 





Widths, D, E and EEE. Our biggest selling Slender No. 944—Black ooze calf at $5.25 


Sizes, 344 to 10 Foot. (300 combination) Widths, AAAA to EEE 
last. Sizes, 1 to 12 
No. 930—Black glazed 7 . 
at $5.00 


No. 931—Black ooze 
OO asx at $5.25 
In Stock 


Widths, AAAA to EEE 
Sizes, 1 to 12 





An adjustable cross strap sandal No. 988—A patent leather two- 
that will accommodate any instep. strap cut-out sandal, built over our © 
In Stock a wonderful fitting 305 combination 
No. 282—Black glazed kid at $4.60 | ER RT AOR aie $5.00 
No. 283—Patent leather... at $5.00 In Stock 
Widths, C, D, E and EEE Widths, AAAA to EEE 
Sizes, 21% to 11 Sizes, 214 to 12 





: , A comfortable fitting oxford, 
No. 245—A black glazed kid, with a snug fitting By 


short vamp, perforated ox- 
ford, that once you get it in, In Stock 


- No. 975—Black glazed kid at 
you will never let run out. $5.00 
In Stock . No. 976—Havana brown kid at 
Widths, D, E and EEE ROCHESTER, me ¥. $5.25 
Sizes, 314 to 10 Widths, AAAA to EEE 
Price, $5.00 Chicago Office: 189 West Madison Street Sizes, 214 to 12 
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Perfect Agreement 


“Who told you to put that paper on the 
wall?’ exclaimed the excited head of 


the house. 
“Your wife, sir,” replied the decorator. 


“Pretty, isn’t it?” said the h. o. t. h. 








Fathers and mothers who have once tried it in 
their children’s shoes will always agree on 


COFFEE SPORT WILO 


as the ideal children’s shoe leather. 


If you adopt COFFEE SPORT WILO as your 
standard children’s shoe leather, you will soon 
see how its several big talking points help sell 


more shoes. 


Be Sure You Get 
What You Order . Long Rugged Wear . Permits the feet 


If You Specify , Appearance to breathe freely 


. Comfort for grow- . Gives freedom 
ing feet from footaches 


Sport Wilo 


C. D. Kepner Leather Co. Colors Include 


139 South Street, Boston, Mass. Red, White, Blue, 
Green, Chocolate, 


a Smoke, Log 
Ca 


in, Beige, Silver 

Gray, Dark Gray, 

Sole Selling Agents of Leathers — oe 
Black, Olive. 


Reg. U. S. A. 





10 Spruce Street, New York F —BRANCHES— 308 Leather Trades Bidg., St. Louis, Mo. 
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Dealers Take Pride in Selling Them Men Take Pride in Wearing Them 


THE ARISTOCRAT OF AMERICAN SHOES 


There is a certain prestige that rightfully 
comes to every dealer who handles Nettleton 
Shoes. Fine shoes bring the best trade of your 
city to your store. 


Backed up by aggressive national advertising 
and with an In-Stock Department of 38 styles 
from which to draw, the Nettleton agency in any 
city is a profitable asset to a dealer. 


All men know ‘‘Nettleton’s’’—just say you have them 


A. E. NETTLETON COMPANY 


Gentlemen’s Fine Shoes Exclusively Since 1879 
H. W. COOK, President 


SYRACUSE, NEW YORK, U.S.A. 


The BUCKMINSTER 


Stock Style No. 063 
One of 38 


Styles 
In Stock 


Price $9.15 


Genuine Tan Scotch 
Grain Lace Oxford 
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> BAC 


There. ts probably no other leather on which there 1s 
so general agreement as to its superiority by manu- 
facturers and retatlers of highest value tdeals. 




















ig ew oe eee ee 


GLAZED KID 


6 hi. unquestioned popularity of 

white glazed kid for next spring 
and summer is evidenced more pos- 
itively than ever by style news from 
the South. 


There is no 


substitute And we have still more tangible 

confirmation in a greater than ever 

“The Glaze volume of orders for F. B. & C. 
That Stays” WHITE GLAZED KID. 


Amalgamated Leather Companies 


INCORPORATED 


22-24 North 5th Street Philadelphia, Pa. 
Factories; Wilmington, Del. 
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OHANSEN 


Footwear Fashions 


The high points of spring’s styling have been 
captured in these two shoes—every feature 
points to splendid salability. They are in such 
demand today that we are stocking them so that 
you may have instant delivery. Ready March 1. 


The Labelle 


A unique two-strap effect, an ornament centered with steel cut 
beads, loop stitched vamp design, 16/8 Spanish Louis heel. In 
blond satin and white kid. In stock March 1. Black satin—in 
stock March 15. 


The (aron 


An exceedingly popular one-strap model, with a cut-out quar- 
ter and smart stitched design, 16/8 Spanish Louis heel. In 
blond satin—in stock March 1. 








Look for trade mark 





JOHANSEN BROS. SHOE CO. 
ST. LOUIS 
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- BAC 


There.1s probably no other leather on which there 1s 
so general agreement as to its supertority by manu- 
facturers and retatlers of highest value tdeals. 


Ww ft he 


GLAZED KAID 


f Kose unquestioned popularity of 

white glazed kid for next spring 
and summer is evidenced more pos- 
itively than ever by style news from 


the South. 

















There 1s no 


substitute And we have still more tangible 

- confirmation in a greater than ever 

“The Glaze volume of orders for F. B. & C. 
That Stays” WHITE GLAZED KID. 


Amalgamated Leather Companies 
INCORPORATED 


22-24 North 5th Street Philadelphia, Pa. 
Factories; Wilmington, Del. 


GLAZED} 
= 20 SD 
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OHANSEN 


Footwear Fashions 


The high points of spring’s styling have been 
captured in these two shoes — every feature 
points to splendid salability. They are in such 
demand today that we are stocking them so that 
you may have instant delivery. Ready March 1. 


The Labelle 


A unique two-strap effect, an ornament centered with steel cut 
beads, loop stitched vamp design, 16/8 Spanish Louis heel. In 
blond satin and white kid. In stock March 1. Black satin—in 
stock March 15. 


The (Caron 


An exceedingly popular one-strap model, with a cut-out quar- 
ter and smart stitched design, 16/8 Spanish Louis heel. In 
blond satin—in stock March 1. 








Look for trade mark 





JOHANSEN BROS. SHOE CO. 
ST. LOUIS 





When writing to advertisers please mention Boot anv Suox RecorpEr 





BOOT AND SHO#H RECORDER 

















SPECIALISTS . g 


IN 


SHOE LININGS 


The value of any article depends upon the degree 
in which it conforms to the principle of 


“FITNESS TO PURPOSE” 





The following shoe linings are eminent examples 
of this principle. Each one is built right, to 


meet a specific need. 





DOUBILETWILL 


The Aristocrat Among 
Shoe Linings 
Notable for durability, as it is for 
its distinguished appearance. 
For use in highest grade shoes. 


“Redtlwerw 


SHOE LINING 
Famous from the fact that it 


“MAKES SHOES WEAR LONGER” 
An Asset in any Shoe 








‘Wear Proof 


SHOE LINING 


With the name printed on it— 
and all that the name implies. 


Splendid for Children’s Shoes 


FULDA’ 
Wewt Sn00f 


SHOE LINING 
With Moisture-Repellent Finish. 


Made to resist extra hard wear. 
Ideal for heavy service shoes. 




















Consider Your Customers’ Needs and 


Order to Meet Them 
NATIONAL FABRIC AND FINISHING COMPANY 


LINCOLN AND ESSEX STREETS, BOSTON, MASS. 


A COMPLETE LINE OF THE FINEST STANDARD SHOE FABRICS TO MEET THE 
REQUIREMENTS OF THOSE WHO DO NOT SPECIALIZE. 
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is the Stetson Girl 
introducing 


“Stetson Whippets” 


(Lightweight welts with wood heels) 


TETSON 


The Stetson Shoe Co.,Inc 
Creators of Snappy Ties 
South Weymouth, Mass 


























tom | 
“THEY'VE GOT TO BE STETSON TO BE SNAPPY’ 
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NE cannot think of 

crepe rubber soles 
without thinking of 
RAJAH. 








The standards of unmatchable 
comfort and service which 
RAJAH set in introducing crepe 
soles to America have never been 


O R IG IN A L surpassed. 


Cre e Finest plantation crepe rubber 
P processed by American skill. That 


Sole is what holds RAJ AH at the head. 





The first composition sole, ever 
produced in a solid permanent 
tan color, that will not crack or 
mark floors. 





For general home, school and play 
wear, it is the most ideal child’s 
shoe sole the market affords. 





ALFRED HALE RUBBER CO. 


ORIGINAL ATLANTIC, MASS. 


T Established / 837 
an Originators and Sole Manufacturers of 


Composition a Gis Sole 


So e Laing, Harrar & Chamberlain 


Philadelphia, Pa. 


Distributors !o the Leather and Findings Dealers 
When writing to advertisers please mention Boot anv Suor Recorper 
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Q) jer Growing Girls Footwear 
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BURDETT SHOE COMPANY 


FACTORY SALESROOM 
278 BROAD ST., LYNN, MASS. 183 ESSEX ST, BOSTON, MASS. 
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Appea 


HERE’S a style appeal in Ameri- 

can Lady Shoes that is instantaneous. 
It attracts and holds the preference of 
women who insist on the latest decree 
of Fashion. . 
Combined with this dominant selling 
factor that insures quick sales and rapid 
turnover is a reputation of Quality 
that h.is existed for over half a century. 
These are the facts that have won uni- 
versal popularity for American Lady 
Shoes and made them steady consistent 
movers. 
The additional fact that they are Ham- 
ilton-Brown made leaves nothing to be 
desired in the minds of those who de- 
mand the most for their dollar in the 
finest of footwear. 


AMERICAN LADY 


No. 7260—Patent Leather Step in 
Pump, Grey Kid Quarter, Flexible 
Single Sole, 13/8 Covered Box Heel, 
136 Last. In Stock 4 to 8A—3 to 8B 
—2¥Y, to SC. 


Price, $4.60 


AMERICAN LADY 


No. 6302—White Kid Strap Sandal, 
Feather Edge Welt, 13/8 Covered 
Cuban Heel, Lila Last. In Stock 4 to 
SA—3 to 8B—2% to 8C. 


Price, $5.00 


~— American Lady Shoes 


#!'’ Hamilton-Brown Shoe Co, 


ST. LOUIS 


Independent of all combinations 


means 


Individual Styles for your city 





BOSTON 














Y 
Sandal, 


Covered 
ck 4 to 











ADE of Aztec Calf, an extremely light and lively tan, widely selected 
this season for conforming, to the decidedly tan vogue, this handsome 
Bostonian Oxford is built by the Commonwealth Shoe and Leather Co. 


CAlways Standards of Excellence 


MPALLUN LEASH 2 eo 














n,not On! 











You must look into leather as 
well as at it. The character 
of Gallun vegetable tanned 
leather permeates every fibre. 


Hence the character footwear 
of a nation is standardized on 
a Gallun leather basis. 











GALLUN LEATHERS 


Always Standards of Excellence ~ 


EES AND DEANS ZA SSTIINN Y LIA\ 
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Stock No. 095-B—“Strutter” 
Last. Uppers of P. & V.’s Light 
Golden lo Calf. Oak counter 
and sole. 13-iron edge. Rubber 
heel. B, C and D widths. . $4.40 


Light Tans--At Once! 


ERE, in this “Strutter” model, is one of a little group of Bates Light 
Tans that meet the new and strong style-demand for this Spring. 


Pfister & Vogel’s Golden Glo Calf is used in the uppers. It is as hand- 
some as a picture. 

The Oxford is attractive in all details. The circular seam pattern, the 
stay-and-quarter stitching and the eight rows of stitching on the folded 
tip give it a dressy effect that is particularly popular this year. 

We have the “Strutter” and all other /ight tans in stock now for immedi- 
ate shipment. 


Let us send you the specifications of twenty other 
Bates In-Stock models that are timely for the 
next two months’ retail selling. We supply news- 
paper cuts free for most of them. 


A. J. BATES CO. 


WEBSTER - - MASSACHUSETTS 
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All Values Smashed! 


Shoes Made From 
BARNET’S GENUINE “SUNSET” CALF 


and 


AMERICAN HIDE & LEATHER CO.’ S “WILLOW” CALF 











ALL SOLID LEATHER CONSTRUCTION 
MEN’S SINGLE SOLE OXFORDS $3.50 
HIGH SHOES, DOUBLE and SINGLE SOLE 
and DOUBLE SOLE OXFORDS $3.60 


No. 2305 — Men’s 
calf bals, two tall” —_— 
“Wingfoot” heels . ..$3.60 


No. 2238—Oxfo rds as above, 
.60 


No. 2233 — Men’s tan “Wil- 

low” calf oxfords, heavy sin- 

gle soles, “Wingfoot me} No. 2223— Men’s tan “Wil- 
: . low” calf oxfords, heavy sin- 

No. 2221 — Same in black gle soles, ‘““‘Wingfoot” heels, 

“Davis” calf $3.50 $3.50 


calf ng = f ail soles 1 4 

ox two full soles, No. 2246 — Men’s tan Scotch 
“Wingfoot” heels $3.60 grain oxfords, two full soles, 
No. 2241— Same in black larbour's “f 
“Davis” calf $3.60 


POWELL & CAMPBELL 


MANUFACTURING WHOLESALERS OF DR. CAMPBELL’S HEALTH SHOES 
122-124 DUANE STREET - - - - NEW YORK 
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Springtime Is STEP-IN Time! 


Here are five new beautiful styles that 
have all the snapand appeal necessary 
to brighten up the Spring Costume. 


NEW LASTS 
NEW PATTERNS 
FIT GUARANTEED 


aia IN STOCK 


For Immediate Delivery 
No. 1048—Tan calf step-in, No. 1044 
erase a 13/8 Cuban 
No. 1046—White kid step-i 
14/8 Spike * bet buckle ORDER NOW TO Bina id quarter wtep-in, 
pike ee. to on id qua in, 
$5.00 patent underlays, patent and 
No. 1042—Blond kid step-in, INSURE DELIVERY _ blond kid rosette, AtoC $5.25 
Py rs ow lyme FOR EASTE fg 
No. 1043—Gray kid stepie. — hid rosette, A to C ont $5.25 
o. ray kid step-in, kid rosette, \e 
no perf., gray - ee buckle, SELLING No. 1046— Patent step-in, 
14/8 spike * heel, A to C gray kid underlays, nickle 
$5.2 buckle, A to C $4.85 
ae ste agg Ei ~ 
q step- 
black enamel buckle, A to 
cates No.” iddi—Wiite ikid’ step-in, 
o. —Whi id step-in, 
patent underlays, black 
enamel buckle, white poe 


A to C uae .. $5. 
No. 6463—Black satin opera, Allabove have 14/8 spike heels 
14/8 spike heel, A to D $4.25 
No. 6464—Black suede <_< 
optze. 14/8 Spanish ant 


oD 
No. 6466—Light tan 
opera, 13/8 Cuban wood heel, 
A ti $4.25 


o D 
No. 6461—Light tan calf 
opera, 14/8 spike heel, A = 


$4. ; 
No. 6469—Blond satin opera, 

14/8 spike heel, A to D $4:85 Ne. 1049 

No. 6462—Patent 

; 14/8 Spanish heel, 
D i $4 No. 1049—Black satin step- 
No. 1033 No. 1060—All amber | alle- in, 14/8 spike heel, A to C, 
gator opera, ave: Cuban . genuine steel and jet beaded 
wood heel ..... $4.60 satin buckle ... me 


No. 1033—Blond satin, one 


iio tia'mie bet'g' ~=—HIGHEST QUALITY TURNS— 


No. 1030—Tan calf, one 
strap, B ahd Cuban mpes heel, 


Ne.” 1¢8i—Gan sai Ae —ATTRACTIVELY PRICED— 


n wood 


ee sain, 3s —AUTHENTICALLY STYLED— 


POWELL & CAMPBELL 


MANUFACTURING WHOLESALERS OF DR. CAMPBELL’S HEALTH SHOES 


122-124 DUANE STREET NEW YORK 
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Nunn-Bush 


One of the New Smart Spring Models 


The Stadium—$5.95—In Stock NOW 
No. 3747—Ebony Calf, Cross Creased Vamp, Black Welt, 











Black Separate Stitch, Flanged Rubber Heel. 
A to D. 


No. 4747—Golden West Calf, Cross Creased Vamp, Natural 
Welt, Fair Separate Stitch, Flanged Rubber Heel: 











Ato D. 


Nunni-Bush & Veldon Shoe Company act SF 


MILWAUKEE, WISCONSIN 
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Bigger Profits for You 
This Spring and Summer! 


OU can make quicker stock turns and bigger 

profits if you select your shoes from the 
Tweedie line. Tweedie shoes skip straight from 
your windows to your customers’ feet! You can 
always sell them at a fair margin, without tying 
up net profit in unsalable odds and ends. 


The number illustrated above, for example, is a 
popular style which will ‘catch on” at once when 
you show it to your trade. 


$272-1—Apricot Grain Kid Vamp and Quarter. Cham- 
ong A cmon Collar and Strap. 14 Wood Spike Heel. 
rl st. 


S272-3X—White Luvar Cabretta Vamp and Quarter. 
Brown Calf Collar and Strap. 16 Wood Spike Heel. 
Our 112 Last. 


weedie footwear Corporation 


Women's Growing Girls’ 








General Offices and Sales Office, 
1421 Olive Street, 


Factory 
Jefferson City, Mo. St. Louis, Mo. 
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THIS NAME— THIS SHOE— 
All America—a wonderful trade- a poe | nant  . 
mark on a wonderful shoe; a name Hutchins’ Rockland fac 
that signifies quality, style and fine oe home Hy bi ere -— 
workmanship; a name used success- Seats Giese, quail i. 
fully for years by the most promi- 


making district. Tony Gold 
nent retailers the country over. Calf on Goliath last. 


B-C-D, 6-11 


HIGH-GRADE and QUALITY MERCHANDISE 
MADE TO RETAIL at $7 and $7.50 





Of recent years, when the prices of all high- 
grade men’s shoes were excessive, the brand 
has not been used prominently on many of our 
shoes. Today, we are putting this name on a 
special grade, made in this same factory, at a 
price that will enable you to sell them at 
a popular retail selling price, particularly 
for high-grade men’s quality and style mer- 
chandise. 


We can stand back of every pair of these won- 
derful shoes—all solid leather and made of the 
best of materials. Remember, these shoes are 
made in the same factory that produce and 
have produced for years the famous Men’s 
Educators, which are noted for their long wear 
and excellent workmanship. You, as a retailer, 
will realize what it is to get a man’s quality 
shoe with Eastern South Shore workmanship, 
to retail at these prices. 


Get in touch with our nearest agency at once or our 
Boston Office, and we will give you full details. 


RICE & HUTCHINS 


INCORPORATED 


13 HIGH STREET 


BOSTON, U.S. A. 


DISTRIBUTING BRANCHES 


Rice & Hutchins Chicago Co. 
Rice & Hutchins Cleveland Co. 
Rice & Hutchins Atlanta Co. 
Rice & Hutchins Baltimore Co. 


Rice & Hutchins New York Co. 
Rice & Hutchins St. Louis Co. 
Atlas Shoe Co., Boston, Mass. 


Jos. I. Meany & Co., Inc., Phila., Pa. 


i 
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Make Gaster the be ginning of 
business period -not juts/ the high peak. 


of a good season’s business. Don’t consider it 

the high peak and that thereafter business must 
slide—slide—slide until after clearance time. There 
never was a stronger movement towards a continuity 
of good business than is expressing itself in all lines 
of apparel industry. The bracing-up spirit in most 
every apparel trade has already started. It has a simi- 
lar application in every shoe department management. 
It means literally millions of dollars of profit to the re- 
tail trade and a benefit as well to be shared in by all 
other branches. 


a "ye sed through”—Easter is but the beginning 


Something New for Every Dress Trend 


The modern shoe merchant is reaching out after 
business along broader and more varied lines than ever 
before. He is applying to the shoe business those same 
principles of merchandising, which are responsible for 
the astonishing growth of other lines of trade en- 
deavor. Retail shoe merchants are copying the methods 
of the milliner, the dress department and the novelty 
section. The shoe trade is particularly fortunate in 
that the attention of the masculine American has been 
diverted from the head to the pretty shoe and the trim 
stocking. It gives the shoe man an edge on the millinery 
operator, making it possible to get first call on the 
feminine purse. 


A High-Point Easter 


There is every reason to believe that Easter will be 
a very high-point in shoe merchandising. The dress-up 


instinct has developed to a high point. It is antici- 
pated by fashion demand as expressed at Southern re- 
sorts. This same assurance of what is good style grad- 
ually communicates itself to the buying public further 
north until the Easter season opens. 

In January there were many fears that the retail 
merchant would not have adequate stock to make a 
proper showing in keeping with the development of in- 
terest in new things in apparel, but the shoe manufac- 
turing branch: of the trade is geared up to a remark- 
able speed of production. Many merchants have re- 
ordered as of March first, with assurances of receiv- 
ing the goods for sale shortly before Easter. 

The bigger operators who can plan many weeks 
ahead have been in the market the past week laying 
out shoes for the last of April and the busy weeks of 
May. They are looking for a volume of trade in March, 
April, May and June that will balance the losses that 
most of them took last year. 


Profits in “First Six Months” 


It is an old saying in the trade that unless profits 
are made the first six months of the year, there is no 
chance of finishing the year on the right side of the 
ledger. Truly the shoe merchant’s big opportunity is 
keeping that same rate of speed of distribution right 
through the months up to July. To do this he must 
have pretty shoes and plenty of them, a well trained 
sales staff, eager to make every sale and hold the cus- 
tomer to the store. There is more good, strong, busi- 
ness development possible in the next twelve weeks 
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is a peri lowing Sundays a 
sane any Spares acho 
day, allof the daily pa will 


“a quarter-pagé space, 4 special Easter ad. On April 6, 


Perce? “only” =e Or profit comes 
from having the right shoe at the right time at the 
right price, for he boys in a market to which his com- 
petitors have equal access. He sells in a competitive 
market and his adaptability in buying, plus the intelli- 
gence of the selling, gives him a profit for the under- 
taking. If his operating cost is too high, his profits 
will be absorbed. If his prices are too high, he will fail 
to secure the patronage. 

Your Advantage in Selection 

There is plenty of 
discussion in the 
trade about mass 
distribution. The 
biggest factor of 
safety to the com- 
munity merchant is 
the fact that he can 
appeal to the custo- 
mer with something 
new quicker than 
anybody else, _ be- 
cause he is able to 
interpret quickly his 
own demand. He can 
sense what is good 








Pa 
that 
feature, in 


a special Easter trim will “back up” the ad. 


Keep Advertising After Easter 

For the week preceding Easter, this merchant ex- 
pects to do a large business. And the week after Easter 
he likewise expects to do a large business. For, he is 
not going to relinquish his “Spring business efforts.” 
For a week after Easter, his Easter trim will be good, 
he figures—and he is going to continue his advertis- 
ing. The week after Easter, the space taken in all of 
the papers, will be 


one-eighth page; the 
Continue high, next week, one- 


oe as eighth in two of the 
Vome papers in each of 

the towns in which 
his stores are lo- 
cated will be used. 
Two weeks after 
Easter, a new win- 
dow will be installed 
with the very same 
shoes, perhaps, but 
with an entirely dif- 
ferent setting. A 
little later, the pre- 
Easter and _ post- 














by the demand and MARCH 








APRIL MAY JUNE 





sell on instant deci- 
sion, and knows 
when to quit. He has 
something in service to offer that can’t be given in 
mass distribution. He is the logical outlet for the shoes 
that satisfy the public most. 

A good thing to do is to make a chart of your volume 
of business so that day by day you can clearly see the 
rate of progress you are making. Best of all you have 
the opportunity now to plan for a continuity of good 
business immediately following Easter. To that end 
you should bend every effort in buying and selling, for 
the big idea this season is to have the shoes at the 
time when the public wants them. If shoes were on a 
utility basis alone the number of pairs sold would be 
the smallest on record. We are head-first into a style 
period where the big idea is the right shoe at the right 
time. 

How to Do It 


There is action in the retail shoe store. Merchants 
are thinking about our Easter shoe trims, newspaper 
advertising—perhaps attractive booklets—and sales 
letters. A progressive merchant with two stores in a 
big city, and two stores in smaller cities, commences 
his “clarion call” for footwear business (for he sells 
hosiery, too) with a quarter-page ad in every news- 
paper in the cities in which his stores are located, on 
Sunday, March 15. This will be a “Spring Opening 
Ad,” and will be “right in step” with the “Spring 
Opening Ads” on gowns and hats. His windows will be 
trimmed to feature the advertised footwear. The fol- 


Easter rush is over, 


The most profitable period of the year is the first six months. ont tn. meme 
Keep the selling speed up. F 


steady trading on 
late spring and summer shoes has commenced. 
With the stimulus of the quarter and the eighth 
pages, the merchant now uses 100 lines, two 
columns, in every paper in the big city and in the two 
smaller ones, every week—sometimes twice a week. 
He replenishes his spring stock with new effects, and 
shows by his window drapes the leading spring color 
tones; he has an attractive window card, telling the 
public about the new colors and effects in gowns and 
hats and the new colors and effects in shoes and ho- 
siery to complete the fashionable “ensemble.” 

This merchant plans to keep up his “Spring Opening 
Business” until the summer days have come and then 
he trims his windows in cool colors of greens and 
“ocean” blues, against which white shoes show so ef- 
fectively. He will plan, he says, some attractive interior 
cases with blue or green background. 

And about the last of April, he will send a letter to 
a list of his customers, telling them about the shoes 
which he has and their appropriateness for a new gown 
or hat. With the popularity of beige and other light 
brown shades in costume, he will stress the fact that 
his light brown shades in shoes are particularly appro- 
priate. And with the gay colored embroidered and 
printed fabrics for dress and coat ensembles, he will 
talk about his white shoes, which now can be so easily 
cleaned. 

Another merchant, selling men’s shoes in popular 
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A photo of the interior of the new Dr. A. Reed Cushion Shoe Store at 609 

Locust street, St. Louis. The color scheme is gray with black trimmings. 

The store has shelving capacity for 6500 pairs and there are 40 chairs, 
arranged back to back. 








grades of $5.00, $6.00 and $7.00—is planning to do 
very intensive advertising for his store, both before 
and after Easter. He, too, favors, the quarter page, in 
all the Sunday papers as the “opening broadside” in 
his spring campaign. He finds that men are susceptible 
to bright colors, and with the light tan shades in shoes 
as a contrast for the blacks; the black and white and 
tan and white, sports shoes, he plans to make his 
Easter trim on April 5, a memorable event. 


After-Easter Advertising 


After Easter, he will continue to advertise in every 
Sunday paper in his city in a quarter-page space, and 
will keep this up until the summer, when he will run 
the 100-line, two-columns ad twice a week, in all of the 
papers. He is going to feature sport footwear, both 
shoes and hosiery, very strongly, giving them a real 
sport “atmosphere,” with golf sticks, golf balls, base- 
ball outfits, tennis rackets, and nets—with particular 
reference to the young men’s trade, and a good “bid,” 
through special features, for the small boys’ business. 
For instance, as a spring attraction—a miniature 
game of marbles is to be staged, with a painted card 
as the scenic background and more realism being 
added with a display of marbles. 

Easter is but the beginning of the spring and sum- 
mer business; the stimulus given to trade by the big 
event can be carried right through to the fall, but it 
must be “fed” systematically by consistent and persist- 
ent publicity. Every progressive merchant knows the 
right advertising channels. Let’s go to it for a greater 
per capita distribution! 


Allied Shoe Trades Meet 
in New York 


New York—The idea of bringing all branches of 
the trade together for one grand social event has had’ 
five years of successful application. On Tuesday eve- 
ning, February 24, the Allied Shoe and Leather Indus- 
tries of Greater New York met at the Hotel Commo- 
dore. As a social banquet it was a winner, for it did 
precisely what it was planned for it—to mix leather 
men with shoe men, tanners with merchants, and it® 
gave every man an opportunity to see the rest of the 
industry “‘at ease.” 

So many conventions are planned with the deliberate 
intent to uplift everybody that it is somewhat refresh- 
ing to attend a convention where business topics are 
taboo and the fraternal side has the lead. 

Speeches were made by Franklin P. Adams who 
writes for the “New York World” the column “The 
Conning Tower.” He gave something new in speeches 
by having a pianist play the score of a moving picture 
film while he read off the titles. Robert C. Benchley, 
dramatic editor of “Life,” contributed a sketch on 
“How to Enjoy a Banquet.” The last speaker, Rev. W. 
Warren Giles, an Episcopal minister, combined humor 
and seriousness in a speech that might well have lasted 
longer. 

Short trade flashes were given by Hiram S. Brown, 
president of the Central Leather Company; Frank L. 
Armstrong, chairman of the committee;. and Toast- 
master Louis J. Robertson. 

The idea of an allied trade dinner might be tried in 
other cities. 
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Advertising That ‘‘Carries” into Summer 
Eliminating the Waste That Comes From Over-Enthusiasm 


HE woman who makes 
the salesman pull down 
every style that she 
might want before she sees 
one she might want en- 
joys a place in the sales- 
man’s “what’s what among 
customers” that need not be 
pointed out here. 

One could take almost any 
shoe in a store away from 
its fellows and it would look 
like a pretty good shoe. It’s 
the competition that one 
shoe meets among the other 
shoes in a shoe store that 
complicates selling. The less 
a customer has to think 
about the better; and the 
greater the opportunity for 
a choice the smaller the 
chance of arriving at that 
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choice. The woman with ten 
shoes before her is the hard- 
est one to sell. 

The merchant with a score 
of styles to sell is in about 
the same psychological posi- 
tion as the woman. The ten- 
dency is to give all the shoes 
all the publicity and the re- 
sult is that the public cannot 
grasp the complete story. 
The power of public absorp- 
tion is nowhere near that of 
some merchants’ peak efforts. 





In Opening New Accounts 

A store desiring new accounts 
sent out letters on blank ledger 
sheets with the caption, “I Want to 
Be Used” and the ledger itself did 
the talking. This plan from its very 
novelty coupled with definiteness 
proved a valuable sales maker, and 
the idea can be turned to the shoe 
business with little effort. 


“Shoesday” 
The Fur Fashion Show of the 
Fur Division of the National Gar- 
ment Retailers’ Association was 


YOUR NAME 
ADDREWY 


fo 





Ideas You Can Adapt 


scheduled for a Thursday and the 
committee in charge announced the 
event as “Fursday,” and the idea 
“took” because it stirred the ima- 
gination of the advertising mer- 
chants which resulted in a concerted 
effort at working on the imagina- 
tion of the ones to whom their mes- 
sage was addressed. 

Therefore the idea of a “Shoes- 
day” for Tuesday with the same 
prospect of attention, value and 
sales results in the shoe business as 
sales, results in the shoe business as 
reasonable. 


The helter-skelter caused by 
the rush of offerings into the 
market place focusses atten- 
tion on the purchase of 
shoes, then the reaction 
comes and other things draw 
attention away from foot- 
wear. A periodical buying 
habit is encouraged thereby. 
The merchants’ own shoes 
become commonplace to the 
merchant; the public feels it 
is shod for a period of six 
months; the shoe store be- 
comes deserted excepting for 
the comparatively unimpor- 
tant purchaser bent on re- 
placement until some ex- 
traneous date is picked arbi- 
trarily from the calendar for 
another splurge for public 
attention; and how can they 
be anything but common- 
place to others when those 
whose livelihoods are wrapped 
up in them fail to become 
stimulated at their beauty, 
their endurance, their util- 
ity, etc. 





Unusual—Y es, it’s unusual the number of folks 
who are wearing sport shoes. It’s because they 
know they can’t play in the same shoes they work 
in. A rubber-soled oxford with a leather trim give 
the foot a “holiday feeling” and it LOOKS like a 
regular sport. It’s because folks simply won’t 
seem out of place. Have you got yours? We've got 
them, and when you see them you'll be glad you 
paid some attention to this ad. 


It’s Easy to Get an Overdose 


The shoe business suffers 
from “overdosage” in adver- 
tising at least. Take a block 
of stores on what the shoe 
merchant calls an “off 


The Rural Store’s Contest 

Contests seem to be the best 
drawing card for rural stores. One 
store mailed out during the latter 
part of May some pumpkin seeds 
in a letter to a large list of farmers 
offering prizes from $25.00 down to 
$2.00 for the largest, next largest, 
etc., pumpkin grown from the seed. 
A special prize of $5 was given 
for the ugliest pumpkin. Entries 
were made of pumpkins ranging 
from 50 pounds to over a houndred 
pounds. All contestants were given 
a free meal ticket for dinner at a 
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season” and almost every one 


of during a sale consists of 
a few left-overs and the rest 





has an interested number of 
visitors constantly changing 
during every business hour 
while the shoe store has, 
maybe, one or two. 

The drug store may be do- 
ing business on one article, 
to the sale of which the ef- 
forts of the day are concen- 
trated. The dry goods store 
in its advertising and win- 
dow display has shown un- 
mistakably that the big 
thing to purchase today is 
linen toweling material or 
fancy pillow covers or some- 
thing else. The market has a 
breakfast food special for 
the day. Concentration daily 
keeps any store busy. 


Concentration Determines 
“Sellers” 


Sales are very often held 
in shoe stores on the 
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He ~" Where are my SHOE S?” 
She ~ “What are you going to do ?” 
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regular shoes forced into the 
pot to help arouse interest. 

If every style was given 
the benefit of newspaper ad- 
vertising, window display 
and a salesman’s report on 
how often he had showed it 
to customers there would be 
a definite basis on which to 
hold “sales.” 

After such a test in which 
it is made certain that a shoe 
has been given every oppor- 
tunity to sell, if it still re- 
mains unsold it should be 
taken out of regular stock 
and reduced immediately 
while still in season. 

In this way the merchant 
can supply special features 
daily and keep down the idea 
that most folks have of wait- 
ing until the whole stock is 
reduced in price. Too many 








styles that are forgotten. 











people now wait before mak- 
| ing their regular purchases 





Style after style is never 
given the opportunity of 
proving itself because of ap- 
peals that are too general. 
Style is made to cover too 
much ground. To look at the 
vast amount of advertising 
done on this one subject 
alone shows that there is 
plenty of latitude left for 
other things. Advertising 
can be strengthened by leav- 


* ing out of the foreground such a trite quality; such a 


The selection of shoes nowadays depends upon 
what they are to be used for. So it is natural for 
John Doe’s wife to ask him what he is going to 
do when he asks her where his shoes are. The 

- shoe that steps on the accelerator is quite differ- 
ent from the one that steps on the golf green. 

There are a great many men who are disgusted 
with their shoes without knowing it. Three pairs 
of shoes like the ones shown will give any man 
more enjoyment than three changes of any other 
kind of clothing—and most men have MORE 
than three changes of other clothing. 


until prices have been re- 
duced. The daily feature 
brings people to the store 
regularly and the shoe store 
takes its place with the dry 
goods store in the number of 
daily shoppers. 

To get such a check-up on 
styles it is necessary to dress 
windows three times a week, 
which isn’t so much of a tax 


on a merchant because with frequent changes each 


self-evident qualification. The subject style is weakened window is simplified in its scope; every shoe in the 


by too much emphasis. A “sale” is a most unsatisfac- 
tory business proposition. The stock usually disposed 


nearby restaurant just before the 
prizes were awarded. After the 
prizes were awarded another con- 
test was announced. Prizes of mer- 
chandise were given to those guess- 
ing nearest to the number of seeds 
in the largest pumpkin. 
Furthermore, in view of the fact 
that one of the stipulations of the 
contest was that all pumpkins en- 
tered became the property of the 
concern, another contest was put on 
—one in piemaking for servants 
and maids, the main ingredient of 
the pie being ordered by the firm. 
The newspapers took up the idea 
and much free publicity came as a 
result, in addition to the increased 


attendance. 

The “Corn Contest” held by an- 
other merchant parallels the above. 
This was for boys and girls and 
prizes in merchandise aggregating 
$50.00 in value were offered. Small 
packages of seed were sent out in 
the spring, with a circular giving 
terms of contest. In the autumn, 
window displays are given to the 
productions of each contestant, the 
best twenty ears, say, being put on 
show. 

In both cases interest is not 
limited to participants alone. 
Everyone enjoys such things in the 
rural community and the attention 
attracted ought to prove as worth- 


store needn’t be crammed in; one idea is featured, the 
number of shoes is small but the idea is big. 


while to one merchant as another. 
The “Growing Contest” is worth 
adapting to the shoe business. 


wnvemer * _ “Human” 
ide 


A hardware concern used the fol- 
lowing method with exceptional re- 
sults. The photograph of each sales- 
person in the store was taken and 
then featured in newspaper adver- 
tising. In the advertisement in 
which the photograph appears the 
person featured is supposed to do 
the talking for his department. 
“Ask for Mr. So-and-So,” in the ad 
made it possible for customers to 
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With the opening of tennis 
courts or golf courses in the 
neighborhood comes the ten- 
nis window or the golf win- 
dow. When the fishing starts 
up there is the opportunity 
of suggesting what shoes are 
best fitted for fishing. When 
the hardware store displays 
its garden seeds and imple- 
ments it is time to get out 
the shoes that a man or 
woman may wear in working 
in their gardens. 

When Commencement days 
arrive the college and school 
atmosphere should take pre- 
cedence over everything else 
in the store. The dancing 
shoe is taken up by itself 
and its desirabilities pointed 
out. Then there is the travel 
window for vacationists with 
a full complement of shoes 
for the man traveler and the 
woman traveler. There is the 





June. bride window with 
bridesmaids’ and flower girls’ 
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This is nothing against 
the idea of pushing sales to 
the limit when stocks are at 
their best, but is rather 
against the idea of trying to 
do everything at once and 
then leaving buying to the 
customer entirely. The sell- 
ing must be spread out over 
each month for each month 
brings its quota of activities 
that specify a particular 
type of shoe. 


Taking Up Slack As You Go 


Every time a shoe fails to 
meet with popular approval 
in its class, it should be taken 
out at once and sold under a 
special usage idea. In dry 
weather the shoes that have 
water-proof qualities can be 
sold to automobile owners 
who wash their own cars. 
Too many light-weight sum- 
mer shoes are spoiled by 
such wettings. The extra- 
sale may be pushed on such 











and ushers’ shoes featured. 

The range of possibilities 
is without limit and gov- 
erned only by existing local 
conditions. Whatever a mer- 
chant’s public is thinking of 
is the signal for a shoe dis- 
play to fill that special need. 

First locate a definite need 
and then pick the shoe to fill 


it and push its sale on the basis of use. Continued sell- 
ing is economical; splurging is costly in the matter of 
actual prices paid for splurging and in that it’s hard 
to force too much into the public’s mind at one time, 
which adds materially to cost in inefficiency. 


come in and ask for a certain man 
and the idea of personal service un- 
der this plan became possessed of a 
new significance. 

To supplement the newspaper ad- 
vertising a personal letter written 
by the sales-person whose ad was 
running was sent to all his cus- 
tomers and friends. The letter was 
written in long hand by one in the 
store who wrote well and the letter 
without salutation or signature was 
engraved and run off on the firm’s 
letterhead. The names of prospects 
was then written in by the same 
person who wrote the letter ori- 
ginally and the name of the sales- 
person. signed, thus the idea of a 


Number Twenty-four—Shows the thought 
we have put into the occasion when shoes must 
just twinkle with originality. When you speak 
of the allurement of the night-lights of summer 
you give a hint of the things that MAKE these 
pumps. 

Patent leather with a heel that’s as trim as a 
domino. This is PARTY WEEK at our store We 
have selected shoes no two of which are alike. 


very personal message was con- 
veyed. 

A great part of the value of this 
plan came in getting the whole- 
hearted interest of those behind the 
counter in the scheme, and with 
this complete co-ordination sales 
came fast. 


How a Merchant Conducts a 
“Bureau” 

Still another house-furnishing 
concern carries on month after 
month a plan that never ceases to 
bring business. 

Through an agreement with all 
the real estate dealers in town, a 


shoes. 

The bargain table for 
daily features should hold 
something important every 
day. In the corner of each 
newspaper advertisement 
this should get mention with 
a list of the offerings. The 
bargain-hunter will ferret 
this out of an advertisement 


how ever small it may seem in comparison with the rest 
of the advertisement. The P. M. is another way. Then . 
the automatic reduction with the goods given to charity 
at the end of four selling weeks, or the sale of a lot 
of shoes to merchants in other towns whose patronage 


bureau is conducted in which may 
be obtained the names and addresses 
of everyone having: houses for 
rental and sale. All property in the 
city is listed whether for rental or 
for sale and the use of the bureau 
is open to everyone desirous of 
using it. The listings of every real 
estate dealer in town is under one 
roof which simplifies the search for 
available houses by those in the 
market. The use of the bureau 
brings in old customers and makes 
new ones for it is located in the 
store where one looking for such 
information must go past all the 
showings of the store. Whenever a 
(Continued on page 66) 
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BOOT 


The Profile 
Period in Style 


and How 
It Influences 


Footwear 
Fashion 


shoe trade is led around by the nose, and don’t 

know it, neither can it help itself. For example, 
the shoe man thought long, drawn-out vamps were of 
shoe trade creation back in 1917—but not so, for the 
woman was buying her clothes from a “front position” 
view—everything was based on her eye looking down 
on the design in the dress, the new shortness of skirt 
and the aristocracy of a slender foot. The picture of 
style was what she saw by a front look. 

The mirror changed that, when the profile or sil- 
houette idea of style appeared. Everything then was 
based on the lines of the side of the body. Shoes were 
looked at from the pose of sitting with one leg over the 
other revealing the side of the shoe. 


()'= of the foremost style students says that the 


The Side of Shoe Period 


The side view was so interest- 
ing that before long the women 
realized that something was 
wrong with the shoes. They 
looked all right on the floor look- 
ing down upon them, but all 
wrong in length when seen from 
the side angle. The elongated 
toe made the size look large. 
What happened—the — shorter 
vamp rushed into demand until 
it too went to an extreme French 
forepart of less than three 
inches. 

The profile look of the shoe 
developed all the marvels of pat- 
tern making straps, side cut-outs, 
side gores, odd strap effects, one 
side different from the other, and 
every possible variant in style. 
The side buckle and strap, the 
side ornament, and the side open 
shank all helped to emphasize 
the side of the foot. At the same 
time the feminine garb was of a 


The front period when 
shoes were looked 
“down-upon,”  result- 
ing in long foreparts. 
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A Fundamental 
of Style Change 


Interpreted 
in Shoes and 


Garment 
Tendencies 


side theme. Women even stood in poses to emphasize 
the side of the body. 

Now we note a quiet return of the front theme in 
dresses—fiares look better “in front” and all the trim- 
mings on dresses are “on the front.” The influence on 
shoes is to put the ornamentation on the vamp, in 
stitchings, appliques, basket weaves, etc., ornaments 
and such. There is no tendency towards longer vamps, 
but the extreme French forepart has a small place 
in advanced samples. 


Watch the Foreparts 


There is less protest on three and one-quarter and 
three and one-half inch vamps with the twenty-five 
cent tip acceptable-in better grade shoes. All in all— 
the profile period continues nationally with a tendency 
to the front view again, but it is 
a slow movement that ought to be 
watched. In cities on the Atlantic 
and Pacific Coasts the custom toe 
with its slenderizing forepart is a 
high style favorite, while inland 
everywhere the modified French 
round toe last continues to be the 
leader. Is it the beginning of a new 
period, emphasized by the clashes 
between the two theories of fronts 
versus profiles? 





Besides the inevitable spring en- 
semble, Paris sanctions severe tail- 
leurs with coats that are hip length 
or very long. It may be of tweeds, 
Kasha, mannish suitings and twills, 
including the youthful double- 
breasted models. Particularly smart 
are the contrasting skirt and coat 
often completed by a fitted waist- A new front period 
coat. Lord & Taylor places a belt ;, owns makes 
in front, low over the hips, on a forepart design im- 
Bechoff youthful model. portant in shoes. 
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Will 400,000 Pairs Be Dumped 
Back? 


HERE is something peculiar about the 

methods used by the Near East Relief insofar 

as shoes are concerned. The story went out 
that “weakened and impoverished by two years of 
Turkish oppression and long journey” the refu- 
gees were in desperate need. The cry went out 
“shoes are needed”—and the shoe merchant an- 
swered out of his own stock, and by a barrel 
method of solicitation, collected shoes from the 
public. For a year the trade took the shoe cam- 
paign of the Near East Relief seriously. The ware- 
house of the Relief held 429,520 pounds of foot- 
wear in December and then shipment stopped for 
want of somebody to pay the freight. 

In December some members of the National 
Boot and Shoe Manufacturers’ Association con- 
tributed $35 which moved approximately 2500 
pairs of shoes to Greece. The previous months of 
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the year showed an average movement of 5000 


- pairs per month. At this rate it would take seven 


years to move the shoes onto landing dock in 
Greece for the feet of the refugees, who by that 
time will in all probability be still charity charges, 

A call went out in December for the shoe trade 
to contribute approximately $8,000 to move all the 
shoes to where they would do the most good. Evi- 
dently the shoe men figured it out that the next 


. call would be for them to go over and help fit the 


shoes—at least Jackie Coogan went on a ship to 
bring both publicity to the Near East and to him- 
self. 

Well the shoe man wasn’t entirely 
overlooked for last week “important 
news” comes from the Near East Head- 
quarters in New York, as follows: 

“Please note that in your Old Clothing 
Campaigns, women’s shoes are not ac- 
ceptable. Until the women of America 
change their style of shoes the refugees 
of the Near East cannot wear them. The 
reason why we must refuse to accept 
women’s shoes for refugees is that they 
are far too small. Because of the small 
size of the American woman’s foot, wom- 
en’s shoes cannot be used to advantage 
in the Near East.” 

Maybe that’s so—particularly as most of the 
shoes collected were pointed toed, high boots. But 
every pair of boots contained at least four feet 
of good upperleather available for home cobbling 
—and the soles were the best that money could 
buy and certainly available for children’s wear. 
Thousands of pairs were low heeled, full fitting 
shoes of the vintage of 1922 and 1923 and cer- 
tainly available for some of the refugees if service 
and utility mean more than style. 

At a little over a pound to the pair we figure 
about 400,000 pairs of shoes are held in susper- 
sion in Brooklyn, Philadelphia and New Orleans. 
If the next move is to turn them into money to 
operate the Near East Relief, then it’s up to the 
shoe trade to know whether they are dumped back 
onto the bargain shelves of America. Who owns 
these shoes now? What is to become of them? 

The Near East Relief evidently has money for 
other things, for at the annual meeting on Feb- 
ruary 27 at Washington, “the possibility of mak- 
ing widespread use of radio communication in the 
Near East to save telegraph tolls” was discussed 
and “Gen. Harboard made chairman of a commit- 
tee to investigate the possibilities of installing 
radio set at American orphanage stations.” Relief 
again travels the most expensive route—be it 
telegraph over letter, or radio over all the rest 
combined. 

Is it progressive charity to now hope that 
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refugees will be given the joys of radio concerts 
in lieu of shoes—cultural jazz instead of coverings 
for tootsies—if so then indeed the ways of mercy 
are similar in the Near East side of New York, as 
in the Near East Relief. 





Regional Supply House Plan 


“HE function of wholesaling hasn’t been elim- 
‘1 inated by the process of shipping the shoes 
‘direct from the factory to the store. The job of 
casing shoes, shipping them, billing and collecting 
still remains, plus the added big item of having a 
long list of salesmen covering a great number of 
points getting small orders and virtually duplicat- 
ing the work formerly done by the wholesaler’s 
salesmen still remains. 

In the new scheme of distribution there is fast 
appearing the regional wholesaler, who is linked 
up with other regional operations with lines of 
shoes of a national character and advertising 
value. His is a service station that limits its radius 
of performance to a fixed geographical section of 
the country. Inside of this area the wholesaler 
operates as a reserve station for the merchant 
who needs shoes in a hurry, who sells them 
quickly and who orders again, thus increasing 
turnover, eliminating the accumulation of stock 
on the shelves. 

With the public willing to pay the price for the 
right shoe at the right time, the wholesaler who 
serves such a geographical section with visits of 
his salesmen weekly, is serving an economic place 
in the scheme of distribution. 

When we begin to realize that the factory sales- 
man serves better when he lives on his territory, 
so that he can be at home over every week end, 
then in similar fashion we know the wholesaler 
serves best who can interpret closest the needs 
of his customers. 

Many big operators have learned of the high 
cost of distribution with the expense items all the 
way from the long distance traveling salesman to 
the credit man and clerical staff. These functions 
were formerly completely satisfied by the whole- 
saler. In the cost of shoes to the merchants goes 
an item of distribution cost that isn’t very much 
different between the factory direct and by the 
route of factory to wholesaler to merchant. 


All the World Profitless in Shoes 


HAT is there in common between shoe 
styles in the United States, Australia and 
Cuba, and also what is there in common between 
France, Argentine and Japan and why? The first 
three have a common style impulse. The same 
holds true in similar style interest of the other 
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three countries mentioned. The first three flock 
together, and the vigor of American style and de- 
sign in shoemaking has a high standard in each 
of these places. 

The casual style observer may feel that Paris 
sets the world with style and that everywhere else 
there is imitation. It would be natural to think 
that shoes in Australia would follow the English 
trend, but by imitation and home production Aus- 
tralia is actually closer to New York than is 
Montreal, three hundred miles away from our cos- 
mopolitan capital of style. Canada follows the 
English literally in shoes and dress in men’s foot- 
wear, but with some leaning towards the women’s 
patterns of the United States. 

The cozy little island of Cuba may be Spanish 
in language, but it talks American styles in shoes. 
In fact it is one of our best customers. Our trav- 
eling editor paid it a visit and tells us its national 
association is a worthy prototype of our own N. S. 
R. A. 

Truly, there is much in common throughout the 
world in footwear. Shapes and lasts may vary, but 
there is one universal theme—the problem of how 
to handle perishable shoe style presents itself to 
every nation with the same characteristic diffi- 
culties. 

The business papers of all these countries indi- 
cate a very unsettled style situation, not through 


scarcity of patterns, but through scarcity of prof- 
its, because of too many patterns. No one country 
has found a solution. The whole world has changed 
its ideas of foot covering and we are all back to 
the infant class in studying the economics of how 
to make a profit. 





The Smoke on Us 


E want to smoke out as many possible and 

practical suggestions on how to sell shoes 
in March, April and May. There are hundreds of 
good ideas worthy of a wider audience and justify 
more than a passing whisper from man to man. 
There are some basically sound, good principles in 
merchandising, buying and selling, that are 
worthy of being smoked out and made to do a full 
day’s work for the other fellow. 

How would it do if we offered a box of cigars 
for each and every good idea that came to hand? 
Not so many months ago Harry C. McLaughlin 
got an idea from a small merchant in Ohio and his 
monthly Suggestion Sales have brought in thou- 
sands of dollars of extra profit. 

Undoubtedly there are many ideas even better 
than that, so we’ll put it up to you with a box of 
cigars for the smoke-out and it can be either 
“The Tip That Helped Me Most” or “The Idea I 
Think Will Help You Some.” 
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Bright Colors to Mark Spring Dresses 


What’s What in Fabric and Hue 


By EUGENE PEIRCE 


HAT a debt of gratitude lovers of the beau- 
tiful in dress owe to art and to artists. Though 


not reproduced with slavish accuracy, present 
styles are colored by Watteau, an Eighteenth Century 
painter. 

Historians tell us he painted with gold and honey 
and excelled in developing tones of gold and silver. 
Rubens was his first color master, so red, shading 
down to palest pink, was the most remarkable sequence 
of his work in pigments. 


The Origin of Shot Silks 


His cavaliers wore red velvet caps, crimson tunics, 
slashed to show pale shades of hose in a pinkish white. 
Yellow is another Watteau favorite—canary shading 
to golden buttercup—shown with pale purple and soft 
brown. 

The super-imposing of one color on another made 
possible shot silks, the second color being applied be- 
fore the first was dry. Pearly cream white was another 
Watteau favorite, as was carnation or pinkish red. 


Eighteenth Century Colors Today’s Mode 


Adaptations from all of the foregoing are high style 
today. Reds of a yellow cast are outstanding in printed 
silks which have reached new heights in popularity 
and yellow browns are among the chosen few of spring 
colors in the salons of the exclusive. 

Antique gold and pearly silver are chosen in the 
form of embroidery to decorate the finest fabrics now 
being woven in Lyons for future use. As for ‘canary 
yellow and adaptations therefrom, they touch the high 
lights in colors, eSpecially in the world of sports where 
xofter yellows are favored. 


Purples Have More Red Than Blue 


Watteau’s pale purples now appear in orchid, shad- 
ing from a pale orchid tint through rather subdued 
reddish purples, instead of the cold blueish shades. 

Noting all this, an American dyer of hosiery is de- 
veloping a silvery white having a faint touch of pale 
orchid, the same to be worn with silver slippers and a 
dress or costume of graduated tones of orchid or any 
one of the pale shades. And so antique gold and soft 
silver are assured a high place in footwear for dressy 
occasions. 

Colors In High Novelty Sandals 

In the class with high novelty footwear, for which 
the sale is restricted to the exclusives, and principally 
in the form of sandals, may be mentioned soft shades 
of gray blue, almond green, pinkish reds. It is im- 
perative that no advancing tones be adopted but rather 
receding tones be chosen and dyed in soft materials 
allied to doeskin or satin. As a compromise, red heels 
are a novelty sold separately, to be attached principally 
to patent leathers. 

Natural colors, that is to say, undyed in four shades 
deepening into two naturals having a brownish cast, 
will have attention by the exclusives. With naturals, 
black patent leathers and black millinery will be high 
style. However, if the dress is in natural and it is 
trimmed with a shade of soft brown in applique form 
or with collar reverses and cuffs, a matching shade of 
brown shoes and toning in hosiery may be worn since 
monotones are again in the limelight with the ex- 
clusives. 

Delicate Shades for Sportswear 


Among. the accepted sport colors are canary yellow, 
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French blue, white, almond green, biscuit shades, as- 
sorted light and medium tones of yellow, reds, cucum- 
ber greens. These have been dyed in quantities that 
the sport range may be reduced to the least number. 

Th latest addition to hosiery colory is bran, russet, 
harvest, especially dyed to wear with shoes of Russia 
calf which will exceed the success of last year, since 
more light shades are to be worn with which Russia 
calf blends. In fact, the number of light colors has 
revived champagne for leather shoes. 

Blond satins will take another long step forward in 
sales. 

Striped Materials Still Good 


Stripes continue to roll merrily along and give every 
evidence of keeping full of pep throughout the spring 
and summer seasons. At least, each month brings in 
some new arrangement of stripes or color combina- 
tions since the scale extends from pastels through me- 
dium shades to dark colors. 

In the search for something new and novel, style 
creators have seized upon “regimental colors” adopted 
by Scottish military organizations of which the “Black 
Watch” is one example. 


Worsteds in Pastel Shades 


No sooner are new stripes placed on the counter of 
a dress goods or silk department than they attract the 
attention of women who buy everything that is new 
and striking. 

Fine light-weight worsted twills in soft pastel colors 
are showing more activity as the spring season ad- 
vances and this was to be expected. If any volume busi- 
ness is to be done for spring, 
makers must decide as to the 
cloths they are to feature 
and then make up stock. 


Light-Weight Flannel 
Dresses 


Fine twills lend themselves 
to three uses. One, and prob- 
ably the most important, is 
light weight coats which look 
promising for wear over the 
sheer, semi-sheer and light- 
weight flannel dresses indi- 
cated for general wear next 
spring, not to mention silks. 
Then, too, fine twills in a 
fifty-four inch width are as- 
suredly appropriate for sim- 
ple dresses which as every- 
one knows, are now so well 
positioned that one French 
dressmaker does the bulk of 
his large business in that 
modest style of a garment. 
Although black has been 
banished from the ballroom this season, and white, 
light-colored or silver and gold lamé gowns give a 
brilliant appearance to society events, an elegant 
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woman chooses a black frock, says a recent Paris letter. 

Summed up, white makes a gain; gold and silver 
are in a stronger position; black a safe staple; and 
Russia calf a sure favorite for general wear worn with 
toning in hosiery. 


On the Right Track 


(Repeated from our issue of Feb. 21 
because it is worthy of thought.) 





A very large proportion of spring purchases are 
not only handsome, but are practical and sensible 
in lasts, patterns and materials, presenting a happy 
relief and contrast to the outlook two years ago, and 
a decided improvement over the samples of even a 
year ago. : 

Why cannot this satisfactory condition be main- 
tained indefinitely? Why should the trade abandon this 
sane program and dash into the producing of wild 
freakishness? 

There is no reason why they should, and there is 
every reason, including the all-compelling reason of 
profit, why they should not. The main principles of 
summer fashion as indicated by advance samples from 
a large number of leading style producers, are sane, 
sensible and profitable. Why not hold the ship on her 
present course, instead of flying off at a tangent into 
strange fields of the icebergs of popular disapproval? 

The present sensible situation can be maintained 
in just one way: If the shoe trade, as a whole, will, in 
good faith, endeavor, to impress upon the public the 
fact that these summer styles are THE styles; that 
they are what well-dressed people are wearing; that 

they are the correct thing 
in all particulars—then the 
styles will be accepted, and 
freak and mid-season after- 
thoughts and variations will 
be ignored. 

We believe that the pres- 
ent display of summer styles 
is based to an unusual extent 
upon accurate observations 
of the drift of public de- 
mand. We believe that a 
larger percentage of styles 
than ever before are of a 
model and pattern which the 
public itself has co-operated 
in producing. Why not get 
the full benefit of this agree- 
ment, instead of dashing off 
and spending time and 
money on something radi- 
cally different, before the 
public has half way tested 
out or grown tired of pres- 
ent styles? 

The point to be remem- 
bered is that the public does 

not tire of a specific style, particularly when it is in 
good taste, half so quickly as the merchant himself 
does. : 
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Two Basic Footwear Types for Spring 


Nearly cAll Shoes in New York's Advance Showing May Be (lassified 


PRING shoes recognize two 
S distinct styles—the pump and 
the one-strap shoe—variations 
of which are left to the ingenuity of 
the shoemaker. One of the most 
novel ideas in pumps is a model of 
oakleaf kid at Delman with a collar 
consisting of small loops through 
which a leather strip is slipped to 
buckle at the side. This buckle solves 
the adjusting problem of a shoe re- 
puted irksome to walk in. 
As simplicity governs spring shoes, 
originality of detail is achieved in 
combinations of leathers. 


Leather Contrasts Prevail 


A contrasting leather touch is in- 
evitable on almost every shoe. So it 
is that shoes display every conceiv- 
able kind of hide. Lizard, alligator, 
whaleskin, colored or marbled kid 
effects, pigskin, antelope and calfskin 
all contribute a telling note in the 
mode. For walking the tan calf 
Peale oxford, an open eyelet tie, 
fastening in a novel fashion with a 
narrow cord or tasseled leather 
Top—Brown kid pump with lizard kid 
buttoned tongue effect. Center—Black kid 
high-cut pump piped in white. Both shoes 
from Elizabeth Beers. Below—Brown kid 


shoe with overlayed tongues edged in brass 
clips. From Franklin Simon. 








as ‘Pumps or One- Straps 
By MARGUERITE CAROE 


Cretonne coat and hat worn at 

Palm Beach. White kid shoe 

trimmed in raised roses, achieved 

by means of paint and ground 

glass, to resemble cretonne mo- 
tifs. From Delman. 


thong, as here shown from Delman 
& Shoecraft, is particularly smart. 


Deauville Sandal Type Looks Good 


The braided or basket weave 
Deauville sandal promises definite 
recognition this summer in various 
styles adapted to the American foot. 
An exclusive house, Cousins, launches 


a hand crocheted shoe for both after- 
noon and sportswear to replace the 
Deauville model. The afternoon 
shoe of white crochet is reinforced 
along the edges only, the upper part 
being transparent. A black patent 
leather binding contributes smart 
contrast. 

For sports a low heeled shoe is de- 
signed in gold crochet, the trim here 
being of tan kid. A smart and yet 
comfortable model, much is expected 
of this shoe for summer. Delman, on 
the other hand, lines the white 
crochet in satin thus suiting the shoe 
to evening wear. 

Satins for afternoon and evening 
in varied shades of blond—fallow, 
sand, apricot, rosewood—respond to 
the mode for these shades in dress. 


Two Silhouettes at Paris 
Openings 
Paris has spoken at its recent 


openings its dictates for the spring 
mode. Side by side stand two dis- 


Top—Pigskin sport Peale oxford laced 

with tasseled thong. Center—Small tongue 

pump of oakleaf kid with cut-out trim of 

caramel kid. Below—Open lace dress ox- 

ford of brown kid with black pattern trim. 
All three shoes from Shoecraft. 


Top—Oakleaf kid pump with collar consisting of small caramel 
kid loops through which a strip of kid is slipped, to buckle at 
the side. Left—below—Caramel kid shoe with underlayed, ac- 
cordion pleated trim of oakleaf kid and braiding round the edge. 
Center—walking shoe of tan calf with quarter of brown alliga- 
tor. Note patented buckle strap over instep. Right—Tan calf 
Peale oxford with novel cord fastening over instep. All shoes 


from Delman. 
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Left—Bow tie pump combining a 
green lizard quarter with a patent 
leather vamp and scroll trim. Right 
—Dress oxford developing a brown 
kid vamp and trim and a tan whale- 
skin quarter. Below—Black patent 
one-strap model with tan lizard trim 
and buckle. All three shoes from 
I. Miller. 


tinct silhouettes, the youthful boyish 
line and a more sophisticated and 
feminine trend that expresses more 
formality in afternoon and evening 
dress. 

The latter distinctly endorses a 
fuller, flaring hemline often ac- 
cented by molded lines which sug- 
gest a normal and sometimes even 
raised waistline. This raised effect is 
often achieved by a line of trimming 
or an ornament at the center front, 
under the bust. 

Sleeves become a subject of parti- 
cular interest for therein lies a 
marked change. While some remain 
straight and tight others are wide, 
either open at the wrist or fitted into 
a cuff. Some sleeves are tight to the 
elbow and puff out below, the puff 
usually developed in a contrasting 
material or elaborated fashion. 
Sleeveless effects and short sleeves 
still prevail. Several houses advocate 
high collars. 

Circular insets, inverted pleats, 
pleatings of all kinds are endorsed to 
achieve fullness. Capes of various 
lengths are evidenced especially for 
semi-formal or sports wear but the 
coat retains its prerogative. As the 
general silhouette remains slender 
flaring at the knee, details become a 
thing of telling importance. Filigree 
metal buttons or those of glass adorn 
day and evening costumes. Flowers 
in spray or single form con- 
tinue to be worn as also 
feathers. The lingerie touch is 
duly important. The scarf 
remains an integral part of 
the costume for day or eve- 
ning. Georgette, chiffon and 
lace as also prints are endorsed 
by all houses. 


Prints Smart for Town 
Wear 


Prints acquire such prestige that 
every branch of fashion adopts them 
for spring. First launched for South- 
ern climes they now prove the ac- 
cepted town mode. First we find the 
ensemble suit of Kasha or charmeen 
with a printed frock. that matches 
the lining of the coat. A doubly 
smart example of this mode reiterates 
the importance of the double breasted 
coat and printed frock and lining, 
two notable spring points. The 
printed silk day frock abides by the 
law of simplicity which governs 
fashion today. It is so gay in itself 
that it needs little or no adornment. 
In sports dresses, the gayer the print, 
the smarter the dress. For formal 
afternoon wear or the dance, frocks 
adopt filmy printed chiffons, some- 
times touched with soft laces. The 
flare for prints has extended to negli- 
gees. 

Then there are printed silk scarfs 
worn in a new way—wrapped about 
the throat and allowed to flare like 
wide colorful revers outside the coat. 

Southern fashions developed bath- 
ing frocks of printed silk or plain 
jersey with cretonne applique and 
Lido beach costumes adopted brightly 
patterned cretonnes or silk. Finally 
the printed vogue struck parasols and 
envelope bags in sprightly cretonnes. 


Jabots Ripple on Gowns 
and Coats 


Jabots hold an exalted place in the 
spring mode, for both daytime and 
evening dresses give it due represen- 
tation and even sports frocks have 
claimed it. It may be long—rippling 
to the hem or it may be short, a 









Left—Tan Russia calf vamp and caramel kid quarter 
buckled shoe. Center—Black patent one-strapped shoe with 
tan wave stitching on toe and quarter. Right—White hand 
crocheted shoe trimmed in patent leather. All three shoes 
from Cousins. 
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Left—Black patent pump trimmed in 

lizard. Right—Brown kidskin one- 

strapped shoe. Both shoes from Cam- 
meyer. 


piquant frill to break the severity of 
the mode. The small flat jabot 
adorns the printed frock of a brown 
satin ensemble from Hollander 
while white satin forms the jabot 
revers of a black satin coat dress 
from the Maison Maurice. This 
house also shows the double jabot 
rippling to the hem in a gown of 
ecru georgette with a yoke and jabot 
of filet and self fabric. Chanel intro-" 
duces the vogue of shadow lace 
jabots—for a number of tailored 
dresses in black satin are feminized 
by an ecru lace jabot. A compose 
coat frock of charmeen at Bonwit 
Teller satisfies the demands of 
spring in its deep revers, pleated 
collar, jabot and peasant sleeve of 
gay printed silk. The Kasha frock of 
an ensemble suit has been known to 
adopt a printed silk jabot of large 
proportions at Oppenheim, Collins 
and Co. Still more amazing is a 
misses’ coat of joseena, at Bonwit 
Teller, lined with _ brilliantly 
flowered silk that ripples back on the 
graceful cascade revers, for the jabot 
rever is a new note in coats. 


Pronounced Vogue for 
Laces 


The vogue for laces becomes more 
and more pronounced as spring trips 
in. Bonwit Teller, a marked advo- 
cate of this mode, develops exquisite 
models in laces tinted in blossom hues. 
There are frocks of sheer Chantilly 
lace, soft shadow lace, gleaming 
metal lace, large patterned rayon lace, 
ombre lace, lace combined with chif- 
fon, lace over satin or chiffon 
slips. Lace heavily embroid- 
ered in gold is also shown by 
this house. These gowns 
usually follow the inevitable 
straight line boasting various 
treatments such as chiffon 
circular godets or flounces 
round the bottom. 
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What Merchants in the South Are Selling 
and Buying 


By Wire from Texas, Oklahoma, Arkansas, Florida, Louisiana, Mississippi 


Buying Strap Present time there is greater demand 
Patterns for straps. Few gore pumps being 
sold. Buying straps heavy for future. 
Patent leathers holding their own. Satins gaining. 
White kid always good at Palm Beach. Very good de- 
mand for combinations. Blond satins holding their own. 
Sixteen-eight Louis heel and twelve-eight to fourteen- 
eight Cuban in great demand. Palm Beach store’s best 
seller is patent vamp, white kid quarter in nice strap 
pattern.—Anthony’s Inc., West Palm Beach, Fla. 


* * 7 * 


Re-Ordering On 
Black Satin 


Black satin strap patterns with 
block heels best seller of all. Blond 
satin, Louis heels very good. 
Patent vamps with colored quarters selling nicely at 
present. Will re-order on black satins only as white 
kid’s season is coming.—Nathan Simon, Meridian, 
Miss. 


* 7 * * 


Whites To Be 
Stronger 


In better grades, more conservative 
patterns, straps having call. Four- 
teen-eight Cuban and two-inch spike 
heels. Satin, tan, blond, patent with strap and heel of 


medium shade. Tan alligator our best combination. 
Popular prices, fancy patterns, strong new cut-out 
vamp effect—blond, tan and patent. Look for satin 
blond and tan until Easter. Very few patent combina- 
tions. Then whites will come stronger than last season. 
—T. W. Beagle, Cohen Bros., Jacksonville, Fla. 


2S = SS 


Whites To 
Sell Freely 


Black satin leading material closely fol- 
lowed by blond patent with colored 
trimmings also going fine. Patterns 
about fifty-fifty step-ins and strap styles. Goring ef- 
fects on the wane. Predict biggest white season in 
several years with big sprinkling of black and white 
combinations. Will continue playing pretty shoes.— 
Ridley R. Wilkinson, Maison Blanche Co., New 
Orleans, La. 


= @:@ ~ 


Will Re-Order Black satin, black and tan combina- 
On Satins tion in spike and box heels strongest 

sellers. Next, all patent and tan calf 
sell about same. Wood shade, kid and blond satin come 
last, but indications are that they will be the favorite 
material and colors as the season advances. We expect 
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to re-order in blond, aprieot and black satins, colored 
kid in combinations in both spike and box heels. Think 
sandal effects in tan, patent and tan combinations, all 
patent and white will be fast sellers for summer. We 
bought whites somewhat more conservatively than last 
year.—Guarantee Shoe Co., El Paso, Texas. 


° * oo 


Patent leather and tan kid combina- 
tions strong at present with some call 
for patent and gray. Indications point 
to solid colors in light shades of kid for after Easter 
selling. Big all white season ahead. Cut-out effects in 
low heels to be good. Heavy selling on Spanish heels, 
Regent, D’Orsay pumps strong. Tan Russia and all 
patent temporarily slowing up. Big call for blond satin. 
Black satin increasing.—IJke Kempner & Bros., Little 
Rock, Ark. 


Colored Kid 
After Easter 


* * * 7: 


Strap patterns seventy-five 
per cent; pumps twenty-five 
per cent.Best sellers, black and 
fallow satin, blond kid. Re-ordering fallow and black 
satin. In dress patterns black satin first, blond second, 
black patent third, sandal effects very good. Ten- 
eighth heels and lower. Looking forward to big white 
season.—J. W. Kruger, Ardmore, Okla. 


Re-Ordering Fallow 
and Blond 


* a * * 


Blond Satins Blond satins have big call and be- 
To Continue lieve will continue the leader of colors 

through April and May. Black satins 
look to be a sure bet. Champagne and Ivory kids grow- 
ing in demand. Medium to very wide toes in sixteen to 
eighteen-eight heels have the more popular demand, 
though box heels in tan calf and patent continue good. 
Colored kids with patent combination still in demand. 
—L. E. Langston, Austin, Texas. 


* * * * 


Light Shades Will Regarding style survey, this 
Retard White Season territory will advise that 

blond satins and blond kids 
have been leaders in Spanish and box heels, although 
same materials in combinations are following closely. 
We are buying accordingly for the next 60 days, as we 
are of the opinion light shades will retard white season 
to an appreciable extent. Contrary to some buyers’ 
opinions, black satin has proved very good in this par- 
ticular section.—H.F.Sanderford, Wichita Falls, Texas 


a 


Spring business starting off in a 
very satisfactory way. Selling fifty 
per cent black shoes against fifty 
per cent colored. Of black shoes, even break between 


White Kid Call 
Developing 


satin and patent. In colored shoes, satin leading with 

colored kid and combinations of patent and kid follow- - 
ing closely. As a novelty black satin with white kid 

trimming and black satin with colored braiding are 

selling well. Already having many inquiries for white 

kid, so expect a very satisfactory season for this mate- 

rial. Full toes continue good with us. Can see no ten- 

dency in this section toward narrower toes.—Dilling- 

ham Shoe Co., Austin, Texas. 


* - _ 2 


Step-in pumps, D’Orsay patterns 
have been the best bet here. Blond 
and fallow satin taking preference 
in colors, but a marked tendency for black satin and 
patent now showing, also black shoes with just a touch 
of color. The short vamp is still very strong here and 
see no tendency to the longer vamps. Cut-outs will be 
the best bet. Later it looks like colored shoes will affect 
the sale of white shoes. For future buying we are buy- 
ing Colonial pumps and one straps, either in high heels 
or twelve-eighths.—Day Fezler, Oklahoma City, Okla. 


Buying Pumps 
and One-Straps 


* ~ * * 


Black and blond satin selling big; all- 
over patent and tan calf next; patent 
and colored kid combinations next; all- 
over colored kid and black kid or light weight black 
calf next. Look for patent and kid combinations to in- 
crease and all-over patent sandal effects in box heels 
to sell right along the above mentioned, will be good 
until June 1. After that black satins and white shoes 
will be the big bet with some light shades in satins 
and kid. Orders that will be placed now will be on black 
satin and white.—J. H. Brecheisen, Muskogee, Okla. 


Black Satin 
White Shoes 


+ * + # 


Ordering Satins Light blond satin and fallow best 
and Kid selling colors and material in high 

heels. Simple patterns with trim- 
mings of braid or stitching are in demand. Blond kid 
vamps, patent quarters, step-in patterns best sellers in 
thirteen-eighth block heels. Black satin showing big ac- 
tivity. We are now ordering more light blond satin, 
light gray satin, black satin and white kid. High heels 
and white kid patent leather straw calf and gray calf 
step-in and sandal effects in block heels —Krupp & 
Tuffly, Houston, Texas. 


>. = & - 


White and Colored October, November and Decem- 
Kid; and Satin ber sales were good on patents, 

satins and light colored calf. 
Patterns plain and gore pumps, strap patterns, both 
straight and diagonal with ribbon and ornament ef- 
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fects. January and February same materials and pat- 
terns. Very few oxfords in black or colored leathers 
in demand. We are expecting our best business for 
Easter and after to be in white first, colored kids 
second and black, blond, penny brown and fallow satins 
third. Patterns in the low gore effects with ribbon bow 
and ornament. Not very strong on plain pumps, but 
light colored kid and patent combinations. Twelve, 
eighteen and sixteen-eighth heel and spike heel will 
be the favorite —Buckley Shoe Co., Houston, Tezas. 


. * * _ 


Big White Blond satins first, black satins second, 
Season Due colored kids third, penny brown and 

rosewood satins slow, patents and com- 
binations fourth. Strap effects out-selling pumps. Look 
for big white season on kid, also colored kids; calf 
slow.—/. R. Hill, Hill Mynatt Co., care Sanger Bros., 
Dallas, Texas. 


. a * 


Best selling styles are now black satin 
one; patent two; tan and patent combi- 
nations three; blond satin four. Pat- 
terns, high throat pumps one; strap from heel to breast 
two; D’Orsay, three. For later selling blond and cham- 


Colored Kid 
to Lead 


pagne kid one; blond and fallow satin two; black satin 
three; white kid four—R. M. Logan, Fert Worth, 
Texas. 


Another Satin Have sold quantity light Russia 
Kid Enthusiast calf straps and pumps with box 

heels; also patent vamp, straps and 
pumps, tan Russia and colored kid quarters, box heels; 
also black satin with Spanish Louis heels. Expecting 
big business on light tan, black and gun metal and on 
satins, also light colored kid pumps and straps.—Phelps 
Shoe Co., Shreveport, La. 


With us the past thirty days patent 
and satin with small demand on 
two-tone in the season. We expect 
combinations and satins, a few patent. Style—straps 
first and step-in pumps second. For summer, light 
colors in satin, black satin, some colored kid and white. 
During the extreme hot weather, styles to be step-in 
pumps, sandals and plain strap effects. We are not re- 
ordering any one pattern, are buying more simple one- 
strap patterns—Lyons Shoe Store, Tulsa, Okla. 


Light Colors in 
Satin and Kid 





Elsewhere in this issue we 
give many suggestions for 
after-Easter advertising cal- 
culated to turn into a profit- 
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Here, then, is an idea for 
an ad specializing on boys’ 
footwear. Warmer weather 
has come and the active, 





able period one which is 


outdoors boy has probably 











usually dull. One suggestion 


started to wear out shoes 








is that shoes be advertised 





purchased earlier. Later in 








for specific occasions and for 


the season boys’ play shoes 





specific members of the 
family. 


will prove a good bet. 
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Slipper Chairs and Cabinets 


ornate slipper cabinet can hold the finest footweur 
with a place also for hosiery so that matching can 
be done with ease. How would it do for a shoe 
store to sell slipper chairs and slipper cabinets? 
There’s a real opportunity here for a few stores. 


HE furniture maker is not overlooking a 
bet. He designs a very low and comfortable 
slipper chair that serves the lady of fashion who 
would have the latest. Then to kick slippers into 
a corner of a closet isn’t the thing now when the 








Po ae 








1B OEE BEG 5 





! 
| 
| 
. 


58 BOOT AND SHOE RECORDER 


vreye 


March 7, 1925 


% 


An Infinite Variety of Stitching 


The Next Major Style Swing Will See a Revival of Stitching On Foreparts, 
Around Collars and As Borders 


inated through stitching effects. The stitch- 

ing is the next step progressively along Style 
Street to be made by the shoe trade. We have had 
straps, cut-outs, combinations and every possible va- 
riant of adjustment from buckle to gore. The most 
logical thing, therefore, is the development of stitch- 
ing, for by process of elimination all of the other 
means of style making have been tried with varying 
degrees of popularity. 


\ N infinite variety of shoe patterns can be orig- 


Gives Longer Life to Proven Patterns 


The one great advantage of fancy stitching is that 
a tried and true pattern that has proven its fitting 
worth can .be used for any variety of fancy stitching 
effects. This gives a second period of style for the pat- 
tern and if a variety of design is used, the merchant 
can buy more shoes having good fitting value, because 
it is the easiest thing in the world to switch a custo- 
mer from.one fancy stitch to another. 


Foreparts—Collars—Borders 


Fine stitching on foreparts, around collars and as 
borders is usually done on a single needle sewing ma- 
chine, the thread in contrast to the material. The new- 
est thing is a variety of thread colors on the same 
shoe. Some of the samples for after Easter selling have 
as many as six different colors to the pair. 


How Stitching Is Done 


The factory operation of making stitching on vamp 
effects is a matter of stenciling the first line or two and 
then having the operator judge with his eye the other 
rows of stitching. This is quite necessary, considering 
the grading of patterns in all sizes. 

A study of the designs used in the gauntlets of 
gloves has benefitted several shoe designers who have 


3 Sy 


translated the same theme with success into shoe pat- 
terns. The zig-zag stitching as used on gloves is partic- 
ularly appropriate on footwear and works equally as 
well on leathers as it does on satin. 


Less Work for the Cutting Room 


The development of a style movement that brings 
needle work into play changes things considerably in 
shoe factory management. Where previously the big 
job was in the cutting room, the stitching room now 
gets the brunt. Most of the fine stitching needed on 
footwear where the design is worked out in thread, is 
done by men, rather than women. It has been found 
that men are able to turn out more decorated uppers 
than women, because stitching is a matter of strength 
of fingers in holding the material up to the needle and 
in being able to turn out with rapidity many vamps 
with many colored threads. In each case where color 
changes, the shuttle has to be changed also. 


Following Garment Styles 


The garment tendency towards the use of stitching 
as a decoration is also helping out the style trend to- 
wards fancy stitching effects on vamps and quarters. 
Where border lines are made with braid, the job of 
stitching is further complicated. 

Many new effects in contrasting leathers used in ap- 
plique serve to emphasize the general style trend 
towards more ornate effects achieved through stitch- 
ings, braidings or appliques of leather. 

Retail merchants should not allow themselves to be 
confused, however, by this seeming variety created by 
stitching. These features have been planned to give 
pretty shoes and it is as pretty shoes that they will sell. 
The color you select is of minor importance. The thing 
to be sure of is to have the shoes pretty. 
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Two Generations 
of 


SULLIVANS 


DANIEL F. and FRANCIS 


Being the line-up of the in- 
stitution that has made Fall 
River nationally known 
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Two Generations 
of 


PETOTS 


CHARLES E. and EVERETT 


Heads of the house of Petot 
with stores here, there and 
everywhere 
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The Straw Hat Season is Near---Why Not 
Light-weight Shoes for Summer? 


thorough test during the coming seasons. It was 

on the retail market last summer and sold freely 
in some large cities, but inasmuch as there was very 
little preparatory work in-the way of advising the re- 
tail merchants and the public that it was coming, its 
reception was not regarded as indicative of the dispo- 
sition of the great masses. Last summer it was a big 
city proposition, whereas this year it has been talked 
about a great deal—one very significant way of ad- 
mitting that it’s worth serious consideration. 

The fact that is associated more than anything else 
with the lightweight shoe is the hat trade’s rigid ad- 
herence to seasons by the specification of a straw hat 
for summer and felt hats for the colder seasons. This 
is always pointed to by the advocate of a light-weight 
shoe season as indicative of what an industry can do 
if it works in concert for the best of the industry as a 
whole. It’s true that it shows that the public can be 
educated to wearing the “right hat for the season,” 
but there’s some 
question whether the 
same great degree 
of consciousness can 
be attached to a 
man’s footwear as to 
his “headwear.” 
That’s one of the 
problems that the 
industry must ana- 
lyze and weigh in 
the movement to 
make something 
worthwhile out of 
the trend for light- 
weight shoes. 

Today the hat 
salesman in the re- 
tail store doesn’t 
have to sell the cus- 


‘k light-weight oxford for men will get its first 


tomer on the fact that a stray hat is cooler, lighter 
and consequently much more comfortable than a felt. 
The contrast is very obvious; another strong reason 
why the sharp distinction between hat season is 
marked by a change in styles. But this specific phase 
of the problem is decidedly different in the retail shoe 
store. The great majority of the men do not know that 
different types of upper leathers are lighter, cooler 
and allow better ventilation than others. If they did 
know, the task of defining a season for heavy and 
light shoes, eventually resulting in increased per capita 
consumption, would be much easier. 


Take Too Little Pride in Shoes 


A man’s hat stands out like the beacon on the light- 
house. If it is too small for him and “rests” on his 
head, the effect is at once caught by the observer. 
Likewise if his head is swallowed by the top piece, he 
cannot hide the impression immediately transferred 
to the observer. Then again if the brim be frayed; the 

material soiled; or 
the general appear- 
ance shabby; it is 
much quicker de- 
tected than the gen- 
eral appearance of 
his shoes. These are 
simple facts, yet 
worthy of a thought 
in arriving at some 
definite reason why 
the hat men ‘have 
been able to define 
seasons. 

On the other hand, 
the average man 
hasn’t applied the 
same degree of con- 


A realistic picture showing the ordinary oxford on the right sciousness to his 
weighing down the light-weight on the left. shoes. The general 
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appearance is the only way his conscience is touched 
when regarding the viewpoint of observers. If they're 
too small or too big, it’s a comfort problem. 

It seems that the big thing for the shoe industry to 
stress in increasing per capita consumption for men 
is the style angle. The right shoe for the season is 
more fundamental than the right shoe for the occa- 
sion in putting across the lightweight shoe movement. 
The comfort will take care of itself in the lightweight 
problem. It goes hand in hand with the structure of 
the shoe. 


Stress Comfort of 
Materials 


It would be easier 
to first sell the cus- 
tomer on the point 
that a light calf up- 
per, carrying a light 
outersole, would of- 
fer him more com- 
fort than a heavy 
grained leather 
style. The public 
hasn’t been educated 
to some of the trade 
facts that would 
make for less resist- 
ance in merchandis- 
ing if they were 
known. 

It isn’t enough to 
merely point to the 
success of the hat 
men in selling at 
least two hats a 
year to men and ac- 
company the condi- 
tion with the bare 
statement: “We can do it, too.” It’s a good bet that 
the shoe industry can put the light-weight shoe across; 
perhaps just as effectively as the light tan went across 
gradually, but it will never be accomplished by a half- 
hearted attempt. It demands concerted efforts by those 
engaged in the allied branches. 

The public must be shown why they are advised to 
buy a light-weight shoe for spring and summer, one 
that plainly shows it carries less “guts” than the or- 
dinary street oxford. It rests on the retail shoe mer- 
chants to advise their respective communities what the 
light-weight oxfords offers for men—more comfort, 
style, a consistent appearance with the other parts of 
the wardrobe, and less danger to endanger the foot 
to troubles which sometimes arise from wearing heavy 
shoes in warm weather. There’s a strong argument 
for the light-weight shoes for the mild seasons and its 
progress, as in all other worthwhile movements, will 
be gradual, depending on the impetus offered by the 
trade. 











an 


Let Us Set the Example 


One man interested in the industry, one of the many 
advocates for the measure, suggests that the industry 


Toes are broad and roomy—on the right, the tie, made extremely 
light, has a very wide toe. The medium round toe on the left is on 
a light-weight model. 
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as a whole set the example in the light-weight shoe 
movement. Here’s his way—let every retail shoe mer- 
chant, manufacturer, traveling and store salesman 
wear the light-weight style during the proper time. “If 
we’re going to put this thing across, let’s commence at 
home. We’ve got to show our faith in the issue before 
we can expect the consumers at large to swing into 
step,” argues the advocate. Sounds like a lot of com- 
mon sense, too. 


Difference in Materials 

A word about the physical comparison of the light- 
weight oxford and 
the average type. 
The upper leather 
going into the light- 
weight pattern in 
weight is just be- 
tween the leather 
used in women’s 
shoes and the aver- 
age man’s oxford. 
It’s lighter than the 
usual leather for 
men’s’ shoes, yet 
heavier than that 
used for women’s 
street oxfords as a 
measure to prevent 
too light a shoe 
being made, which 
would, of course, de- 
tract greatly from 
the wearing quali- 
ties. 

Most light-weight 
models carry either 
an eight or ten-iron 
sole, compared with the 12 and 14-iron sole attached 
to the average oxford. Some manufacturers are mak- 
ing the insole just as heavy as that going into the 
heavier oxford, but some also put a lighter insole in 
the light-weight model. 

In the last analysis the light-weight shoe, even 
though made with the best of materials, will not enjoy 
as long life as the heavier oxford. This is an ideal 
condition. It will serve its purpose throughout the 
mild seasons and must be replaced in the fall for a 
shoe of heavier lines. The light-weight will be a good 
thing for all concerned in the industry. It will mean 
greater per capita consumption. 





C. K. Hickey Promoted in Air Service 


Charles K. Hickey, 307 Moraine street, Brockton, 
Mass., an associate editor of the Boot and Shoe Re- 
corder, has been promoted to first lieutenant in the air 
service of the Officers’ Reserve Corps, with the rating 
of Junior Airplane Pilot. Mr. Hickey was a second 
lieutenant in the air service section of the army during 
the World War and since then has been rated as a 
second lieutenant in the Reserve Corps Air Service. 
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Success Dogs His Steps Because He Knows 
What People Want 


A Character Sketch Based on An Interview with 
JOHN J. HOLDEN 


Buyer and Merchandiser for 
Oppenheim Collins ¢ Co., New York 


ments, two of them located in the largest city 

in the country—all this at the age of 36—cer- 
tainly is no mean accomplishment. John J. Holden of 
the Oppenheim-Collins & Company organization has 
this proud distinction, but he wears his honors modest- 
ly. Mr. Holden likes to talk about shoes and not about 
himself—a true test of the real shoe man. 

While only a youngster in years, he is a veteran in 
store service. He began his commercial career at the 
tender age of eleven, an age when most boys are still 
in school and utterly devoid of experience in contact 
with the hard business world. He was born in Madi- 
son, N. J., a commuting suburb of New York City, so 
when he decided to 
enter the busy marts 
of trade his eyes na- 


B vm and manager of four big shoe depart- 


turally turned to 
the big town across 
the Hudson. 


Learned Fundamen- 
tals Under Wana- 
maker 


For some years 
prior to 1912 we 
find young Holden 
selling his talents to 
the John Wana- 
maker store. He 
can’t remember how 
many different jobs 
he held in the store, 
but tucked away in 
his memory is the 
rather startling fact 
that he was part and 
parcel of 22 differ- 
ent departments in 
the big downtown 
store. This was the 
broadest kind of 
merchandising ex- 
perience and laid the 
solid foundation for 
what was to come 
later. 

In May, 1912, he 
left the Wanamaker 
organization and 
started in a new 
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tstanding success in playing a single style strongly 

and pushing it to a most successful conclusion, was his plunge on 

36,000 pairs of sandals in a wide variety of leathers, just when the 
sandal craze struck the country in 1922 


line—that of the restaurant business. For a year he 
was with the Childs corporation and learned that sell- 
ing food is but little different from selling any other 
merchandise. The main principle, he discovered, was 
to give the people what they want. 


Also with William Hahn & Co. 


Then came his connection with Oppenheim, Collins 
& Company, which has continued ever since except for 
a short period when he managed the men’s, women’s 
and children’s shoe departments for Bloomingdale, the 
big uptown New York department store, later filling 
the same capacity for the five shoe stores of William 
Hahn & Company in Washington and Baltimore, with 
headquarters in the 
former city. In the 
meantime, Oppen- 
heim, Collins & 
Company had not 
lost sight of this 
hardworking young- 
ster and four years 
ago they recalled 
him to their service. 

In his present 
position Mr. Holden 
buys and merchan- 
dises the shoe de- 
partments in four of 
the company’s stores 
—the Thirty-fourth 
street store in New 
York which is the 
main office ; the store 
in Brooklyn; and 
the Buffalo and 
Pittsburgh stores of 
this specialty shop 
chain. In the Thirty- 
fourth street store 
Harry “Halpern and 
William J. Smith 
are his assistants. 
E. A. Benedict is in 
charge of the shoe 
department in the 
Brooklyn store. T. 
L. Rogers serves in 
the same capacity at 
Buffalo; and G. C. 
Murphy at Pitts- 
burgh. 
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A Good Trainer of Men 


Mr. Holden not only is a mighty good buyer of 
shoes, but he is a good trainer of shoe men. Among 
those who have worked with him and are now out- 
standing figures in the shoe world are Frank A. Muller 
of the R. H. White Company, Boston, and Fred E. 
Schoeller of the Herpolsheimer Company, Grand 
Rapids, Mich. 

Keeping on top: of the style game is the task that 
Mr. Holden has set for himself. The Oppenheim- 
Collins stores are specialty shops appealing particu- 
larly to the young women, who demand style above 
everything else, but at popular prices. The sensing of 
what the miss will wear, long before she has made up 
her mind on the subject herself, is an essential in this 
game. That Mr. Holden is able to “guess them right” 
a good part of the time is attested by the big volume 
of business done in his departments. His outstanding 
success in playing a single style strongly and pushing 
it to a most successful conclusion was his “plunge” on 
36,000 pairs of sandals in a wide variety of leathers, 
just when the sandal craze struck the country in 1922. 


United States Shoe Co., Now in 
Strong Position 


Cincinnati—President John G. Holters of the United 
States Shoe Company regards the recent settlement 
of the litigation involving the company as a distinct 
benefit to the organization, according to an opinion 
expressed in an interview shortly after the settlement 
was agreed upon. In no uncertain terms President 
Holters pointed out the facts of the case, stating that 
they had been badly distorted by rumors and furtive 
whisperings. 

“Ever since the litigation involving the company 
was started on May 2, 1924, the United States Shoe 
Company has been in the limelight,” said President 
Holters. “Of course the trade remembers the merger 
of the five Cincinnati shoe companies early in 1923. At 
that time the Krohn-Fechheimer Company, The Holters 
Company, The Robert Wise Company, The Scheiffele 
Shoe Manufacturing Com- 
pany and the Val Dutten- 
hofer Sons Company were 
combined into The United 
States Shoe Company. The 
men behind the merger had 
unbounded faith in the abil- 
ity of the new organization 
to effect decided savings in 
shoe manufacture through 
co-operative effort and com- 
bined resources. And all shoe 
men know the condition of 
the shoe industry at that 
time. 

“Then in May, 1924, litga- 
tion involving the company 
was started. Some one men- 
tioned the word ‘dissolution,’ 
and immediately certain 
‘doubting Thomases’ took it 








Pressed and cut steel ornaments are having 
their innings in the millinery trade and, to some 
extent, in the shoe trade. The turtle, for instance, 
anchored in the middle of a black satin rosette, is 
being used by one of the Brooklyn shoe manufac- 
turers—on pumps of the Colonial type and on the 
side of some of the new shoes which have side 
ties. Other animals are represented, also—even 
elephant and lions. The colors in the peacock have 
the familiar blue and green. The others are made 
to imitate diamond settings. 
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upon themselves to see that the trade was swamped 
with rumors and furtive whisperings about the con- 
dition of the company—and that the suit would react 
harmfully to the organization. Without knowing any- 
thing about the facts of the case, these ‘disinterested 
parties’ kept the reports and murmurings going. 

“Now let’s see what the facts show. The suit went 
to trial less than two months ago. Within sixty days 
the entire matter is definitely and satisfactorily settled 
by agreement. The United States Shoe Company re- 
ceives over $650,000 in money and stock. This is already 
in the bank. The company is on a better footing than 
ever before. The judge who presided declared that the 
settlement should prove beneficial to the company, its 
stockholders and to the shoe industry in general. And 
the rumors and whisperings are branded as petty 
gossip—probably sponsored by the fact that ‘the wish 
was father to the thought.’ 

“When The United States Shoe Company was or- 
ganized, the men back of it had unbounded faith in its 
possibilities. Today they have even greater faith. We 
regard this litigation merely as a ‘growing pain’ com- 
mon to all businesses of any size. Now that the matter 
has been settled for once and all we are going ahead 
with eur development plans with the greatest con- 
fidence. There is no need to say that The United States 
Shoe Company is making good shoes. The trade al- 
ready knows that. Through our combined resources, 
and combined experience, we have unbounded faith in . 
the ability of The United States Shoe Company to 
offer even better service.” 





Walter Roose.Leaving A. J. Bates 
Company 


Boston, Mass.—Walter Roose, for the past two years 
sales manager of the A. J. Bates Company, Webster, 
Mass., is severing his connections with that company. 
He was not ready to reveal his new connections; how- 
ever, they will pertain to shoes. 

Walter says his stay in the shoe business reminds 
him of a “life stretch” sentence. The longest time he 
has been away from it was 
one vacation of five weeks in 
his 28 years of shoe service. 
Walter has a host of friends 
among the trade. He covered 
the big city trade, outside of 
Greater New York, for the 
Bates Co. besides styling its 
line. 





You may consider a shoe 
correctly fitted when the 
style pleases the customer 
and you have satisfied your- 
self that you have the proper 
size and width and that the 
service rendered will bring 
the customer back to your 
store for the next pair.— 
Floyd A. White, Bertig 
Stores Co., Blytheville, Ark. 
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HARRY JACOBSON 
President, I. R. S. D. A. 


J. E. WILLIAM PRESCOTT 
Chairman, Style Revue 


lowa Merchants’ Annual Convention 
at Des Moines, March 10-12 


The fifteenth annual convention 
of the Iowa Retail Shoe Dealers’ 
Association will be held at the Fort 
Des Moines Hotel, March 10 to 12. 
The officers and members of the 
retail association, as well as the 
travelers’ auxiliary, are looking 
forward to one of the best conven- 
tions. The Iowa retail shoe mer- 
chants have been working hard dur- 
. ing the past year for the success 
of this convention, and have gone 
about it in a rather unique manner, which promises 
surprisingly good results. 

During the past twelve months, four group meetings 
have been held in towns in opposite corners of the 
state, the sole idea being to get in touch with mer- 
chants at those points which have not before been rep- 
resented in convention. Many new members and 
greater co-operation have resulted. 

The Shoe Travelers’ Auxiliary of Iowa, following its 
usual custom, is holding its convention in connection 
with the Retail Shoe Dealers, and has prepared a fine 
program of entertainment. Enthusiasm is running high. 

This year, instead of the customary stag, the trav- 
elers are going to put on a style revue, a gala fashion 
show, with 50 models from the Rose-Lorenz Studio of 
Aesthetic Dancing, featuring an elaborate array of 
1925 styles in costumes, and “Shoes for the Occasion.” 
The following slogan has been adopted: “Seasonable 
Styles Shown Should Surely Satisfy Shoemen.” The 
show is to be held in the spacious ballroom of the Fort 
Des Moines Hotel, which is admirably adapted for this 
kind of an event. Seats for 600 persons will be ar- 
ranged. 

J. E. William Prescott, chairman of the Style Revue, 





and Carl P. Ortlund, secretary-treasurer of the Shoe 
Travelers’ Auxiliary of Iowa, are working most as- 
siduously for the success of the event. 

On Thursday night, the annual banquet and ball 
will take place. The well-known “Ed” O’Dea will be 
toastmaster and Governor John Hamill of Iowa will 
be one of the speakers. The Clarence E. Schmidt Com- 
pany will entertain the diners. The music for the 
banquet and dance will be furnished by the popular 
Ray Harpison orchestra. 

The convention will formally open Tuesday at 1:30. 
The annual message will be delivered by President 
Harry Jacobson. There will be reports and committee 
appointments. Open forum discussions on merchandis- 
ing subjects will be held. In the evening the style revue 
will be presented. 

George M. Spangler, manager of the National Shoe 
Retailers’ Association, and Mr. Schram will speak 
Wednesday morning. Ernest A. Burrill of the Credit- 
Sales Department of the Geo. E. Keith Company of 
Campello, Mass., manufacturers of Walk-Over shoes, 
will speak in the afternoon and will be followed by 
round table discussions. 

Community singing will be one of the features at 
every session. Thursday the election of officers will be 
held with one of the round-table subjects coming up 
for an exchange of ideas. New officers will be intro- 
duced by Frank Jacques. In the evening the annual 
banquet will be held. 

The officers of the Iowa Shoe Dealers’ Association 
are: Harry Jacobson, Des Moines, president; Fred 
Hardy, Winterset, first vice-president; A. H. Lamb, 
Cedar Falls, second vice-president; Ira L. Welch, Gris- 
wold, secretary-treasurer. Directors: W. H. Germes, 
Ames; Chris. Larson, Marshalltown; Fred S. Stuhler, 
Monticello. 
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St. Louis Organization Holds Election 


St. Louis—At the regular meeting of the St. Louis 
Shoe Manufacturers’ and Wholesalers’ Association, 
held at the Statler Hotel, Friday, February 27, the fol- 
lowing officers for the 
coming year were 
elected : 

Howard V. Stephens, 
president; Harry Johan- 
sen, first vice-president; 
H. C. Stribling, second 
vice-president; and 
Frank M. Mahler, secre- 
tary-treasurer. Direc- 
tors: W. E. Baird, A. G. 
White, H. S. Taylor and 
J. T. Pedigo. Mr. Mah- 
ler, elected to the posi- 
tion of secretary-treas- 
urer, will devote his 
entire time to the work 
of the association. He will have an office in the Adver- 
tising building, 17th and Locust streets, with the Dry- 
goodsman and The Boot and Shoe Recorder. 

The principal work of the association has been to 
expand and develop the market. However, much work 
is entailed in the producing of the Pageant of Foot- 
wear Fashions which was an outstanding success. Also 
the Pageant of Fashion, given in August in which the 
association also participates, requires much attention 
and the work of the secretary will not be easy. The 
membership comprises all the principal manufacturers 
and distributors in St. Louis and many forward move- 
ments benefiting the St. Louis market have been ac- 
complished by the organization. 





HOWARD V. STEPHENS 
President of the St. Louis . 
Shoe Manufacturers’ and 
Wholesalers’ Association 





Dayton Shoe Club Meets’ 


DAYTON, O. March 4—Several important subjects 
were discussed at the recent meeting of the Dayton 
Shoe Retailers’ Club. President P. J. Myer presided. 
Talks were given by Dick Hock of Juvenile Shoe Cor- 
poration, Tex Erwin of Rochester and Carl R. Wil- 
liams of Columbus. 

President Myer complimented the members on the 
way in which they handled the rubber business the 
past season, It was the most successful of the past few 
years. 

Talks on styles were given by Jack Schaffer and H. 
D. Pepple. Both thought combinations and tans quite 
good now and looked for blacks with the new shades in 
hose to lead for early summer. 

The president appointed a committee consisting of 
Jack Schaffer, chairman; H. D. Pepple, Craig Thur- 
mond, Ed Hageman and Paul Johnson to arrange for 
the next meeting. 

Those present included: P. J. Myer, J. P. Schaffer, 
C. E. Turner, Dick Hock, Henry F. Hageman, Otto 
Buehner, H. D. Pepple, Tex Erwin, Dewitt C. Alten- 
burg, Carl R. Williams, John L. Schoenhals, Jr., E. C. 
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Beckwith, Harry L. Buck, W. J. Haberer, H. E. 
Hughes, C. W. Chaffee, Ed Hageman, K. M. Horne, J. 
H. Kieswell, E. H. Dunlap, John A. Schoenhals, Craig 
Thurmond, L. A. Miller, Paul E. Johnson. 





Prices of Artificial Silk Up in 
Lower Grades 


Bearing out persistent rumors that the prices of 
artificial silk were due for an advance, two of the big- 
gest producers of the fiber have announced revisions 
upward in their lower grades, the “B” and “C” quali- 
ties, in arranging their prices for the second quarter 
of the current year, while a third big factor in the 
artificial silk industry is expected to announce similar 
advances within the next few days. 

The Viscose Company, on February 10th, announced 
that effective February 16th, the price of its 150 
denier “B” quality would be advanced ten cents, and 
the price of the 150 denier “C” quality would be ad- 
vanced thirty cents. On the 300 denier, the “B” price 
of the Viscose product is raised five cents, and the “C” 
price is advanced ten cents. 

The prices on “A” quality remain unchanged. 

The Tubize Artificial Silk Co. of America also an- 
nounced new prices, effective February 16th, the re- 
visions being similar in some respects to those made 
by the Viscose Company. 





John J. Blaney Dead 


Boston, March 4—John J. Blaney, New England 
representative of the Bristol Patent Leather Company, 
and one of the best known salesmen in the East, died 
Saturday, February 28, at the 
age of 60 years. He had been ill 
for nearly three months. 

Of Mr. Blaney it has been said 
that he was “a salesman of the 
old school, loyal to his friends, 
honest and painstakingly parti- 
cular that his customers should 
receive the best of attention.” 
There is scarcely a shoe factory 
in New England, particularly 
among those on the North and 
South Shores, which will not 
miss his visits and the inspira- 
tion of his personality. He had 
been in the leather business prac- 
tically all his life and had been with the Bristol Patent 
Leather Company from the time it was established, 
about 19 years ago. 

Mr. Blaney was a member of the Knights Templar, 
Shriners and numerous other fraternal organizations. 
He is survived by his widow, two sons and one daugh- 
ter. His youngest son, Frank, is connected with the 
Melanson Shoe Co., of Lynn. Funeral services were 
held from his late home, in Swampscott, Tuesday, 
March 3. 





JOHN J. BLANEY 
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Ideas You Can Adapt 
(Continued from page 46) 


person moves, the need for new 
pieces of furniture comes up and 
more than likely they purchase at 
the place they have seen what is 
needed. The agreement is made 
with each and every real estate man 
that no one dealer’s name will be 
mentioned specifically; the one the 
prospect wants to patronize is left 
solely to their own judgment. When- 
ever a house is taken the real estate 
dealer notifies the store, and this 
home in circularized for new furni- 
ture. 

This presents an interesting case 
for the shoe merchant who might 
have bureaus on fishing places, on 
vacation lands, on sports, on eti- 
quette, etc. It will be interesting to 
see how we work this out for you. 
Establish your store as headquar- 
ters for sport shoes, etc. 


The “Internal” Contest 


This is a much-used and always 
resultful plan of getting sales- 
people’s enthusiasm aroused to ap- 
point where real creative work is 
done. 

In the first place a special rating 
is given to the one who turns in 
the largest number of names and 
addresses of customers, friends, etc. 

Next, a bonus is given to the one 
who makes the most sales to those 
whose names are absolutely new 
to the store and during the time the 
contest is on, meetings are held to 
find out what the sales-people think 
is the best kind of co-operation they 
can receive from the concern in get- 
ting new names and making sales 
to the newcomers. 

The shoe merchant who hires 
rush-hour help can adapt such a 
plan for getting the interest of em- 
ployes whose idea ordinarily may 
be just to spend so much time at 
the store and get so much for it 
without ever doing a thing to in- 
crease the sales or goodwill of the 
store. 


A “Children’s” Day 

One store employs a professional 
story teller who arranges a pro- 
gram and then visits primary 
schools and kindergartens announc- 
ing the program and inviting all the 
children to attend the store at a 
certain time on a certain day. Per- 
mission is easily obtained—this 


merchant had no trouble—from the 
school authorities to do this. 

The children were presented with 
regular invitations that they may 
take home to their parents and the 
attendance was most promising. , 

Along the same line of develop- 
ment in the Children’s Department 
a window trimming contest was 
staged for the students of a nearby 
school in which an art course was 
included in the curriculum. Suitable 
prizes created interest in the idea 
and many fine windows were the 
outcome. 

Again, the Punch and Judy show 
as a form of entertainment was at- 
tended with surprising results. The 
store as a place of interest and 
friendliness becomes more vital as a 
part of the town’s resources. 


“Show People” Sell Ideas to 
a Town 

A department store gained the 
services of a theatrical troupe to 
display their goods in a show held 
at the store. 

The store’s advertising featured 
the show for a week previous to the 
event; seats were improvised for 
200 and the stage set for a brilliant 
showing of every bit of apparel car- 
ried by the store. 

In return for this, gifts were 


made to the actors in merchandise. 


and in addition they were allowed 
to purchase anything they needed 
at half price. The manager of the 
show was allowed a ten per'cent re- 
duction on anything he bought. In 
this way photographs could be 
taken of the players in the store’s 
apparel which could be used in fu- 
ture advertising. 


The Misspelled Word 


A merchant in New York City 
who deals in high-grade shoes to get 
a distinctive atmosphere in his ad- 
vertising used simplified spelling. 
For the word“ through” “thru”; for 


the word“ positive” “positiv” ; words. 


are not changed other than to drop 
what may be termed excess letters. 
Another step in this direction is 
taken by the concern that purposely 
places within the wording of adver- 
tisements misspelled words and of- 
fers a prize of goods or a reduction 
of 25 per cent on anything pur- 
chased to the one discovering the 
error. 

This last is a scheme for the pop- 
ular-priced store rather than the 
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high-grade one as in the case of the 
former plan of achieving distinction 
through simplified spelling. 

There is much more to the mis- 
spelled word plan than shows on 
the surface. The details of working 
it out present the, real problem. 





New Type of Heel Seat 
by Dunbar 


Lynn, Mass.—Everett Dunbar, 
the footologist, has applied for pat- 
ents on an invention for a cushion 
heel seat. Retail shoe clerks, as well 
as shoe manufacturers, may be in- 
terested in his invention. 

His invention provides for the 
making of a hole, or well, in the 
heel seat of a shoe, during the proc- 
ess of its manufacture, and the 
placing of a pad, or disc, of rubber 
into that hole, or well, in such a 
manner as to make a cushion for 
the base of the calcaneum, or heel 
bone. 

The base of the calcaneum, or 
heel bone, though scarcely larger 
in area than a ten cent piece, bears 
the weight of the body in standing, 
or walking. If it pounds on heel 
nails, as is often the case, it suffers. 
If it rests on a cushion of life rub- 
ber, as Mr. Dunbar’s invention pro- 
vides, it should be comfortable. 

This cushion of rubber, being in- 
side the shoe, will in no way affect 
styles in footwear. Indeed, the 


_eushion is concealed beneath the 


sock liming. Shoemen who have ex- 
amined Mr. Dunbar’s device, say 
that he has made his best invention, 
in. his long career of creating de- 
vices for the comfort and health of 
the feet. . 





Syracuse Merchants Elect 


Syracuse, N. Y.—At a recent 
meeting of the Syracuse Shoe Re- 
tailers’ Association, officers were 
elected including: A. B. McCor- 
mack, president; Robert S. Park, 
vice-president; John Lynch, treas- 
urer and T. H. Fairbairn, secre- 
tary. 

The Syracuse association was 
founded seven years ago, has an 
active membership of about thirty- 
five; holds monthly meetings which 
are well attended; also several din- 
ners to which all clerks are invited. 

An active campaign is under way 
to secure for membership every re- 
tail and shoe store manager in the 
city. Four members were admitted 
at this meeting. 
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HE Recorder in this quarterly style survey has 

taken ten fundamental types of shoes, each having a 

place in the scheme of dress of women for the ad- 
vanced period of April (after Easter), May and June. 

A typical keynote style leads off this page and footwear 
in the same family are considered on each succeeding page. 
First, we consider the step-in with the gore beneath the 
throat and an ornament fashioned in leather. This is a walk- 
ing type, using the inlay and the new fancy stitching, there- 
by combining in one shoe several typical style features good 
for the season. 

We emphasize on this page typical walking types to har- 
monize with the tailored suits and the suits called by the 
term “ensemble,” meaning that the dress and the coat are of 
the same material and trim. The Recorder feels that these 
typical shoes, with others of the same type shown in almost 

every line, have a prominent place for the next quarter. 

Step-ins, with gore adjustment at the throat, will play a 
prominent part in the style scheme of dress for the next 
quarter of the year. The Recorder survey of style taken all 
over the country indicates that for a walking type of shoe to 
go with the tailored effect costumes, a step-in has first place; 
the proper amount of goring underneath the high throat 
makes this style very practical. 

In this range of footwear covered by this key type of shoe 
there is opportunity for tan calf to lead, some black calf, 
the softer shades of brown kid and with trimmings in the 
shape of appliques, stitching, collars, fancy made bows and 
buckles, having a leather fashion base. The box wood heel 
and heels up to 14/8 are best in this selection. 

Particularly note in this section how we have balanced the 
shoes and there goes with this pictorial effect a corresponding 
suggestion to you to have the shoes in proper material 
balance. If you use good upper leather, select zood sole ma- 
terial, for shoes should be kept to their grades. 
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Fancy stitchings because tailored 
suits have clever needle-work effects. 





Let the leather trim the collar and | 
bow and open up a new field of 


adornment of tailored shoes. 








Little girls with nifty fingers 
thread laces of fancy leather into 
patterns for variety in footwear. 
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Strongest White 
Footwear 
«Movement 
in Years 





The initial pump was originally 
a Paris creation. Now, with embel- 
lishments, it has national possibilities. 


NN 





The D’Orsay line has had many 
improvements and this open-front 
oxford effect carries along the 
trimness. 





The open shank was filled in and 
simple straps were given little white 
enamel buckles. 














difficulties with white that it is now going to be ex- 

tremely difficult to convince him that a movement is 
already started in the South for a real big white year, the 
like of which hasn’t been experienced in many years. 

Our own traveling representative in Florida says that 
white shoes have sold as they have never sold before. This 
same information comes to us from Texas and Southern 
California. The first selections were sold out in January and 
order and re-order have followed. 

We voice a pretty general feeling as expressed in the 
South that whites in kids, fabrics and in bucks have a place 
this season and if you interpret your community as some- 
what following the southern trend, then be prepared for a 
June demand. 

The significant patterns on this page are designed for 
whites, but good shoe merchandising practice would lead any 
merchant to have them made up in the browns in kid and 
calf, for when you pick a good pattern, diversify the ma- 
terials and you get far bigger sale on that good number. 

The principal shoe on this page is a brand new effect in 
buck with a high throat and a Scotch tongue fringe. The per- 
forations emphasize the beauty of the pattern. This is a 
semi-sport number. There has been no attempt made to build 
shoes heavier in appearance, even for sport. The demand 
in feminine footwear is for light weight, trim edge effects, 
even in welts. Shoes of this grade are particularly good in 
welts of light weight construction. 

The leading number in white will be white kid, followed 
by white fabrics and, in high priced shoes, white buck. There 
is also a place here for the elk finished leathers. You will 
note that this selection steps into the use of higher front 
effects taking in the waist line and giving the necessary ad- 
justment because these shoes are subject to more actual walk- 
ing wear. 


| NOR five years the average merchant has had such 
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simplicity in every line is heartily recommended as a 

type of shoe that you ought to have. The advantage 
of the light strap is that it helps to make the shoe look light 
and airy, indicates a degree of good shoemaking, and makes 
possible better prices. 

There are all sorts of strap designs going back to the 
Theo effect with variations of it ranging from single to 
triple straps. 

The majority of merchants who served us in an advisory 
capacity in the preparation of this number, firmly believe 
that the next big style move to follow the step-ins is the 
use of simple strap effects with a good eye to proportion 
and to the location of the strap over the ankle. The waist- 
line effects have had a remarkable demand, but it is difficult 
to get simple straps to adjust themselves to the human foot 
at the waist-line. 

The ankle strap, and particularly the long strap coming 
from the heel and the companion strap going down to the 
shank, not only give good fitting value and hold the slipper 
to the foot, but cut the size of the shoe so that there is the 
optical illusion of smallness. Some of the straps have been 
designed particularly with this in mind, as well as of making 
the areas of leather balance and give the effect of smallness, 
even though the shoe may be an eight. 

These shoes serve a definite purpose for afternoon and 
semi-dress wear. The French heel has its place, but prefer- 
ence is given to the spike heel with its straight front line. 

Shoes in this type have all of the patterns of the D’Orsay 
pattern shoes, together with open shanks, overlays, fancy 
stitching and the materials in the following prominence. 
First, satin with fifty per cent of the demand for black and 
the other fifty in colors, ranging from fallow to blond and 
all the way to penny brown. Next comes patent leather and 
then the light colors in kid, of which there are many. 


NOR semi-dress footwear the light strap effect with 
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To make a thin strap is not easy 
—but once achieved it is a delight 
to the eye. 














Open shanks have still a place in 
more elaborate footwear. 
















The one side different from the 
other ts good because of its novelty. 
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New 
Flapper 
Footwear Nlust 


Be Wild and 


Woven 


Basket weaves are new and ma- 
ine weaving makes possible an 
entire new development of fancy 
nidsummer footwear. 





Cut-outs with blond kid beneath 
is the effective feature of this pat- 


fern, 





Here is the original shoe made of 
laces of leather—it is expensive and 
exclusive. 











HE Flapper sandal has been in the mind of the 

trade for a full six months and there has been such 

a tremendous amount of designing effort put into 
the creation of a typical walking number for this quarter of 
the year, that we are emphasizing it herewith. The signifi- 
cant development of the basket weave pattern and the shoe 
with hundreds of cut-outs indicates very clearly that a large 
majority of stores have picked these unusual shoes for the 
extra pair sale to the flapper during the mid-months of 
1925. 

The sandal effects, basket weaves, cross-leather effects, 
interlacing and the wide variety of fancy effects that can be 
obtained by the use of dyes and skillful hand work have set 
a season for the trade that, if it does go over big, will do 
more to make 1925 a more profitable year than any other 
factor in the game. 

These fancy effects are not limited to any one section of 
the country because in proportion Brooklyn is making as 
many as St. Louis with all the other markets in the race. The 
tan leathers have the priority. 

These shoes can be made in welts, McKays and turns and, 
as a result, are being shown far and wide. The merchant feels 
that if the move is in that direction, the mere fact that they 
are as wild and freakish as shoes can be made, will give them 
a selling value. Incidentally, the garment people have 
promised colors and sport effects that will harmonize with 
these sandals. 

The old ventilated shoe with its beach perforations has 
developed into a remarkable type of foot covering, for every- 
thing is ventilation. A new machine has been perfected for 
weaving leather for use in basket weave shoes which re- 
places hand work. There are no end of possibilities in these 
woven styles. 

They originated in Bulgaria and have swept through the 
French and English factories. 
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FTER five years of attention being given to the cut 
A of the pattern, we are now in a period where the ma- 
terial has first position. If the leather is right, no mat- 

ter what the pattern is, it is salable, provided it is pretty. 


Shoes are selected today on the definite idea that they 
are to be worn for the street, afternoon or evening. For street 
wear the idea of a utility appearance has developed the broad 
strap and with it have come a number of ankle strap effects. 
Shoes for street wear lead off with tan calf, but there is room 
for grain leathers as well as for black leathers. The one big 
feature of leather is the clever effect obtained by the tanner 
through the use of the printing roller. We have not only 
pigskins, lizards, alligator and all of the fancy effects that 
come natural to grained and specialty leathers, but we now 
get batik and basket weave designs and colorings put on 
with surface paint or with pressing. 


All the colors of the rainbow are to be had for trimming 
materials and if ‘used in moderation they have a place in 
good shoe designing. All of these leathers are high in price 
because tanners have accepted the policy of making leather 
only on condition that they can make money in selling it, 
and by holding down their production to actual require- 
ments. This has had the effect of giving to the higher grade 
leathers the place in high-priced shoes and has made the 
public pay many a merchant to get the exclusiveness which 
she knows are in his shoes through a limited output at the 
tannery. 


You will note that we-are emphasizing the use of these 
trimmings in small areas, rather than in whole quarters and 
in contrasting vamps. The typical selections on this page vary 
from plain low-heeled street wear to shoes having patent 
leather buckles and ornaments, for there is no exclusive 
period of the-day when some ornamentation of the foot isn’t 
possible. 
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Ornaments have sold more shoes 
when the entire effect was planned 
in advance. 





Black and white and reverse the 
above if you get a better price. 





Bordering the shoe with a novelty 
leather is making prettier shoes than 
full surface combinations. 
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Greatest Sport 
Summer Season 





A charming combination of black 
and white. 





A tongue bordered with a novelty 
leather is a new feature. 





Alligator is a wonderful trim- 
ming for exclusive sport shoes. 








HERE has never been a proper definition of shoes 

for sport wear. If we were to take the actual use 

of the shoes for sport, then we must confine our- 
selves to fairly heavy-built footwear with crepe or rubber 
soles. Most of the shoes used in the sport term are built to 
go with sport costumes. 

The development of natural fabrics known as Kasha has 
brought in the possibility of trimmings on the dress to har- 
monize with trimmings on the shoes. To do this the mer- 
chant must take a pretty long chance if he goes into the 
fancy color. 

We believe that the division of sport shoes has its greatest 
opportunity this year. For the sports costume shoe colors in 
kid with box heels have the right of way. 

Some of the sports costume shoes that are selling best in 
the land of play and sunshine are three-eyelet oxford effects 
with panels of tan or brown, shoes trimmed with alligator 
and lizard, patent leathers with bindings in novelty leathers 
and very low heeled slippers with broad waistline bands. 

Light tans will sell best. In actual sport footwear crepe 
soles have the lead. Some of the exclusive shops in the 
South have been selling sport shoes in canary yellow color 
with apricot and champagne playing a prominent part in the 
fancy footwear demand. 

One fact is positive—no store can overlook the importance 
of sport footwear this year. It is the one thing that will 
make his business profitable during the months usually 
given over to clearances. He has got to make his plans now 
for the footwear not only of the next quarter, but for mid- 
summer shoes that he ought to have in his store for June 
selling. 

He can go the limit on fancy effects because the general 
trend is in that direction. He is safeguarded by having thou- 
sands of other merchants showing precisely the same keynote 
styles. 
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HE very low heel, 7/8 in height, has appeared as 

the surprise number for the spring season. Some 
operators have even gone as low as the spring heel 

to get the same effect. The spring of the instep is taken 
care of inside the shoe by building up the shank without 
giving any appearance on the outside of such workmanship. 


To look at the shoe on the foot is to give the appearance 
of extreme youthfulness. That is the charm of the very low 
heeled shoe and it is being bought in all materials, but par- 
ticularly in brown kid and calf. 

These very low shoes are simple in outline and design. 
The idea is classic simplicity, ornamented only with a leather 
flap or strap of woven leather. The Gibson ties come into 
this family and they are often modified with a little cut-out 
on the side. The simple lines of these shoes give them a 
place for those women who want girlish effects to go with 
Peter Pan costumes, etc. 


Some very smart numbers in these shoes have been made 
up in fallow kid, ivory kid and champagne. There has been 
no particular interest in gray, in leather or satin. Even 
though grays have always been in some exclusive demand 
for spring-time, the difficulty this season being, however, 
that grays were not planned for. If Coolidge had pulled 
back his inauguration to January first, then Mrs. Coolidge’s 
gray costume would have aided some in making gray a real 
vogue. 

The shoe is completed by its trimmings. When even a 
rattan factory is brought into the game of braiding leather, 
you get some idea of the interest in woven straps for shoe 
designing. 

Lasts on sport shoes are round, full and roomy. Don’t 
select pointed toe lasts on typical sport shoes but reserve 
them for the smart whites worn for semi-dress wear. 
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Advance 
Style 





The sport oxford will always sell 
—especially with crepe rubber soles. 


The lower the heel the greater 
the problem of holding it on the 
foot—thus the heel band. 


The big New York surprise was 
the demand for a low plain pump. 
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| Profitable 
Feature 
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Spike heel effects give a straight 
front line smartness. 





Colonials have their place in the 
wide range of pretty shoes shown. 











The regular three-eyelet tie is 
good for a lace or a buckle of 
leather and metal at throat. 
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HEN women bobbed their hair they wanted some 

WW place to put the bows so they put them on the 

shoes. There is a limited place for bows this next 

season, but on this page we want to particularly emphasize 
the remarkable vogue for satin. 

In Texas the merchants reported that fully fifty per cent 
of their demand was on satin and that it was divided be- 
tween black and blond shades. In the blond family colors, 
everything from fallow to champagne had a ready sale. The 
big surprise was black satin, which is having a March run 
with the expectation that the light colored satins will sweep 
through April and May, leaving to whites, June, July and 
August. 

The satins have been interpreted in every form of shoe- 
making, even into corrective footwear. Blond satin is the 
biggest bet in colored satin this season. It blends with prac- 
tically any dress material. In many communities fallow is 
considered too light and too delicate. The same was said not 
long ago about satin as a shoe material. 

There are many new weaves of satin coming into the 
shoe trade, moire cloth and brocades, and the millinery trade 
is finding a bigger opportunity in shoes than in hats, for all 
manner of stitchings, appliques, even hand painting, is being 
put on fancy shoes. 

The pattern may be simple, but there is all manner of 
elaboration in the materials. It first might appear that the 
factory would make a decided saving by not purchasing new 
patterns, but the cost of hand work in the stitching room is 
increasing production expense, even though there has been 
considerable saving in the patterns and cutting of shoes. 

There are innumerable variations of the patterns that can 
be thrown into satin, ranging all the way from the three- 
eyelet tie to the colonial. The blond shade isn’t restricted 
to satin alone, because it is particularly well adapted to kid 
leathers as the model shoe shown on this page indicates. 


[ Page 75 ] 






















eee eee 


+- oe e 








4 















































BOOT AND SHOE RECORDER—QUARTERLY STYLES NUMBER—MARCH 7, 1925 


HE stitching machine has appeared on the scene as 

the leading lady for the advanced season, because of 

the many interesting effects that can be obtained by 
stitching. On the model shown there are five distinct colors 
of thread. The shoe, when looked at in the hand, seems very 
simple, but on the floor it has a charm which indicates very 
clearly that stitching will play a prominent part in the new 
shoes for the future. 


As far back as October 11, 1924, when the Recorder pre- 
sented its colors forecast for 1925, many cynical observers 
indicated that we had courage to say “black will remain a 
top liner. Combinations of black and white will share honors 
with the reverse combination.” We placed that item in bold 
face type to emphasize it because we felt assured of the 
authenticity of the color work of Eugene Peirce, who is 
expert color authority for the United Publishers’? Corpora- 
tion and the Boot and Shoe Recorder. 


We very emphatically said white footwear was assured 
as staple for summer wear. “White is gaining in dresses, both 
as a solid and in area when combined with colors.” What 
stronger evidence could be presented? 


Some of the smartest shoes for the next quarter will be 
black shoes with white trimming thereon to be followed in 
June, July and August with white shoes with black trim- 
mings, bearing out precisely Mr. Peirce’s recommendations. 


The demand so far in the southern resorts has empha- 
sized clearly that black and white had it all over any other 
combination. 


We are also illustrating on this page typical summerish 
shoes, because every store ought to emphasize the season 
of the year and the proper shoe for it. All sorts of sandal 
effects with bows, buckles, collars, straps, come under the 
classification of typical shoes for summer wear. 
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0A Black 
‘Revival 


(ontrary to 
Expectations 


The angle band is good when the 
ribbon is in color. 


Note how the D’Orsay line has 
been cut back, giving a new slant to 
strap. 


All sorts of sandal effects are to 
be seen. 








he 


«More Ornate 


Slippers 
for 


Evening Wear 


A thin collar of gold kid with 
one hole perforation makes this eve- 
ning slipper unusual for the base és 
black satin. 


Buckles, particularly rhinestones 
and some in color for evening wear. 





The metal cloth back with silver 
kid vamp is a good June bride 
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ITH plain D’Orsay and Regent pump effects for 
evening wear, the expense was put into the gold 
and silver leather. Now it is good business to move 


those shoes along into more elaborate footwear for June 
weddings and functions. 


The most remarkable feature in evening footwear has 
been the interest in heels. They are filled with rhinestones or 
inlaid with silver or mother-or-pearl. Some are covered with 
hand-tooled leather. There are panels in rhinestones or crys- 
tals and even in wood. You can go the limit on pretty shoes 
for evening wear. 


There is some interest in making this division of shoe- 
making run up to prices from twenty-five dollars up. The 
average store, however, must consider its evening footwear 
in harmony with pastel colored dresses. This means that the 
store ought to keep white satin numbers in simple strap 
effects that can be tinted and dyed to match the dress. This 
work is now so easy to do that many stores make a special 
feature of tinting shoes to match, not only in white satin, 
but in the metal cloths that have an iridescent base. 


The biggest evening shoe number is the Regent or 
D’Orsay pump with a little border line of contrasting mate- 
rial or with the entire quarter of iridescent cloth. You can 
go the limit on evening footwear and here is a place also 
for sparkling rhinestones. 


The important note in evening footwear, as in high-grade 
afternoon footwear, is the trend away from the short, 
French, stubby last to an American forepart with a twenty- 
five cent tip, and the lines of the foot are emphasized by 
appliques and stitching designs to give the appearance of 
shortness. 


We have tried in these ten shoes to cover basic styles as 
in the family of good sellers, for the next quarter. 
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TYLES for men do not center around any particular 
pattern. The vogue for broad-bottomed trousers in- 
sures the sale of broguey types to the younger men 

and shoe men are almost unanimous in their views that as 
long as the young men express their favor for loose-fitting 
trousers the place for the broad-toed and heavy-looking ox- 
ford is warranted. 

In sharp contrast to the clothing trend’s relation to the 
shoe for young men, the movement for lightweight, and 
in some cases featherweight styles, has gained more impetus 
than heretofore. It is a general opinion that the vogue for 
men’s lightweight styles is one that must be brought about 
gradually. It is obvious that there are ever so many more 
manufacturers placing an extreme lightweight style before 
the retail shoe merchants this year than last. Almost without 
exception every shoe firm making men’s footwear had sam- 
ples made, which indicates a growing trend for this type of 
shoe when compared with the progress of a year ago. Last 
year there were few houses putting out a lightweight pattern 
and the development is a healthy indication. 


The Light Tan Case 


No doubt the history of the light tan movement for men, 
which was commenced a few years ago as a measure to in- 
crease per capita consumption, can be used as a parallel to 
the present lightweight shoe case. Light tan oxfords for 
spring and summer wear were not introduced overnight. 
It took a few seasons before they were worn to any marked 
degree by men, and perhaps we can use that knowledge as 
a guide for anticipating the rapidity of progress for the 
lightweight shoe. Men regarded the sharp change from the 
dark brown and reddish brown hues to the yellowish tan 
tones as too marked. But they gradually saw the “light,” 
with the result-that the light tan oxford is the ideal style 
for spring and summer. In fact light tan shades are with us 
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The New 
Lightweight 
Patterns 


Manufacturers are using a heavier 
innersole as a means for giving the 
thickness to the entire shoe bottom 
which is detracted by cutting down 
the thickness of the outsole. A good 
view of the thin outsole going into 
lightweights. 


Stitchings are very plain. In fact, 
the entire appearance of the shoe is 
consistent with the lighter materials 
going into it. The severe plainness 
adds lightness in appearance. 


In some of the larger cities, the 
young sheiks are going in for patent 
leather oxfords for street wear. It 
isn’t living up to the slogan: “Shoes 
for the Occasion,” but some mer- 
chants report good sales on it for 
street purposes. 
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Double ‘Rows 


of 
Stitching 


Two rows of double stitching are 
used extensively. But the practice of 
placing several rows of close stitch- 
ing is not so pronounced; in fact, 
not common. 


The broad, roomy lasts are very 
popular. A bottom view, showing 
the broad lines all through the last. 
Heels are wide, and in this particu- 
lar last, the toe is blunt and wide. 


Looking straight down on the 
shoe shown in the main column. An- 
other row of stitching has been 
added to the above illustration, 
making two rows of triple stitch- 
ings. The model was made of a 
high yellow calf. 








to stay. Likewise the contrast between those heavy-looking 
types, which have been men’s style leaders for some time, 
and the very light-appearing featherweight pattern, is also 
very marked. One manufacturer has made a wise move to 
overcome this feature by making a shoe that ranks just be- 
tween the featherweight and heavier type, both in appear- 
ance and structure. 

There is every indication that marks the lightweight-shoe- 
for-men-movement as a healthy measure to bring about a 
greater per capita consumption which will consequently 
benefit the entire trade. If it takes hold in a gradual way and 
develops into as well-defined a subject as to stamp the type 
of shoe for the season, it will accomplish the most desired 
and most constructive feature for the industry. There’s no 
question but that it would be an ideal condition to have men 
buy a distinct shoe for spring and summer and regard it as 
solely a shoe for mild season, consequently resulting in the 
retail shoe merchant selling a heavier oxford or shoe for 
fall. 

Closely Trimmed Edges 

The wide toe last has been used extensively in the manu- 
facture of patterns for spring and summer wear, yet the 
styleful effect does not border too much on the broguey 
effect, due to the fact that the edges are closely trimmed. 
The wide extension employed on welts of shoes for the 
young men desiring the extreme brogue models, is missing 
in the new patterns, The effect is very good; it gives a broad 
and roomy shoe for a man, carrying plenty of style, which 
is brought about mostly by the skillful finishing of the close- 
ly-trimmed sole edges, rather than by broguey lines. 

There is little difference in the tone of the light tan 
shades of leather. Some use a yellowish hue in leather going 
into light shoes. The reason for this, it appears, is to put 
more force behind the effort to sell black shoes as well as 
tans. A man, wearing any of the light tans, possessing any 
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degree of dress consciousness would feel out of place if he 
wore light tan shoes. It looks as if the trade has accom- 
plished something with the light tan idea. 

Stitchings, mostly in double rows, are used in many styles. 
There seems to be a tendency to break away from the prac- 
tice of applying several rows of closely placed stitchings. 
Pinkings are very smart; finer designs being employed on 
many new styles. Pinkings extending along the vamp to the 
quarter are generously used. Tips are being perforated in 
lighter designs on shoes for street wear, but, of course, sport 
types call for heavy perforations. 


Big Sport Shoe Year 


It ought to be a big sport shoe year. The influence of the 
new biscuit-colored flannel trousers for young men is ex- 
pected to be favorable on sport shoes. One manufacturer, 
who always does a splendid trade on men’s sports, has de- 
signed a shoe to match the biscuit trousers. It is a wide toe 
model with tan calf wing tip and elk vamp. The elk matches 
the biscuit shade very well. Black calf with elk is shown in 
many new sport models. The crepe sole is used very much, 
and is favored over any other type. White buck is also used 
in many sport types. It contrasts well with tan calf, which is 
used for tips, backstays, etc. 

The reception of the tie is a debatable question, but prob- 
ably its place is in the classification for lightweight shoes. 
Some designers have taken a long step forward in trying to 
combine the most style possible in ties. A broad, almost 
square, toe tie is one of the latest developments in this type. 
It’s built over a brogue last. 

There’s something in the fact that many stores report en- 
joying good success in selling more than one pair of shoes to 
men when they enter in the “buying mood,” interested at 
first in only one pair of shoes. Many houses have had marked 
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Pinkings Are 
Fine and 


Distinctive 


One of the best-looking bets, al- 
though of a heavy type. Made in a 
light tan calf, with a distinctive tip 
and vamp pinking to add a dash of 
swagger. Invisible eyelets and solid 
leather heel. 


Finely spaced stitching and a fine 
pinking used harmoniously on a bal 
pattern for spring and summer. 
Edges are trimmed closely, another 
feature stressing a neatly designed 
appearance. 


Another model featuring pinking 
and two rows of stitching. The last, 
over which the above shoe was 
made, is one of the best sellers for 
spring and summer. It’s a medium 
brogue. 
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Shoe men look for a big sport 
shoe season and anticipate this type 
of shoe being sold freely to men for 
outdoor use besides for wear on the 
golf links and sporting occasions. 





The panel vamp is not new, but 
Aas been brought out for this season’s 
sale because of its acceptance last 
year. The vamp is of tan or black 
calf, the rest of the shoe being of 
ehite buck or elk. 





The crepe rubber sole is to be 
wery popular. The wing tip, as 
usual, is favored very strongly in 
sport patterns. Buck, elk and calf 


are sport shoe materials. 
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success in selling men a couple of pair, and sometimes sev- 
eral, by employing the suggestive method. 


When Men Are in a Buying Mood 

When a man enters a shoe store he’s in a buying mood and 
that is the time when the shoe merchant must make the most 
of opportunities. He has a chance to sell him a street shoe, 
dance oxford in season and sport model for spring and sum - 
mer. Sport shoes are very striking and do not necessarily 
mean one must tread the golf links to wear them. They are 
ideal for many other purposes. Unlike a woman, a man 
doesn’t enthuse over the opportunity to have a pair of shoes 
fitted. So it’s well for the salesman to appreciate that it’s 
no easy thing to get the man into the fitting chair, but it’s 
significant that he’s in a buying mood and will be receptive 
to suggestions for extra pair purchases. 

One of the newest trends in styles was announced recently 
in the advertisements of a men’s manufacturing company in 
Brockton. The shoe is made on a wide-toe last in light tan 
material. The toe carries a ridge effect in the center, parallel 
to the welt. It’s something decidedly new, the advertisement 
describing the effect as a “sweeping swing extending around 
both sides.” 

Patent—the Sheik Shoe 

A patent leather oxford, the type worn on the dance floor, 
is the “sheik” style for spring and summer. In the larger 
cities it has gained a good deal of force as a street shoe, but 
in the main when worn on the street it is usually part of the 
wardrobe of the young man whose clothing is also of the 
extreme fashion. The patent oxford with the side gores is 
also favored as another street shoe pattern for spring and 
summer. 

Influence of Clothing Styles 

Manufacturers and pattern makers are constantly watch- 

ing the style trend in men’s clothing, particularly young 
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men’s, as indicative of what type of shoe to design to ac- 
company apparel. One of the managers and buyers of a 
women’s shoe department in a large city department store 
recently said he derives unlimited value from the style 
knowledge he obtains from the women’s clothing depart- 
ment. He applies it in his shoe buying, reasoning that he can 
be guided very accurately this way in selection of materials. 
And today material is more important than patterns in 
women’s lines. 


Of course, the clothing style trend in its relation to the 
men’s shoe business is not so closely related as women’s but, 
nevertheless, it is watched closely by those eager to put the 
right type of style on the market. The retail shoe merchants 
can be guided as accurately as the manufacturers in this re- 
spect and perhaps be a few steps ahead of the game if they 
watched what’s what in the representative men’s clothing 
stores for young men. For instance, the new spring suits in 
materials will be in a variety of colors, with plenty of light 
effects, meaning light tan shoes will be worn to accompany 
them. 

Young men’s trousers continue to be full at the knees and 
bottoms, which guarantees a place for the broad last pat- 
terns. A narrow-pointed shoe would be entirely out of place 
if worn with a pair of wide-legged trousers. One shoeman 
expresses his style ideas about broad-toed, broguey patterns 
in a concise way—“Of course, we featured broad-toed and 
broguey styles for men before there was a vogue for wide 
trousers, but this gives more impetus to the movement. As 
long as these trousers are in style, so will the ‘doggy’ brogue 
shoes sell freely.” 

An incident that’s indicative of how closely men’s cloth- 
ing styles are watched by shoemen was recently observed 
when the new biscuit-colored flannel trousers for men came 
out. The shoe designers at once saw the place for sport shoes 
in elk with tan calf to contrast in saddle and apron effects. 
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Novelty Sport 
Pattern 





A tie of lightweight proportions 
made over a very wide last. Ties are 
being experimented with in a big 
way, as its association with the 
lightweight shoe movement is very 
intimate. 


Ki / Om 





The three-eyelet tie, a sketch of 
the main pattern on this page. The 
shoe is made in white buck with a 
tan calf apron, a popular combina- 
sion at the Southern winter resorts. 





The throat of the tie is cut quite 
low. The marked success of the tie 
for women was interpreted as sig- 
nificant that it would meet with a 
good demand by men. 
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The Schmidt Washable Chrome White Calf is today in demand for early 


Spring and Summer shoes. 


This white leather is also made in Basket, 


Golf, and Eric grain finishes for sport and street shoes 


Car. E.Scummprt & Co. Ine. 


Tanners of the Schmidt Calf Leathers 


DerTrRoi7, USA. 


Boston, USA. 























THE SCHMIDT CALF LEATHERS 
FOR ELEGANT FOOTWEAR 


Car. E.Scumiprt €& Co. lne. 
Tanners of the Schmidt Calf Leathers 
DetTrRoi7, U.S.A. Boston, USA. 


OUR NEW SABLE BROWN CALF 
Is a rich, lustrous brown, which blends in harmor 
all populal Paris and New York shade 
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oA TREMENDOUS business is in sight, in fact is being 
done, on turn footwear. Have you ever considered retailing 
turns along with your other shoes? More sales are sure; 
more profits are certain; more trade is served and satisfied. 
Our patent “step-in” pump with the checker instep band of 
patent and blond kid, is a pronounced hit. In various leathers 
and the popular colors of satin it is equally effective and: 
salable. Save time and money specializing on W & D turns. 
T ake a stand with a strong line for bigger and better business 
this season. 


Witherell &§ Dobbins Company 
Haverhill, Mass. 


Boston Office, 110 Lincoln Street 


The W & D Line of turn shoes is featured in 
the Chicago market by 
Harper Kirschten Shoe Co. 
In the Boston market by The Hub Shoe Co. 
In the Philadelphia market by the 
Brav Shoe Company 
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Education and Organization 


Being the third of a series of economic discussions 
on the subject “‘MAKE A PROFIT OR QUIT” 


O BUSINESS can succeed; that is MAKE A PROFIT, if it does not know the FACTS 
necessary for the wise conduct of its affairs. 


“The fundamental of every economic action is to first determine the fact”—Herbert Hoover 
said that in his address at the National Distribution Conference in Washington in January. He 
further said, that, for the evils that beset business: “‘The only remedy I know is Education.”’ 


Education is the Basis of Organization for Profit 


No business can operate intelligently unless it knows, continually, the essential facts underlying 
that business. The acquirement and analysis of these facts is Education, which is the result of 


experience and study. 


This Education is the necessary basis and foundation of proper Organization for Profits. 
Ignorance and Unfair Competition 


Without Knowledge of the necessary facts a business operates in blind ignorance— 





Ignorance of efficient methods of conducting business. 
Ignorance of the true meaning of figures, actual and comparative. 


Ignorance of the prime importance of accurate records of stock, turnover, volume 
orders, prices, selling costs, overhead, merchandise, etc. 


Ignorance of authentic sources of information on markets, values, styles, trends, 
conditions. 


Ignorance of assets and liabilities and their relation to previous years. 
Ignorance of any of these things is hazardous; ignorance of several or many is ruinous. 


It is ignorance of this character which creates, morally if not legally, unfair competition. 


Educated Competition in the Future 


The next few years are bound tosee the introduction of many finely informed men in business. 
Thousands of young men are attending our universities and business colleges. In 1924 about 
100,000 were attending the 900 colleges, professional and business schools in the United States 
and very many of them will find their way into business, with minds trained to think clearly, 
and imbued with the sound principles of successful business conduct. Time will do the rest. This 
is the quality of competition that is to lead our business in the future. It will be intelligent 


competition, organized for Profit. 


It behooves every person to KNOW HIS BUSINESS. 





That is the only foundation on which intelligent Organization for Profit can be built, whether 
great or small, individual or co-operative. 


Organization for Profit 


It is all too apparent that a tremendous number of concerns in our industry do not understand 
or practice the principles of organization. 


They may have their factories and stores well organized to produce and market goods on a fairly 
competitive basis— 








BOOT AND SHOE RECORDER 


They may have excellent systems and records that reveal the proper information for their 
guidance— . 


They may have access to and know how to utilize marketing information— 


But in countless cases they fail completely to follow the true principles of distribution; that is, 
organizing their selling end. 


Selling Organization -- The Weakest Link 


The offices of the Boot and Shoe Recorder are flooded continually with letters, telegrams, tele- 
phone messages, and personal visits of manufacturers looking for salesmen, and of salesmen 
looking for lines. j 


The formula is always the same—the manufacturer is looking for an A-1 man with established 
trade; the salesman is looking for an A-1 line with established business. 


The manufacturer wants a trained producer of business, whom he has done nothing to train or 
make into a producer of business; the salesman wants an established line, that he has done nothing 
to help establish. 


I submit that there is something wrong here and I don’t believe that it is usually the salesman’s 
fault either—he is the victim of a bad, unsound system. 


As a rule, our manufacturers seem to expect to buy their selling organizations ready-made—by 
somebody else. They seem to have no idea of training and making their own. Needless to say no 
such sales organizations are available out of hand. 


Under the present nearly universal system few concerns trouble to educate and train the traveling 
salesman and prepare him for useful, efficient, economic service. He must get his experience and 
training when and how he can. 


This results in wasteful, inefficient sales organizations and by no means makes for the develop- 
ment of the kind of sales representation which ought to be provided for this industry. 


The manufacturer and wholesaler should prepare his selling organization to be the expert advisers 
of buyers as far as his goods are concerned. Nobody else can do it for him. He should be training up 
young men for the vacancies that time always brings, by successive steps for the important work 
of intelligently and efficiently representing him with the trade; training them in his methods, his 
goods, his service. 


The present system is extravagant, beneficial neither to manufacturer, buyer or the salesman 
himself; it is subversive of loyalty and expert advisory knowledge; it tends to chaos and con- 
fusion, where concentration and definiteness is so much needed. 


All of this is true in relative degree and practice in the field of retailing. 


Among many needed reforms in this industry of which Education is the remedy, none is more 
significant and imperative than scientific, intelligent, efficient sales representation, whether 
among manufacturers, wholesalers, or retailers. It is far the weakest link in the economic chain; 
it is one of the great reasons why so many do not conduct their business so as to MAKEA 
PROFIT. 


To Organize for Profit—Concentration is the immediate need, allied to Education, particularly 
in distribution, that is, in the selling end of the business. 


Publisher, Boot and Shoe Recorder 
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GLOVE-GRIP SHOES 























ARNOLD GLOVE-GRIP MODEL 726 
WILL GO BIG WITH YOU—TANS ARE IN 








which will sell from early Spring until late Fall. Tans are back 

and they are here to stay. In buying Arnold Glove-Grip shoes 
you avoid the risk which accompanies some shoes. No freakish de- 
tails of design are depended on to win public favor. The “Glove- 
Grip” feature is more appealing. It is a feature that makes Arnold 
shoes ideal for women who want to dress their feet attractively, at 
the same time, comfortably. As a selling proposition ‘“Glove-Grip”’ 
shoes are unbeatable. Once worn they are wanted whatever the 
price. Deliveries from stock on the above number can be made same 
day order is received. Get in on this Nationally advertised line with 
all the dealer helps we furnish to help you put it over. 


Folded tip. Half rubber heel. Sizes AAAAA/AAA 4 to 
10; AAA JAA, AAA/A and AA/B 3 to 10; A/C os 
B/D 2% to 10. Price $6.85 


- acade Arnold Glove-Gri , ' 
ee Lan ak A tt combination inst. , | THIS is a very popular model on a popular last. It is a number 


Manufactured only by 


M. N. ARNOLD SHOE CO. 


NORTH ABINGTON, MASS. 


Write today for this Catalogue “‘S.”’ NEW YORK OFFICE: 127 DUANE STREET 


Illustrates and Prices Glove-Grip 
Stock Styles. BOSTON OFFICE: 10 HIGH STREET 








March 7, 1925 





N 


BOOT AND SHOE RECORDER 





Branches: Boston Cincinnati Milwaukee St. Louis 


RUEPING’S 


SEMINOLE CALF 
WHITE 


HITE calf is fast gaining favor in fashion 
W circles, and now claims the careful 
attention of the shoe buyer. Already 
there is a marked demand for this leather—and 


a decided preference is shown for Rueping’s 
SEMINOLE CALF, White, because of its ex- 
ceedingly fine grain, mellow feel and snowy 
whiteness. 


In weights suitable for the daintiest of footwear. 


Write for 


a sample 


Fond du Lac - - - Wisconsin 


New York 
Chicago San Francisco Montreal Northampton, England 


“*This is a calf year’’ 


FRED RUEPING LEATHERCQ 
FOND OU LAC WIS USA 


FRED RUEPING LEATHER CO. 
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USC 


Tack Cutting 
Nippers 


Four thoroughly dependable 
nippers for tack cutting are G/C, 
Climax, Bernard and Manchester. 
Each is guaranteed to perform sat- 
isfactorily its specific purpose. 
The GAC Tack Cutting Nipper, 
which is probably the most gen- 
erally used, is strongly built of 
the best tool steel and is cleverly 
curved to secure the most effi- 
cient results. Climax, Bernard 
and Manchester are equally well 
made, Climax offering the desir- 
able feature of removable jaws 
while Bernard is of compound 
construction. 





CLIMAX 


These nippers are made for cut- 
ting tacks only. There are other 
nippers in the G/€ line suitable 
for heel nails and the like. 











United Shoe Machinery Corporation 


BOSTON, MASSACHUSETTS 


Auburn, Me. 87 Main Haverhill, Mass. 145 Essex Milwaukee, Wis. 258 Fourth Philadelphia, Pa. 221 North 13th 
Brocktor, Mass. 93 Centre Johnson City, N.Y. 276 Main New Orleans, La. 216 Chartres Rochester, N.Y. 130 Mill 
Chicago, Ill, 18 South Market Lynn, Mass. 306 Broad New York, N.Y. 37 Warren St. Louis, Mo. 1423 Olive 


Cincinnati, O. 708 Broadway Marlboro, Mass. 11 Florence J.K. Krieg Co.N.Y.39 Warren San Francisco, Cal. 859 Mission 
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COL _UMB BUS.OHIO 


ones Leather or Tan Calf 


A unique ribbon tie conception, with 
14/8 Celluloid Spanish heel. Full round 
toe last. Ready for immediate shipment. 


Patent Leather Tan Naco Calf 
No. 5634X.. . .Price $4.85 No. 5635X .. . .Price $5.00 
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No. 6728—Black Kid Arch No. 6011—In Stock, ites, an 
Relief Two-Strap soogvent Arch Relief Oxford, 
Welt, = Rubber Heel.’ Welt, 12-8 Rubber Hote 
bination Last. No. 131. Price bination Last. No. 118. Price 
* $000 $4.75 $4.60 
, as above. No. 6727—Same as —~. No. 6010—Same as above. 
Brown Kid. Price........ $5.35 Brown Kid. Price........ $5.50 Brown Kid. Price........ $5.35 
i 221% 9, ¢) 
, ——- | < 24 
v Gero nae. 
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People Don’t Like Substitutes 
for Anything 


HE American public is being educated 

in regard to leather and its indisputable 
superiority for every type of sole. American 
leather in American shoes is a. combina- 
tion defying competition by substitutes. 


The merit of our special tannages for the 
shoe trade is a big talking point in selling 
shoe values. “Company” leather in whole 
stock or in the soles you buy will go a long 
way toward convincing the public that — 


‘‘Nothing takes 
the place of 
Leather” 


The United States Rubber Company 


New York Chicago Cincinnati St. Louis Richmond 


The United States Leather Co. of Mass. 


Boston 





SELLING AGENTS 


McADOO & ALLEN A. J. & J. R. COOK 
Philadelphia San Francisco 
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CGINONNAL 


FOR STYLE ~ QUALITY~ SATISFACTION 








There is a place in every shoe 
store in the United States 
for a Cincinnati-made line. 
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Additional Business Worth? 


T COSTS real money to establish a permanent, 

profitable, retail shoe business. And a great 
part of this expense represents the cost of ac- 
quainting the women of your town with what you 
have to sell. 


In every town there is a “ready made” business 
for the merchant who sells the famous J & K 
arch-fitting shoes. A definite investment has been 
made to acquaint your public with the smart style 
and general good qualities of J & K footwear. 


Women know about J & K Shoes. Money has 
been spent to teach them. More money is 
now being spent to keep them interested. 








If you were opening a new store in a strange town, 
the value of this public acquaintance with J & K 
Shoes would be obvious to you. As an old, estab- 
lished dealer the opportunity thus offered for 
additional business must be equally apparent. 


Won’t you write and let us send a representative 
to discuss this subject of additional business with 
you. 





Gwe Julian So Kokenge Co- 
Makers of the famous SéioK Gich Fitting Shoes for Women 
426 E 4th St. Cincinnati.Ohio. 
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The most expensive advertisement 
in the world. 


‘T MAY be large or small. It may carry an illustration or it 

may have just a type layout. It may have a favored posi- 

tion or it may be surrounded by legal notices. It must be 

only one thing to make it the most expensive advertise- 
ment in the world— 

It must be unread. 

Unfortunately, millions of these “most expensive’ advertisements 
appear every day in newspapers and in magazines. They are appar- 
ently written under the pathetic delusion that the general public is 
as much interested in the product described and in the merchant 
whose signature adorns the advertisement as is 
the manufacturer of the product and the mer- 
chant in question. They fail to realize that nine 
people out of ten—or 99 out of 100—are what 
the salesman calls ‘cold prospects "—very cold. 
In order to be read, an advertisement must con- 
tain something that interests the reader as a 
human being. After that interest is aroused, it 
can go on and interest him as a prospective 
purchaser. 

To come down to cases, and particularly to 
footwear cases, let's consider two advertisements 
for the same shoe—an evening slipper in gold 
kid. Advertisement No. | reads as follows: 

(continued on page 100) 








THE QUALITY SHOE 
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The Drum Major 


He's the man who always leads. Be the 
Drum Major in your town. Sell Cahill’s 
Catchy Creations, as these shoes will stamp 
Your Store as the leader. 


Our styles are catchy and still they are not 
exaggerated. Buy safe styles from Cahill. 





N_N 


5222-A 


Presented in Ritz Calf with a Blond 
Suede Patch Vamp. 

Also pleasing in all-over Patent or all-over 
White Kid. 


THE CAHILL SHOE CO. 


CINCINNATI 





MARKET OF AMERICA 
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Backed By a Reputation for 
Dependable Shoemaking 


Style is essential today, but not style 
alone. It must be backed by a fine 
reputation for dependable shoemaking 
—unvarying quality, scientific fitting 
and perfect workmanship. 





On no basis can you select a line that 





The Pablo is consistantly salable. 
Of Hollywood Calf, with . 
4 ean The Stanley-Duttenhofer Shoe Co, 


Makers of Fine Welts and McKays 
Cincinnati, Ohio 


STANLEY 
DUTTENHOFER SHOES 


are eee 


talakl: 10 the Last pair 
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rippendorfs 
ependable 


Styles 


BRS? 


P Newmad or TWO AHEAD 


*“*THE MAUD STRAP” 
Russia calf inlaid with 
basket weave, Davy —~ 
tailed at $6.00” Styles by Krippendorf unerringly 
reflect the definite trends in fash- 


ion. This, you can depend upon. 


Leading merchandisers of the 
country recognize Krippendorf 
shoes for their superior workman- 
ship, fine fitting qualities and 
timely style. 


The Krippendorf ‘Dittmann Co. 
Cincinnati, Ohio 


Style Quality Service 


“THE AURORA” 
Made of white kid, trimmed 
with patent leather, con- 
cealed gore under bow. 





“THE ATHEA GORE 
STRAP” 


Black satin, gimp fitting. 
concealed gore under bow. 
Beautiful in white kid or 
patent leather. 
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Trade Mark 


Reg. U. S. Pat. Of 





* MIAMI STEP-IN 
OXFORD 
A May Manton Shoe 


We make novelty shoes of the most attrac- 
tive style qualities, too. Look at this 


Miami step-in oxford. Choice of gun metal, 
Naco calf or patent, in any color with con- 


* trasting co $4.60 


ad Welts, 50 cents more 
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The Fit of the 
Last Counts 
Most J 


Nearly all the value of any corrective shoe lies in the FIT 
of the last over which it is built. 


The B. W. (Business Woman) last is an unsurpassed fitter— 
as B. W. dealers and B. W. wearers KNOW. 


That's one reason for B. W. supremacy. Another is the fact 
that it is an all-year-round seller; its value never depreciates. 


Our new B. W. 4-strap correct slipper (illustrated) has all 
the style of the latest novelties. This combination can't be 
beaten. 


We Carry the Stock— You Get the Turn-Over 


Made in black kid—oxford or smart 4-strap 
slipper. In stock, ready to ship, net 30 days. 


B. W. OXFORDS 


No. S—400 No. S—403 No. S—404 
BLACK KID OXFORD BLACK KID OXFORD BROWN KID 
(Arch Corrective) OXFORD 
AAA,5 -10 B,3%10 AAA, 54-10 =B, 334-10 (Arch Corrective) 
AA,S5 -10 C,3 -10 AA,5 -10 C,3%10 AAA, 544-9 B, 3%9 





A.4%10 D3 -10 A,4 -10 D, 315-10 AA,S -9 C,3 9 
E,4 -10 E,4 -10 A.4 9 D4 9 
$4.60 $4.80 $5.20 
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FAS HIONED FOR MILADY’S PLEAS URE 


“The newest mode of the season is shown in this charming 
evening slipper in gold kid, certain to delight Milady's heart. 
Graceful in every line, chic and modish, it is among the season's 
most attractive footwear. And only our tremendous buying power 
permits us to offer this distinctive slipper at the low price of 
$12.50. Come in and see it today!” 


Now this is by no means a “horrible example” of footwear adver- 
tising. If a woman bought a newspaper to read shoe advertisements, 
this advertisement might reasonably be expected to interest her in 
the shoe in question. But there is nothing about it to attract the 
attention of anyone who, not being desperately in need of evening 
slippers, fails to read the shoe advertisements with minute attention. 
““Milady’’—"‘newest mode’’—"‘certain to delight’’"— ‘chic and mod- 
ish" —"‘most attractive’—“buying power’—"‘distinctive slipper’'— 
the whole advertisement is a collection 
of phrases which have been used so 
often, and unfortunately still are being 
used so often, that there is nothing in 
them to attract attention or arouse 
interest. Suppose the advertisement 
were written like this: 


THE SLIPPER THAT MIDAS 
TOUCHED 


“You remember King Midas, 
whose touch turned every thing into 
gold. Mrs. Midas must have had a 
marvelous collection of gold eve- 
ning slippers. Yet none of them 
could have been any finer than 
this slipper in shimmering gold 
kid. For evening wear,(of course), 
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and a most appropriate final touch for the “costume complete,” 
worn on occasions that are most pleasantly anticipated and 
longest remembered. The price is $12.50—the slipper is shown 
in our window today.” 


Now this advertisement, especially when run with a sketch of 
Midas and his golden crown, is human. It gets away from all the 
“Milady™ and “modish” and “‘most attractive’ and “buying power’ 
and all the rest of the poor, outworn words that have lost whatever 
persuasive power they once may have had. Yet it tells just as much 
about the slipper as does the commonplace advertisement. It has 
just as much “‘selling power’ and it has infinitely more “candle 
power —it shines out on the newspaper page—it is read. 

We've written this editorial on the assumption that you, as a pro- 
gressive shoe merchant, believe in advertising. And we've written it 
in the hope that you will write your advertisements from the point 
of view of candle-power as well as from the point of view of selling 
power. Ten people will read an interesting, human advertisement to 
every one who reads a hackneyed, tiresome advertisement. Yet the 
well-written, interesting advertisement can contain every ‘'selling 
point’ that the uninteresting advertisement may carry. 

The “Midas” advertisement is an adaptation of an advertisement 
used by The Potter Shoe Company, Cincinnati, Ohio. We believe 
that it is the type of advertisement that is read, while the “Fashioned 
for Milady’s Pleasure” is the type of advertisement that is not read. 

And the unread advertisement is the most expensive advertise- 
ment in the world. 
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THE PARADE OF VOLLMAN-LAWRENCE BALLOON LASTS 





THE BANDO 
ON THE 


BALLOON 





In all Patent Leather 
Light Shade Tan Calf 
Black Satin, 12/8 Heel 


And what a sweet tune these Balloon Last Shoes are playing on 


the cash registers of our customers. 
Opportunity, they say, comes but once in a lifetime, but for live, 
up-to-style merchants it comes every time a Vollman design and 


pattern is born. 
Fast-working, money-making merchants are right up in the 
parade, stepping to the tune of our Balloon lasts. 


Growing Bigger and Better Z Day 


So Clo President 


‘alk and Be Healthy 


ae, Reese LAyRENEE: Co, 


STATION & 








mi MARKET OF AMERICA 
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The Robin—This fashionable step-in pump is 
a style, on which quantities are continually 
| through the factory in the materials 
i below. Can be shipped in 20 days after 
receipt of order. 


No. 1015—Patent with champagne underlay. 
14/8 wood-covered epee — heel, AA to 
C widths. . .$4.50 Net 


No. 1016—Tan 1 calf with saiaietia underlay 
14/8 onmeieneeanal oa bape AA to C 
widths. . . .$4.50 Net 


No. 1017—Black satin with black Kaffor kid 
perforated saddle with satin underlay, 15/8 

+ yap — heresy levee: AA to C 
widths. . . .$4.50 Net 
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THE REO 


An attractive model in the ever-popular white kid. The ‘‘Reo’’ is made to order. 


They may not say it 
» + « « but they'll think it! 


Women aren't likely to say “Is that all?"’ when you tell them the 
price of these Holters Style McKays. They re far too clever 
shoppers for that. But theyll think it—which is more important 
—and they'll walk out of your store with a pair of these shoes 
that look as if they'd cost much more than they really do. 


Here we show two models of these Style McKays—the “Reo” 
and the “Robin.” Correctly styled and carefully finished, they 
are made to retail at from $6.00 to $8.50—a price that makes 
sales certain. 


THE UNITED STATES SHOE COMPANY 


The Holters Company Branch, Sixth and Sycamore Sts., Cincinnati, Ohio 


CHICAGO OFFICE 
210 Security Building 


MINNEAPOLIS OFFICE 
723 Boston Block 





MARKET OF AMERICA 
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Too Fast 
for the Mails! 








When women want The Red Cross Shoe—they want it—immediately. 
And when The Red Cross Shoe merchant wants more shoes—he 
sends wires—like the one above. - 
‘Come atonce—need more Red Cross Shoes—wire usimmediately— 
If you'd like to carry shoes that turn over too fast for the mails — 
let us know, and we'll talk things over right away. 


The United States Shoe Company 


The Krohn-Fechheimer Company Branch 


Sixth and Sycamore Streets, Cincinnati, Ohio 


ae 




















Pacific Coast Representative New York Office 
Saul Berner, 418 Pacific Building 
- ~ Red rss Shoe —— 
: , 


eee MARKET OF AMERICA 








When writing te advertisers please mention Boot anv Suoz Reconpur 





M 


eA) 








25 





vrs 





March 7, 1925 BOOT AND SHOE RECORDER 105 


ye OS Ss! es RS 


ee ee ee 








Selling More 
Than Leather... 


‘i F 
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ute 
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You sell more than leather 
when you sell The Red Cross 
Shoe. You sell an exclusive 
feature—the “Limit” last— 
the last that gives perfect fit, 
and that sets off the Red 
Cross Shoe from all other 
footwear. You sell a trade- 
bringer, a friend-maker, and 
a profit-getter. Not one more 
shoe—but one better. 


a 
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A Salesman that Makes Five Million Calls 


The advertisement reproduced At a conservative estimate, more 
above will appear as a full page, than 5,000,000 women will see it. 
in four colors in The Ladies’ Home It is a salesman for The Red Cross 


Journal for April 1, 1925. It will Shoe—a salesman that makes 
go into more than 2,000,000 homes. 5,000,000 calls. 


THE UNITED STATES SHOE COMPANY 


Krohn-Fechheimer Company Branch 
Sixth and Sycamore Sts., Cincinnati, Ohio 


Pacific Coast Representative ross New York Office 
Saul Berner, 418 Pacific Building Rec ro) Sie 1404 Bush Terminal Building 


San Francisco, Calif. 
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When the Sky’s the Ceiling... 


Tennis, golf, boating—what a host 
of happy activities out-door days 
suggest! And for them, a sport shoe 
that’s correct in every line—a spark- 
ling, well-styled bit of sport footwear 
to add its touch to the ‘costume 
complete.” In the fashionable two- 





' 
Tweens Elk sport enfeed tone effect, with a distinctive, con- 
creased vamp, ronounced ; 
oer agua fora trasted color saddle and genuine crepe 
wT" rubber sole and heel. The price is 
only $5.00. 


THE UNITED STATES SHOE COMPANY 


The. Val Duttenhofer Sons’ Company Branch 
Sixth and Sycamore Streets, Cincinnati, Ohio 
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LOST a customer 


Customer: “I want a pair of comfortable boots for winter wear.” 


CLERK: «« How are these, sir? —sturdy, flexible, medium weight and built on the 
most comfortable last of the year.” 


Customer: “Fine, but let me have them with lacing hooks.” 
CLERK: “Sorry, sir, we don’t carry them with lacing hooks.” 


Customer (departing in haste): “Why do they take pains to make and sell a so-called 
comfortable shoe that doesn’t include the greatest comfort feature of all?” 


vw 


Qf “ers 
eyelets and lacing hooks 


TUBULAR RIVET AND STUD COMPANY 
SNITED SHOE MACHINERY CORPORATION, Selling Agents, 205 LINCOLN STREET, BOSTON 
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PATENT’S PLACE IN THE SEASON’S STYLES 


Merchants who select their leathers as carefully as they 
select their styles are concentrating in increasing numbers 
on STERLING for Patent footwear of whatever grade or 
price, for the broad representation of Patent lines indicated 
by advance style tendencies. 


Sterling Colt Sterling Hid 


Sterling 


169 23 0. oO) ae 27-0 Wb 50. is tan Op 7-5 0 0 a Ol 0). 027-0 Ab Ol WO). im 
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Reed’s 
Styles 








The Broadmore 


A distinctive pattern now selling 
big. Made in leather or satin 
with inlay and stitched design. 
A full Spanish Louis, Spike or 
Box Heel. 


Thirty Day Delivery. 











AVORITES with fashion-loving women 
F:. with keen merchants because they are 
REAL shoes—trightly constructed, beauti- 
fully styled and remarkable for perfect fitting. 


REED’S SHOES spell “greater turnover’ and 
“better profits.” 


E. P. REED & CO. 


Rochester, N. Y. 


New York: 299 Broadway, W. D. F. Gibson 
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HEN a line of shoes is made 
to be sold at a medium, or 
even a low price, there is 
no reason why price only should be 
considered in selecting the leather. 


The more excellent the leather value 
which can be put into such shoes, 
the more frequently and permanently 
they will sell. 


To “‘shop around”’ for leather at a 
price to be used in such shoes, cannot 
give the value which the buyer will 
appreciate as unusual for that grade 
of shoe. 


CORONA—The Peerless Patent 





The BEEBE lines include VICI Kid, 
CORONA Patent, Suede Calfskin, Black 
and Colored Grain Calfskin. 
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E have always made a 

specialty of fitting the best 

leather procurable to the 
desired grade of shoe. 


And then having provided the leather, 
we carefully maintain the quality 
selected. 


In other words, we help the manu- 
facturer and his customer, the re- 
tailer, to govern the leather quality 
of their shoes, whether they be high, 
medium, or low in price. 








“*There is only one VICI KID — 
There never has been any other’ 





Also Sheepskins, Side Leathers, Calf 
Linings, Splits, Satins and Cotton Goods. 
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Shoes of Cedar Cliff 
Satin worn by Terry 
Carroll in “Big Boy. 


you can always sell shoes of CEDAR 
: CLIFF SHOE SATIN with the knowl- 
\ edge that you are giving the best the market 
_ affords — the lustre and enduring 
qualities give lasting satisfaction. 











Satin shoe with double ankle ‘‘Worth a Little More to the Woman 


nd fastened with bo if ” 
stitching gives emart “Anishing Who Knows 


From Bliss & Perry. 
=. ryport, Mass. 


CEDARCLIFF 





PURE DYE N 
The CEDAR CLIFF SILK COMPANY 251-255 FOURTH AVENUE, NEW YORK 
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BLOND SATIN 


No. 725 Price $3.75 
All blond, button and bow, 15/8 full breasted spike heel. 
Code “BLONDY” 
B—C widths 





GOLD and SILVER 
No. 228 Price $4.50 


Silver, genuine imported brocade, genuine kid trim, 
16/8 full breasted heel. 
Code “SILDREA” 


No. 230 Price $4.75 


As above in gold brocade. Code “GOLDREA” 
widths only 





VANITY STEP-IN 


No. 865 Price $3.25 
Black satin, suede trim, concealed gore, 12/8 Cuban. 
Code “VANMIL” 


No. 864 Price $3.50 
As ‘above with 15/8 full breasted heel. Code “VANHY”’ 
B—C widths 


The BIG HITS 


OF THE DAY 
Every One a Sure Seller 
J \ 








 JANICE—Button and Bow 
THE BIG FAVORITE 


* No. 842 Price $3.50 
Black satin, 15/8 full breasted heel. Code “SPIJAN” 


No. 843 Price $3.25 
Same with 12/8 Cuban heel. Code “CUJAN” 


No. 844 Price $3.25 
Same with 9/8 flat heel. Code “LOJAN” 


IN STOCK 


842—B, C widths 843-844—C widths only 








> ( 


TIME IS FLYING 
EASTER IS COMING 


ORDER NOW 


HANNAHSONG 


Haverhill, Mass. 
IN STYLE—IN STOCK 


There’s a local Hannahsons’ distributor near you. Write us 
if you do not know his name, or get your jobber to handle 
the Hannahsons’ line. 








When writing to advertisers please mention Boot anv Sno Recorver 











ee aS 











BOOT AND SHOE RECORDER March 7, 1925 












WHOSE FAULT IS IT THAT GOOD SHOES 
ARE SOLD WITH CHEAP LACES?... 


| OA.MILLER TREEING MCH.CO. 
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To the Shoe Merchant— 


Those who buy the shoes you sell may never complain to you of the poor 
laces they find in them, but they know poor laces are there just the same. 
Some morning, even before the newness of the shoes has worn off, the laces 
will go—snap! If you were around then you would hear what your customer 
—e of a poor shoe lace—of the thoughtless retailer and indifferent manu- 
acturer. 





Mr. Merchant—Y ou can protect your customers. Make sure the shoes you 
buy are equipped with a worthwhile lace; a lace that will outwear by months 
ordinary laces. Specify on your order: 


“PUT CORDO-HYDE LACES | 
IN THESE SHOES” 


To the Manufacturer— 


In the highly competitive business of manufacturing and selling motor 
cars, the public has been sold cars by “‘talking features.’” Make “‘Cordo- Hyde” 
laces a ‘‘feature’’ of your shoes. You add to the selling value far more than 
Cordo- Hyde costs. The increase in your merchandising opportunities will 
completely absorb the extra cost. 

Have this season's lines go out Cordo- Hyde equipped, giving your salesmen 
the advantage over lines having cheap laces. 


SHOE LACE DIV. BROCKTON, MAZ/ 
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HERE’S A BUY! GREAT VALUE IN MEN’S WELTS | 


WHEREVER YOU ARE, THIS SHOE WILL SELL ON ITS MERITS 
OUR NEW IN-STOCK PLAN MAKES THIS VALUE POSSIBLE 


This new in-stock plan simplifies our production and selling operations. Only 
one style, the style shown, is made and carried in stock. It makes it possible for 
you to concentrate on a good seller and put it over big. It is an easy way for 
you to get a practical idea of the selling value of S-R shoes. If you once buy we 
know our shoes will keep you as our customer. 
This shoe is stock No. 241. Imported No. 85 Collis calf oxford, in 
the popular short vamp pattern. It is made over our new Princeton 
last. The construction is the same as that of all our shoes—solid 
leather throughout—Calf lined quarter and tongue. Fine back sole. 
Wingfoot rubber heel. 


“IF IT’S RIGHT, WE HAVE IT”’ 


TAFE ES 


Price $5 


A—7% toll C—6 to 11 
B—7 toll D—6 to 11 


Terms: 2-10 net 30 days 


SS : Order a few pairs of this number, Mr. Merchant, and note 
No. 241 Se. the superior workmanship and rapid retailing quality of 


the S. & R. line, most styles of which are made to order in 


IN STOCK , WH shortest possible time. 


SE 
Outgrown—Before Worn Out 


Selling baby shoes is a “growing” business. Unlike adults, babies outgrow rather than 
wear out their shoes. Sell a mother her baby’s first pair, and you have her and her growing 
child as a constant customer through all the growing stages. 


It is a profitable business to sell Ideal Soft Soles and First Steps. 


Send for catalog and learn of the 
variety of shoes we carry In Stock. 


No. 265—Soft sole, blucher low 
No. 520—First step tackless stitch- cut, white, tan, smoked and 
down one strap, patent vamp and champagne elk. Made on special 
champagne elk quarter. Per dozen, lasts which fit the chubby foot. 
$13.50 , J eee $12.00 

In Stock In Stock 


Mrs. Day’s Ideal Baby Shoe Co. 
Danvers - Mass. : 


NEW YORK OFFICES BOSTON OFFI 
320 Fifth A CHICAGO OFFICE 12 West St., Room 616 
323 West Jackson Bivd. Phone Beach 8060 
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Mr. T. K. KELLY, 
The T. K. Kelly Sales System, 
Minneapolis, Minn. 
Dear Sir:- 


] am interested in your plan to increase my business profitably and to start selling 
of Spring Merchandise in a big way at once. Your plans are to be sent without any 
obligation to me. 


My stock inventories $ 
] want to sell $ 
Since January |, my business amounts to $ 
Signed Without Obligation. 


Name of Town 











Na a lie INR EI Rtg ee 








_—SSSSSSlErESSH_/H]/_]E|]-_-_-__]_]—F 


Boot and Shoe Recorder HOSIERY SECTION 


Novelty Aces } 
or Spring | 


Inquiries and Orders Given 
Prompt Attention 


No. 71—Full-fashioned, new spring sport style, beautiful 
lustrous yarn, 42-gauge, three-color patterns with knit-in 
effect. Sand, Sudan, French Nude, Madrid and Gray with 
appropriate two-color figures Price $13.50 per dozen 
No. 73—Full-fashioned, new spring street and sport style, 
42-gauge, newest spring colors. Sand, French Nude, Gray 
and Madrid with appropriate contrasting figure colors. 
Price $12.00 per dozen 
No. 75—Full-fashioned, 42-gauge, smart spring sport 
style. Extra quality and rich appearance. Sand, French 
Nude, Gray and Madrid with appropriate contrasting col- 
ored figures ie Price $12.00 per dozen 
No. 156—Pure silk and artificial silk mixed, ribbed to the 
toe on the new R. I. machines, giving graceful lines in 
smart color combinations. Ten colors, including all new 
spring shades........ Price $12.00 per dozen 


Every pair in these numbers stamped with color guarantee 


Also Complete Line of Men’s Domestic 
and Imported Novelties 


KRAMER BROTHERS 


220 5th Avenue New York City 
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NE way to double your volume 
#1 of business is to give your cus- 
3 tomers double value for their 
money. 


Each customer will then bring at 
least one more new buyer to your store. 


That is the experience of dealers 
handling the DUBBELIFE line. Each 
pair of DUBBELIFE chiffon hosiery 
is chemically treated to give from 2 to 4 
times the wear of untreated silk hosiery. * 
And, of course, double wear means 
double value,.and double volume. 


Have you ever seen this wonderful 
stocking? Send for a sample. 
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Lansdale Silk Hosiery Co., Inc. 


LANSDALE, PENNA. 








Sole Selling Agents: A. L. ULLMAN, 389 Fifth Ave. 
New York 
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*Tested and Certified to by U. S. Testing Co. 
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The Sheerest of Silk Hose Toughened for Wear 
=. y 4% 
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:APPLE 


At first a novelty—now a fast selling staple 


~we named rt Fi 
































@ 
None genuine without 

this trademark. 
For ladies, children and 
infants. 
644—Ladies’ Mercerized “Pineapple 
Stitch” Sport Hose as_ illustrated. a= - , 
Made in colors, Black, Cordovan, The demand for Sport Hose has been growing 
Tan Bark, Maple Sugar, Grey, by leaps and bounds during the last few 
ag eon ito jog months all over the country. The demand has 
Tied 46 denon to Seton tht by no means reached its apex and hosiery 

anil sane dealers everywhere will cash in this spring 
1044—Children’s“Pineapple Stitch and summer on Sport Wear. 
mercerized full length hose, colors: 
alg serge age tanta The demand for Pineapple stitch Hose has 
5 ; ; t - 
tid fees 6 1 9% Packed 34 reached a point where it has practically be- 
dimen to box. Petbe $8.80 des. Gat. come a staple, in that it finds ready sale 

everywhere. 

544— Children’s Combed Cotton, * 
Full Length, “Pineapple Stitch,” Hose Samples will be sent on request. 
Colors: Black, White, Cordovan, 
Grey, Maple Sugar and Camel Hair. YOUR MAIL ORDER WILL HAVE OUR PROMPT ATTENTION 
Sizes 6 to 914. Packed 1 doz. to box, 
dates MANDE HEN 
344—Infants’“PineappleStitch” mer- L & CO 
cerized, made in colors, White, Camel, 
Maple Sugar. Sizes 4 to 614. Packed 32 ORCHARD STREET 
1 Dozen to Box. Price $2.25 doz. NEW YORK 
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Wear 6 Months — 


Without a7 






Bo 
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S 


Even a Break 


py HE great number of requests we have had for this hose (IRON 
CLAD No. 17) since we have been selling them proves this 
certainly is a VERY GOOD SELLING NUMBER. Many of the 
mothers request IRON CLAD No. 17, stating that their boys have 
WORN THEM AS MANY AS SIX MONTHS WITHOUT EVEN 
A BREAK,” states Wells & Frost Company, progressive retailers 
of Lincoln, Nebr. 
There are thousands of other merchants who know IRON CLAD No. 17 is the 
BEST BOYS’ HOSIERY VALUE on the market. In fact, our sales records 


which show an INCREASE of 25 per cent for this number over th i 
of 1924 proves its EVER INCREASING POPULARITY! ee 


If you haven’t seen a pair of IRON CLAD No. 17 for some time, write and ask to 
have a box sent you that at your leisure you may make comparison at your desk. 
IRON CLAD No. 17 is a black combed peeler 6, 61% 
lisle style, with fine ribbed leg, TRIPLE KNEE 
and DOUBLE SOLE. 

No. 17 AB, same in African 8, 8% 


a ne a ae 


brown . sized and priced 


No. 17 RT, same in Russian{ same as black 9, 9%, 10 


DID. cccatiicenveicesiietcensoins 104%, 11, 11% 


Packed one-half dozen, one size to box 


COOPER WELLS & CO. 
250 Broad Street - - : ST. JOSEPH, MICH. 
This reproduction shows the IRON CLAD page which is 


appearing in the March 14 issue of the Saturday Evening 
Post. Watch for your dealer tie-up. It’s important. 
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B eautiful and Exclusive Hand-( lo ched ‘Designs for Easter in 
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Note: 


| iso pair of Hot- 
YOKE CLOcKED SILK 
Hose is individually 
boxed,so that yourorder 
may be as small 
as one pair. 


Y our eyes and fingers only,ca 


SILK HOSIERY 


Anticipates Fashion in Style and (olor 





You can offer nothing so appealing to 
truly well-dressed women as this hosiery of 
lasting loveliness offered in 48 individual 
hand-embroidered clocking designs in any 
color or combination desired. 


n tell'you the surpassing quality 


and exclusiveness of Holyoke Clocked Silk Hose. 


Send now for a sample 
assorted dozen, and you 
will instantly see how profit- 
ably they will sell. 

Priced at $33, $36 and $39 
per dozen according to de- 
signs shown in our clocking 
chart, which is free at your 
request. 

We suggest also a trial 


order of Our New Gauzette, 
a cobweb sheer chiffon hose 
at $22.50 the dozen. 

Also:— 

No. 405—A heavier hose 
at same price. 

No. 462—A higher grade 
chiffon hose at $27 per doz. 
No. 464—A picot edge chif- 
fon at $30 per doz 





Colors in 405: AFRICAN BLACK CHAMOIS 
GOLD G. OOZE HAZEL MOLE MOONLIGHT 
SHELL PINK SILVER TORTOISE WHITE ZINC. 


CINNAMON CORDOVAN DOVE GUN METAL 
NAVY NUDE ROSEE RUSSIA 


Black made with American Beauty Tips, Silver Tips, 
Roya! Tips at same price as plain. 


Colors in 462: BLACK CINNAMON GUN 
MORILLE alto) a ROSEE 


TORTOISE WHITE 


ROSE BEIGE 


METAL GOLD GREY 31 HONEY MAUVE 
SHELL PINK SILVER TEA ROSE 





HoLyokeE Sitk Hosiery Company 


358 Fifth Avenue, New York 


Ho.tyoxe, MassacuusetTtTs 
453 Washington Street, Boston 


7 
. 
* 
+ 
+ 
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Hostery Display 
Equipment 


y 
A LEADER 2 
Pure Thread Silk Ine. 
Full Fashioned Hosiery Metal and Wood Interchangeable 


Hosiery Fixtures — Wood and 
at $I 3 = per doz. Papier- Mache Hosiery Limbs. 


Ray-Mond Five Sixteen Pedestals, Plateau, Card 


A beautiful stocking to look at—a superior Holders, Valance and 


stocking to wear. A stocking that will cause a other necessities. 
stir. Full fashioned of fine Japan silk. Full flare int 
top. Reinforced lisle feet and welt. Packed in the 4 
stunning olive, red and gold Ray-Mond packing. 
A great value at $13.50 per dozen. All season’s 
colors. Do not confuse this stocking with the light 
weight goods being offered at about this price. 








Men’s and Women’s Golf Hose 
With Knitted (not painted) Patterns 
To Retail at $1.00 


The most extraordinary value on the market today. 
Wide range of color combinations and patterns all 
of which are knitted in, not stenciled, thus insuring 
permanency of color and pattern. Delivery at once. 
A big feature number. 


One Ywenty Give 


OUR BIG LEADER AT $9.00 No. 258L 
Women’s Pure Thread Silk, every inch of which is guar- VER SEVENTY YEARS’ 


anteed against runs and irregularities of all kinds. Knitted 
to the shape of the leg with even texture in the narrowings experience in the creation 
and ae. Se ee tops .~ feet. = — and manufacture of display 
oO .E s r c , : : 

Mian nee” equipment is at your service. 

Equipment made to a stand- 
ard of excellence and prac- 
ticability, from the elaborate 
fixture as illustrated above, to 
the humble and ever useful 


Tee stand. 




















Send for Hosiery and Shoe Display 
Equipment Catalogue 


J. R. PALMENBERG’S SONS, Inc. 


Founded 1852 
63-65 West 36th Street, New York 


NOTE OUR NEW ADDRESS CHICAGO BALTIMORE 
204 W. Jackson Bivd. 122 W. Baltimore Street 


RAY-MOND HOSIERY Co. 1 ET en sai PRanciaco 
373 Fourth Avenue, New York City 
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Full fashioned, 
pure dyed silk 
stocking, withmer- 
cerized top and 
sole. 


HOSIERY 


In the New Standardized (olors 
for Spring and Summer 


Stands for all that 
is best in a lisle 
top, pure dyed, 
silk stocking. The 
“pioneer” or “Or- 
iginal” pure dyed 
silk stocking. 














The H600 quality 
for evening wear, 
or to suit the pre- 
ference for a stock- 
ing of pure dyed 
silk from top to 





A beautiful sheer 
silk stocking, free 
from rings or spots 
with the new san- 
dal foot. 


MINIMUM INVENTORIES 


The Keystone of 
Sure Profits 


An increased business, with reduced 
overhead and minimum inventories, is 
part of your sure gain through utilizing 
our real merchandising service. 

Gordon Hosiery, provides under one 
brand, merchandise to meet every hosiery 
demand, at popular prices. 

In silks, from the sheerest chiffons to 
the heavier H300. In cotton, lisle and 
wool, in all of the latest patterns. For 
children, a complete and comprehensive 
line of socks, for infants, children and 
misses, in 1%, 34 and % lengths, embracing 
all the new ideas in children’s fashions. 

On all Gordon numbers our service on 
fill-in orders is always kept at a high degree 
of efficiency. 

The combination of small stocks, repre- 
sentative assortments meeting public de- 
mand and the invariable Gordon quality 
results in rapid turnover and attractive 
profits. 


Ladies’ full fash- 
ioned, pure dyed 
silk stocking. Very 
fine quality— 


A fine chiffon, all 
silk stocking, with 
lisle interlined hem 
and silk plated 
sandal foot. A 
splendid wearing 
stocking, beautiful 
in appearance for 
street and evening 
wear. 











Men’s full fash- 
ioned, pure dyed 
silk sock, with 
mercerized top and 


11 West 19th St. 





BROWN DURRELL COMPANY 


Gordon Hosiery - Forest Mills Underwear 
NewYork Gordon Underwear Boston 


104 Kingston St. 





Men’s full fash- 
ioned, ypure dyed 
silk sock, with all 
silk top and mer- 
cerized sole. Very 
fine quality. 
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ble 
Wh ] ill surely li si 
ere every £ ance Wl1il SUre y Inger sti 
lig 
Announcing the addition of another popular priced wi 
number to our already famous “Onyx Pointex” lines. ? 
1 
No. 155—“Onyx Pointex”, 
" onion wake aan $1250 + 
lisle top and sole . 

No. 255—“Onyx Pointex”, No. 350—“Onyx Pointex”, pa 
7 service cn wah $1 55° ‘ austen aa Wi $7) 1-00 In 
lisle top and sole 66. & €18 on 

No. 355—“Onyx Poi No. 450—“Onyx Poi . 
‘ Sheresilk”, with lisle $1 5-50 ' Sheresilk”, “chiffon $7) 1-00 in 


weight, all silk . . 


Ttese numbers in the new shades accepted as standard by the 
National Hosiery Committee and the Textile Color Card Association 
of the United States. 


| 
| topand lisle-lined soie 


| 
| 
| ““Onyx”’ Hosiery Inc., Manufacturers 
1107 Broadway - - New York 


Chicago Philadelphia Boston Buffalo San Francisco Los Angeles 














“Onyx” & Hosiery 


““Pointex” 


Reg. U.S. Pat. Off. 
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Gelling 
More Hosiery 


Sold Right 
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Retail Shoe 
Store 











A DEPARTMENT OF THE Boot AND SHOE RECORDER 
207 South Street, Boston 


Light Colors Continue to Outsell 
Black Hosiery 


Era of 
evident that whether shoes ¥ C' 
for spring and summer be 
black, white, gray, tan or even 
bright blue, women intend to 
stick by their old favorites in hosiery colors—the 
lighter shades. In seven cases out of ten, there 
will be a contrast between hosiery and shoes. In 
the other three there will be an even match and 
this will probably confine itself largely to the 
realm of formal footwear for evening wear. 

No one color can be picked at this time as the 
paramount one for the warmer months of 1925. 
Indeed, it is doubtful whether there will be any 
one dominant color any more than there has been 
in the past. 


Nudes and Beiges Lead Now 


The demand at present throughout the country 
are for the nudes, beiges and similar shades. For 
the week ended February 24 the Gotham Hosiery 
Shops report that, in their sheerer numbers, 
French nude, beige, grain, cannon (a dark gray), 
flesh and black, led the roll call in the order 
named. 

During the week preceding, beige led, with 
French nude second, the two having changed 
places in the race for popularity. 

In the regular weight hosiery black led the 
field with beige, French nude and grain following 
in the order named. Colors contributed 85 per cent 
of the total sales—black only 15 per cent. 


| : is becoming increasingly 


ontrast Between 
Shoes and Hosiery Not 
Yet Near Its End 


Bobbed Hose a Tempting 
Novelty 
Bobbed hose has tempted 
many manufacturers since it 
made its summer debut last sea- 
son. Within the last two months two circular knit 
silk and rayon numbers have made their appear- 
ance—one featuring a Roman stripe cuff, the 
other a varicolor checked band which simulates a 
fancy garter in coloring and width. The roll top 
sock is also offered in an all-silk sheer number. It 
is made with an eighteen and a haif inch boot, 
full fashioned, in a full range of colors and will 
retail at about $2.00. The cuff is lined with lisle 
in order to hug the leg more closely. 


Embroidered Motifs Being Tried Out 


In the wake of the Ann Pennington rose fol- 
lowed a host of embroidered motifs. Some con- 
sidered the knee the proper spot for their blos- 
soming, others the ankle. A rose, a butterfly, a 
daisy, a swan, and various adaptations of the mono- 
gram and the garter are offered to tempt the 
daring. 

The cost on these embroidered chiffons 
figures high due to the large number of seconds 
resulting from the operations of machine needles 
upon a sheer web of knit silk. The manufacturer 
of the green butterfly with the fuchsia body has 
increased the price from $16.00 per dozen to 
$18.00. He claims that of ninety dozen pairs sent 
to be embroidered fifty-five dozen only return 
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perfect. Twenty-five dozen must be classed as 
seconds and ten dozen are a total loss. 

Sports hosiery continues to be full of interest. 
A soft cotton number knit with pure silk in a 9/3 
rib may be had in a pleasing assortment of pastel 
plaids. A variety of printed patterns guaranteed 
color fast, on lisle and silk numbers look to the 
cross word puzzle for inspiration. 

Stripes and checks on fine lisle hosiery work 
out their patterns in fine size effects using hair 
lines of vivid color and pulling together high color 
accents by a clever mingling of white with the 
background. 


i Sport Hose for Children 
Displays of children’s 





of the ten flowers were named as follows: Pucelle, 
Footlight, Chair, Park Avenue, Chamel, Horsie, 
Naturelle and Phantom. This exclusive brand is 
priced at $2.35. 


He Made His Normal Profit on All 
‘Butt $c Pairs in 1924 

Here is how H. J. Williams, Charleston, S. C., 
runs the hosiery department in his shoe store. He 
buys almost every color imaginable except black, 
carries an extremely small reserve stock, sizes up 
each week regularly, and has a stock turn of nine 
times a year. The reason he does not buy black 
is that he takes the slow-moving colors that have 
been in stock two months, 











hosiery are now timely. 
Arnold Constable of Fifth 


and sends them away to 


be dyed black. Then if by 
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Avenue had a window of 
light - colored lisle socks 
the week of February 24. 
The emphasis was on white 
grounds with sport color 
striping through toe and 
boot. Novelty cuffs showed 
great variety. The child 
interest was introduced by 
the use of dolls, building 
blocks, and nursery hand- 
kerchiefs. 

Nude, fawn and flesh 
continue to summarize 
style tendencies in silk 
hose. Shades of medium 
brown and Nu-Russian 
are giving way to biscuit, 





Gray and Blue Tones Lead in 
Men’s Hose 


In men’s hose, blue, gray-blue, and gray 
are said to be the leading shades, although 
camel and shades of tan are shown in every 
line and in many numbers. London lavender 
is being presented in very pretty novelty pat- 
terns but is not expected to make any wide 
appeal. If the new bisque shade, which several 
retailers are trying to put over in flannel 
trousers, succeeds, then corn color will follow 
as the summer shade in half hose. 


Two good buys in Jacquard half hose 
circular knit may be had at $4.75 and $6 a 
dozen. The patterns are “through and 
through,” the yarn all wool, and in the $8 
number have been developed in eight dif- 
ferent color combinations. 


chance these re-dyed hose 
do not move, they are dis- 
posed of at some price. A 
surprisingly small number 
are sold at cut prices. In 
fact for 1924 only fifty 
pairs were sold that did not 
yield the regular profit. 
Any customer that 
comes back with a com- 
plaint is given a new pair 
of hose without any ques- 
tions being asked. Last 
year only thirty such ad- 
justments were made, of 
which about half were 
justifiable, and so were re- 














turnable to the mills for 











due to the desire of the 
consumer to lighten up 
her costume. It is too early yet to adopt a spring 
ensemble and yet the winter costume strikes a 
worn and dreary note. New hosiery decidedly light 
in tint is a stop-gap compromise. Thus blush, 
French nude, beige, and grain, are near the top 
of the monthly color chart. 





A Good Display Idea for Hosiery 


Does your window trimmer ever run out of 
new ideas for hosiery windows? You know he 
does. Here is a good idea from Best’s. Keeping 
hosiery in the public eye is what sells it. 

The week of January 19, Best & Co., of New 
York City, introduced a new line of non-run ho- 
siery by means of a novel window display. Each 
one of the new colors was shown by crushing a 
hose in the shape of a rose and mounting the flower 
on a 10 in. x 12 in. window card. A stem and green 
leaf were sketched on the card, which was de- 
veloped in black with a 4-in. green border. Eight 
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credit. 

Mr. Williams confines 90 per cent of his pur- 
chases to four houses that stock the grades of 
goods that he sells. The small number of returns 
and bargains sold, might mislead one as to the 
volume of hosiery business done. Mr. Williams 
states that at least 20 per cent of the total receipts 
last year came from the hosiery department. This 
being a good grade exclusive woman’s shoe store, 
only a line of high-grade hosiery is carried. 





Light Weights—Light Colors 


Milwaukee, Wis.—Chiffon hosiery has been 
especially good during the past few weeks, espe- 
cially in light shades. Demand for gun metal is 
easing up a little, according to one hosiery buyer, 
and women are turning to such colors as nude, 
beige, and similar shades. Sport hose for spring 
wear are being shown in many stores throughout 
the city. 


Dh rT ~_ - rH 


Ty — As — 


“ae 


_ Aho on Oo 





Recorder§ Boot and Shoe Recorder 


Pucelle, 
Horsie, 
rand is 


. All 


, S.C, 
re. He 
black, 
zes up 
f nine 
’ black 
t have 
1onths, 
vay to 
1 if by 
d hose 
re dis- 
‘ice. A 
umber 
*s. In 
- fifty 
lid not 
ofit. 
that 
com- 
V pair 
ques- 
Last 
h ad- 
le, of 
were 
re re- 
s for 


pur- 
2s of 
turns 
» the 
liams 
eipts 
This 


tore, 


been 
sspe- 








al is 
yer, 
ude, 
ring 
hout 





é 
a 


Bae = 


“ - 
er gen 
gad : 
ee or 


eo 


Ay 
\ " 
» 


HOSIERY SECTION 


FRE 





133 


2 
Ey 
hy 


L/L} 
ME 


we wt 


499884 kax 
¥, 
79955 


eM ZZZZ 
ig 777) 
a, 


4 
_ 


Y itd, 


Interior of the Morris Boot Shop of Fort Worth, Texas. 


Make Your Hosiery Department a Real 
Service Station 


HE — f the TheeRMorris Boot Shop Tried 
Flosiery cbarement It Out and in Small Space 
Does $1,800 a Month 


in the Morris Boot 
Shop of Fort Worth, Texas, 
is a story of big business done 
in a small department in an attractive little shop. 
Just inside the doorway of the Morris Boot 
Shop, one sees the attractive’ little corner devoted 
to the selling of hosiery. Miss Floye Robinson, 
the interested young saleswoman, estimated that 
eighty out of every hundred persons who bought 
shoes stopped at her department and bought 
hosiery. She sees to it that every one stops and as 
already shown, by far the greater portion of them 
make purchases. Her employer figures his monthly 
sales at $1800. 


Hosiery Department a Service Station 


The hosiery department at the Morris Shop is 
a real service station, because as has been said it is 
a stopping place and in addition real service is 
rendered. Every pair of hose bought for the de- 
partment is bought to be worn with particular pat- 
terns of shoes displayed in the shoe department. 
The most pleasing color tones in shoes and hose 
are demonstrated. A good business has been built 


up in buckles and bows. Miss 
Robinson transforms a plain 
shoe into a more decorative 
mode of footwear by attaching 
a fancy little buckle or smart 
little bow. A patron may be undecided about just 
what hose to wear with a certain shoe and dress, and _ 
Miss Robinson has gained many friends by her 
very keen interest in the problem of her patron. 
Miss Robinson’s interest isn’t simulated for she 
finds the greatest pleasure in pleasing customers. 


Hosiery Department in Keeping with Store 


The Morris Boot Shop is one of those decora- 
tive, parlor-like shops with attractively cushioned 
reed chairs with pillows and stools giving it an in- 
formal appearance. The small counter is arrange 
and decorated to carry out this appearance. Miss 
Robinson designed and made a flat blue taffeta 
cushion for the top shelf of the case in front of 
her department. Here are displayed the newest 
in buckles and bows. In the bottom of the case 
are two yellow cushions that form an attractive 
setting for hose and shoes. 

Miss Robinson, who not only sells but buys 
the hosiery she sells, has found that it is best to 
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concentrate on two lines of hosiery. She, of course, 
buys the newest in colors, but does not feature 
extreme novelties of any kind. She believes in the 
theory of good taste and good texture in hose 
rather than extremes or bizarre effects in color 
combinations or floral designs. The volume of 





Lustre yarn and rayon (artificial silk) twisted stocking. 

Design, which comes just below the skirt, is woven all the 

way through. For the miss in her teens. From the line of 
Dr. A. Posner, Inc. 


business at this hosiery department is done in 
the $1.95 hose with $2.50 second. With the ex- 
ception of hose for evening slippers, only the 
two priced hose are offered. Miss Robinson has 
decided on this price and quality hose because 
they are in keeping with the quality of shoes of 
the shop. In the opinion of this hosiery saleswoman 
the quality and price in shoes in a large measure 
should influence the quality and price of hose of- 
fered at the hosiery department. 


Finds Facts Tactfully 


In the hosiery department, quality rather than 
price is stressed. The customer is asked whether 
she desires an all silk hose or one with a lisle 
top. Some women dislike to be asked what price 
they desire to pay; others feel_an embarrasment 
at this question. Then in the matter of colors, there 
seems to be a wide variance in the ideas of dif- 
ferent persons. What is apricot or beige or banana 
color to one may not be to the other. Hosiery 
displays help in the color problems, but the tactful 
showing of several colors also helps the patron 
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to find the color she wants. Because so many of 
the hose are bought for particular shoes, Miss 
Robinson is often asked to suggest the best or 
newest in the color vogue. 


Keeps Stock Fresh 


Miss Robinson attempts to turn the hosiery 
stock in the Morris Boot Shop every six weeks. 
Rapid turn-overs mean a greater return on the 
money invested in the department, fresher stock, 
and closer following of style trends. Hosiery 
sizes are selected to match up with shoe sizes and, 
in the Morris Shop, one finds middle sizes played 
up but the end sizes are there in proportion to the 
end sizes in shoes. 


Suggestion of Hosiery Made Before Shoes Are 
Wrapped 

Since the wrapping of a package gives a finality 
to the sale it has been found, best in the Morris 
Shop, to make the suggestion of hose before this 
is done. Then, too, the patron who has just pur- 
chased a new pair of shoes will invariably want 
to look at the shoes and hose together and this is 
done with less trouble when the shoes have not 
yet been wrapped. 

Along with the offering good and appropriate 
lines of hosiery Miss Robinson believes in ap- 





“al 


Woven, three-color jacquard, or sport, stocking shown by 
courtesy of H. Hillelson & Son, Inc. 


plying all the ideas of salesmanship that she has 
learned through study and observation. People 
like to feel that they may look at hose unhur- 
riedly. They like the saleswoman to be interested 
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Showing some good ideas on how to arrange hosiery in the window. While it probably would not 
be advisable in a shoe store, to devote this much space to ‘hosiery alone, nevertheless, parts of the 
display could be considered as a unit and transposed to a shoe store window. 

, 


in their particular purchase as if it is the only one 
of the day. 

The retail salesmen in the Morris Shop are 
allowed an extra two per cent for the sale of 
hosiery for which they are responsible. This com- 
mission has proved incentive for the boosting of 
hose by every member of the sales force in this 
shoe store. 

Mr. Morris advertises hosiery through window 
displays, newspapers and direct mail advertise- 
ments. Most effec- 
tive hosiery dis- 
plays are made 
with the shoe dis- 
plays that attract 
those passing the 
Morris Shop. 

At night, a most 
beautiful little 
grouping of shoes 
and hosiery is seen 
in the interior of 
the shop through 
the glass door. A 
lovely cushion, a 
pair or two of 
shoes and the 
proper hosiery to 
be worn with the 
new mode are visi- 





Men’s half hose in a woven design, seen in Reading, Pa. 


ble under a brilliant colored light. Personal letters 
inviting patrons to the shop to see hose and shoes 
are effective advertising methods, according to 
Mr. Morris. 

The average mark-up in the Morris Shop is 
forty per cent. 


New High Color 


Franklin Simon & Co. on February 5 sponsored 
a group of new French shades, including wild 
orchid, Indian 
orange, thistle 
bloom, conch shell, 
Gobelin blue, Cas- 
tilian red, bluet, 
pablo, citron, sea- 
side, tango pink 
and French gray. 
Special mention 
was made of the 
new shade called 
“Evergreen, the 
new color worn by 
the fashionables on 
the Riviera and 
now ready for the 
fashionables totake 
to the sunshine re- 
sorts.” 
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Hosiery Can Be Made as Prominent as 


Hats at Easter Time 
Here Are Some Ideas for Your Advertising 


HE complete Easter hosiery stock needs 
advertising to give it prominence. Descrip- 
tions, during the season of hyacinth and 
daffodil, must be colorful. The space used for 
hosiery in newspaper advertising also should carry 
shoes themselves, so while the emphasis is on 
hosiery the shoes are there as a necessary part of 
footwear. 

The flower-bedecked hat hasn’t any more right 
to attention than has hosiery. 

And, in order to make this page worth as much 
as possible to the merchant, the start will be made 
right here on copy suggestions designed to ac- 
celerate the flow of selling thoughts on hosiery 
at the beginning of the most important season in 
the shoe store. For headings descriptive of the 
qualities of hose: 

“Soft as Sunshine.” 

“Sleek as a Blackbird’s Wing.” 

“Fresh as the First Crocus.” 

“Revelations of the Short Skirt.” 

“You Have ALL Spring’s Colors to Choose 
From.” 

“The Very Hosiery You Want.” 

“Tt’s Fun to Select from 


customer’s mind the real value of the store’s 
hosiery; that stimulates the imagination and 
piques the curiosity. 


Some Ideas for the T ext 


The following are suggestions: 

“One might compare the fragile colors in our 
hosiery to the Spring flowers but it wouldn’t be 
doing them justice. For, you see, they are ex- 
quisite, but their beauty is lasting. It takes more 
than a hot June sun to rob them of their fresh 
bloom. The secret’s in the quality of the silk, the 
excellence of the dyes, the artistry of manufac- 
ture that prevent ‘runs’ and ‘picks’ and the rest 
of the inconveniences one has to put up with in 
hosiery that hasn’t the all-around fineness that 
eurs has.” 

Another suggestion: 

“A beautiful thing is always acceptable as a gift. 
Perhaps that’s why our hosiery is being given by 
some folks for Easter.” 

Still another: 

“Of course you want the very best that Fashion 
has to offer for Easter. You want the beautiful 





Such Stocks as These.” r 
“The Best Spring 
Hosiery Ideas.” 
“Many Folks are Giv- “ 
ing Hosiery This Easter.” 
“Chiffon Dresses and 
Silk Stockings.” 
“Boulevard Smartness 


ASTER LOGIE 
Mr 


colors to go with the flow- 
ered designs of the new 
styles in dresses. You want 
above all, though, to be 
sure that your hosiery 
will last. 

“That’s why you’! want 
several pairs of the beau- 
tiful new hosiery now on 




















in Easter Hosiery.” 


display. They will prove 








“Easy to Select Hosiery 


as economical as they are 











for Easter Here.” 
“See How Well the 
New Easter Hosiery Goes 


beautiful—and that’s say- 
ing a lot for they are the 
most beautiful shades we 














with New Gowns.” 


have been able to pur- 











“Tf You Like Beautiful 


chase in the leading 








Things See Our Hosiery.” 


hosiery mills.” 





“Flowery Designs in 
Spring Apparel Equalled 
by Colorful Hosiery.” 


These thoughts will 
lead perhaps to much bet- 
ter ones on the part of 























“Color as Exquisite as | 
a Spring Flower—Endur- 

ance Possible Only in Fine 
Silk.” 


> 





Your Name Here 
ADDRESS 





| the merchant who reads 
5 these lines. The thought 
behind the “copy” on ho- 
siery is always important 








Then the copy ideas 


in influencing an apprecia- 








that bring to the Easter 
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tion of good hosiery. 





a so to ee a oe se a et a ee a SP a 2 oe eo 2 ee 2 oe ee a oP a Po ll a 2 





corder § Boot and Shoe Recorder HOSIERY SECTION, 137 


» 
AS Fe 


= OF SC 


























x O SCF SO 



















\ 
tore’s , 
and \ Ne 
Ke 
, 
n Our ‘ Ne 
rt be f) Ny 
@ ex- y" 
f ’ ° ° YP es 
more ( Wouldn’t it be great if you could sell shoes the ¢ 
fresh ¢ way you sell Ye 
cy the NE 
ufac- ¥ Ye 
aye N GOTHAM GOLD STRIPE SILK STOCKINGS Ne 
of Ve 
th in ‘ Ne 
that } , ’ 
( HERE’S never any unsalable Gotham Ne 
f Stockings. Old colors can be exchanged y 
gift. ‘ for new. NE 
vA 
nn by ‘ No mark-downs. No clearance sales. No style Ne 
‘ deterioration. No risk whatever, because the Ve 
. , demand is always there. ry" 
shion ‘ ’ : . Va: 
tiful N Not that we want you to think the hosiery busi- Ne 
Dew. ‘ ness is better than the shoe business. 
i xe 
new ( People must wear shoes as well as stockings. y 
want { ‘ 
= te f But Gotham Stockings have been so standard- De 
siery { ized and adjusted to changing style conditions Ne 
‘ that they are assuredly a more certain merchan- Ya 
cae | dising proposition. 
eau - { Ns 
Ww on ( ;, 7 a 
rove GOTHAM SILK HOSIERY CO., Inc. ). 
y are V M ; Ne 
say- ; anufacturers " 
2 the 389 Fifth Avenue, New York Ne 
s we y A es 
pur- be , 
ding Ui GOTHAM 8 
| f OLD STRIP " 
will { REG.U.S.PAT. OFF. Xe 
bet- {) $ 
t of Silk Stockings that Wear ‘ = 
ads 4 ( 
. 1 \ c 
ugnt = Fo OD BU oe Sek Sak Tak Sy Saf or ot Set We KS WH nen Se 
ho- Pst 2s 
‘tant 
ecia- 


Issue of March 7, 1925 





HOSIERY SECTION 


Boot and Shoe Recorder 


He Callum 


SPRING SHOPPING CONCENTRATION 


March 30—April 11 
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Two Facing Pages in Full Color in Ladies’ Home Journal for April 


This is the most powerful single advertisement ever run in the Fournal featuring fine silk hosiery. 
Its effect will be tremendous—particularly in view of the strong merchandising copy featuring 


specific McCallum numbers at moderate prices. 
nearly 2,500,000 families. 


The circulation of the Ladies’ Home Fournal is 
Above is a miniature reproduction of this advertisement. 


There is still time for you to take part 
in this important hosiery event— 


HE McCallum Spring Shopping 
Concentration begins March 3o. 


Its aim is to increase the business of 
every McCallum dealer—and to help 
him move more McCallum merchan- 
dise, at a better profit than ever before. 


Its advertising is more powerful 
than anything McCallum has ever 
done. Two facing pages in full colors 
in the April Ladies’ Home Journal is 
the big gun. Supplementary advertis- 
ing appears in Vogue and Harper’s 
Bazaar. Special Co-operation in the 
way of window display material and 
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direct mail is offered the dealer who 
wants to share in the increased demand 
for McCallum merchandise which is 
to be created. 


There is still time to act 


If you are a McCallum dealer, you 
have already been informed of the 
details of this concentration, either by 
mail or by the McCallum salesman 
who serves you. If you have not yet 
decided to co-operate, we urge you 
not to let this opportunity slip. 

If you do not carry McCallums, here 


is your opportunity to demonstrate 
the value of this line of fine silk hosiery 
in your own store. 


Mail this Coupon 








McCallum Hosiery Company 
Northampton, Mass. 

Please send me, without obligation 
on my part, details of your Spring 
Shopping Concentration. 

PU MUR ccicc oes haa¥ccsss 
BIG 0665. 0054 KS 04 0s Sap e tenses 
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Four Rules to Follow in Fighting the 


House-to- House Canvasser 


And for Goodness’ Sake, Forget for All Time, the Sentimental, Impotent 
“Trade-at- Home’ Slogan 


salesman in your town? This menace is 

growing constantly, as evidenced by the 
fat sales and earnings reports of some of the 
larger firms in the house-to-house game. It is 
pretty well agreed among merchants that some- 
thing should be done about it and many things 
have been attempted, from restrictive legislation 
to the general appeal to “buy at home.” 

The whole subject of house-to-house hosiery 
canvassing and some suggested remedies for the 
merchant to apply in his own community were re- 
viewed by T. Walter Fred, president of the Dav- 
enport Hosiery Mills, at a luncheon meeting on 
the final day of the National Retail Dry Goods 
Association’s convention at the Hotel Pennsyl- 
vania, New York. Here is what Mr. Fred had to 
say: 


\: you fighting the house-to-house hosiery 


Spreading To Many Lines 

“To men of your intelligence and experience it 
is hardly necessary to 
state that the hosiery ped- 
dler is a real menace. If 
that were not true, you 
wouldn’t have me up here 
taking your valuable time. 
Many of us thought when 
it came up a few years ago 
that it would be transitory, 
that it would pass off like 
a cloud. We have seen it 
grow and grow until to- 
day it has taken millions 
of dollars worth of ho- 
siery business out of your 
store, and they are doing 
a phenomenal repeat busi- 
ness. That is the serious 
part of this question. And 
it has spread also to other 
things. For instance, un- 
derwear, house dresses, 
clothes of various kinds. § 
It seems that it is high © 
time that we were giving | 
it serious consideration. iittala 

“Let us analyze it for 
just a moment. Is the ho- 


Ps 


} 





Lisle sport stocking with woven, two-color design, shown by 
courtesy of the Raymond Hosiery Co. 


siery peddler successful because he offers greater 
values than are being offered by the regular retail 
stores? 
No Better Values by Bell Ringer 

“Careful survey will show you that the hosiery 
peddler does not offer any better values than are 
found in the store. If that is true, then, is it pos- 
sible for the bell ringer to offer better values than 
you can offer? Investigation will show that the 
direct-to-consumer method of distribution is no 
more economical than the regular time honored 
method of the retail store. As you know, the mill 
selling direct to the consumer has a terribly large 
overhead office expense to look after the mass of 
detail which is naturally incident to that method 
of distribution. Besides that, he must pay the can- 
vasser a very large commission. He must have 
high-class canvassers and they must make money. 
In addition to that, he must pay a distribution 
manager, who is over so many canvassers, another 
commission. Total all that 
expense up, and you will 
find that the direct-to-con- 
sumer method of distribu- 
tion is no cheaper than the 
old, regular method 
through the retail store. 


Battling On Common 
Ground 


“Now if this is true, 
why do women buy from 
the house-to-house canvas- 
ser? I hope what I am go- 
ing to say will not offend 
anybody. I am placed in a 
rather embarrassing posi- 
tion. To say what I want 
to say and will do you 
good, and which you are 
interested in, I have to 
talk about my own busi- 
ness in a way, but I want 
to make this absolutely 
» plain, that nothing that I 
am saying to you is said 
with the idea of advancing 
our own business. Frankly, 
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No. 512—I Illustrated above. Fine silk mixed ribbed hose with 
three beautiful printed designs in each box in following colors: 
French Nude, Amber, Neutral Peach and Sahara. 


Price $12.00 per dozen 


No. 5254—Fashioned 3 color jacquard silk stripe combination 
in a range of 8 shades. 


Price $12.00 per dozen 


No. 5346—Two color contrasting vertical silk stripe in 6 
combinations. Mostly light sport shades. 


Price $12.00 per dozen 


No. 5255—Rayon and lisle woven circular contrasting wide 
stripe effects in 8 different color combinations. Our exclusive 
designs. 


Price $10.50 per dozen 


No. 5244—Fashioned lisle two tone woven circular stripe 
effect in 6 color combinations. 


Price $8.50 per dozen 


No. 5253—Rayon silk with drop stitch and woven contrasting 
cross stripe in a range of § colors. 


Price $8.50 per dozen 
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Garter - Clox—“ Adding the touch that 


means so much’’— 
This beautiful feature is patented and is knitted in, in a con- 
trasting color of apple green, beautiful to the eye and certain 
as a run-stop. 
These full fashioned chiffons are made of the finest silk pro- 
curable, from tip to toe, and are available for immediate de- 
livery in the following shades: Black, Airedale, Amber, Blond 
Satin, Gold, Gun Metal, Neutral, Nude, Rose Blond, Russian 
Calf, Shell, Siloer, Skin, Champagne, Harvest. 

Price $19.50 per dozen 
No. 760—Finest all silk chiffon, full fashioned, 42 gauge. A 
particularly fine stocking for high-class trade. 

Price $15.50 per dozen 
No. 1208—Sheerest of full fashioned, lisle top chiffons, 42 
gauge, silk foot. Price $13.50 per dozen 
No. 1825—Full fashioned, pure thread silk, lisle top, sandal 
foot, medium weight, 42 gauge. 

Price $12.50 per dozen 
No. 1925—Full fashioned, heavier weight, pure thread silk, 
lisle top. Price $14.50 per dozen 


No. 1625—Full fashioned pure silk, medium weight service 
hose. Lisle tops. Price $10.50 per dozen 


All these styles are ,guve dip dyed silk. The finest of silk thread 
only is u in making these stockings. 
They are available in all the latest Spring 
Samples and color card gladly submitte 
for immediate delivery. 


Terms 1 per cent ten days, net 30 days. 


colors. 
Numbers listed are 


H. HILLELSON & SON, Inc. 


3, 5, 7 West 22d St., 
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the real reason for the success of the hosiery ped- 
dler is due to the fact that you and I—I mean the 
retail store, and perhaps the manufacturer, too— 
have been asleep on the job. 

“Tn studying this question, there occur to me 
four things that perhaps are the main reasons for 





Women’s seamless lisle hosiery with woven pattern. 


the success of the hosiery peddler. All four of 
those four things exist because we have been 
asleep on the job. In studying those four things, 
we can learn how to combat this evil, and the sub- 
stance of what I am going to tell you is to use 
these same methods and fight fire with fire. 


Peddler Gives Em What They Want 


“First, we believe that the hosiery peddler is 
successful because he is giving the women what 
they want. I mean by that a strong, serviceable, 
long-wearing utility silk stocking at a low price. 

“Personally, I believe that a circular knit stock- 
ing is the best service and utility stocking. You 
may not agree with me on this. The house-to- 
house canvasser, hosiery knit business, is done 
largely on circular-knit goods. However, they do 
sell full-fashioned goods. The largest exponent of 
this method of distribution has within the last 
year acquired a full-fashioned mill. But today the 
big bulk of their business is on circular knit silk 
hose. 

Don’t Fear to Stress Service 


“Now you may feel that this is intended as a 
knock at full fashioned. It is not. In our opinion, 
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there is a real place in every store for both full 
fashioned and circular knit. After all is said and 
done, the public is the judge of what they want. 
Of course, I understand that in a great many in- 
stances, your store is a selector of merchandise for 
the public, but in the simple things of life like a 
pair of utility silk stockings, my conception of 
your store is that you are a service station to give 
the people what they want, and if you fail to do 
that, you can blame nobody but yourself if they 
go out and buy from somebody else, your com- 
petitor across the street, or the house-to-house can- 
vasser, what they want. 


Advertise Service Grades as Well as Styles 

“But, you say, ‘Mr. Fred, we have a utility 
stocking, perhaps we have a circular knit one, and 
we don’t do any big volume of it.’ That is true in 
the majority of cases. I want to say this, you don’t 
tell the public about it. You don’t advertise a cir- 
cular knit silk stocking as a rule. You don’t push 
it. A lot of the women who come into your store 
don’t know that you have one. I know from per- 
sonal experience and investigation that this is true 
in a great many stores. Maybe it is not true in 
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Bos sah 

The latest novelty is a cross-word puzzle design. Printed in 

two colors on stockings of various colors. Shown by courtesy 
of Kramer Bros. 


yours. A woman goes in to buy a circular knit pair 
of silk sockings, and she is practically insulted by 
the clerk. The clerk turns up her nose and says, 
‘No, we don’t handle them up here, this is a full 
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An Easter Display of These Pe lin | 





Special Hosiery Styles ie 


mill increase your sales wea 
Piping Rock 


Feature these three numbers in your Easter hosiery dis- poms 


plays. The women of your City will read about them in Shell 
Allen-A Easter advertisements in Vogue, Ladies’ Home Beige 


Nude 


Journal and The Saturday Evening Post. If you have Feench Nude 
For Men, Women and Children these styles in stock, write for our tested tie-up display Rose Blonde 


Cannon 


Underwear plan to increase your Easter sales. THE ALLEN A Moonlight 
For Men and Boys Only COMPANY, KENOSHA, WISCONSIN. 














No. 895 Regular weight full-fashioned. Nig, 3765 Medium weight (Service chiffon) No, 3785 bg special chiffon for dancing. All 
silk, 


Pure thread Japan silk. Elastic pure thread Japan silk. Full-fash- with the special invisible “‘in- 
$1.85 garter tops, toes, heels and soles $1.65 ioned. With mercerized lisle gar- $2 00 ner foot” of fine lisle. Full-fash- 
h . Of mercerized lisle. Dip-dyed. ¢ ter tops, heels and toes. Dip-dyed. as ioned. Dip-dyed. Unadulterated. 

th€ Pair Unadulterated. All shades. the patr Unadulterated. All shades. the patr = All shades. 
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fashioned store. Perhaps you can get them in 
the basement.’ After being properly snubbed this 
woman goes out, buys what she wants from the 
store across the street, or from the house-to-house 
canvasser. 


Maybe the Fault Is in Your Sales Force 


“But, you say, this condition doesn’t exist in 
my store. I want to suggest this, that you look 
about and see. Perhaps your hosiery buyer, your 
head sales girl and the sales girl in your depart- 
ment are taking the high and mighty attitude that 
they are above circular knit stockings, that this is 
a full-fashioned store and it is beneath our stand- 
ing to handle a stocking of this kind. All the time 
that you are patting yourself on the back and 
sticking out your chest bragging that you have 
such a high clientele as your full-fashioned peo- 
ple, the peddler of hosiery is going around to the 
best people in the best homes in your town and 
selling them a circular knit, service, utility stock- 
ing. They are selling them over and over again, 
and the women like them. 

“Now, I say he is selling the best women. 
Why? Because the poorer classes do not have 
$5.50 in cold cash to pay out for a box of silk 
stockings, so they work the best residential streets, 
the successful business men’s wives, and you, with 
the high and mighty attitude that you are above 
this trade, are getting 
your business from the 
poorer classes. 


What One Store Has 
Done 


“TJ don’t say this to 
knock anybody, but it is a 
fact, gentlemen, that we 
ought to think about. Per- 
haps it is exaggeration in a 
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women in the town, and it caine through repeat 
business. 

“The second reason that we feel that the bell 
ringer has made a success is because of real sales- 
manship. The house-to-house canvassers as a rule 
are sharp, keen, alert and know their business, and 
they go after the business. They show real sales- 
manship. 


Real Salesmanship Needed 


“Now, if we are going to combat that evil, we 
have got to show real salesmanship in our hosiery 
department. I don’t know what a hosiery salesgir] 
gets in an average department store. I think it is 
not out of the way to say that the average sales- 
girl, I believe, gets somewhere between $15 and 
$18 a week in most stores; some you may pay 
more and some less. 

“This is no brief for the salesgirl, but in this 
world we usually get just about what we pay for. 
That girl has got to dress neatly and live in decent 
quarters, and how in the name of common sense 
can you expect a girl getting $18 a week and liv- 
ing on that to show much enthusiasm about the 
product she is selling or know much about it or 
care much about it? 


Some Thoughts on Compensation 


“<But,’ you say, ‘I can’t afford to pay them any 
more.’ Well, you have got 
| to get high-class girls. 
| “We will start out with 
that. We will all agree on 
that, that we must have 
high-class girls who are on 
to their jobs and know 
their jobs. 
“T would make this 
suggestion —if you have 





fonth great many cases, but it is six hosiery salesgirls in 
true in some cases. your department and you 
le “T want to use this little can’t afford to pay them 
C illustration—I know of a any more, I would can 
oa store (I am drawing from three of them, and then I 
at personal experience) in a would pay the other three 
7 town of 450,000 popula- more money or a liberal 
cam tion, and it is considered commission, and I would 

one of the best dressed insist that they know more 
ie oe about hosiery, that they 
de which had caane handled get on their toes, and that 
ke creular knit stockings be- they go after the business. 

“ or 

3) Ss a The Ren of Ilign 
ane s year of $55,000 on one Full fashioned silk hosiery, zinc gray in color with clock eee ; 
sible “in- ’ ? ’ “« ° ° 
‘ull-fash- circular knit silk stocking, design in contrasting shade. Shown by courtesy of the Hol- This is another in- 
Iterated. and it came from the best yoke Silk Hosiery Co. (Continued on page 149) 


Issue of March 7, 1925 





HOSIERY SECTION 


Guarantee slip with each pair 
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We guarantee .. 


/ \ BESTHERIZ Sta vckings to 
Stand twe weeks of con- 
Stant wear...tf stock- 
ings de not give satis- 
factory wear we wil] Ny 


exchange foranew 
pair within 30 days. & 
BESTHERIZ HOSIERY C0 \ 

VILE BON 


BESTHERIZ 


GUARANTEED 





Full- Fashioned Silk Hosiery 


Your customer has unrestricted wear of Bestheriz 
Hosiery for two weeks’ time. 

If the stockings give unsatisfactory service, your 
clerks are not bothered by replacement, for this is 
taken care of direct from the mill on the request of 
your customer, wherever she may be. 

No other guarantee is as broad as this and you can 
use it to build a greater and more profitable business. 
Write us for complete details about this remarkable 
new plan. 


No. 111—Med. light wt. silk merc. lisle top and foot. 

No. 222—Silk Chiffon, mercerized lisle top and foot. 

No. 333—Med. It. wt. silk to the top—foot reinforced 
with lisle. 

No. 400—All silk chiffon (very sheer) foot reinforced 
with lisle. 

No. 544—Heavy weight silk boot—top and foot re- 
inforced with 3 thread mercerized lisle. 


No. 888—Heavy weight allover silk. 


Numbers are all finest dip-dyed and come in a wide 
variety of the new Spring colors. 

Attractive counter signs will be sent out with all 
orders. 


Bestheriz Hosiery Co. 
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“The tatest creation 
ZEBRA HEEL 


Here is a beautiful silk and art silk stocking with a 
patented printed heel design that is a vast improve- 
ment over the old solid black heel, being far more 
graceful and appealing. 

The design cannot be washed out and in fact looks 
better the more the stocking is worn. 


Mending, if ever required, will be unnoticed through 
the zebra effect, and the stocking will continue in 
service. This is not the case with the solid black heel 
stocking which has to be thrown away when a hole 


appears. 
Price $8.75 per dozen 


COLORS WITH BLACK STRIPE HEELS 


Airedale Lariat Tan Bark 
Blush White Russian Calf 


Silver 


BLACK WITH GREY STRIPE HEELS 
Sole Manufacturers of the Zebra Heel 


Makers of the famous $1.00 
seller, 79 C.C. at 


$7.85 per dozen 


Starkist Hosiery Co. 





Robischon Sales Co., Inc. 


389 5th Ave., New York 
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This Store Sold $40,000 Worth of Hosiery 


in Its First Year 


New Hollywood Store of (. H. Baker Finds Hosiery Makes Shoe Sales 
and Shoe Sales Make Hosiery Sales 


HE C. H. Baker 
Hollywood Shoe 
Store is one of the 


numerous Baker shoe 
stores in Los Angeles, 
California. It is one of the 
newer stores, being just 
about a year old, and dur- 
ing its first year it secured 
a $200,000 volume of 
business of which twenty 
per cent was in hosiery. 

This store has experi- 
enced splendid success in 
pushing its hosiery de- 
partment and the methods 
used will, unquestionably, 
be of interest to other 
shoe stores and to all ho- 
siery departments. 


Extra Commission for 
Pushing Hosiery 

In the first place this 
establishment makes it 
worth while for all the 
salespeople to push the 
sales of hosiery. All the 
shoe selling is by salesmen, but the hosiery de- 
partment is in charge of a salesgirl. All these sales- 
people are employed on a salary and commission 
basis and though the salesmen do not do any 
hosiery selling they receive commissions on ail 
hosiery sales made through their efforts, and the 
saleswoman in charge of the hosiery department 
receives a commission on all shoe sales made 
through her efforts. 

In other words, it is made a worth-while propo- 
sition for the hosiery department to try and boost 
shoe department sales and it is made a worth- 
while proposition for the shoe department to boost 
the hosiery department sales. 

The method employed by the shoe salesman 
in pushing the hosiery sale is this: 

After the sale of a pair of shoes has been made 
to a woman or to a man, the salesman says some- 
thing like this to the purchaser: 

“Of course you'll want hosiery or hose to 





Woven, two-tone jacquard seamless stocking with novelty 


design, seen in New York. 


match these shoes. [ll 
take you up to the hosiery 
department and introduce 
you to the salesgiri who 
will be very glad to show 
you what we have.” 

The salesman, accord- 
ingly, does this and the 
matter is then turned over 
to the salesgirl. 

The salesgirl, in turn, 
concentrates her efforts on 
two things: 

FIRST.—To make the 
customer buy hosiery be- 
fore leaving the establish- 
ment. 

SECOND.—To make 
the customer buy three 
pairs of hose, at least—the 
store’s stock of hosiery 
coming three pairs to the 
box. 


What the Salesgirl 
Emphasizes 

In selling the hosiery, 
the salesgirl emphasizes 
these points: Texture, quality, color and savings 
to be made by purchasing three pairs instead of 
one pair. These points are building more business 
for the hosiery department every week. 

It is also found in this store that through its 
regular newspaper advertising for the hosiery de- 
partment a considerable amount of trade comes in 
for hosiery alone. In fact, at the present time 
sixty-five per cent of the business done by the 
hosiery department originates from outside sources 
and is not brought to the department by shoe cus- 
tomers. Much of this outside hosiery trade is 
turned into shoe trade, too. 


Three Per Cent of Gross Income for 
Advertising 
In advertising the store and the hosiery depart- 
ment, M. G. Small, the Hollywood store mana- 
ger, uses space in the local papers on Tuesdays 
and Fridays. Good sized space is used—three per 
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T IS extremely easy to sell Hirner Foot Hose be- 
cause it has exactly seven different and better 
points of construction from other men’s hose. 
These points of difference are quickly appreciated by 
your customers and will bring them back to your store 
time and again. 
Special patented machines are used to construct the 
foot of Hirner Hose, knitting the foot to conform ex- 
actly with the natural shape of the ball, arch and heel. 
Such care in construction has never before been taken 
in hosiery manufacture. It finds its reward in your 
customer’s entire satisfaction and your consequent 
profit. 
Silk and lisle accordeon ribbed leg—mercerized lisle foot. 
Black and white Black and gold 
Black and navy Black and red 


Also complete range tan and gray combinations. 


Price $11.00 


Made also in all silk tram accordeon rib 2 tone with spun silk 
foot reinforced with lisl—Same colors. 


Price $22.50 


Silk and wool in many combinations. 


Price $13.00 


HIRNER HOSIERY CO. 


ALLENTOWN, PA. 
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“‘Knit to fit the foot”’ 
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7 reasons why it’s 


different and better 


Foot knit at right angles 
*from the leg. 


2 The only foot that has an 


arch that fashions it to your 
foot without any objection- 
able seams. Therefore Hirner 
Hosiery gives comfort and 
wear. 


3 Hirner Hose are built each 


size on an individual ma- 
chine and are not boarded te 
shape. 


The foot is fashioned with- 
. . . 

out any objectionable seams, 
therefore Hirner Hosiery 
wears longer than any other 
hose. 


ROBISCHON SALES CO., Inc. 


389 5th Ave., NEW YORK 


5 The accordeon rib does not 
*run over the instep and does 
not leave ridges where the 
shoe is laced over the instep. 


The Hirner elastic top gives 
"elasticity and does not bind 
or cut the calf. Made longer 
in the leg than most stock- 
ings for men. 


7 . The silk in Hirner silk hose 
is not loaded. The mill uses 
only the highest grade of 
silk, wool and mercerized 
yarns, and uses no artificial 
silk, therefore Hirner Hose 
wear better. 








HIRNER HOSIER 
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cent of the total gross income of the establish- 
ment going for advertising. 

In the advertising, the ads are varied between 
institutional copy, descriptive copy and copy with 
a price appeal and each style has proven about 
equally effective in building business. 

Outside of newspaper advertising, the store 
places its principal reliance, in securing publicity, 
on frequently changed window displays, sales- 
room cases which are changed every week and the 
use of pictures of motion picture stars, with in- 
scriptions complimenting the store on its goods 
and services—these photos being secured from 
euch of the stars as are patrons of the establish- 
ment and these pictures being used in the show 
windows and in the cases inside the store. These 
photos always attract attention and create comment 
and have proven to be mighty good advertise- 
ments for the store. 

In addition to these promotion stunts, the 
methods used by this establishment in boosting 
its business are told about by Mr. Small in this 
way: 

“We consider in this store that personality is 
the biggest asset the salesman has and we see to 
it that only such salesmen are employed as have 
personality. I am very careful, indeed, about pick- 
ing new salesmen because after a salesman has 
been once employed I want him to stay with us. 
Frequent changes in the personnel of the sales 
force is bad business. Long experience has enabled 
me to size up applicants 
pretty well so that I gen- 
erally get the right fel- 
lows in the store without 
much difficulty. 


Salesmen Build Up 

Personal Following 

“We encourage sales- 
men to assert their per- 
sonality. We like, in this 
store, to have salesmen 
make such good impres- 
sions on customers that 
the customers want to get 
their services every time a 
visit is made to the store, 
even if a wait is entailed 
in doing this. It is the 
policy of the Baker stores, 
as a general thing, to wait 
on customers in the order 
in which they enter the 
store, but here inthe Hol- _ 
lywood store where there ti 
is more leisure among the 


shoppers we are able to Full faslioned silk, chamois color, with clock in gold brown. 
Shown by courtesy of the Holyoke Silk Hosiery Co. 


change this a little so that 
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customers who want to wait for certain salespeople 
can do so. 

“We try at all times to make customers and 
visitors feel wholly at home in the store. This is 
particularly essential in Hollywood because, 
though Hollywood is a part of Los Angeles, it is 
really a city of itself with a population that has 
a wonderful community spirit. Hollywood people 
think that Hollywood is the only place in the 
world to live and, of course, among the visitors 
to Southern California no trip is complete without 
a visit to Hollywood, so this community has a dis- 
tinctive personality and community spirit of its 
own. Hollywood folks are all neighbors with each 
other and like to think they have the best sort of 
stores—as the community has—and like to feel 
that their patronage is highly appreciated by the 
stores. 

“So this thing of making all visitors to the 
store feel wholly at home is very important, in 
my opinion, in making this store a big success. 


Complaints Satisfied Without Question 


“Also in making folks feel at home here I go 
the limit at all times in satisfying complaints, even 
when the complaints aren’t justified. Suppose, for 
instance, that a woman comes in here complaining 
about a pair of shoes or hosiery and suppose that 
we find her complaint is not at all justified. Right 
away we give her a new pair of shoes or hose, just 
the same, and send her on her way rejoicing. We 
figure that the good this 
sort of thing does us is 
something —_ tremendous, 
particularly in this neigh- 
borhood where people 
know so many folks and 
where things get around so 
quickly. I feel that even if 
we had to give one pair of 
shoes a day like this in or- 
der to satisfy customers, it 
would be mighty good 
business for us. 

“And right here, in 
emphasizing the fact that 
this is a big city store in a 
neighborhood location, I 
want to say that the 
neighborhood store has one 
splendid advantage over 
the downtown store. 
Folks who come in here, 
come in to buy goods, not 
just to shop around as 
they do downtown. Conse- 
quently, we have very few 
lost sales.” 
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DR. POSNER’S EXCLUSIVE EXHIBIT 


ot POSNER's 
HOSIERY 
SCORES A HIT AT THE STYLE SHOW 


The Grand Ball Room at the Astor Hotel, New York City, was crowded 
to capacity at the most successful style show of the United Infants’, 
Children’s and Junior Wear League. Every model, of which there were 
over 100, wore a pair of Dr. Posner’s Hosiery and Shoes, to match the 
numerous and varied Spring costumes. 

For every ensemble, whether for ultra stylish, street, sport or school wear, 
there was a style of hose from the extensive Dr. Posner Line to harmonize. 
The toddling tot, as well as the college miss and boy, displayed to best ad- 
vantage the merits of this unusual line before a host of representatives 
of the leading stores from all over the country. 

The place that Dr. Posner’s Scientific Hosiery fills is gaining wider recog- 
nition every day. The best stores are getting behind our plan to market 
this profitable and prestige-building line of Juvenile Hosiery. Let us tell 
you what the plan is. 


OUR NEW SPRING CATALOG IS READY 


**The Only House Specializing in 
Children’s Hosiery Exclusively.” 


D*A.POSNER.SHQES. Inc. 


142 WEST BROADWAY 
—— NEW YORK CITY 
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The store is finding that while the women were 
the first to realize that the shoe store is a fine place 
in which to purchase hosiery, the men are now 
coming to the same realization and are purchasing 
hose more and more heavily at the store all the 
time. And it is also found that much of the out- 
side trade coming to the hosiery department is 
from people who have formerly bought hosiery 
or shoes at the establishment. 





House-to-House Canvassers 
(Continued from page 143) 


stance I can think of right now. In a little town of 
one hundred thousand population 1 know one 
salesgirl who last year sold over twenty thousand 
dollars’ worth of one stocking alone, and she sold 
other brands and other prices and other kinds of 
hosiery besides this. That girl was on the job. 
Across the street from this store there is a big 
store, a real department store, and they had be- 
tween six and seven and sometimes as high as ten 
salesgirls, and I want to tell you, gentlemen, that 
this is the actual fact, that this one girl sold per- 
sonally more hosiery than the six or seven in this 
big department store sold altogether. 

“Just one other thing I want to mention to you 
—the bell ringer concentrates. He has one stocking 
to sell. He knows his product. He is sold on it. 
He is successful because he concentrates. In some 
stores, but of course not in yours, there are as many 
as six to eight conflicting brands in the same price 
range. You have a little bit of everything, but 
when it comes to size and color assortment, you 
have got nothing. You have got a lot of money 
tied up in your stock, and yet you haven’t got a 
decent, clean stock. No manufacturer cares a darn 
about your business, because you are splitting it 
around with everybody. No manufacturer is going 
to give you any more assistance than he gives any- 
body else. 

“Tf my stocking was in your store and you didn’t 
think it was the best stocking in its price range, I 
would say cut it out. Don’t carry it along for the 
little bit of business you get on the sideline. How 
in the world can you expect a hosiery salesgirl to 
be sold on any one brand as being the best service 
and utility silk stocking when you carry six? How 
in the world can you expect the customer who 
comes into your store to be sold on any one brand 
when you carry six? 


One Stocking in Each Price Range 
“T would say, concentrate on one stocking in 
each price range and put all your energy, all your 


enthusiasm behind it and quit scattering. 
“T am going to summarize. My suggestions are 


to you these: 


HOSIERY SECTION, 


149 


“First, give the women what they want, a good 
circular knit service stocking, give them a better 
one than the hosiery peddler does. 

“Second, educate your salesgirls and if necessary 
pay them more money to get high-class, real sales- 
people. 


Feature Known Merchandise 


“In the third place, feature an advertised brand. 
Get the influence and the power and the help in 
selling your stuff that the manufacturer has given 
you of an advertised brand. 

“Tn the fourth place, concentrate, cut out every- 
thing but one stocking in each price range. 

“When you start out again in your campaign 
against the house-to-house canvasser, don’t base 
it on the weak, sentimental, impotent slogan, ‘Buy 
at home.’ To my mind that slogan has lost Ameri- 
can merchants more business than any one other 
thing they have ever done. 


Why Should We Buy at Home? 


“Why should I buy at home? The slogan itself 
suggests that the stuff that I am selling, that you 
are selling is not all that it might be, but for senti- 
mental reasons, I should purchase at home, even 
if it was against my interests to do so. Forget it. 
Adopt this slogan: ‘Don’t discriminate against the 
home store.’ I want to repeat that: ‘Don’t discrimi- 
nate against the home store.’ That is fair. No pur- 
chaser can take issue with you there, and your 
slogan itself suggests that what you are selling is 
second to nobody’s. 

“When we come to think about it, I am not so 
sure that this bell ringing proposition is a curse. 
I rather think it has been a blessing in disguise to 
all of us, and certainly it has been a blessing in 
disguise to all of us if it will wake us up, make us 
get out of that old rut. 


Advantages of the Retail Merchant 


“You have a lot of advantages over the hosiery 
peddler. You are known in your community. Your 
guarantee means something. You are on the job 
to back it up. The consumer can see the merchan- 
dise before she gets it. She doesn’t have to buy a 
whole box of four pairs. Furthermore, you can 
offer her a great assortment of colors, where she 
can look at them, match them up right there with 
her gowns or shoes or anything else. Besides that, 
you have a very strong ally which the peddler 
hasn’t got. You have your silent salesman, your 
window displays. I would go after those fellows 
strong in my windows, and I wouldn’t run a win- 
dow once a month or so and forget I had a hosiery 
department for the rest of the month. I would 
put their stock in the window. I would put mine 
there.” 
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Re-dyeing Without Service 
is Practically Worthless 


To give this service requires equipment of all 
kinds and a large amount of it. 


We must be in a position to handle a large order 
as promptly as a small one, or the value of re- 
dyeing to the large house would be worthless. 


To do fine work requires fine tools and we have 
procured the best. 


Our capacity at the present time is from 
600,000 Ibs. to 1,000,000 Ibs. yearly. 


The best is the cheapest in the long run. This 
applies to RE-DYEING as well as machinery. 





Let us change your numbers of unpopular colors 
that are not selling into colors that are. 


Peerless for Re-dyeing 


PEERLESS HOSIERY DYEING CO. 
Pleasantville, N. J. 








views in the Peerless Plant at Pleasantville, N. J. 














“FIOSTERT ” 
cA (ontact Potnt of Profits 


As the crystal detector of a radio instrument is the vital contact point between 
the great world of sound waves and your ear—so has ‘‘Hosiery” become the 
valuable contact point between your cash drawer and all that the leading hosiery 
manufacturers can do to fill it. 


HOSIERY” | 


“Hosiery” is a distinct department of the Boot and Shoe Recorder and is the only 
medium which concentrates on making itself useful to shoe merchants who are 
selling, or plan to sell, hosiery. 


USUI UMU TUM ell ie} 


Each month its standing becomes higher and more authoritative. Each month 
for this reason it is more worthy of your careful reading and thought. 
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Southwestern Boys Hosts at Goodfellows’ Banquet 


Iowa Travelers’ Auxiliary to Stage Style Revue at lowa Merchants’ Convention, March 
10-12—Edwin Clapp & Son, Inc., Semi-Annual Sales Conference, Constructive 


HE year of 1925 bids fair 
to go down in history as the 
biggest and best from the 
‘standpoint of traveler-merchant 
'co-operation. Beginning with the 
' National meet in Boston of Janu- 
/ary, when the Boston Shoe Trav- 
| elers, the Southern Shoe Travelers 
' and Boston Shoe Associates were 
"hosts to the great forces of the 
'N. S. R. A. The boys have been 
giving splendid assistance all along 
» the line. 


Goodfellow Banquet Big Event 


One of the most recent in- 
| stances was at Forth Worth, Feb- 
'ruary 22-25, when Southwestern 
Shoe Travelers and the Texas and 
| Oklahoma retail-shoe merchants 
'“pulled off” a joint meeting. The 
second annual “Goodfellows Ban- 
quet,” with the travelers as hosts 
'to visiting buyers and their 
guests, at the Texas Hotel, on 
February 22, was a memorable 
) event. 

About three hundred were pres- 
Pent at this real “Get Together.” 
'The banquet was distinguished by 
ithe lack of formality and there 
‘was not a dull moment from the 
ptime of the gathering until the 
Hlast little group left the banquet 
thall at a late hour. Co-operation 
and the desire to make the joint 
convention the best in the history 
‘of the organization were the chief 
features of the many interesting 
talks. 

Prominent Speakers 


Tom Collins, president of the 
‘Southwestern Shoe Travelers gave 
a most hearty welcome in the 
mame of the hosts and acted as 


toastmaster for the evening. H.C, 
Scoggins responded to the wel- 
come, in behalf of the Texas Re- 
tailers and Day Fezler for the Ok- 
lahoma retail shoe merchants. 
Appreciation of the hospitality 
of the two organizations of trav- 
elers and retail merchants was 
expressed by the number of dis- 
tinguished guests. John J. Baird, 
president of N.S. R. A., compared 
in a uniquely striking manner the 
size of the great state of Texas 
(Continued on page 155) 





A. C. LUDLAM 


of Wichita Falls, Texas, who 

travels sections of the South 

for Edwin Clapp & Son, Ince. 

Mr. Ludlam responded for the 

salesmen at the “Get-Away” 
dinner. 


Greater Consumer Interest 


The semi-anntial “get-to-geth- 
er” of the: salesforce of Edwin 
Clapp and Son, Inc., of East Wey- 
mouth, Mass., was an interesting 
and constructive meet.” 

The Style Show of Wednesday 
afternoon, February 25, was in 
charge of Edwin Clapp Lincoln. 

On Thursday, February 26, the 
complete line, both men’s and 
women’s was spread in the big 
sample room and the foremen and 
departmental heads were invited 
to join the salesmen in a final in- 
spection of the line. 

At six o’clock the salesmen and 
heads of departments gathered in 
the lobby and promptly at six- 
thirty dinner was announced. This 
was the semi-annual “get-away” 
dinner in honor of the sales rep- 
resentatives and was served -in 
the auditorium at the factory. Fol- 
lowing the dinner the treasurer, 
Horace R. Drinkwater, opened the 
meeting, extending the welcome of 
Edwin Clapp & Son to all present, 
giving briefly his ideas as to the 
outlook for improved business 
which he thought was very 
promising, indeed. 

He stated that the country was 
very fortunate in having escaped - 
a boom which would have been 
followed by the inevitable re- 
action. He was glad to find that 
business men everywhere had 
sensed the situation and had not 
allowed themselves to be led into 
a temporary business frenzy. 
Instead of the boom he said that 
the trend is towards a gradual 
and. steady improvement which 
will be spread over a much longer 








_ 
o 
_ 


BOOT AND SHOE RECORDER 


March 7, 1925 








PDO OH OOHGDHGDHOGHODODHHDHDHHHDODODOHOOOOHOOOOSOOSD oe 
“A w VA VA wv W v Y, 4 
@ 





OOODOODOOS 


Vv Vv 


~ 


OHDOOOOD- 


© 
© 
® 
© 
® 
@ 
@ 

rs 
© 
ys 


< 


OOOO: 


>> 


© 


OO@ 


Vv 


OOS OOO OOHOOOO 











The complete stroke in golf puts each 
of your feet in turn to two separate 
transverse strains, and any one of these, 
unless resisted by yourshoes, may cause 
a slip. The corrugations in the soles and 
heels of this Lotus shoe are so made as 


LOTUS 


to meet and master each strain in the 
whole series of strains, and to give the 

player perfect freedom, balance, securi- 
ty, swing and stance. Wearing this 
shoe, the player will not slip and will 
feel that to slip is impossible. 





GOLF SHOES 


PATENTED IN UNITED STATES 


ASK FOR 863 


CARRIED IN STOCK AT BOSTON HEADQUARTERS 


THE TOOMAY COMPANY 


145 SOUTH ST., BOSTON 


SOLE DISTRIBUTORS FOR UNITED STATES 
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TOM COLLINS 
President of the Southwestern 
Shoe Travelers’ Association. 
Toastmaster at Goodfellows’ 

Banquet, Fort Worth. 





period and will be far better in 
the end than the more rapid 
growth of business could possibly 
be. 

Year of Conservative Prosperity 


Mr. Drinkwater then introduced 
William M. LeBrecht, sales mana- 
ger of the Boot and Shoe Re- 
corder. Mr. LeBrecht concurred 
heartily in the opinion as ex- 
pressed by Mr. Drinkwater re- 
garding the outlook for improved 
business. 

“Thorough inquiry,” said he, 
“gives ample evidence that 1925 
will prove itself to be a year of 
conservative prosperity.” He 
showed that the conditions in the 
basic industries all made for in- 
creased consumer interest. “Confi- 
dence in the immediate future is 
founded upon the fundamental 
strength of the financial, agricul- 
tural and industrial situations,” 
continued Mr. LeBrecht, “and 
while it is unlikely that business 
this spring will exceed the speed 
laws of economics, it should travel 
along at a sane and safe rate, re- 
taining the pick-up that has come 
in recent months.” 


Clark with Florsheim 


Charles Clark, formerly selling 
“Lion” brand shoes, now repre- 
sents the Florsheim Shoe Co. 
“Charlie” is one of the members 
of the Shoe Travelers’ Auxiliary 
of Iowa. 


Southwestern Goodfellows’ 
Banquet 
(Continued from page 153) 


and the bigness of the spirit of 
hospitality which he had experi- 


enced as guest of the travelers | 


and retail merchants. Other guests 
who spoke were E. B. Terhune, of 
the Boot and Shoe Recorder, 
George M. Spangler of the N. S. 
R. A., Harry Vinsonhaler, St. 
Louis, C. A. West, St. Louis, H. G. 
Johansen, St. Louis, Buford 
Jones and Oran McCormick, Bos- 
ton. 

Buford McWhirter, of Waco, 
one of the best-known shoe trav- 
elers in the country, and Past 
President of the N. S. R. A., in a 
most delightful speech, expressed 
the cordial feeling that exists be- 
tween the travelers and retail 
merchants and brought out the 
need for co-operative effort. 

D. D. Moore, editor and pub- 
lisher of the Fort Worth Record, 
proved to be a most entertaining 
after-dinner speaker and_ wel- 
comed the visiting retail mer- 
chants and travelers. H. C. Mea- 
chem, of the Meachem Dry Goods 
Company, was another prominent 
Fort Worthian who addressed 
those present. 

E. H. Muse, vice-president of 
the Southwestern Shoe Travelers’ 
Association, gave an invitation to 
the travelers to return to Fort 
Worth for their next convention 
and made a plea to make Fort 
Worth the permanent headquar- 
ters for the joint conventions. 


Buford Jones and Harry Vinson- 
haler Members 

Tom Collins brought out a very 
interesting fact that two very 
prominent men in the shoe in- 
dustry, who no longer reside in 
the Southwest, had maintained 
their membership in the organiza- 
tion and expressed pleasure at the 
presence of these two members, 
namely: Buford Jones of Boston, 
vice-president of the Thomson- 
Crooker Co., and Harry Vinson- 
haler, of St. Louis, of the F. C. 
Church Company. 

The second annual Goodfellows’ 
Banquet was a fine party and has 
now become one of the established 
events of the Southwestern Shoe 
Travelers. 


MacLaughlin on Southern 
Trip 
Charles MacLaughlin of Mac- 
Laughlin Shoe Co. started last week 
for a trip to the South. 
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CARL P. ORTLUND 


Secretary-Treasurer of the 

Shoe Travelers’ Auxiliary of 

Iowa and assistant to J. E. 

William Prescott, Chairman of 
the Iowa Style Revue. 


Iowa Boys Entertain 


At the Fort Des Moines Hotel, 
Des Moines, on March 10-12, the 
Iowa Shoe Travelers’ Auxiliary 
meet with the Iowa Retail Shoe 
Dealers in yearly convention. 
Further particulars are given on 
another page in this issue. It will 
be noted that the members of the 
Iowa Shoe Travelers’ Auxiliary 
played a prominent part in the 
joint convention, putting on a 
Style Revue on Tuesday evening, 
March 10, with fifty professional 
models, featuring “Shoes for the 
Occasion for 1925”; were in 
charge of “Open Night,” Wednes- 
day, March 11, when the entire 
organization of retail shoe mer- 
chants will visit the sample 
rooms of the travelers; and “right 
on the job” on Thursday night, 
March 12, when the big banquet 
and ball will take place. J. E. Wil- 
iam Prescott, chairman of enter- 
tainment of the Shoe Travelers’ 
Auxiliary, is chairman of the Style 
Revue. He is assisted by Carl P. 
Ortlund, secretary-treasurer of 
the Shoe Travelers’ Auxiliary. 
John Allen, the president of the 
Shoe Travelers’ Auxiliary, and all 
the other officers, are giving 
splendid co-operation. Everything 
possible has been done to make of 
the joint Iowa merchant-traveler 
convention a big success. 
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TO THE WIDE AWAKE 
SHOE MERCHANTS 


What Does “‘QUICK TURN- 
OVER’’ Mean To You? 


ERE is a new line of ALL SOLID LEATHER SHOES, 


carried in stock right at your door by your local distributor. 


The “AERO-LINE” of SOLID LEATHER SHOES in- 
cludes every sort of shoe from a child’s cack to a men’s 18-inch 
high-top boot. It includes styles for the whole family at prices all 
can afford to pay. 


Make your store an “AERO-LINE” STORE. 


Size up your stock every week from your local distributor. No 
loss of sales by being out of sizes. No heavy investment in a large 
stock. No waits for goods to arrive by parcel post, freight or express. 


The merchandise you are selling is near you for prompt delivery, 
thereby giving you a quicker turn-over, which is so essential to a 
successful business today. 


Shall we put you in touch with our distributor in your locality? 
Indicate your interest in BETTER SHOES at BETTER PRICES 
and QUICKER RETURNS by writing us today, and we will have 


our local distributor see you promptly with samples. 


AERO-LINE SHOE CO. 


186 LINCOLN STREET 


BOSTON 
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HARRY GREENWALD 


Covers Brooklyn territory for 
Bond Shoe Co. 


Harry Greenwald, former Blog 
Shoe Findings Company salesman, 
wishes to announce to his many 
friends that he has made new 
“findings” and is now covering the 
Brooklyn territory for the Bond 
Shoe Company, 132 Duane street, 
New York, “wholesale manufac- 
turers” of women’s and children’s 
novelties. 


Aronson and Perry with 
Reliance and Peerless 


Geo. S. Perry, for the past fif- 
teen years of Perry-Malcomb Com- 
pany of Haverhill, and before that 
for twenty years a partner in the 
firm of Maynard Shoe Company of 
Claremont, N. H., is now connected 
with the Reliance Shoe Company of 
Beverly, Mass., and the Peerless 
Shoe Company of Chelsea. These 
firms make style McKay shoes for 
women at popular prices. 

Mr. Perry will represent these 
firms in territory west of New 
York City, calling on the volume 
buyers with whom his acquaintance 
is very extensive. 

Jesse M. Aronson, who was for- 
merly sales manager for the Vic- 
toria Shoe Company of Boston, will 
represent Reliance and Peerless in 
the territory south of New York 
City. 

Both gentlemen will greet their 
trade when it comes to Boston in 
their office on Lincoln street, soon 
to open, at such time as they are 
“off the road.” 


Aber Carries J. P. Smith’s 
Men’s Line 


In the Recorder of February 21, 
in this department, appeared an ar- 
ticle in regard to Walter Aber’s 
connection with the J. P. Smith 
Shoe Co. The reference to a special 
line of “children’s” shoes was a 
typographical error. This should 
have read men’s shoes, as the J. P. 
Smith Shoe Co. do not make chil- 
dren’s shoes. 


New Utz & Dunn Salesman 


Charles Soper of Detroit, for- 
merly with the Crowley Milner 
store, has joined the Utz & Dunn 
Company’s sales organization and 
will cover Michigan for this house. 
He succeeds Murray Crosby, who 
is retiring from the road on ac- 
count of ill health. 


Herman Salesforce Changes 


The Joseph M. Herman Shoe Co. 
has made recently several changes 
in the personnel of its salesforce, 
as follows: Herbert W. Ward, Jr., 
of Lynn, Mass., will cover Alabama, 
Tennessee and Mississippi; P. W. 
Reed of Roanoke, Va., will cover 
Maryland and Virginia; Thomas E. 
Bryant of Petersburg, Va., will 
cover Georgia and Florida. C. W. 
Robinson, Minnesota, South Da- 
kota, North Dakota, the Northern 
part of Michigan, Wisconsin and 
Council Bluffs, Ia.; John M. Terrill, 
Eastern Texas. 

Salesmanager Arthur C. Stern 
has been making a tour of St. 
Louis, Chicago and other western 
cities, inspiring his salesforce to 
renewed action for the coming 
season. 


Boston Shoe Travelers Meet 


The Boston Shoe Travelers’ As- 
sociation met on Saturday, Feb- 
ruary 21, to check up on the in- 
tensive membership campaign now 
on and to listen to the reports of 
the two membership teams—the 
Reds, captained by “Syd” L. Curry, 
and the “Blues,” captained by 
George J. Lovely. In the absence 
President John J. Whalen, who 
was on his territory, Past Presi- 
dent A. F. “Jack” Jones, presided. 
There were many interesting 
speakers—Frank L. Slagel of the 
Interstate Shoe Co., gave a talk on 
“General Trade Conditions and 
Prospects for Spring Business.” 
Charles Geissler, of the F. M. 
Hoyt Shoe Co., gave a talk on 
“Style in Men’s Shoes for Spring 
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BYRON A. TUPPER 


Who represents the Beacon 

Falls Rubber Shoe Co. in East- 

ern Maine. Mr. Tupper has 

covered this same _ territory 

for the United States Rubber 
Co. for over 23 years 





and Summer.” Six members were 
added to the B. S. T. A. roll call. 


“Jack” Martin Is Dead 


“Jack” Martin, one of the best- 
known salesmen in the industry, 
who traveled out of the New York 
market, is dead. His passing away 
on February 15, at the end of less 
than a week’s illness with pneu- 
monia, was a great shock and sor- 
row to his large circle of friends. 
He was particularly well known 
throughout the South, the South- 
west and the Middle West. Be- 
tween trips he made his headquar- 
ters in New York. His many 
friends from among the buyers— 
the country over—never failed to 
visit him because they liked to 
buy shoes from “Jack” Martin and 
listen to his interesting reminis- 
cences. He was 58 years of age 
and during recent years had rep- 
resented J. Albert & Son of Brook- 
lyn. 


Gray with Ground Gripper 


W. R. Gray, of Swampscott, 
Mass., formerly representing the 
C. B. Slater Shoe Co., in Ohio and 
Pennsylvania, has been secured 
by the Ground Gripper Shoe Co. 
to cover New England, New York 
and part of New Jersey, for this 
the latter house. 
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Two features your customers look for 
in gaiters and arctics— good fit and long 
wear. You can give them both with the famous 
“U.S.” Brand. 


Across the instep, over the toe, at the top—at these 
places a gaiter must fit. “U.S.” gaiters and arctics 
are made over a wide variety of lasts. There is a last to 
fit every type of shoe, and give the trim, stylish appearance 

that everybody demands. 


Made of strong Jersey cloth and tough, durable rubber, 
“U.S.” gaiters stand up under the kicking and scuffing 
they are sure to get. We have built ‘them to survive just 
such treatment, as thousands of wearers now testify. 
Our salesmen are on their way to you for your advance 
order. To insure prompt{delivery place your fall order 
now for the standard profit-building ‘‘U. S.”’ line. 


United States Rubber Company 


When writing to advertisers please mention Boot anv Suox Recorver 
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It’s Time to Consider Plans for Canvas 


\ TITH the advent of March, 
which has been emphasized 
in sections by periods of 

spring-like weather, the time for 
planning something definite con- 
cerning selling canvas footwear is 
opportune. Winter rubber footwear 
as a whole sold very freely through- 
out the country, and in many cases 
more aggressive merchandising 
methods were employed by Mer- 
chants. There was more “pep” to 
advertising and interior displays of 
galoshes were given more promi- 
nence, probably due to the fact that 
novelty gaiters commanded more in- 
terest than in prior seasons. 

The rubber canvas shoe situation 
in many cases has never been 
“tackled” seriously by many shoe 
merchants. Many advance the argu- 
ment that it takes too much mer- 
chandising effort on the part of the 
sales force to move this class of 
footwear, when it can be made more 
profitable if applied to leather 
products. On the other hand there 
are many examples of shoe stores 
reaping a nice profit from coping 
with the problems associated with 
selling canvas shoes. 

There are many reasons showing 
there is a broad field in canvas 
shoes for the shoe store. In the 
first place the public when inter- 
ested in shoes of any type thinks of 
the shoe store. Canvas shoes should 
be mentioned in the store advertis- 
ing early in the spring and a part 
of the display space in windows and 
interior should be utilized to give 
added impetus to the movement to 
sell this type of shoe. Parents are 
eager to save money in the expense 
of fitting out their children, if 
shown the practicability of the can- 
vas shoe for play wear. One rubber 
man, not a shoe merchant, however, 
queried several school children who 
were playing, asking them if they 
liked the canvas shoe for playing 
better than the leather types. He 
declared he found most of the chil- 
dren more eager for the canvas 
models. 

It appears that children are in a 
receptive mood for the canvas shoe 
and it means that the retail mer- 
chants must concentrate on selling 
the parents on the advantages of 
canvas shoes for spring and sum- 
mer. With the approach of spring 
there will be more interest in out- 
door activities by the young people. 


Footwear Season 


Boy scout and girl scout organiza- 
tions are getting under way with 
plans for programs calling for sport 
events which mean outdoor events 
and a chance to sell canvas shoes 
for these occasions. 


Desire Rubber Exposition 
Be Held in Boston 


Boston, Mass.—A petition has 
been circulated throughout the New 
England rubber trade asking the 
board of directors of the Rubber 
Association of. America to act fa- 
vorably upon the suggestion of the 
Boston Chamber of Commerce to 
hold a “World’s Rubber and Tropi- 
cal Products Exposition” in this 
city October 10 to 17, the purpose 
of which will be to provide a gen- 
eral trade stimulant and commem- 
orate the 100th anniversary of the 
founding of the American rubber 
industry in Boston; also 25th an- 
niversary of the Rubber Associa- 
tion founded in Boston. 

It is proposed to dedicate the rub- 
ber exposition, which is to be held 
at Mechanics Building, to the late 
Charles Goodyear, discoverer of vul- 
canization in 1839 at Woburn, 
Mass. 





Chesley and Rugg 
Exhibited 

New York, N. Y.— Chesley and 
Rugg, manufacturers of women’s 
shoes of Haverhill, Mass., was one 
of the Haverhill concerns exhibit- 
ing shoes at the recent Pennsyl- 
vania Shoe Retailers’ Association 
which was held at Atlantic City, 
N. J. A prior article printed in the 
Recorder did not mention Chesley 
and Rugg as an exhibitor. 





Modern Living Conditions 
Help Sell Slippers 

For several years the highest 
medical authorities have warned 
American women that modern life 
is too great a strain without proper 
rest and relaxation. Fatigue is cen- 
tered in two major “fatigue spots” 
(the feet and small of the back) 
and is passed on from there to all 
parts of the body and nervous sys- 
tem. Many prominent physicians 
stand sponsor for the statement 
that “by resting your feet you rest 
the entire body.” 

Dr. Edwin F. Bowers, a well- 


known writer and authority on 
medical subjects, has recently pub- 
lished a treatise on “Relief from 
Fatigue and Nerve Strain through 
Relaxation.” The Daniel Green Felt 
Shoe Company is circulating this 
little book and will gladly send 
copies to any shoe merchant writ- 
ing to them at Dolgeville, N. Y. 


Boston Repco Club Meets 

Boston, Mass.—Managing Direc- 
tor James W. Meloon of the United 
Shoe Repairing Company, recently 
gave an illustrated address on the 
commercial, industrial and his- 
torical development of Argentina, 
Brazil and Chile at a meeting of the 
Repco Club, an organization of 
company employees, in the Albany 
Building. 

Members of the company’s field 
force were present from New Or- 
leans, Chicago, New York, Balti- 
more, Rochester and Johnson City, 
N. Y.; Philadelphia, Salt Lake City 
and Portland, Me. 

President Harold J. Dodd of the 
Repco Club presided. The program 
was under the auspices of the en- 
tertainment committee, including J. 
B. Tarbox, chairman; George D. 
Tarr, Nathaniel S. Carder, Richard 
A. Walker and Miss Mary C. Nolan. 
Franklin R. Johnson represented 
the executives of the United Shoe 
Machinery Corporation and John 
Heys the Beverly factory. 


Wages of Shoe Workers 


The average weekly wage paid to 
workers in shoe factories in New 
York City, including the extensive 
Brooklyn and Long Island City dis- 
trict was $27.77 in January of this 
year, according to figures compiled 
by the New York State Department 
of Labor. The average weekly wage 
of shoe workers for the entire State 
was $26.01, showing clearly the 
higher wage scale that obtains in 
the Brooklyn district in comparison 
with Rochester, Binghampton, and 
other shoe producing centers. 

For the State as a whole employ- 
ment in the shoe factories in Jan- 
uary was 1.1 per cent higher than 
in December, and total payrolls 
were 2.9 per cent larger. Compared 
with January of last year employ- 
ment showed a decline of 2.8 per 
cent, but payrolls an increase of 
3.8 per cent. 
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Service « 
Service|ll 


“It Pays to Specialize” 








a SHOES represent the triumph of a manu- 
facturing-and-merchandising idea, it is the triumph 


cod. ee rou . - yt yy eg BA = 
B.C, B: Sises 6 to 11, Same pattern can also be had in of “‘specialization.”” Chicago is noted for its men’s fine JT! 

Black and Light Tan. Price $3.45, less 4% 20 days. r a : ° e ; respe 

(Shipped from Nashville by Service Express) shoes,—Nashville for its men’s medium shoes; under spe 

6 cewing’® h ions § Why 

the banner of “‘Service’’ these two shoemaking-sections : 


are united. Each section specializes on its particular Jw,is, 
grades,—the result is the most complete and highly 
specialized line of men’s welts to retail from $4 to $8. 


But the most thorough specialization in manufacturing 

is of little “ready” value to the retailer unless there is S 
also specialization in merchandising. By ‘Service 
Express” we provide 100% Merchandising efficiency 

for the retailer. 








— Solid 
No. 1896—KILEY LAST. New Castle Havana Brown Kid LEA I HER 
Blucher made with three special features. Cushion Insole, 
also Flexible Outsole and Arch Support. Branded “Cushion ~~ Construction 
Comfort."’ Widths C, D, E. Sizes 6 to 11. Price $3.45, 


less 4% 20 days. C re - had in 9 patterns, Bal and Blucher, 
Brown and Black 
(Shipped ny Nashville by Service Express) 


NASHVILLE 
MADE 





No, 1414 






5 20 da 
— be had in 15 Rees, ‘Brown or Black Kid Bals xo 
Bluchers Branded ‘‘Chain Store”’ or left plain. 
(Shipped from Nashville by Service Express) 
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Shoes by 
Express 


SALESMEN ARE OUT NOW WITH 
THIS COMPLETE LINE OF $4 to $8 
RETAILERS—Be sure that they call 
on you and show you the remarkable 
numbers in a remarkable line. 


The SERVICE LINES are “Service” Lines in every 
respect—one trial order will thoroughly convince you. 
Why not send it now? 





Write for the “Service” Plan of quick delivery. 


We Have No Back Orders 


SERVICE SHOE Co. 
MEN’S WELT SHOES 


NASHVILLE, TENN. 


Solid 





LEATHER 


Construction 





No. 8I—LAKE SHORE LAST. Grade “Next Best.” No. 
17 Light Tan Calf. Wide Fold Tip. Neat Perforation. New 
Quarter Pattern. Leather Lined arters. Wingfoot Rub- 
ber Heels. Widths AA to D. Sizes 6 to 11. Can also be had 
in Black Calf. Price $4.60, less 4% 20 days. 

(Shipped from Chicago by Service Express) 








No. 179—LAKE SHORE LAST. Grade “Ultra.”’ Light 
Tan Boarded Calf. Long Fold Panel Tip. Bleached Calf 
warter Lining. Wingfoot Rubber Heels. Widths AA to D. 


Sizes 6 to 11. Same can be had in several shedes and Black. 
Price $5.00, less 4% 20 days. 
(Shipped from Chicago by Service Express) 





No. 178 


No. 178—B1IG BOY LAST. Grade “Ultra.” Glazed Tan 
f. Barbour Tan Storm Welt, with a Stitch separated. 
Soft Cap. Fud, Heel Seat. Bléached Calf Quar:er Lining. 
Wingfoot Rub! Heels. Widths A to D. Sizes 6 to 11. 
Price $5.20, les 4% 20 days. 
(Shipped from Chicago by Service Express) 


CHICAGO 
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The name Luxurest follows the an 
establishment of a bright record of ant 
comfort sales. blz 
Now, a woman may ask for Luxur- of 
est to get the Fisher comfort she’s sh 
used to. 
It’s the art of merchandising; mak- on 
ing it easy for the customer to get ls 
what she wants—and guaranteeing P 
that she goes again to the merchant sti 
from whom she received the service bla 
° of unusual comfort; and art or no art, tri 
In Stock that last is important. val 
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; No. 992 — Illustrated, are 
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Contrasting Trimmings Used 
Extensively in New York 


NEW YORK—A rather severe 
cold spell during the week ending 
February 28, cut down general re- 
tail. business here and the shoe 
trade suffered along with other 
lines. Most of the clearance sales 
have run their course and while a 
few department stores are continu- 
ing -their cut-price offerings, or 
special surpluses of manufacturers’ 
stocks, the bulk of business is being 
done on the new spring models. In 
their advertising and window dis- 
plays, merchants are calling atten- 
tion to spring footwear in an effort 
to arouse consumer interest. In 
both advertising and window dis- 
play, greater emphasis is being 
placed on materials and less is said 
of patterns. 

New patterns, however, are being 
brought out constantly. Franklin 
Simon & Company are showing a 
“futurist” shoe, in which triangular 
pieces of material in contrasting 
colors are used for the vamps. The 
triangles are large, possibly an inch 
and a half along the sides. White 
and black patent, and brown kid and 
black patent, as well as two shades 
of kid are used effectively in these 
shoes. 


Another interesting model seen 
on Fifth avenue last week was a 
plaid effect, obtained by criss-cross 
strips of green and red leather over 
black patent. The use of contrasting 
trimmings is showing no end of 
variety. Lacing the leather through 
slits around the.throat and even 
around the edges of small tongues 
is one way of accomplishing a 
rather startling effect. One shoe 
of this type in which white was 
used for lacing on patent was 
shown in a Fifth avenue window. 


Straps and Gores Lead 


In the main, patterns are follow- 
ing along the lines of the small 
front gore and the strapped types. 
The folded over tongue or a buckle 
are frequently used to conceal the 
gore, while small leather bows and 
even crushed leather are being used 
also for this purpose. 

Most of the merchants, from the 
cheapest to the highest grades, are 
displaying their new spring stocks, 
even in those stores that are still 
running clearance sales. A fairly 
large showing of white footwear 
has taken place already and the 
early response indicates that a fair- 
ly good white season is in store, al- 


though there is a general feeling 
that the light colored kids and sat- 
ins may cut into the demand for 
white to some extent this year. 

As the spring season progresses, 
it becomes more and more clear 
that style in women’s shoes is de- 
pendent more upon material and 
color than upon the pattern. Many 
of the more exclusive retail mer- 
chants report rather commonly that 
their best customers are now buy- 
ing the same pattern in several 
materials. Accordingly the best 
stores have cut down on the num- 
ber ef patterns shown for spring 
and have widened their range in 
materials. 


Pigoat New Material 


Among the new materials, pigoat, 
an imported leather brought out by 
J. & J. Slater, is making a good 
impression. In addition to the ad- 
vertising publicity given the mate- 
rial by the Slater firm, John Wana- 
maker also gave it considerable ad- 
vertising space last week and it is 
understood that two or three of the 
Fifth avenue stores will advertise 
it rather widely as soon as their 
stocks are built up sufficiently. 

Kid is another material that is 
getting considerable advertising at 
present. Doeskin, suede and dull 
calfskin are mentioned in the ad- 
vertising of various shoe merchants 
as the newest of spring materials. 





Big Buckle Sales 


The far from humble shoe 
buckle has attained greater 
popularity than ever before. 
Salesmen for the leading 
buckle manufacturers here are 
doing a tremendous volume of 
business and the factories in 
Newark and in Connecticut 
and Providence are rushed to 
make deliveries. Practically 
every shoe manufacturer in 
the Brooklyn district has 
bought and is buying large 
quantities of buckles through 
the New York representatives 
of the buckle manufacturers. 

Enamel and metal buckles 
in small, neat shapes to con- 
ceal the front goring effects 
have first call, but all varieties 
are moving much better than 
for some time past. 
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While there is little mention of 
satin in the new advertisements, 
that material continues in the fore- 
front as a good seller. Blond satin, 
particularly, has staged a comeback, 
much to the surprise of most mer- 
chants, and is still going as strong 
as ever. 


Sport Shoes for Men 


In men’s shoes, too, the material 
is playing a constantly increasing 
important part. There is little 
doubt but that buckskin and suede 
in gray and light shades of tan will 
be worn by well dressed men this 
summer. Already suedes are seen 
on Fifth avenue. French, Shriner 
& Urner have been showing these 
shoes in light gray and a sort of 
biscuit color for some time and 
they have been bought by a num- 
ber of southern resort visitors. 

Lizard and alligator are being 
used as trimming on sport shoes 
and pigoat also has been used in 
this manner, with the probability 
of being used for the fashioning 
of entire shoes in the near future. 
Real pigskin is making more of a 
stir and variations of the grain 
leathers, with a number of names, 
are being exploited by the leading 
caterers to the men’s trade. Os- 
trich skin also has been shown as 
a trimming on men’s white buck- 
skin shoes. 


Mary Price Haggerty to 
Open Store 

Mary Price Haggerty, well 
known in the shoe trade here, hav- 
ing been with John Wanamaker for 
21 years and with Saks & Company, 
as assistant to Ed Cohen since the 
establishment of the Fifth avenue 
store, has resigned her position and 
will open a retail store for herself 
about the middle of March at 557 
Madison avenue, between 55th and 
56th streets. 


Miller Display Commands 
Attention 


I. Miller & Sons used a novel 
method for attracting interest in 
their spring models this year, at the 
same time preventing the pirating 
of styles by competitors. For one 
week the windows in the Forty- 
second street store held “Treasure 
Chests,” large boxes painted in gold 
and high colors, with the lids closed 
and a length of yellow satin trailing 
from the chest. The satin almost 
completely covered the few shoes 
shown on the floor of the window, 
but left just enough revealed to 
whet the curiosity of the beholder. 
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| ALL INSTEPS LOOK ALIKE TO GORED SHOES |] > 
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Insure 
Your 


-Gored Styles GOR 


The amount of satisfaction your cus- 
tomer is going to get from the gored 
styles you sell depends almost wholly 
upon the quality of goring used. 






Hub Gore—for thirty-six years the 
Standard Elastic Shoe Webbing—in- 
sures against disappointing service. 





This trademark 
is on every 
piece of genu- 
ine Hub Gore 






Moreover, the beauty and originality 
of the exclusive patterns in which we 
provide Hub Gore are not to be equaled. 


and represents 
a two-year 
guarantee 
backed by the 


largest makers 
of elastic fab- 
rics in the 
world. 







To use cheap goring unsupported by 
a guarantee such as ours is a dangerous 





practice. 


HUB GORE MAKERS 


Branch of 
Everlastik, Inc., Chelsea, Mass. 
107 Broadway, New York 





Illustrated—The EVENING SHOE 


By Churchill & Alden Co. 
Brockton, Mass. 


The ease with which it may be put on, and 
its perfect “give and take” with the flexing 
of the foot, makes the demand for it a con- pat 














stantly growing one. 
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The next week the lid of the chest 
was flung back and the shoes placed 
on top of the satin. Two chests. were 
used, one in each of the large side 
windows of the store. 

The display was effective in 
bringing customers into the store. 
Many of them asked to see the shoes 
that were partly hidden under the 
satin, while others were interested 


BooT 


in “anything new.” Business during 
the period of the displays was stim- 
ulated more than usual, according 
to one executive in the Miller or- 
ganization. 

Among the shoes shown, blond 
satin predominated, along with all 
alligator and alligator andekid com- 
binations, and the new irridescent 
black patent. 





Steady Gains Noted in 
Lynn’s Production Program 


LYNN—More improvement in 
Lynn’s shoe business was noted 
during the week ending February 
28. Business in shoes before Easter 
has not been as big as was expected. 
Better business is expected after 
Easter. There is good cheer con- 
cerning prospects for the sale of 
summer shoes. 

Buyers have been putting the 
brakes on both prices and styles. 
They have been fighting and rising 
prices of footwear, which are forced 
by the rising hide and leather mar- 
kets. They have been refusing new 
styles until they have cleaned out 
styles already on hand. 

Stocks are getting lower all the 
way from hides houses to retail 
stores. 


Items on Styles 


Among points in footwear 
fashions that are important at 
present are: smart pumps, of tan 
calf for the vamps, and reptile 
grains for the quarters; made with 
a broad strap, and the strap fasten- 
ing with an antique buckle, or a 
fancy buckle of the harness type. 
Tongue and buckle styles, the 
vamps being of patent leather and 
the quarters of apricot, or like 
colors of kid. The tongue is adorned 
with a dainty ornament. 

Gore styles, of one color for both 
vamps and quarters, or of two 
colors. To conceal the gore is a 
popular idea. 

Sandal styles for flappers, and 
for those who would have the youth 
and vivacity of flappers. Ribbon 
trimmings are a leading feature of 
these shoes. A most successful type 
has four ribbon bows to the pair. 
Another type, of a semi-anklette 
pattern, has a strap that buttons 
well back towards the heel, and the 
ribbon bow, attached to the button 
hole, is so far back on the foot that 
it approaches an adornment for the 
heel. 

Basket-weave styles—these shoes 





Facts About Materials 


Patent leather runs steadily 
along, with only a minor va- 
riation. 

Russia calf, in light shades, 
is a good all around number. 

Rosewood satin shoes are 
starting to vie with blond 
satin shoes for popularity. 

White shoes are ahead for 
summer—and a lot of them, 
so Lynners believe. 

















are of several varieties. Some are 
of basket-weave leather all over; 
some have basket-weave vamps and 
quarters of whole leathers; some 
have vamps, or even vamps and 
quarters, so full of fine slits that 
they look like basket-weave styles. 
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Fancy Tongues 


Tongues used to be hidden be- 
neath lace styles. But now tongues 
are drawn forth, and exposed to the 
public view. So they are adorned. 
They may be guimpe stitched; or 
they may have a basket-weave pat- 
tern in their centre; or they may 
fall down over the throat of the 
shoe, as is the case with the “kil- 
tie” tongue. 


Fancy Stitchings 

Further development of fancy 
stitching of uppers is going on. 
New effects in guimpe stitching 
are appearing. So is new zig-zag, 
stagger and waltz stitching. 

Gold wire stitching appears on 
satin shoes, and on leather shoes, 
too. Silver thread may be used on 
gold brocade, for those who ad- 
mire “silver threads amongst the 
gold.” 


Buys for Future 
A. E. Little & Co. have bought 
land and buildings adjoining their 
factory in Lynn, to provide for fu- 
ture additions to their shoe busi- 
ness. 





Eleven-Ounce Shoes 
Shoes for summer will weigh 
about eleven ounces to the pair. 
Manufacturers think this light 
enough. Indeed, some firms will 
make their shoes a trifle heavier in 
ounces of weight than a year ago. 





Sales Methods in Dealing 
with Close Buying Policies 


BROCKTON—*“Changed methods 
of buying on the part of retail shoe 
merchants during the past few sea- 
sons calls for new methods in mer- 
chandising,” remarked a member of 
the Brockton trade. “Under these 
conditions, to obtain volume busi- 
ness, traveling shoe salesmen must 
be on the road practically the entire 
year. Sample trunks have been to 
a great extent replaced by sample 
cases in which the traveling sales- 
man carries a few of his newest 
styles to show his customers while 
making a tour of his territory. Se- 
curing business from these sam- 
ples, he returns to the factory to 
obtain new styles which have been 
meanwhile produced. He repeats 
this process indefinitely. It is ob- 
vious that continuous traveling on 
the part of our representatives in- 


creases the cost of merchandising 
our lines. 

“If the merchant is not ready to 
buy on the salesman’s first call, an- 
other must be made. Multiplying 
calls in this way piles up traveling 
expenses tremendously. In fact, it 
is a burden upon manufacturers 
and salesmen alike, and one which 
in many instances would be much 
lightened if the merchant bought 
on the salesman’s first call. How- 
ever, we must face the situation as 
it exists today, only reminding the 
merchant that these additional 
costs of merchandising are re- 
flected in the shoes which he buys. 
Volume of production is necessary 
for profitable factory operations. 
Under present hand-to-mouth buy- 
ing the manufacturer must not be 
criticised if he passes on to the 
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merhant some of the added cost of 
obtaining the desired volume.” 


Sizing-Up Orders Coming 
in Well 


Manufacturers have during the 
past fortnight received more siz- 
ing-up orders from retail shoe mer- 
chants than for several weeks past. 
This indicates to the local concerns 
that retail stores are selling more 
men’s shoes than for some time 
past and that merchants are alive 
to the immediate necessity of re- 
plenishing their spring stocks. Ad- 
vantages of the Brockton factory 
in-stock departments are especially 
important at this season of the 
year when spring is at hand and 
merchants need quick deliveries of 
seasonable shoes for the Easter 
trade. 


Dunbar Patterns in Active 
Demand 


Dunbar Pattern Co., with fac- 
tories in five principal cities of the 
United States, also a plant in Can- 
ada, transacted during the month 
of January the largest business in 
the history of the concern. The de- 
mand for Dunbar designs for men’s 
and women’s shoes comes from 
shoe manufacturing concerns in all 
parts of the United States. 


O. A. Miller Makes Garter 
for Men 


The O. A. Miller Treeing Ma- 
chine Company, well known as pro- 
ducers of shoe trees, and also iden- 
tified with the manufacture of 
Cordo-Hyde laces, is placing on the 
market a novelty in men’s garters. 
The name given to it is Cordo- 
Craft. The garter is made up in 
various colors and combinations of 
fabric which embody novel features 
for appeal to the merchant and 
consumer. In_ several Brockton 
stores, where this garter has been 
placed on sale, the reaction has 
been favorable. The garter is put 
up in neat boxes, giving it attrac- 
tive merchandising possibilities for 
shoe stores carrying men’s hosiery. 


Blood Transfusion for Levi 


To save the life of Joseph Levi, 
member of the shoe concern of Levi 
& Sons, New York, controlling the 
Excello Shoe Co. of Brockton, blood 
transfusions were resorted to at 
the Brockton Hospital. A Boston 
surgeon brought to Brockton a pro- 
fessional donor of blood, who de- 
livered four-fifths of a quart of the 
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life-giving fluid to Mr. Levi. The 
professional received $50 for the 
transfusion. The New York shoe 
man was in Brockton to arrange 
for adjusting the affairs of the Ex- 
cello Shoe Co., which recently sus- 
pended factory operations in this 
city. 


Death of Wallace W. Arnold 


Wallace W. Arnold of M. N. Ar- 
nold Shoe Co., North Abington, 
Mass., died at his home in Wollas- 
ton, Mass., February 26, after 
several weeks’ illness. Mr. Arnold 
was born in North Abington, and 
resided there until a few years ago 
when he established a residence in 
Wollaston. He was a brother of the 
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late Moses N. Arnold, founder of 
the business and was one of the 
original members of the concern 
bearing the Arnold name. 

He had an extensive acquaintance 
with the wholesale shoe trade 
throughout the United States, hav- 
ing for many years been associated 
with the sale of Arnold shoes. He 
was an enthusiastic yachtsman and 
for many years was active in yacht 
racing and cruising on the waters 
of Massachusetts Bay. Mr. Arnold 
is survived by a wife, two daugh- 
ters, Mrs. Dolly Atwood and Mrs. 
John Ford; also a brother, John Ar- 
nold; and a sister, Miss Sarah Ar- 
nold, who is Dean of Simmons Col- 
lege. Mr. Arnold was 61 years of 
age. 





Rochester Committees for 
New York State Convention 


ROCHESTER—tThe annual con- 
vention of the New York State Re- 
tail Shoe Dealers’ Association will 
be held here at the Powers Hotel, 
September 14 and 15. Mott B. 
Hughey, president, is already work- 
ing on plans for the convention and 
announces that John J. Baird, 
president of the National Shoe Re- 
tailers’ Association, has accepted 
an invitation to attend and will be 
one of the speakers. 

H. J. Van Arsdale, president of 
the Rochester Retail Shoe Dealers’ 
Association, has appointed the fol- 
lowing convention committees: 

General Convention Committee— 
Wm. Pidgeon, Jr., chairman; H. J. 
Van Arsdale, Harry H. Phelan, 
John H. Schmanke, Harry A. 
Chase, Rossiter L. Seward, Oscar 
K. Johnson, Ranney H. Webster, P. 
M. Van Deventer, Don J. Burke, 
Philip Leckinger, George L. Snyder, 
Fred L. Myers, Sol Rosenbloom, 
James F. Olmstead, A. Fredericks, 
Cleon E. Shields, James Tighe, 
Joseph M. Pratt, E. A. Hanley, 
Frank A. Guinivan, Robert How- 
ard, A. J. McLeod, J. P. Byrne, 
Clark B. Rowley, Allan Draper, sec- 
retary. 

Program—William Pidgeon, Jr., 
H. J. Van Arsdale, P. M. Van De- 
venter. 

Entertainment—J. H. Schmanke, 
Rossiter L. Seward, Don J. Burke. 

Hotel—Harry H. Phelan, Harry 
A. Chase, James F. Olmstead. 

Finance—Don J. Burke, J. P. 
Byrne, A. B. Eastwood, R. H. Web- 
ster. 

Printing and Badges—A. F. 


Smith, Philip Leckinger, Fred L. 
Myers. 

Registration—Allen Draper, Cos- 
mo Dispenza, A. Fredericks, A. J. 
McLeod, C. B. Rowley. 


To Make Children’s Shoes 


The Pla-Mate Shoe Co. has been 
formed in Rochester to manufac- 
ture the well known children’s shoes 
made under the trade name of “Pla- 
Mate,” originated by Williams, 
Hoyt & Co., and made by that house 
for nearly twenty years. This com- 
pany made infants’ and women’s 
shoes in connection with this spe- 
cialty, but the new Pla-Mate Shoe 
Co. will devote its energies to the 
production of this shoe in Goodyear 
welts exclusively. New capital nec- 
essary to strengthen the business 
has been added and the sales force 
augmented. The factory has been 
removed from the Gorsline build- 
ing on Commercial street to 304 to 
320 Franklin street. 


Appoint DeGroot Manager 


The Mally Company, conducting 
a woman’s dress and apparel shop 
on East avenue, have appointed R. 
F. DeGroot of Flint, Mich., as 
manager of its new shoe depart- 
—_ which will open about March 
10. 


Martin with National 


Fred Martin, for the past six 
years associated with the Phelan 
Shoe store, has accepted a position 
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with the National Clothing Com- 
pany. The company is now building 
a new building, which, when com- 
pleted, will be one of the finest 
stores in the city. This house has 
not carried shoes for a number of 
years, but with the completion of 
their new home they will have a 
men’s shoe department featuring 
men’s high-grade footwear. 


I. Miller Continues 


The recent announcement that 
the W. E. Miller store on East ave- 
nue was retiring from the shoe 
business has given rise to the false 
rumor that the I. Miller store lo- 
cated at 62 East avenue was also 
retiring. This rumor is branded as 


BOOT AND SHOE RECORDER 


false by Joseph Mittleman, one of 
the proprietors of I. Miller store, 
who states that they are enjoying a 
healthy, growing business and have 
no thoughts of closing the Roches- 
ter I. Miller store. 


Spring Opening 

The annual spring opening of 
the McCurdy store will be held dur- 
ing the second week in March. As 
in former seasons, the shoe depart- 
ment will celebrate with an elab- 
orate display of footwear, and the 
department will be decked with 
spring flowers. Miss Martha Allen, 
professional shoe model, will dis- 
play the newest in footwear crea- 
tions. 





Baltimore Plans Program 
to Increase Its Markets 


BALTIMORE — The Baltimore 
Association of Commerce is active- 
ly engaged endeavoring to increase, 
stimulate and popularize Baltimore 
as a market. To this end, various 
innovations are being suggested to 
local merchants. 

The association is disposed to 
establish a sample and selling head- 
quarters in the heart of the busi- 
ness section. This would offer an 
excellent opportunity for the assem- 
bling of groups of manufacturers 
under a single roof, whereby visi- 
tors would be able, at great con- 
venience to themselves, make a sur- 
vey of the Baltimore market. The 
value of such a sales exhibition 
room is obvious, and if local mer- 
chants are sufficiently interested, 
the Association of Commerce will 
arrange for a tryout experiment. 


Some New Patterns 


Interesting new shoes are being 
displayed at N. Hess Sons. Among 
them is a step-in pump with tan 
Russia vamp, genuine alligator 
quarter, 14/8 block heel with 
tongue and bow of alligator; price 
$15.00. Another is a medium shade 
of brown satin with moire satin 
back to match. 

L. Slesinger and Son are show- 
ing a rather unusual pump. It is 
made of all-over pigskin with vamp 
of a darker shade than instep and 
quarter. The instep, concealing the 
goring, is finished with a detached 
lap. The shoe has a 14/8 Spanish 
heel and sells for $18.00. 


Einstein with Brager’s 


Samuel Einstein, formerly buyer 
for the Boot Shop, more recently 
the Bernheimer Leader Stores, is 
now buyer and manager of Bra- 
ger’s Department Store. Since com- 
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Good-Selling Materials 


Several shops report good 
selling of blond satin and even 
declare it is cutting into black 
satin. Penny. brown satin is 
making its appearance. Tan 
calf is selling very well as is 
patent pumps with bows. 











ing here the shoe department has 
been re-arranged—more space to be 
used as exclusive infants’ depart- 
ment. 


Lapham with The Hub 


H. C. Lapham, formerly with 
Lansburgh Bros., of Washington, 
D. C., is assisting Ted Leason at 
The Hub. Mr. Lapham is well 
known among shoe buyers, having 
traveled for J. Albert & Son and 
‘1. R. Emerson Shoe Co., both of 
Brooklyn, New York. 


New Dixie Store 


Another Dixie store has opened 
at 17 No. Howard street. Louis 
Nagler is manager. 





Combinations Sell Freely 
in Atlanta Shoe Stores 


ATLANTA—Retail sales in the 
Atlanta stores during February 
were very good, with most of the 
merchants running better than the 
same month in 1924, while the 
March outlook gives promise that 
sales will continue to surpass those 
of last year. 

Combinations are still selling 
well, usually brown and black, with 
straps apparently in the best favor. 
The second best seller, so far as 
color is concerned, is tan calf, with 
all the lighter shades in pumps and 
straps moving well and the spring 
outlook for this color very satis- 
factory. 


In Business 50 Years 


Gramling, Spalding & Collins- 
worth, Inc., of Atlanta, one of the 
South’s largest shoe jobbing firms, 
recently celebrated the fiftieth an- 
niversary of the firm’s organization. 


Good Jobbing Trade 


Jobbing business in February 
was active, particularly house sales 


in the Atlanta and the Nashville 
shoe markets, many merchants 
from the Southeast reported visit- 
ing these markets the past two or 
three weeks to replenish their 
spring stocks. 


Boosting Atlanta 


The Atlanta Merchants and 
Manufacturers’ Association, 505 
Chamber of Commerce Building, 
Atlanta, of which organization most 
of the Atlanta shoe wholesalers are 
members, has completed a series of 
excellent advertisements boosting 
Atlanta as the jobbing center of the 
South, and started the advertising 
campaign in the southern news- 
papers. About $25,000 is being in- 
vested for this purpose. 


Credit Men to Meet 


Prominent retail credit men con- 
nected with all branches of com- 
merce in the Southeast—retail mer- 
chants, wholesalers and manufac- 
turers—will gather in Atlanta 
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Brown >ilt Beauties 
Four styles that will sell 
on sight—and hundreds 


more in the line just 
as attractive 





G301—“ Brown>i!t ” 


Women’s tan Elk Wiz sandal, plain toe, 
moccasin sole, 10/8 rubber heel, welt, 
Venus last, A, B, Cand D, 2%-8..... $3.50 


G300—“ Brownti!t ” 


Women’s patent Wiz sandal, plain toe, 
moccasin sole, 10/8 rubber heel, welt, 
Venus last, A, B, Cand D, 2%-8 .... $3.50 


G350—* Brownti!t ” 

Women’s tan Lozant Juliette strap, plain 
toe, 9/8 rubber heel, welt, Venus last, 
A, B, C and D, 2%-8.... $3.50 


.G351—“ Brownbit ” 

Women’s patent Juliette strap, plain 
toe, 9/8 rubber heel, welt, Venus last, 
A, B, C and D, 2%-8 ; $3.50 
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March 10 and 11, for the annual 
convention of the Southern As- 
sociation of Retail Credit Men. The 
Atlanta association will act as 
hosts to the visitors during the 
meeting. Headquarters will be at 
the new Henry Grady. 


Coble Co. Expands 


Officials of the Coble Shoe Co. 
of Humboldt, Tenn., have an- 
nounced that stockholders of the 
company at a recent meeting au- 
thorized an increase in the capacity 
of the plant. 





Patent, Kid and Satin 
Strong in Haverhill 


HAVERHILL — Patent leather 
continues to be a steady seller. Kid 
and satin are prime favorites, 
either alone or in many combina- 
tions. The blond, fallow and rose- 
wood shades of satin are the fav- 
orites and are in great demand. 
Salesmen are in and out of the fac- 
tory weekly, in fact almost daily, 
making short trips with a few nov- 
elty samples. 

Shoe manufacturers are keeping 
in close touch these days with the 
needs of their customers. The pre- 
Easter buying is being done on a 
small scale by most merchants, as 
in line with a policy which seems 
to be the universal rule in purchas- 
ing footwear as well as other mer- 
chandise. Whether the buying is 
done by large or small concerns, 
the orders are small in porportion 
to the supposed needs of the Easter 
trade. 

According to Haverhill manufac- 
turers, merchants everywhere have 
apparently decided to buy only a 
few shoes at one time and not to 
anticipate their needs. This puts a 
considerable strain on the resources 
of the manufacturer, both from 
the standpoint of production and 
finance. There is nothing to do, 
however, except to carry on the 
business in the way the customer 
demands it shall be done. Haverhill 
manufacturers are working out 
their plans in accordance with 
these changed methods of buying. 


Leather Firm Grows 
Rapidly 

Beginning in 1916 as a leather 
remnant house and developing from 
that small beginning into the own- 
ership of a large and well equipped 
tannery is the story of L. H. Hamel 
Leather Co. of Haverhill. Louis H. 
Hamel, the founder and present 
head of the concern, was only 17 
years old and had less than $100 
in capital when he began business 
in Haverhill nine years ago. Small 
store space on Washington street 
was obtained and in that location 





Fancy Stitchings 
Popular 

* Because of the increasing 
popularity of fancy stitching 
on women’s shoe patterns, the 
demand for skilled stitchers 
in Haverhill factories is out- 
running the supply. In no lo- 
cality of the United States are 
there more operatives who are 
skilled in this work than in 
Haverhill and its vicinity. 
Through several generations 
these workers have developed 
an adaptability which assures 
employment at any time and 
place where fancy stitching is 
required. Novelty shoe pat- 
terns are more profusely dec- 
orated with fancy stitching 
than for several seasons. 











trimmings were cut, and leather 
remnants bought and sold. The first 
year showed a small profit and ar- 
rangements were made for enlarg- 
ing the business. Two floors were 
secured, where the Hamel concern 
became the largest trimming cut- 
ters in Haverhill. Later, the entire 
building was leased, with salesroom 
on the street floor, where sheep- 

eskins were-handiled, with the other 

“floors utilized for the remnant 
business and cutting. At this time 
a Boston office was opened. 

In 1922, the Hamel company es- 
tablished a tannery in Peabody, 
Mass., for manufacturing sheep- 
skin leathers. After a year the Pea- 
body tannery was sold and the 
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Hamel company equipped a Haver- 
hill tannery, utilizing the entire 
Washington street building. Later 
the concern moved to Essex street, 
where the tannery is now located. 
With a daily capacity of 200 dozen 
skins, there is space available for 
further enlargement. About 100 op- 
eratives are now employed, while 
the plant is equipped with most 
modern machinery. Several new 
processes for tanning are utilized 
on which patents are pending. The 
members of the concern are three 
brothers, L. H., Arthur A., and 
Herbert C. Hamel. The concern is 
incorporated under Massachusetts 
laws. The customers are principally 
in the eastern and middle western 
shoe centers. Agents of the Hamel 
firm are located in the principal 
shoe cities of the United States, 
also in Mexico, Central America, 
Brazil, Peru and Cuba. 


Haverhill Night on the 
Radio 


Broadcasting by radio from Bos- 
ton on the evening of February 27, 
the Haverhill Shoe Manufacturers’ 
Association, co-operating with fac- 
tory representatives and the Hav- 
erhill Chamber of Commerce, sup- 
plied a program combining busi- 
ness talks with vocal and instru- 
mental music. Introductory re- 
marks were made by Mayor Mac- 
Gregor; “Brief Facts About Haver- 
hill,” by President Hurn of the 
Chamber of Commerce; selections 
by Kiwanis Club orchestra and 
Rotary Club quartette; ‘“Haver- 
hill, the Shoe City,” by President 
Rickard of the Shoe Manufactur- 
ers’ Association; “Haverhill Shoe 
Workers,” by President Nolan of 
the Shoe Workers’ Protective 
Union; “Industrial Law and Or- 
der,” by Chairman Newdick of the 


Haverhill Shoe Board of Arbitra- 


tion. This program, which was ar- 
ranged with the idea of promoting 
Haverhill’s shoe industry and the 
city’s welfare in general, was at 
once unique and interesting. Thou- 
sands who listened in obtained im- 
portant information regarding the 
Shoe City by the Merrimac river. 





Cold Period Retards Buying 
in Boston Retail Houses 


BOSTON—Volume of business in 
retail shoe stores was cut into by a 
period of cold weather during the 
week ending February 28. Mer- 
chants are showing new spring pat- 


terns and the public interest is 
growing gradually. The strength of 
blond and black satin continues to 
be the most important single fea- 
ture of the situation. 
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Skinner's Shoe Satins are 36 inches wide KINNER'S SHOE SATIN is made 
and eupglied in four GGerent qualities to especially for use in shoes. The same 
meet all the requirements of the trade. pure-dye silk, the same skilled weaving 
that has produced the finest of dress 
satins and lining satins, has given the 


> 9 world its sturdiest of shoe satins. 
Shi nners WILLIAM SKINNER & SONS 


° New York Chicago Boston Philadelphia 
Oe a tl 4i Mills, Holyoke, Mass. Established 1848 
7 fs , 
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Straps and neatly-designed front 
gores, the goring concealed by or- 
naments, are the best bets at pres- 
ent in women’s patterns. Straps are 
more simple, with less cut-outs. 
Shoemen are confident that tan calf 
is in for a good spring season. 
Step-in models are going good. 
Combinations are shown in all 
grades of stores, the patent vamp 
and tan calf quarter being the most 
conspicuous. There’s nothing to in- 
dicate what the demand on this will 
be, but most men place it subordi- 
nate to solid patterns. 

The newest patterns in blond sa- 
tin carry a plain blond vamp and a 
quarter of the same shade but in a 
moire material, which presents a 
two-toned appearance. 

The men’s trade is not as brisk 
as most men would like to have it. 


Pacific Coast Visitor 


William A. Healy, manager and 
buyer of the Redlick Mercantile Co. 
of Bakersfield, California, was a re- 
cent visitor in Boston. Mr. Healy 
also visited Kansas City, St. Louis, 
New York, and Buffalo. He has oc- 
cupied this position for 15 years, 
and not only buys, but merchan- 
dises the shoe departments, which 
carry men’s, women’s, and children’s 
shoes. Mr. Healy has been “at the 
game” since he was 12 years old, 
starting shoe retailing in his 
father’s store at Fort Wayne, Ind., 
and has been “at it” ever since. 

Bakersfield, a city of about 
25,000 is situated 126 miles from 
Los Angeles and five inches is con- 
sidered a normal rainfall—once in 
about ten years the snow falls, and 
then Mr. Healy stated that it was 
made the occasion for a great public 
frolic. The Redlick Mercantile Co. 
carries everything in ready-to-wear 
apparel. The concern is just open- 
ing up a bargain basement. Mr. 
Healy said that the public buys 
freely on footwear up to $8.00 the 
pair; over that price, exceptional 
merchandise must be given. In the 
basement store, shoes will be sold 
as low in price as $3.95. 

“We have had the biggest season 
ever on white kid shoes, with box- 
wood heels,” said Mr. Healy. “We 
are selling a few spike heels. Blond 
satin has not yet started in our 
vicinity. The public needs some edu- 
cation in this direction.” 


Folan in Bermuda 


John E. Folan, Boston branch 
manager of the Converse Rubber 
Co. and wife recently left the Hub 
for a three weeks’ trip to Bermuda. 
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Brooklyn Making Shoes from 
Wide Range of Materials 


BROOKLYN — The volume of 
business coming into the Brooklyn 
shoe factories leaves something to 
be desired, but in the main condi- 
tions are fairly good. There is na- 
turally some disappointment at the 
slowing down that took place in 
January and the major part of last 
month, in view of the predictions 
of an upturn in business that came 
from the big industrial leaders of 
the country at the beginning of the 
new year. At the same time most of 
the larger manufacturers here did 
not expect a rapid increase in shoe 
volume and hence have taken the 
new situation with a _ certain 
amount of stoicism. Indications are 
that there will be a bulge in busi- 
ness from now until close to Easter. 
Some orders for quick delivery have 
been received in the past week, and 
the few manufacturers who main- 
tain in-stock departments report in- 
creased buying. 


Demand for Many Materials 


So far as Brooklyn is concerned 
the spring season is developing 
mainly along the line of materials. 
Never in the history of the trade, 
say some of the old timers here, has 
the demand for materials spread 
over such an extensive range. It is 
impossible to say that any one ma- 
terial is leading at present. This in 
itself, is a healthy condition, for if 
the demand is spread about on 
many materials, there is less like- 
lihood of sharp price advances. 

Kid has not come up to the ex- 
pectations of some manufacturers 
here. Still, it is -being used in 
greater quantities than for many 
seasons past and a number of 
manufacturers continue to regard it 
as the most promising material for 
the late spring and summer run. 

Satin, of course is still strong, 


and growing stronger, particularly 
in the blond and light tan shades. 
Combinations of satin and kid are 
well thought of in some quarters. 
Other materials that are being used 
more or less extensively are alliga- 
tor, both the real and imitation, 
various types of embossed leathers, 
batik leathers, lizard, ooze, irrides- 
cent patent in black and mother of 
pearl, some colored patent and 
pigoat, the new pig finished goat 
leather from Alsace. More foreign 
leather is being used, particularly 
kidskins. 

The list of materials enumerated 
probably is not complete for sur- 
ruptitious experiments with new 
materials are being conducted in 
many of the factories. It is impossi- 
ble to tell what new material will 
be put into shoes next. 


Neat Gore Fronts Good 


With more stress placed on ma- 
terials there has been less attention 
paid to patterns. Variations of the 
neat front gore effects seem to be 
the leaders in the pattern line, with 
strapped models coming next. The 
small front gores are most fre- 
quently concealed with a buckle, 
chiefly enamel or metal, or with a 
folded down tongue. As the season 
progresses, the strapped models are 
trending toward lighter or heavier 
effects. Both the very narrow and 
very wide straps are in vogue at 
present. 


Miller Offices Moved 


The executive offices of I. Miller 
& Sons, formerly occupying a part 
of the Miller Building at Fifth 
avenue and 46th street, New York, 
have been removed to the company’s 
new factory building in Long Island 
City. 





Straps, Gores, Step-Ins 
Leaders in Philadelphia 


PHILADELPHIA — There has 
been no change in the factory sit- 
uation during the past week. One 
manufacturer of shoes for children 
and growing girls, whose plant has 
been operating to capacity for the 
past three or four months, says that 
most of his output today consists 
of low shoes and that tan calf and 


patent leather are the dominating 
materials. In growing girls’ foot- 
wear there is some call for combina- 
tions. Whites are also becoming 
more active and indications point to 
a run on solid whites, rather than 
on whites trimmed with color. This 
manufacturer reports a tendency 
(Continued on page 182) 
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As men discover the comfort, the 
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Chicago Notes Good Interest 
in Ornaments for Shoes 


CHICAGO—During the week 
ending February 28 Chicago mer- 
chants did not have any excep- 
tional business, although the lat- 
ter part of the preceding week 
brought out a considerable trade. 
Buying is spasmodic—one day 
bringing a considerable number 
of buyers and the next day a most 
dismaying lack of them. It is not the 
lack of price attractions for they 
are evident in almost every store 
in the loop and surely it cannot 
be a diversity of style for few 
stores are offering anything that 
might be considered any more 
than similar to any other’s. 

The present severe vogue offers 
a problem that is interesting. 
Pumps with their plain lines are 
being decorated with rosettes and 
buckles. Gore oxfords and strap 
patterns with fancy buckies that 
are steadily gaining in size and 
ornateness. The new buckles espe- 
cially are attractive. Made in com- 
binations of metal and colored 
stone or celluloid in ladder effects, 
they create some colorful har- 


mony and contrast against black 


and tan footwear. 

Wollock and Bauer are showing 
some pretty styles in gored ox- 
fords with small tongues with sil- 
ver buckles on the black and a 
dull bronze on the tans. The sil- 
ver buckles are used also on the 
black and gray kid combinations 
and the bronze on the tan and 
black. 

The tendency to cut out the 
quarter clear back to the counter- 
line seems to have the attention 
of some of the style men, although 
this pattern has not yet had any 
attention from the buyers. Manu- 
facturers seem to be reaching out 
toward some variation of the pump 
that will compromise between it 
and the sandal type, so popular 
last year, but nothing yet seems 
to have resulted, 

In the satins, penny and blond 
are popular, and with the coloring 
shown in the spring dress and suit 
patterns they will undoubtedly be 
big favorites. 


Alligator Quite Prominent 


Some attractive footwear is seen 
in the novelty leathers both as 
trimming and as the complete 
shoe. A pretty number was seen 
with the quarter and vamp of two 
different grains of alligator, but 


the whole in a shiny dark brown 
that nearly matched the penny 
shade. 


Men Favor Tans 


The windows of the loop stores 
are proof that the men’s stores 
haven’t cleaned up stocks greatly 
for there are some exceptional 
“buys” to be had at $5.85 and $6.85 
in the high-grade shoes. These, for 
the most part, are of the heavy- 
grained type and storm welted ox- 
fords. Tans predominate in the 
windows running all of the colors 
of the scale. 


New Meyer Store 


Harry Meyer is going to open 
another H. A. Meyer Shoe Store 
at 79 West Randolph street, about 
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Contrasting Leathers 
Used 


The toes of the oxfords 
and pumps are getting at- 
tention with the severity of 
pattern—the most popular 
pattern being a criss-cross- 
ing of small strips of con- 
trasting leather. One pretty 
pattern showed small cut- 
outs in the vamp just below 
the throat and the edges but- 
ton-holed in an embroidery 
effect. 











the middle of next month. Harry 
figures that another Meyer store, 
right in the heart of the theatre 
district, ought to be a good thing, 
and Bostonians will soon flare 
forth to the folks who tread the 
boards”—and the passersby on 
this street. Frank LaBaugh, for- 
merly conneeted with the Boston- 
ian Store in Detroit, will manage 
the new store. 





St. Louis Stores Do Well 
with Light Spring Styles 


ST. LOUIS—The weather which 
turned bitterly cold for two.days 
during the week ending February 
28th was partly responsible for 
what appeared to be one of the best 
week’s business. Every indication 
pointed to an excellent week, but 


R. J. HERCHENROEDER 


Sales Manager of the Wohl 
Shoe Co., St. Louis. 


when the mercury sank to 18 above 
it created a slackening tendency. A 
majority of stores reported im- 
proved business over that of the 
previous week. This statement alone 
indicates good volume. But many 
felt that it would have been an un- 
usual six days if the spring-like 
weather had continued. 

The switch in business was best 
defined in the selection of footwear 
by the feminine sex. During the 
fair weather period the spring pat- 
terns of the lighter types were 
sought. With cold weather present 
black seem to score heavily in the 
demand. 


Also tan calf took on an impetus 
in the call during the chiliy spell. 
Tan calf particularly this week 
showed much activity. Unlike the 
previous week when it was felt that 
its popularity was not so promi- 
nent. On Saturday in particular 
when a snow and sleet storm in- 
vaded the downtown section of the 
city did tan calf come in for a good 
run of sales. Patent leather also re- 
ceived good patronage and there 
are many of the opinion that this 
vogue together with black satin 
will have greater prestige after 
Easter. 


Pump patterns are increasing in 
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UTSOLE OR DOUBLER 
IN ANY WEIGHT DE- 
SIRED. 








The demand for crepe rubber soles is so great that 
the supply of the finest plantation crepe rubber is 
becoming very limited. 


Our foresight in securing large quantities enable 
us to cover the wants of those who apply to us for 
CLICO SOLES. 
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Clark Rubber Mfg. Co. 


185 Summer St., Boston, Mass. 
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their popularity and with the slen- 
der one-strap patterns dominate 
the style field. Pump effects and the 
step-in varieties no doubt will con- 
tinue to appeal to the fair sex be- 
cause of their convenience and 
practicability. This thought is ad- 
vanced by the smartest operators. 


New Assistant at Brandt’s 


O. H. Brightfield, formerly con- 
nected with the Brandt store here, 
and later transferred to the Queen 
Quality department of the Pocock- 
Wolfran store in Cleveland, Ohio, 
is now back in St. Louis. He will 
be an assistant in the Sixth street 
store. 


Big Spring Opening 
The first signs of spring for the 
shoe merchants should be prosper- 
ous ones if the spring opening of 
the Vogue Boot Shop can be taken 
as an indication of the trend for 
the coming season. Sam Crasilneck 
stated that their sales had just 
doubled during their opening as 

against last year’s figures. 


Brandt’s Eliminate Men’s 
Shoes 


Brandt’s have discontinued the 
men’s shoe department and trans- 
ferred this department to their 
Olive street store, the Queen- 
Quality Boot Shop. 

The Sixth street store will sell 
exclusively women’s and children’s 
shoes. 


Sonnenfeld’s Sale 


Sonnenfeld’s sale on’ Friday, Feb- 
ruary 27 was one of the best ever 
conducted by the department ac- 
cording to Manager McConnell. 


Baird and Spangler Visitors 


John J. Baird, president of the 
National Shoe Retailers’ Associa- 
tion, and Geo. M. Spangler, secre- 
tary-manager, were visitors in St. 
Louis Thursday, February 26. 

A luncheon was given in his hon- 
or by the St. Louis Shoe Manufac- 
turers’ and Wholesalers’ Associa- 
tion at the Jefferson Hotel. Howard 
Stephens, vice-president of the as- 
sociation, presided and introduced 
Mr. Baird. 

In the afternoon a special visit 
was made to the wholesale district, 
where he was received by Jackson 
Johnson, chairman of the board of 
the International Shoe Co., and 
John A. Bush, president of the 
Brown Shoe Co. 
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Cincinnati Notes Early 
Interest in Spring Styles 


CINCINNATI—A long period of 
mild weather during February was 
attributed as the cause for a good 
month in the shoe stores. The 
spring patterns created an early in- 
terest due to the weather. 

In materials, patent leather, and 
tan calf still hold the front. The 
sale of colored satins is restricted 
by slow deliveries from the fac- 
tories. Blond is still the popular 
shade in colored satins, and is re- 
ceiving many calls. 

The volume of business done at 
the present time is not large enough 
to pick out a definite style trend, 
but pumps with small tongues and 
concealed gores, with a small bow 
in front are pretty noticeable. Rib- 
bon ties are also being worn a 
great deal, fastening at both side 
and front. 


Potter’s Advertising Good 


The Potter Shoe Co. in advertis- 
ing its model, the Mayflower, ap- 
plied several- interesting ideas 
which created much interest. In its 
advertisement appearing in the 
papers, the attention of many was 
drawn by the clever way the ad was 
illustrated. Several smart-looking 
patterns were reproduced. 


Stock Is President 


The Cincinnati Shoe Men’s As- 
sociation held its annual election re- 
cently and the regular ticket car- 
ried every office except one director. 
The following officers were elected: 
President, Henry M. Stock; vice- 





The March “Foot Saver,” 
published by the Julian & Ko- 
kenge Co. is out. In reference 
to qualifications for a sales- 
man, this firm puts down the 
following characteristics for 
an ideal shoe store salesman: 
1. Courtesy in the face of dis- 
courtesy. 2. Self-confidence, al- 
though he doesn’t show it. 3. 
A steady, wise tongue and 
habits. 4. Silence when he has 
nothing to say and silence 
when someone else has. 5. A 
firm interest in the firm’s in- 
terest. 6. He is the keeper of 
his work, his temper and his 
friends. Men understand him 
and he can make himself un- 
derstood by men. 7. He turns 
up with a smile if he is turned 
down. 8. He avoids discussion 
of the merits of a competitor, 
politics, and religion. 











president, Charles E. Hiebing; 
treasurer, Ben J. Finke; financial 
secretary, Fred J. Ruehrwein; re- 
cording secretary, George W. Dohr- 
man; sergeant-at-arms, George 
Stulf; directors, Robert Brinkman, 
James Cowen, William Frye, Len 
Wissman, A. Wade, and John Wey- 
mann. 


‘The Petot Shoe Co. featured the 
wide toe “Pennington,” made in all 
patent, all tan, and combination of 
patent vamp and tan quarter. 





Tan Calf and Blond Satin 
Strong Numbers in Detroit 


DETROIT — While February 
business in retail shoe stores was 
better than during January, in 
many stores it was more or less 
of a waiting game. Clearance sales 
of one type or another, and under 
one guise or another continue, 
while the showing of some of the 
new styles are bringing in some 
business. 

Many stores running clearance 
sales during February set the 
first of March as the date for their 
discontinuance and a concentrated 
effort on the new spring lines, 

Tan calf in various styles is 


very popular in many stores, but 
there is no definite feeling that 
these will carry through the spring 
season. 

Alligator leather is being put 
forward by some stores. They 
were prominently displayed in the 
store of Alfred Ruby, Inc., Wash- 
ington Boulevard’s high-grade 
store, and at the salon of I. Miller, 
at Russek’s, Woodward avenue. 
Styles in various combinations 
are being shown and from all re- 
ports are meeting with a favor- 
able reception, although no phe- 
nominal sales have resulted. 
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Patent leather continues to be 
favored, although the inroad of 
sales of tan calf are reducing the 
sales of patents to some extent. 
Tan calf and patent leathers are 
the two large selling leathers at 
the present writing. 

Button oxfords are shown in a 
number of combinations at the 
Queen Quality Store. Tan calf 
and tan calf with fancy leather 
combinations being in the major- 
ity. 

Strip pumps are in good de- 
mand. The step-in pump is shown 
in many. leathers and combina- 
tions. Strap styles still sell well. 
One of these, with a diagonal strap, 
is being offered at the Chisholm’s 
Boot Shops, with fair sales re- 
ported. Some gore effects are 
shown in plain leathers among 
the spring offerings of some of 
the better grade shaps. Strip 
pumps, with accessory buckle ef- 
fects that transform them into 
small tongue pumps are also 
among the offerings. 

At Fyfe’s, a tan calf pump with 
a very large brass buckle in lad- 
der or cross-bar effect was promi- 
nently shown in the early spring 
displays. 

Tan oxfords are the big thing 
in men’s shoes. The balloon type 
of toe is receiving much favorable 
attention. Sales in this style are 
increasing every day in many ex- 
clusive men’s stores. The toes are 
broad and the vamp short, pro- 
ducing a very blunt appearance 
that is so different to previous 
style offerings that they are being 
taken up by the younger men who 
want extreme styles and “doggy” 
effects. 


Selling Lightweights 

That the customer does not al- 
ways favor the lighter soles being 
featured in the spring styles was 
instanced in one store while the 
scribe happened to be present. A 
customer turned down a purchase 
because the sole was bevelled and 
appeared lighter than it was. This 
type is being sold in good quanti- 
ties, however, and will be a big 
factor in the season’s sales. 


Kern Department Moved 


The shoe department of Ernest 
Kern Co., has been moved from 
the fifth floor to the balcony of 
the first floor of the main build- 
ing, with elevator access from the 
second floor landings. It is felt 
that the department should do 
better here where it can be reached 
80 easily. 
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Alterations Going On 

Alterations are continuing in 
several of the down town stores. 
The women’s footwear has been 
moved from the mezzanine to the 
second floor at S. L. Bird & Sons, 
with alterations continuing. The 
E. & R., Michigan avenue store 
have their windows torn out while 
new flooring and backgrounds are 


179 


being installed. At Fyfe’s the 
backgrounds are being renovated 
and refinished. These handsome 
walnut backgrounds are appear- 
ing in a deeper brown tone and 
have a dull gold band trimming 
around the panels. Sconces in can- 
dle effects have been installed in 
all the windows which add ma- 
terially to the effect. 





Milwaukee Reports Recent 
Increases in Retail Sales 


MILWAUKEE—Reports from a 
number of Milwaukee stores indi- 
cate that business for February 
showed an improvement over that 
of the same month in 1924. In some 
cases the improvement has been due 
to special sales or unusually good 
clearance sales, while other stores 
have noted considerable activity in 
early spring styles. One large de- 
partment store shoe buyer states 
that February business this year 
shows an increase of approximately 
30 per cent over 1924. Women’s 
business has been scattered over a 
wide range of styles and materials. 

Patents have been showing the 
greatest activity at one high grade 
shoe store, while another reports 
that tans are in the lead. Combina- 
tions of tan and patent are receiv- 
ing favorable mention quite gen- 
erally. Blond and penny satins have 
been active in several stores. 

The men’s shoe business is also 
showing up a little better than last 
year, but the improvement is not so 
general as in women’s lines. One 
men’s store reports a very satisfac- 
tory gain over the clearance sale of 
last year. This store planned to 
complete its clearance event about 
the end of February and start show- 
ing spring styles at that tirhe. Black 
was showing up better than tan at 
this store, but another report on 
men’s shoes indicates that tans are 
still an important item in present 
business. 


Talks On Shoe Fitting 


Describing the dangers of shoes 
that do not fit the feet and the re- 
sulting foot troubles, Dr. Warren J. 
Smith, chiropodist, gave a lecture 
on “The Relation of Foot Disabili- 
ties to Public Health” before a 
meeting of a Parent and Teachers’ 
association in Madison, Wis. He 
states that “the age of suiting the 
shoe to the eye and not to the foot 
is passing.” He also mentioned the 


mass of “corrective shoes” with 
which the market is being flooded, 
and which he states are confusing 
to the average shoe man who can- 
not prescribe them as he should. 


Buys Out Store 


Charles Zach, who has owned a 
part interest in the Paris Bootery 
at Madison, Wis., has gained entire 
control of the business by purchas- 
ing the interests of Frank Darie- 
nougue. The shop is located at 1726 
Monroe street. 


Work On Addition 


Work on the addition to the 
Teeple Shoe Co. factory at Wau- 
pun, Wis., is being pushed forward 
rapidly and it is hoped that the 
three-story building will be ready 
for occupancy by April 1. The new 
building will be a 74x36 foot addi- 
tion to present plant. 


Merchants Hold Meeting 


In an address before a meeting 
of the Uptown Milwaukee Associa- 
tion, Joseph Stein of Sindorf & 
Stein, clothiers, urged members of 
the association to dress up their 
store fronts and windows and to 
use advertising in improving the 
business district in which they are 
located, and attracting the attention 
of the general public. 


Oppose Canvassers 


Milwaukee newspapers are giving 
their support in the battle being 
waged in this city against house to 
house canvassers, and one paper re- 
cently carried a story pointing out 
the disadvantages of dealing with 
the canvasser, quoting Fred S. 
Krieger, secretary of the retail di- 
vision of the Association of Com- 
merce. Mr. Krieger estimates that 
Milwaukee contributes at least 
$1,000,000 a year to canvassers. He 
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(P) M.A.PACKARD CO. Makers (P) 
BROCKTON —_ 





NETTLETON 
Shoes of Worth 


A. E. NETTLETON CO. 
Syracuse, N.Y., U.S. A. 
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emphasizes the fact that public sen- 
timent must be influenced in favor 
of the local merchant in order to 
effectively combat the bell-ringer. 
“Shoes are the latest to be dis- 
posed of via the house-to-house 
route,” he said. “The concern trying 
this method of selling shoes reports 
very satisfactory progress. Retail 
shoe men will have to go right after 


business themselves to compete 
with the canvasser.” 
Pioneer Shoe Man Dead 


Charles P. Buckingham, 88, one 
of the oldest residents and for many 
years a shoe merchant of Racine, 
Wis., died at his home in that city 
after a brief illness. Mr. Bucking- 
ham came to Racine from England 
in 1836, with his father who was 
one of the first shoe merchants in 
the city. 





Columbus Shoe and Leather 
Club Under Way 


Columbus, O., March 4—Officers 
were elected and a constitution and 
by-laws accepted at a recent meet- 
ing of the Columbus Shoe and 
Leather Club. The membership con- 
sists of two classes—active and 
associate. Active members are 
those associated in the shoe and 
leather industry and its allied 
craft, such as manufacturers, retail 
shoe merchants and traveling men. 

The club aims to “foster a more 
friendly feeling of co-operation 
among the allied crafts” around 
Columbus and to elevate the shoe 
industry to a par with other large 
industries of the country. 

Emery Bradford of the Bradford 
Shoe Co. of this city is the presi- 
dent and other officers follow: 
Perry W. Smith, Poole and John- 
ston Shoe Co., Brockton, Mass., 
first vice-president; E. J. Keefe, 
Simmons Boot and Shoe Co., Co- 
lumbus, second vice-president; R. 
W. Walters, secretary-treasurer 
Walters Shoe Co., Columbus, secre- 
tary-treasurer. 

Board of directors: Travelers, 
Harlan Rhoades, Frank Burns and 
J. J. Kaltenbrun; manufacturers, 
Warren Murray, Thomas Butler 
and Mr. Dickerson; retail shoe 
merchants, L. J. Bergman, H. B. 
Zavitz and Joe Ryan. 





Wade Kennedy in Florida 


Columbus, O.—Wade Kennedy, 
head of the Riley Shoe Manufac- 
turing Co., of Columbus, has left 
for a month’s stay in Florida. 
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SNAPPY SHOES 
FOR YOUNG MEN 


Up to the minute Styles. Selling 
msurpassed. Priced 


values u to please. 
Investigate. 
CRAIG-REED & EMERSON, Inc 
ton ass 
















BRIDGEWATER 
WORKERS’ 

CO-OPERATIVE 
ASSOCIATION 














HENRY LILLY Co. 
88-90 Reade St. New York 


AUCTION TRADE SALES 
of 


SHOES AND RUBBERS 
Every Wednesday and Friday 








STOCK DEPT. 5 


SNAPPY 
ACTION! 
“‘They’ve Got to be Stetson 
to be Snappy”’ 
THE STETSON SHOE CO., Inc. ‘ 
Seuth Weymouth, Mass. 












Style Quality 








A. FREEDMAN & SONS, Inc. 
BROCKTON, MASS. 
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~< Many dependable and 
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HB. K. GARDINER CO., PITTSFIELD, N.H. 
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ATLANTIC PRINTING CO. 


Producers of Distinctive 
Shoe Catalogues and 
Shoe Booklets 
201 South Street Boston, Mass. 
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ASK FOR SAMPLES 
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| TOLMAN PRINT, INC. 3! 








MULTIGRAPH PLATES 


c Eaeravinen Siena a Sak ay = 
Composition, Steel and Copper Face Electros 
Write for Prices 
UMIVERSITY ELECTROTYPE FOUNDRY 
CAMBRIDGE, MASS. 











Heminway Silk Co. Observes 
75th Anniversary 


New York, N. Y.—Truly notable 
was the dinner given in the Man- 
hattan Club, New York, to commem- 
orate the seventy-fifth anniver- 
sary of the original spooling of silk 
and also to celebrate the seventy- 
fifth birthday of The Heminway 
Silk Company. Present and past ex- 
ecutives of state and city, from 
Connecticut and New York, shared 
the honors with prominent figures 
of the silk world. 


H. Morton Merriman, president 
of The Heminway Silk Company, 
who acted as toastmaster, told in 
unadorned fashion the story of the 
original putting of silk on spools 
by his grandfather, General Merrit 
Heminway, at Watertown, Conn., in 
1849, an act which has been a big 
factor in the development of the 
sewing machine, the progress of an 
entire industry and the saving of 
countless thousands of hours for 
housewives everywhere. Among the 
speakers he presented were Charles 
Cheney, of Cheney Brothers, former 
president of the Silk Association of 
America; General E. C. Young, of 
Belding Brothers, president of the 
National Notion Association; Fire 
Commissioner Thomas J. Drennan 
of New York City; Frederick H. 
Ecker, president of the Chamber of 
Commerce of New York State and 
Rev. Matthew C. Gleeson, Chaplain, 
U. S. Navy. 





Washington Merchants 
Elect Officers 


Washington, D. C.—The annual 
meeting of the Washington Shoe 
Retailers’ Association was held in 
the rooms of The Washington 
Board of Trade, recently. Officers 
elected were president, Herbert J. 
Rich, of B. Rich’s Sons; treasurer, 
Isaac B. Nordlinger; and secretary, 
Arthur Burt. 

Much interest expressed in plans 
for more educational work for the 
new year, and something pro- 
gressive will no doubt result of the 
work of the executive committee 
on this subject. 





Making “Deauville” Calf 


Boston, Mass., March 4—The 
Griess-Pfleger Tanning Co. of Pea- 
body, Mass., reports producing a 
new tan calf shade to be known as 
“Deauville.” It’s a light tan shade, 
the company reporting its produc- 
tion due to the national trend for 
lighter tan tones. 
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‘Bonita Shoe * Baby 


TURNS and SOFT SOLES 


In Stock 


Send /@r Cata’ 


AH. Mertin@ 


Makers ROCHESTER NY 














gt POSNERS 
SCENE 
SHOES b STOCKINGS 
FOR INFANTS .CHILDREN 
AND YOUNG LADIES 
DR A POSNER SHOES. INC 
ROAOwRY 
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Flexible Turn Shoes 
Fer the Jobbing Trade 


Exclusively 
F. S. ELAM SHOE Co. 


ROCHESTER. N.Y. 
Boston Office, 183 Essex Street 











In Stock—Soft Soles 


Also new line Elk Moccasin 
First Steps — Sizes 1 to 6. 
SEND FOR SAMPLES. 
“Nu’’Baby Shoe Co. - - East Lynn, Mass 
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BOyY’'Ss FINE SHOES 
Reckland, Mass., U. 8. A. 


IN STOCK MADE TO ORDER 











AShoe forBoys 
That Wears 


Marston & Tapley Co. 
DANVERS, MASS 











No matter what policy you may 

pursue in selling to the ee trade, 

nevertheless you need the 

Boot and Shoe Recorder 
ALL THE TIME 
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The Quality 
Pullman Slipper 
RED BLACK TAN 


SWAN SHOE CO. Baltimore, Md. 


Satin, Felt and Leather 
Seft-Sele SLIPPERS 
for the Entire Family 
No. 7300 Satin in these 
Copan Blac Old Hose 
uc ose 
Lavender, B. Blue. 
Black, ., Taupe s and Pink. 
Send for Price Lis! 
NEW CEL AnD Aw ft co. 




















PARISTYLE FOOTWEAR MFG. 60., INC. 


41-45 Pg a nae” Brookl 
Chicago Office, Security Bi 189 W. Medison 


HIGH GRADS MULES and D’ ORSAYS 
ade of ef Sn, . Pp phy ms  Seend 


Price fom $01.80 por doe ep # 


“IN STOCK BLACK KID BALLET 
SLIPPERS” 

Ours Stand the Strain 
gcn8 11% ts to2 1% to 8 
THE KAY JAY SHOE CO, 

Manufacturers 
309-315 Findlay Street 
Cincinnati. Ohio 
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Grade | 8 ~) Trade 
i BEST-EVER 


Soft-Sote Leather 
Boudoirs and Nevelty 
Kimono Sandals 
Write for Prices 


BEST-EVER SLIPPER CO., Inc., BROOKLYN, N. Y. 


« 

















Demand Dunbar Designs 


From Your Manufacturer 
AND BE ASSURED OF STYLE 
AND FITTING QUALITIES 
IN YOUR SHOES. 








Where to Buy 
Wanted Styles 


An extra Editorial Service to 
“Recorder’’ readers, free for the 
asking. Write and tell us what 
you would like to know. 
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Philadelphia 


( Continued from page 173) 
towards more staple patterns. Rib- 
bon effects are good and the demand 
for cut-outs is strong, although they 
are not nearly so elaborate as they 
have been. 

A manufacturer of high-grade 
ladies’ footwear reports quite a 
spurt in buying since the first of 
the year. Combinations are good in 
satin and patent, satin and kid, and 
in two shades of satin. Solid shoes, 
also, are in demand in tan calf, 
patent, and satin. Black satin has 
given way to blond satin. Strap 
effects, gores, and step-ins are all 
features of the patterns being asked 
for at present. 

Prices have shown’ no _ recent 
changes. One manufacturer reports 
that he advanced his prices slightly 
last December and that he is look- 
ing for no further advances in the 
immediate future. He says there has 
been some little resistance among 
the retailers towards price advan- 
ces. He expects to overcome the part 
of the increased cost which he was 
obliged to absorb by quantity pro- 
duction. 


Featuring New Models 


The Strawbridge and Clothier 
Store here is featuring a number of 
new spring models. Included in the 
offerings are a French model with 
patent leather vamps and tan kid 
quarters with two-button straps 
high over the instep. Regent pumps 
of chestnut brown calfskin, perfo- 
rated, and a pump of patent leather 
with quarters and heels of genuine 
alligator. At $10 the store featured 
a two-tone tongue pump of patent 
leather with vamps, quarters, and 
heels of gray glazed kidskin, a blond 
satin pump with a corded silk finish 
and narrow buttoned instep strap, 
and a blond satin pump with turned 
soles and Spanish heel. 


Export Demand for 
Glazed Kid 


One prominent glazed kid manu- 
facturer here, who makes only 
blacks and has been running his 
plant to capacity since last October, 
reports that the export demand for 
men’s weights exceeds the supply. 
There is also a strong demand for 
men’s weights in the domestic mar- 
ket. Women’s weights are fairly ac- 
tive though the business in them 
does not approach the volume of the 
transactions in the men’s weights. 
There is some call for the medium 
grades but the bulk of the trading 
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BALLET SLIPPERS — IN STOCK 
(Made by Ballet Specialists) 
7 8102 Bik. Glazed 
Kid, Seft Tee 
8-11 11%-2 2%-8 
$1.30 $1. $1.45 
ean eee 

















Mfrs. of High Grade Athletic Shoes 
244 Ne. tith Street - - Philadeiphia, Pa. 
Sumith 
BALLETS 






326 W MONROE ST 
CHICAGO 
W2 SUMNER SMITH 











MANHATTAN FINDINGS CO. 
waetasars SHOE STORE SUPPILES 
07 Duane St., N. Y. 
BENC a MADE BaLasT SLIPPERS 
CRs ove cginat $1.15 = $1.20 


Ladies 
We also carry a full line of professional round 
and square toe ballet slippers. 
IN STOCK 














IN-STOCK 
BLACK BALLET SLIPPERS 
Child's $1.20 
Sizes 7 to 11 
Misses’ $1.25 
Sizes 11} to2 
Ladies’ $1.30 
Sizes 2} to8 
SHOE FINDING —% * oe 

147 Duane St... New York. 













BALLET AND GYM SHOES 
BLACK VICI KID—IN-STOCK 
oom pea No. 116 
2% to7....... $1.00 





6% } Sa 1.25 
11% to2...... $1.30 
2% to8....... $1.35 





Men's Leather House 
Slippers In Stock 


Athletic Shoe Mfg. Co., 124 N. Third St., Philadelphia 


QUALITY BALLETS— ¢7'!5x 


Soft Tee Hard Tee 


6/it $1.85 o/s $2.28 
1Y%e/2 ... 1.20 (2 2.30 
24/7. 1.25 17 on. 288 
hite ‘tone on 

15e extra request. 


Also Men’s and Women’s Slippers ef every deseription. 
METROPOLITAN SLIPPER CO. 
134 W. B’way, near Duane St. 


Do You Know? 


That you can buy or sell it through 
the “Where to Buy” columns. This 
feature in its quick service is a time 
saver in meeting immediate needs. 
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COATED GEM DUCK 


——s BACKING CLOTH 
uabber and Leather 
a — Foot Welting 
Sheet Rubber Soling 
BF. CHAMBERLIN 
184 Summer Se 
BOSTON 





« ALL 
WIDTHS 


Oring os 

GRADES 

Russell ManufacturingCo. 
Middletown, Conn. 





The One 
Waterproot 
Leather That 
Takes and Re- 
tains a Polish. 


CREESE & COOK CO. 
Tanneries at Danverspert 95 South St., Boston, Mass. 























T. W. GODSO F.E. — Treas. 
w.a. JONALD, Vice- 


F. E. JONES ‘CO. 
FANCY COLORS 


MAT KID 


96 SOUTH STREET BOSTON, MASS. 
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EMIL RUBLACK 


Maker of Artistie 
PRICE TICKETS 
—_ jab FI oo eeeoet 
Established 1983 
A 4 $3 ot =. 146- “ae ime eet 
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for Shoe Merchants 


“WHERE TO BUY” constitutes a 

source of ee & SS who 

runs cums teeugh thane pages may read 
— and learn. » 
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is being done in the cheaper skins. 
There is very little call for the best 
grades. Small skins are much more 
active than the medium size or 
large skins. 


Buying Cautiously 

Retail merchants, especially the 
ones in the suburban districts of 
the city, are buying very sparingly. 
There is also considerable conserva- 
tism among the larger stores down- 
town but they are buying somewhat 
more daringly than the small store- 
keeper away from the downtown 
section. The general desire seems 
to be to wait until styles are more 
clearly defined before laying in a 
stock. 


Discusses Shoe and Leather 
Situation 

In the March issue of its publica- 
tion, Shoe Life, the DeCou Brothers 
Company goes into a comprehensive 
discussion of the shoe and leather 
situation. It states that there is a 
strong feeling in trade circles that 
business conditions are gradually 
improving and that we are entering 
a period of renewed activity and 
greater prosperity. Shoe and leather 
men who have been trading under 
very unfavorable conditions during 
the last few years are in a more 
cheerful frame of mind and are 
looking forward with confidence to 
the spring season. 


Future Business 
Encouraging 

The Turner-Tompkins Shoe Com- 
pany reports that the outlook for 
future business is very encouraging 
though present business is rather 
quiet. In boy’s and little gents’ foot- 
wear the bookings are about 95 
per cent tan and 5 per cent black. 
Crepe soles are being asked for in 
about 60 per cent of the cases and 
leather in the remaining 40 per 
cent. On men’s footwear the book- 
ings are 85 per cent tan and are 
about evenly divided between crepe 
soles and leather soles. 





New Shoe Stores 


H. L. Porter, Inc., 231 Geary 
street, San Francisco, Cal. 

Feltman & Curme Shoe Store, 
1120 Washington street, Oakland, 
Cal. 

H. A. Meyer Shoe Store, 79 W. 
Randolph street, Chicago, IIl. 

Dixie Shoe Store, 17 No. How- 
ard street, Baltimore, Md. 

Mally Cop, East avenue and 
Gibbs avenue, Rochester, N. Y. 











J. R. BEATON COMPANY, Ine. 
831 FOURTH AVE., NEW YORK 


ATLANTA 

















S WHERE TO BUY * 


Stylish Comfort Shoes 














DR. CAMPBELL'S HEALTH SHOES 


Women’s Boots In Stock 
5 2 STYLES 
B-EEE—2-9 $4.60 to $5.25 
BEST Quality Throughout 
POWELL & CAMPBELL 
Mfg. Wholesalers of Dr. Campbell's Health Shees 
122-124 Duane St., New York, N.Y. 





























America’s Favorite 


NU-SHINE 


Restores Color 
Preserves Leather 
Beautifies Footwear 
Makes Old Shoes Leok New 
THE NU-SHINE CoO. 
Mkt. St. nr eidsville, N. C. 
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No matter what policy you mey 
pursue in selling to the shoe trade, 
nevertheless, you need the 
Boot and Shoe Recorder 

All the Time 
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Magnetize Your 
Store Front 


Put new life into your store front. Like a 
magnet Flexlume’s bold, snow-white raised 
glass letters by day and brilliant, solid letters 
of light by night will attract and draw trade. 

Unlike the ordinary electric sign, Flexlume 
works for you both day and night—proclaiming 
your name and business more boldly and at the 
same time more favorably up and down the 
streets in your locality. 

Learn how thousands of Flexlume Electric 
Signs have helped increase the business of shoe 
merchants—and can help you. Write for photo- 
prints, showing a variety of installations, and 
full information regarding your needs. 


FLEXLUME CORPORATION 
1220 MILITARY ROAD BUFFALO, N. Y. 


Phone: “‘Flexlume”-—All Principal Cities. 
Factories also at Detroit, Los Angeles, Oakland, Calif., 
and Toronto, Ont. 





Patent Leather and Russia Calf 
Colonials—In Stock 





Sizes and Widths 


AAA 4% to9 
AA 4 to9 
A 3% to9 
B 3 to9 
C&D 4 to7 


Terms: Net 30 Days 











No. B 346 ve $5.00 


No. B 345 \ 

aly ; es Patent leather Colonial, 267 last, 
Russia calf Colonial, 264 last, 12/8 13/8 wood Cuban heel. Wilson 
wood Cuban heel. Wilson process. process. 


embed F ORD & CO., Inc., Rochester, N. Y. 


NEW YORK CITY, MARBRIDGE BLDG. 
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The LATEST— Interest grows with each new creation advertised 
ASK ABOUT FOOT-JOY FEATURES ~ the greatest accom- 


plishment in shoe construction, we believe, of the century. An exterior possessing 

Rolls Royce luxury and style and grace, an interior so perfectly correct and foot- 

supporting that foot ills will never happen—in a word, Foot-Joy, And yet the price 

is surprisingly low. 

Also of the famous 

SEND FOR BOOKLET 

What — to Wear’ Ses’ SHOES FOR MEN 

a ern ee cee orem trowel 


FIELD & FLINT CO. - BROCKTON, MASS. and for all heavy men 
Makers Catalogue on Request 


teproduction of one of a series of advertisements a P pearing it 1 Saturday Evening Pos 
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TONY 


Reg. U. S. Pat. Off. 





Pronounced by most prominent buyers to be 
THE MOST PERFECT LIGHT TAN SHADE THEY HAVE SEEN 


GOLD 


They all say the same about 
TONY GOLD—“you have hit 
exactly the shade we want” 





TONY GOLD is the authoritative light tan 
calf. Orders, the most speaking evidence of all, 
prove this. 


Don’t delay your order beyond the point where 
we may be unable to fill it. 


CREESE & COOK COMPANY 


SALESROOMS ASS TANNERIES 
95 SOUTH ST., BOSTON ip <<. ND DO DANVERSPORT, MASS. 


P. A. HENRY & CO. ys eel SILVEY & CHRISTMAN 


706 Broadway, Cincinnati, O. ONL LEAWY 82 GOLD STREET 
Leather Trades Bldg., St. Louis, Mo. = YA NEW YORK CITY 


“CALF LEATHERS ARE WHAT THEY WANT’ 











When writing to advertisers please mention Boot AND SHor REcoRDER 
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This beautiful style will prove a 







Fast Seller 
Wesson---Style---Beauty---Quality--- Wesson 





No. 524—Black Satin Pump, 16/8 Full Breasted 


———8 = 
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Spike Heel $3.85 
" No. 1524—Blond Kid Pump, 16/8 Full Breasted 
it Spike Heel $4.00 
" No. 2524—Gray Kid Pump, 16/8 Full Breasted Spike 
" Heel ' $4.00 
Widths—A, B, C, D. 
i) i 
; 
; 5 
4 x) 
Ht) Sales Offi nd Stock | 
‘ A.E.WESSEL & SONS = .2te crs Stk 
4th St., Philadelphia, Pa. " 
' t 
" diate Better Grade McKays M. B. Wessel, Sales Mer. = 
it 22-24-26 Liberty St. oH 
: Camden, N. J. 4 
" BRANCH OFFICES D 
" San Francisco New York City Chicago Ne w Orleans 4 
! 407 Pacific Bidg. 1458 Grand Conc: urse 500 No. American Bldg. 105 Decatur St. Al 
| Sidney Rule Murray Klein R. B. Nicholl J. Milton Boze " 
' 4 


























A REAL GOOD SHOE 


THAT WILL SATISFY THE MOST EXACTING 
CUSTOMER YOU SERVE 





No. 860 
IN STOCK 





Ne. 860—Martin’s Brown Imported Scoun Grain 

a College Oxford. Price ... donpetanitells snenatie oes $6.10 

PINE leathers moulded by clever craftsmen into el ce ely 
A-Quality Overweight Soles, Calf Lined, Leather 

Boxes and Counters. Sizes and Widths, B, 6-11; 


newest styles and patterns with true Peck person- Bores and Count 
ality and character in every line and detail. 





In-Stock Service for Your Convenience. 
To Order Service Gives You All You Can Desire. 


“There's Pride in the Wearing.” 


PECK SHOE COMPANY esx 


MEN’S AND WOMEN’S FINE SHOES 
126 CHANDLER ST., WORCESTER, MASS. Barbour Genvine Storm Welt tp Heel Overwsleh 


Sizes and Widths, B, 7-11; C, 6-11; D, 5%-11. 
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MERIT MAKES MARKETS 


In July, 1918, ‘‘Decidedly Brockton Shoes”’ 
were in the First Run. The factory was started 
on styles to bid for public favor. Millions are 


wearing them today. The answer is MERIT. 










Mr. Merchant— 


Do you want the Best Men’s 
Shoes in the World to retail at 


$4, $5, $6? 
The answer is right here 


Buy 
**Decidedly 
Brockton 
Shoes’’ 


This remarkable value is an 
English Crepe Sole Golf 
Shoe; light tan calf. 


IN STOCK 


Price 


$3.65 


BROCKTON SHOE MFG. CO. 


Brockton, Mass. 


STOCK DEPT., 15 N. 4TH STREET, PHILADELPHIA 
CHICAGO, 711 BALTIMORE BUILDING 
ATLANTA, GA., 238 PEACH TREE ARCADE 


NEW YORK, 127 DUANE ST.; BOSTON, 117 LINCOLN ST. 
AKRON, OHIO, 335 WALSH BLDG. 
SAN ANTONIO, TEXAS, 801 RUSSELL BUILDING 
When writing to advertisers please mention Boot anv Suok Recorper 
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NOW READY 





SHOE 
The 


Norfolk After you ve seen this shoe 
it’s easy to understand why 
it is one of our leading 
styles In Stack. 


The Norfolk will be shown 
— exclusively in our Saturday 
No. 704 | ee Evening Post advertisement 


Tan Russia Calf of March 14. 


Brewster Oxford ’ ‘ 
A,B,7-11, C,D,6-11 res pear Order sizes today and tie 


seat as Our, coring and summer 1925 catalog showics up with our national ad- 
oO. ferent agencies. vertising. 


° If you do not sell Packards but feel that — 
Same style in Black might be interested in them write to us an: 


| mail catal tly--Address Dept. F. 
Boarded Calf cm 2 amd 


(P) M. A. PACKARD COMPANY 


Brockton, Massachusetts 
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“Every Type of 
Display Fixture 
Known” 


FRENC H of a hotel’s popularity is the number 
RENAISSANCE of patrons who register and rereg- 


ister. That “THE ESSEX” enjoys 

A NEW PERIOD DESIGN the goodwill of shoemen there is no 
IN SOLID WALNUT doubt. When arriving in Boston 
tell the taxi driver to “step on it” 

Send for Spring for “THE ESSEX.” 


Catalogue No. 51 Essex Service Satisfies 


k . A TRUE INDEX 
6 


The Essex Hotel Co. 


J.J. McCarthy, Pres. T. A, McCarthy, Treas. 


ERANKED 


'DISPLAY FIXTURE CO.§ 


ass Bost 
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Flexible Flexible 


wets Superior Shoes for Little Folks tun: 


IN STOCK 
100 Styles 


Ready for Immediate Delivery 

















Tan Calf Two-Eyelet Tie, Smoked Elk 
Trim. 


No. B 916 
Sizes 2 to 5........... $1.50 


No. B 716 
Sizes 54% to 8 $1.85 
81% to 12..................$2.20 


Write for Spring and Summer Catalog 
Just off the Press 

















_*" 


Smpperial hilorens Shoe Corporation | 








MANUFACTURERS 


ROCHESTER, N.Y. 
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$3.60 


No. B4285—G Sil Brocade, imitati 

tara, sie ee nee full Be ROGERS BROS. SHOE co. No. a aq 4 —_ Brena Silver 
heel. Widths, A-C. Price ........ imi no turn covered 

Wilts ACC Price - —_— a Ly 59 Lincoln St. Boston, Mass. Spanish heel. Widths, A—C. Price........ $3.60 


TO RETAIL AT $5.00 


Extraordinary Values 


Genuine Imported—Silver Brocade 
‘“Nuff Sed” 
IN STOCK 
2% 10 Net 30 F. O. B. Boston 









tsmmeit 






















~ example of what a real turn can 


2 WEEKS DELIVERY Schuylkill Haven 





GOOD R 


TURN or STITCHDOWN <a: 


You will find in these child- 
ren’s shoes, honest, Pennsylvania 
ta Merit—and a value that shows 
prices fifteen cents under the market. 
Some Desirable Territory Open for Salesmen 
This is the kind of a stitchdown we 


REIDER SHOE MFG. CO. like to offer. 
- « ‘« Penna, SEND FOR PRICES 



























BK 













STOCK sole and upper. 


36 pr. cases 


2 Duncan St. - - - Haverhill, Mass. 





GREELEY BOUDOI rs 


Why do they sell so free- 
_ly? Because we give qual- 
ity at a price that allows 
every dealer to get 
a good percentage 
of profit and large 
sales. Good leather 


Kentia Plant and Pot 
Natural Prepared 


With Pot 
No. Leaves Height Each Per Dos. 
32769 2. 9 42in. $3.50 $36.00 
ent ll 60in. 4.00 40.00 
32769/15 15 7 ft. 8.50 85.00 
32769/20 20 9ft. 10.00 100.00 


Get our SPRING CATALOGUE, illus- 
trated in colors, No. 32 mailed FREE 
FOR THE ASKING. Make a selection 
of Flowers, Plants, etc., decorate your 
window, interior or home; create Easter 
Air and Business ahead of your slow 
competitor. 


FRANK NETSCHERT, INC. 
61 Barclay Street New York, N. Y. 












At Once Deliveries 


If your jobber cannot supply you, write me 


A. W. GREELEY 





































a at Fine Calf Leathers 


Manufeaeturers of 














Velvetta Calf— 

VEnTILATIONS Siete by sending Tuscan Calf— 
Russia Calf— 

1156 No. Main Street HUNT-RANKIN LEATHER CO. 
Brockton, Mass. 106 Beach St., Boston, Mass., U.S. A. 
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Howat. SHOES 


THE NEW LIGHT WEIGHT OXFORD 


IN STOCK APRIL Ist 
Price $6.00 





“ The Drake ” 


Light Tan Calf Oxford, Close Edge 
An Advance Spring and Summer Style. 


Anticipate Your Needs-ORDER NOW! 


BOSTON OFFICE 


mee §©6bloward&FosterCo. *— 


MARCH 15. WRITE FOR NEW YORK OFFICE 


YOUR COPY. MARBRIDGE BUILDING 
ADDRESS ALL COM- B k M ae 
MUNICATIONS TO THE roc. ton, ass. CHICAGO OFFICE 
FACTORY. SECURITY BUILDING 


SRO ROG OO tO ototateotutteotaotatoteotarotaratearuteat sorta surat 
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atN 
C.H.ALDEN Ca 


¢.5.% 


|= ALDEN PLAN is a success because, 

by permitting better value at no sacrifice 
of profit, it is distinctly in the interest of 
ALDEN customers. 





Our plan also includes quick 
delivery service on certain lines 
altho’ this is not an in-stock 
proposition. 





C. H. ALDEN CO. 


FACTORY BOSTON OFFICE 
ABINGTON, MASS. 10 HIGH ST. 






































Made with genuine 
Barbour Storm Welt 
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FOR, THE WOMAN WHO DRIVES A CAR 


ben can protect | ae light, 


fancy footwear from scuf- 


and Spanish heels. Take no 
more room than a handkerchief 


fing, grease and dirt by wearing 
Tweedie Heel Protectors. Snug- 
fitting, feather-light Tweedies 
are easily and quickly pulled on. 

No clumsy straps or buttons. 
The patented Tweedie “Stay- 
Put” feature keeps them firmly 
in place. 

Made of fine woolen cloth, in 
black, browns and greys, to har- 
monize with shoes and costume. 
Threestyles,to fit Cuban,French 


—may be carried in your purse 
or the pocket of your car. 
Easily cleaned when soiled. 
Inexpensive. 

For sale by shoe stores and in 
the shoe sectionsof department 
stores. Write for names of deal- 
ers in ¥ ngs locality. Tweedie 
Boot-Top te = as Makers 
of Glove-Fitted Tweedie Boot- 

‘ops, 1423 Olive Street, St. 
Louis, Missouri. 















This Counter Display Carton 
Holds a Dozen Pairs 


of Tweedies 


It is another salesman added 
to your force. Place it where 
it will be seen—and watch 
Tweedies sell themselves ! 


TRIAL DOZEN 
ORDER 


(Clip, fill out and mail today for Quick Profits! ) 


Tweedie Boot-Top Company, 1423 Olive Street, St. Louis, Missouri. 


Plea 
indivi 
per d 


ane dozen pairs of Tweedie Heel Protectors, each pair packed in an 
ec the deena pair packed in a Counter Display Carton. Price $6 
he bah 


(Note: We Recommend « Trial Dozen Assortment of 4 pairs 


Heel St ’ 


yles. 
___ Pairs French (“‘Spike,” Slim Spanish or Louis ) Colors Wanted_________ 





Pairs Cuban (Box.) Colors Wanted 


Pairs Stocky Spanish (Light Cuban.) Colors Wanted 











Dealer's Name____ 


Street Address— City 


én each style heel, 2 pair of each style in black; 2 pair in brown.) | 


Buyer’s Name 








Reproduced at the left is one of the adver- 
fisements for Tweedie Heel Protectors 
appearing in women’s magazines. 





An Attractive 
New Shoe Accessory 


That Will Make You 
Extra Profits! 


ERE it is—the Tweedie Heel Pro- 

tector! Every woman in your 

community who drives an auto- 
mobile is a prospective purchaser. 


Tweedies protect delicate slippers and 
shoes from scuffing, grease and dirt. 


They are made in three patterns— 
Cuban, French and Spanish. They fit 
any size or style heel snugly. 


They pull on easily—pull off quickly. 
No straps or buttons. 


Light in weight, they are easily and 
compactly carried—in Milady’s purse, or 
in the pocket of her car. 


They may be cleaned, just as one cleans 
any fine woolen material. Tweedie Heel 
Protectors are made of finest quality wool. 


They come in black, browns and greys. 


These attractive shades harmonize with 
Milady’s shoes and with her costume. 


Tweedies sell on sight. No fitting. 


Show them when you make a slipper 
sale. And extra profits are yours. 


Tweedies cost you 50c a pair, $6 a dozen. 
With a50% 2 em , you can retail them 
for 75c a pair, or $9 a dozen. With a 
100% mark-up, they bring $1 a pair, $12 
a dozen. is is considerably less than 
any other Heel Protector on the market. 
Our test sales campaigns have proved 
75c a very popular price. Tweedie Heel 
Protectors are a quick, ready seller and a 
sure repeater. Get a few women in your 
community to wear them and repeat 
sales to every woman automobile driver 
will follow. 


Tweedie Boot-Top Co. 
1423 Olive St. St. Louis, Missouri 
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CLASSIFIED AND OPPORTUNITIES DEPARTMENT 








i OSITIONS WANTED—F. word fi tion. 

: Recorder rates for space less than one-eighth page per nied oe ap trosanin. om her “Want” 
See: advertisements, ig Te Fx a each ——. — 
Space 1 time Ttimes i3times 26times 52 times accepted, $1. under head cecal 

P noon ‘uesday of week of publication date. advertisers 
| Spee $5.00 $4.00 $3.50 $3.00 $2.50 Saie snowere, to come to care_of this ofc, twelve words must be 
| Se 10.00 8.00 7.00 6.00 5.00 allowed in each advertisement for address. advertisers 
i scasseiit 15.00 12.00 1050 9.00 7.50 ~~) Iam KS DS Rg 
Deiserteaada 20.00 16.00 14.00 12.00 10.00 to ads must be sent under letter 








Payment in advance is required, except when regular advertisers, as amounts are too small to open accounts 











SALESMEN WANTED 


SALESMEN WANTED 


SALESMEN WANTED 





ALESMAN to sell high-grade tennis to 

jobbing trade. Strictly salary basis. Ad- 
dress B-342, care Boot and Shoe Recorder, 
207 South Street, Boston, Mass. 





WANTED Salesman experienced in selling 
a high-grade line of men’s dress shoes to 
represent us in Eastern Pennsylvania and 
New Jersey. Good In-Stock Dspartment; 6% 
commission. Wonderful opportunity for sales- 
man with established trade. Give references 
and name of at least two manufacturers you 
have represented, also amount of annual sa 
for each. Strictly confidential. Nunn, Bush & 
Weldon Shoe Co., Milwaukee, Wis. 





GAL sESMEN wanted by Brooklyn manufac- 
turer of children’s fine shoes, moderately 
priced. Address B-332, care Boot and Shoe 
Recorder, 207 South Street, Boston, Mass. 


GQALESMEN for a real snappy condensed 
“’ specialty line branded ladies’ silk hosiery. 
Sold with a guarantee to the dry goods, shoe 
and specialty shops throughout the country. 
Easily carried. State territory covering and 
line now handling. Address B-345, care Boot 
one Shoe Recorder, 207 South Street, Boston, 
ass. 


GALESMEN WANTED for the following ter- 
ritory: South Carolina, Georgia, Florida, 
Alabama, Mississippi, Louisiana, Texas, Okla- 
homa, Arkansas, and all Western states except 
Pacific Coast. We manufacture cheap to me- 
dium-grade misses’ and children’s shoes that 
will repeat in sales. This is a strong side-line 
for salesmen who can show us they have the 
ability to get results. In your first letter tell 
us how long in territory and amount of sales. 
Maryland Shoe Mfg. Co., Hagerstown, Md. 








CHicaco representative wanted by Brook- 

lyn manufacturer of children’s fine shoes, 

moderately priced. Address B-333, care Boot 

on Shoe Recorder, 207 South Street, Boston, 
ass. 





OSTON representative wanted by Brook- 
lyn manufacturer of children’s fine shoes, 
moderately priced. Address B-334, care Boot 
one Shoe Recorder, 207 South Street, Boston, 
ass. 


ALESMEN WANTED to carry Rochester's 

best known line of infants’ soft soles and 
moccasins and infants’ and children’s turns 
and stitchdowns from 1/5 to 1144/2 in connec- 
tion with present line. Good openings in Mid- 
dle, Western and Northwestern States. We 
make quick delivery and pay highest commis- 
sion. Applications considered only from men 
with established trade and good record. Give 
full particulars in first letter. J. J. Mac- 
Master, Rochester, N. Y. 





SALESMEN WANTED with an established 
trade to sell on commission to the large 

retail trade in New England, New York, New 

Jersey, our line of men’s McKay, turn and 

stitchdown slippers. Address B-336, care Boot 

ons Shoe Recorder, 207 South Street, Boston, 
ass. 


W ANTED—In California, Indiana, Michigan, 
Ohio and the Southern states, salesmen to 
carry our snappy line of children’s turns, 
sizes 1/5 and 5/8, also our flexible stitch- 
downs, sizes 2/11. Established in 1915, we are 
one of the oldest houses in Rochester stocking 
children’s shoes. A high rate of commission 
paid to men calling on established trade and 
able to furnish references. Can be carried with 
any non-conflicting line. Give full details in 
ae oe R. C. Milow Shoe Co., Inc., Roches- 
ter, N. Y. 





GALESMAN WANTED to carry snappy line 
of men’s medium-priced shoes. An old-time 
concern under new management has several 
desirable territories open. H. T. Wright, Levie 
Shoe Co., 500 Throop Street, Chicago, Ill. 


ALESMAN WANTED for Central and 

Southern Illinois to sell a snappy line of 
Men’s Dress Shoes, ranging in price from 
$3.60 to $4.00. Give references and experience 
in first letter. E. B. Piekenbrock & Sons, Du- 
buque, Iowa. 


GALESMEN WANTED to sell popular-priceda 
line infants’ 1/6 flexible turn and 2/11 
stitehdown shoes of merit, in connection with 
line now handling; over fifty sty in stock ; 
7% commission. Give references and full par- 
ticulars. Maize Shoe Co., 420 St. Paul St, 
Rochester, N. Y. 











WANTED—Salesman to carry line of 
medium children’s turns exclusively, in 
states of Iowa, Missouri, Arkansas, 
Kansas, Oklahoma, Nebraska. Only 
men of ability need apply. | ey 
——~ Give references. B-322, 

Boot and Shoe yoo’ 207 
South Street, Boston, Mass. 





WANTED—Young man to sell a well known 
line of women’s shoes retailing at $7.50 to 
$10 from Washington south. Prefer a South- 
erner who has had road experience and 
lives on the territory. Give experience, ref- 
erences and all details. Replies held confiden- 
tial. Address B-318, care of Boot and Shoe 
Recorder, 207 South Street, Boston, Mass. 


EXPERIENCED SALESMAN wanted to carry 
en commission line of Infants’, Children’s 
and Misses’, Kesco Turns and Stitchdowns, in 
Montana, N. Dakota, South Dakota, Minne- 
sota. Wisconsin and Michigan. Address with 
references. The Kepner-Seott Shoe Co., Orwigs- 
burg, Pa. 


W ANTED— Experienced salesmen, on strict- 
ly 7% commission basis to show a line 
of — PT samples of high-grade arch sup- 
Fao. *8 EEE shoes x — at $5.00 and 
00. Some novelty shoes. 
i Denon “<Y 
217% ¥ Ww. Water St., Syracuse, N 





rWalimore Co. 





WANTED— Men of character and ability 
now selling good grade of women’s or 
men’s shoes, to sell on liberal commission 
basis as a side line, the famous Pla-Mate 
shoes for children. Short line, priced right, 
most popular welt for children made. State 
territory covered and give references and all 
facts in first letter. Corr 
tial. Pla-Mate Shoe Co., 304 Franklin Street, 
Rochester, N. Y. 








WANTED—Salesman of ability and estab- 
lished trade to carry a side line in the 
states of Indiana, Illinois, Michigan, Wis- 
consin, and Minnesota line of children’s 

edi turns. C issi 
references. Address B-320, care of Boot and 
Shoe Recorder, 207 South Street, Boston, 
Mass. 











A live Rochester manufacturer 
of women’s popular-priced style 
shoes has an excellent opening 
for a salesman who has a record 
as a producer. We have estab- 
lished trade to turn over. Good 
liberal commissions. Iowa and 
Nebraska is open, also New 
York State. Give full details in 
first letter. Address B-346, care 
Boot and Shoe Recorder, 207 
South Street, Boston, Mass. 





only. Must give |} 

















Rubber Footwear 


Salesman 


Wanted a live salesman who is willing 
to work hard to get results, prefer 
one who has sold rubber footwear, to 
cover part of Central New York, must 
be active and produce results; a real 
chance for a real salesman. Position 
open at once. Address B-344, care Boot 
and Shoe Recorder, 207 South Street, 
Boston, Mass. 








Filling and Anti-Squeak 
Impregnated Shoe Felts 


Expert salesman required on commis- 
sion basis with extensive connection 
with all leading shoe sundries jobbers 
and boot and shoe manufacturers by 
largest British manufacturers of above 
lines (which are not manufactured in 
U. S. A.). Only well established men 
need apply, stating fully qualifications, 
experience, etc. Enge't & Rolfe, Ltd., 
Felt Works, Poplar, London, E. 14. 

















WANTED 


A salesman fon, tach of the following 
states: Southern Minnesota, Missouri, 
Connecticut, Massachusetts, Vermont, 
New Hampshire, Eastern Pennsylvania, 
Alabama, and Michigan, with the ex- 
ception of Detroit, by the fastest 
growing short line men’s medium- 
priced dress welt shoe factory in the 
United States. References in first let- 
ter. Strictly 7 per cent commission 
proposition. Address B-340, care Boot 
and Shoe Recorder, 189 West Madison 
Street, Chicago, Ill. 
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SALESMEN WANTED 


POSITION WANTED 


POSITION WANTED 








WANTED 


Salesman with established trade to carry 
line of medium children’s turns in New 
England. Commission only. No stock. Ref- 
erences required. Address B-319, care of, 
Boot and Shoe Recorder, 207 South Street, 
Boston, Mass. 











Wanted a salesman of known 
ability who is acquainted with 
wholesale, large department 
store and chain store buyers. 
Must be a man who is able to 
produce, and accustomed to earn- 
ing large income. S. GOLD- 
BERG & CO., Inc., West New 
York, N. J. Manufacturers popu- 
lar-priced felts and moccasins. 

















BUSINESS OPPORTUNITY 


ATTENTION, SHOEMEN! If you can use a 
partner with capital, address B-335, care 
Boot and Shoe Recorder, 207 South Street, 
Boston, Mass. 








LINE WANTED 


A SNAPPY line of low- and popular-priced 
+% men’s shoes by salesman traveling South 
Carolina by auto. Best ref. Address B-348, 
care Boot and Shoe Recorder, 207 South 
Street, Boston, Mass. 


EXPERIENCED salesman, desiring change, 
familiar South Carolina territory, travel- 
ing by auto, wants line popular-priced wom- 
en's novelty footwear, that are business build- 
ers and holders. Address B-349, care Boot and 
Shoe Recorder, 207 South Street, Boston, Mass. 











ADY, traveling with husband, covering 

Western Pennsylvania, Ohio, Maryland, 
Virginia and West Virginia, wants a few 
numbers of a well-made popular-priced line 
of children’s shoes and sandals on ten per 
cent commission basis only; also line of popu- 
lar-priced felts. Address B-347, care Boot and 
Shoe Recorder, 207 South Street, Boston, Mass. 





LLINOIS salesman wants line of men’s 

leather slippers. Trade established and ref- 
o—- A No. 1. Address Room 411, Y. M. 
C. A. Peoria, Illinois. 





TO MANUFACTURERS 
MEN’S SHOES 


We know of an exceptionally able and reliable sales manager 
who is open for a position with a forward-looking firm. 


This man can not only build up and direct a competent sales 
organization, but is also an active salesman himself with many 
large and profitable accounts to his credit. 


For further particulars address W. M. L., care Boot and Shoe 
Recorder, 207 South Street, Boston, Mass. 











LINE WANTED 





YOUNG MAN, twenty-seven years of age, 
three years’ experience as manager with a 
large chain store organization, retailing high- 
grade novelty footwear, desires position as 
manufacturer's representative of high-grade 
line. Immediate compensation will not bar his 
connection providing opportunity is there. Box 
K-756, care Boot and Shoe Recorder, 127 
Duane St., New York, N. Y. 





ROGRESSIVE, live-wire salesman, at pres- 

ent employed selling a high-grade line of 
men’s shoes successfully, is seeking a line of 
popular-priced shoes for the New York metrc- 
politan market. A hundred per cent acquaint- 
ance with established trade heavy enough for 
your line; very popular; plenty of personality ; 
a hustler and a salesman, not an order taker, 
whose sales and reference will meet with 
your approval. Address K-758, care Boot and 
Shoe Recorder, 127 Duane St., New York, 





INE WANTED—I am a successful manager 
and buyer for shoe store, know that I can 
roduce results on road with medium- or 
high-grade line; prefer territory in South. 
Young man, 28 years old, can give best of 
references; available after March 15. Address 
B-337, care Boot and Shoe Recorder, 207 South 
Street, Boston, Mass. 





shoes past two years. 





To Manufacturers of Shoes 
Saleable in the Southeast 


Long established jobbing house is desirious of securing lines of 
shoes which will produce sales in its territories. To be taken on 
branch house basis without charge for rent, overhead or sales 
expense. Has sales force of 10 men. Occupying and owning 
premises of 60,000 square feet. 


Financially responsible concern, being in business since 1886. 
Jobbers of leather, shoe findings and shoe store supplies. Sold 


Sales force of 10 men operates in North Carolina, South Caro- 
lina, Georgia, Florida, Alabama, Mississippi and Tennessee. 
For name of firm call C. K. H., Boot and Shoe Recorder. 








GHOE BUYER with big department store 
experience can show that he is deserving 
and competent to handle a big jeb. Reason for 
ehanging is the determination to go forward. 
Will not consider a small town position. Ad- 
dress B-350, care Boot and Shoe Recorder, 207 
South Street, Boston, Mass. 


POSITION WANTED—-Thoroughly experi- 
enced buyer and manager of cut-rate shoe 
dept.; gentile; good record for sales. Al ref- 
erence. Address B-341, care Boot and Shoe 
Recorder, 189 W. Madison St., Chicago, Il. 


OSITION WANTED_Shoe buyer, mana- 

ger, window decorator and advertiser. I can 
handle one or all of these ; know a shoe store 
from A to Z; 25 years’ experience, right up- 
to-the-minute, very tasty in style; can give 
all kinds of references; will meet you face to 
face; prefer Florida or California, would ac- 
cept other States. Address B-338, care Boot 
and Shoe Recorder, 207 South Street, Boston, 











LINE WANTED 


Lines Wanted for Cuba 


on commission basis. Fifteen years’ experience in 
the footwear line. Bank and Fy American ref- 
erences. Cuba is jie, best, mark et in the world for 
American shoes. Market reports pi te these ask- 
ing for them. wee accept enly lines —_ are priced 
reasonably in pane te quality. Address 8-330, 
oe and Shee Recorder, 207 South St., Boston, 
ass. 














LINES WANTED ON 
COMMISSION 


Two a with large established 
trade South Carolina, Georgia, 
Florida _* Alabama, want a popular 
priced line of each men’s, women’s and 
children’s shoes, to sell on_ strictly 
commission basis. Large volume of 
satisfactory business assured. Highest 
references furnished. Write full par- 
ticulars to D. L. R., P. O. Box 1108, 
Atlanta, Ga. 

















FOR LEASE 


GHOE DEPARTMENT for lease in a New 
England city of about 200,000 population. 
Good space on main floor for popular-priced 
footwear. Leased on percentage basis. Ad- 

dress B-351, care Boot and Shoe Recorder, 207 
South Street, Boston, Mass. 
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FOR SALE 


MISCELLANEOUS 





FOr SALE—-Men’s shoes. Official Goodyear 
repair shop. Invoice $5,500.00; population 
3,000; best location in town; room for gent’s 
furnishings and ladies’ shoes. H. C. Fath, 
Eldon. Mo. 


,;OR SALE—Established shoe store doing 
good business, owner retiring; investment 
small; with or without stock; good location; 
advantageous lease, one hundred monthly; 
will give buyer all opportunities to watch 
business done. Address K-757, care Boot and 
-.. Recorder, 127 Duane St., 





New York, 
























































—, ROLLING 
cease 


i 25% Cheaper 
Write for Catalog 
i 1 Success Furniture 
= Corp., St. Louis 
Kirkwood, Mo. 











Fe® SALE OR LEASE—Shoe department in 
best department store in fastest growing 
city in Southern Illinois. Ground floor space. 
Good window display. Wonderful opportunity 
for right party. The Mammoth Department 
Store, Mt. Vernon, Illinois. 





FOr SALE—A clean, live stock of ladies’ 
shoes and hosiery in one of Central Ohio's 
best towns. All cash trade of factory and 
shop girls. Popular prices and rapid turn- 
over. Invoice under $7,500, fixtures under 
$500; good lease and location; good reason 
for selling. Address B-339, care Boot and 
Shoe Recorder, 207 South Street, Boston, 
Mass., and please indicate responsibilities in 
first letter. 


QHOE BUSINESS, Atlantic City, N. J., lo- 
7 cation 1130 Atlantic Ave. (next to corner). 
Stock, fixtures, lease for sale at half price; 
reason, other business interests. Address 
B-343, care Boot and Shoe Recorder, 207 
South Street, Boston, Mass. 








FOR SALE—A thriving shoe business, in 
Southern California, Los Angeles County. 
City of 18,000, 100% location and other 
conditions, inventory about $30,000. Owner 
retiring. Will talk terms. Address B-259, 
care Boot and Shee Recorder, 207 South 
St., Boston Mass, 














FOR RENT 


FOR RENT 


Established shoe store in Scranton, Pa.; 
location desirable; rent very reason- 
able; purchase of stock optional. Ad- 
dress B-331, care Boot and Shoe Re- 
corder, 207 South Street, Boston, Mass. 


























WANTED TO PURCHASE 


THE NEW YORK EXPORT 
PURCHASING few YORE RT. 


WILL | OM OE EEER | FOR 
BUY (ENTIRE STOCKS 


im shees always hand fer 
ry pty 44 AY 














taut ol ole Soto ance aay 
merchandise. Qosarity no object. 
a 30 years our 
Bank and mercantile - 
BROOKLYN PURCHASING SYNDICATE 
FRANK WALKER, Proprietor 
610 Broadway, yn 
Phone Stagg 1757 


CASH PAID 


for entire shoe stocks or surplus stocks 
shoes or other merchandise. Any ana 
Prompt attentions given. 
KIRSCH-BLACHER CO., Inc. 
622-624 Broadway, New York, N. Y 
Phene ovine 1443 


_ 














Made Only of Wood 
for all lines 

IMMEDIATE 

SHIPMENTS 


Send for Catalog 
THe Oscar OnKEN Co. 
611.W. FOURTH ST. 
CINCINNATI, O. 


We do not make 
Metal Fixtures or Show Cases 


ESTABLISHED 1880 
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Boot and Shoe Recorder 


PUBLISHED WEEKLY IN THE INTEREST 
OF THE RETAIL SHOE MERCHANT 


by the 


BOOT AND SHOE RECORDER 
PUBLISHING COMPANY 
(Incorporated under Massachusetts Laws) 
CAPITAL $150,000 








ADVERTISING RATES—Card of Advertising 
Rates furnished on ——, For rates 
4 Wants, For Sales, etc., see Want Page. 

ery precaution is taken by the BOOT and 

SHOE” RECORDER to avoid printing any 

statement likely to mislead its readers. The 

publishers reserve the right toe reject any 
advertising or reading matter which is not in 
line with this policy. 














ATTRACTIVE 
SHOE CARTONS 


4-1 a 


for the exclusive shoe trade 


PRICE-SERVICE-QUALITY 
THAT SATISFY 


am ae 


?G3$-27% LEXINGTON AVE 
“BROOKLYN N.Y 


MERICAS GREATEST SHOE CARTON MFRS 


a 


ele, 


a) 1 OS 





OFFICES IN 


BOSTON OFFICE: 207 South Street. 

BROCKTON OFFICE: 224 Moraine St. Geo. 
W. R. Hill, Manager, Telephone 507. 

CHICAGO OFFICE: 189 West Madison St. 
Telephone Main 1089. B. C. Bowen, Manager. 

ST. LOUIS OFFICE: 1627 Locust St. H. M. 
Bowen (B. C. Bowen, Manager). Teleph 
Olive 6130. 

NEW YORK OFFICE: Room 101, Graham 
= 127 Duane St. H. Walter Scott, Man- 

hone Whitehall 7454. 

PHILADELPHIA OFFICE: Room 616 Perry 
Bidg., a Chestnut St. H. Walter Scott, 
Manag: Telephone Rittenhouse 7868. 

HAVERHILL OFFICE: Chamber of Com- 

Rooms, Haverhill National Bank 

Bldg. Geo. W. R. Hill, Manager. 

CINCINNATI OFFICE: Second National Bank 
Bidg. H. M. Bowen (B. C. Bowen, Manager). 
Telephone Canal 1560. 

ROCHESTER OFFICE: 626 Powers Bldg. 
Rositer L. Seward, Western New York Rep- 





MILWAUKEE OFFICE: Leonard E. Meyer 
B. C. a Manager), 405 Broadway. 
‘elephone Broadway 1827. 

WA ASHINGTON OFFICE: William L. <a 
Investment Bldg, 15th and K Sts., N. 

PARIS OFFICE: 2 Rue des Italiens. L. Bab- 


bard, Manager. 
sy OFFICE: P. V. a jiuason. 
ket, London, S. W., ngland. 
AUSTRALIAN OFFICE: 439 Lit. ‘Collins St., 
Melbourne. G. Jervis Manton, Manage 
CONTINENTAL OFFICE: William piece, 
Manager I. Adlergasse 12, Vienna, Austria. 
ARGENTINA: Buenos Aires, Rivadavia 2721. 
P. na, Gerente. 
BRAZIL: Gerente, John S. Fitch, 33 Rue 
General Camara, 88 
CHILE: Santiago, Las Rosas 1123-1127. Otte 


Fuhrimann, Gerente. 
CUBA: Mr. H. Gomez, Corrales 2A, Havana, 


Cu 
JAPANESE OFFICE: Yokohama. J. F. Wager, 


Manager. 
SPAIN: Gerente, Leoncio de Miguel. Librere 
Editor, 20 Fuencarral, Madrid. 





MISCELLANEOUS 




















MILBRADT 
Rolling Ladders 
and 


BICYCLE 
Rolling Ladders 
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BUSINESS REVERSES 

Birmingham, Ala.—Dominick Shoe Co., 1910 
First avenue, shoes, reported offering to com- 
promise at 50 per cent. 

Los Angeles, Cal.—I. Cohen, 8613 and 10812 
Moneta avenue, shoes, ete., reported exten- 
sion granted. 

Oakland, Cal.—The Toggery, shoes, etc., re- 
ported petitioned or petitioner in bank- 
ruptcy. 

Pomona, Cal.—J. H. Hillen, 150 W. Alvardo 
street, shoes, etc., reported petitioned or 
petitioner in bankruptcy. 

Blakely, Ga.—Perlman Dry Goods Co., Mrs. 
Lena Perlman, owner, shoes, etc., reported 
petitioned or petitioner in bankruptcy. 

‘uthbert, Ga.—Perlman Dry Goods Co., Mrs. 
Lena Perlman, owner, shoes, etc., reported 
petitioned or petitioner in bankruptcy. 

Chicago, Ill.—Louis Bechofsky, Stylish Shoe 
Store, 3318 So. State street, shoes, reported 
assign 

Albert Borak, 3324 W. 26th street, shoes, 
ete., reported petitioned or petitioner in 
bankruptcy. 

Nathan Cohn, 552 E. 68rd street, shoes 
and repairing, reported petitioned or peti- 
tioner in bankruptcy. 

H. & A. Malek, 1814 W. Chicago avenue, 
shoes, reported assigned. 

Handel T. Van Den, 10234 So. Michigan 
avenue, Roseland, shoes, reported extension 
granted. 

Eugene Werzberger, 1126 W. Chicago 
avenue, shoes, etc., reported assigned. 

Sanford, Me.—-Sanborn Goding Shoe Co., 
shoes, reported assigned. 

Baltimore, Md.—John Pazdernick, 1523 Penn 
avenue, shoes, reported petitioned or peti- 
tioner in bankruptcy. 

Boston, Mass.—Harry H. Soloveitzik, 349 Blue 
Hill avenue, shoes, reported assigned. 

Lowell, Mass.—John Press, 349 Middlesex 
street, shoes, reported assigned. 

St. Paul, Minn.—Jarvis Shoe Co., 106 E. 5th 
street, shoes and repairing, reported as- 
signed. 

Virginia, Minn.--Paul Hostin, shoes, etc., re- 
ported petitioned or petitioner in bankruptcy. 

Bridgeton, N. J.—P. H. Saltzman & Son, shoes, 
etc., reported petitioned or petitioner in 
bankruptcy. 

Paterson, N. J.—Samuel Walters, 18 Main 
street, shoes, reported petitioned or petitioner 
in bankruptcy. 

Plainfield, N. J.—Bebout Shoe Shop, shoes, 
reported petitioned or petitioner in bank- 
ruptcy. 

Red Bank, N. J.—Harry Legatt, shoes, etc., 
reported petitioned or petitioner in bank- 
ruptcy. 

Brooklyn, N. Y.—Arthur Sessler, 5906 5th 
avenue, reported meeting of creditors called. 

New York, N. Y.—Katz Bros. Leather Goods 
Co., manufacturers, 1389 W. 20th street, re- 
ported petitioned or petitioner in bankruptcy. 

Herman Schattner, 265-267 E. Houston 
street, shoes, reported meeting of creditors 
called. 

Philip Weiner, Weiner’s Boot Shop, 1003 
E. 163rd street, shoes, reported offering to 
compromise at 25 per cent cash. 


~ 
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Penn Yan, N. Y.—Notye Shneid, 113 E. Elm 


street, shoes, etc., repor petitioned or 

petitioner in bankruptcy. 

Clovis, N. M.—J. S. Skarda Co., shes, etc., re- 
ported petitioned or petitioner in bankruptcy. 

Smithfield, N. C.—Charles Davis, shoes, re- 
ported offering to compromise at 35 per cent. 

Wilmington, N. C.—Wilmington Shoe Co. Inc., 
wholesale and retail shoes, reported offering 
to compromise at 20 per cent. 

Cleveland, O.—M. H. Isaacson, Famous Shoe 
Co., shoes reported petitioned or petitioner 
in bankruptcy. 

Henry Mason, Mason’s Cut Rate Shoe 
Store, 1985 W. 25th street, shoes, reported 
petitioned or petitioner in bankruptcy. 

Niles, O.—M. H. Katz, shoes, etc., reported 
offering to compromise at 15 per cent. 


Okmulgee, Okla.—C. J. Frenn, The Leader. 


Clothing Co., shoes, ete., reported petitioned 
or petitioner in bankruptcy and receiver 
appointed. 

Webb City, Okla.—Cleaners Horton, shoes, etc., 
reported petitioned or petitioner in bank- 
ruptcy and receiver appointed. 

Charleroi, Penn.—-C. Biagini, shoes and re- 
pairing, reported petitioned or petitioner in 
bankruptcy. 

Dallas, Texas—Corbin’s Shoe Store, 1612 Elm 
street, shoes, reported asking for general 
extension. 

Danville, Va.-—-Kobre, Halperin & Roman Inc., 
shoes, reported assigned 

Kelso, Wash.—Everett & Browning, G. B., 
Everett, proprietor, shoes, etc., reported 
assigned. 

West Salem, Wis.__Thomas H. Blackburn, 
shoes, etc., reported petitioned or petitioner 
in bankruptcy. 


BUSINESS CHANGES 


Montgomery, Ala.-—Mellville Shoe Corp., shoes, 
000. 


incorporated $25, 

Huntsville, Ala.—-Newton-Anderson Clo‘hin 
Co., Washington strect, shoes, etc., damagec 
by smoke and water. 

Los Angeles, Cal.—G. Israel, 4712 Central av- 
enue, shoes, reported sold out to oO. 
Kludjain. 

Joliet, Il.—Edward Johnson, 
street, shoes, etc., died. 


1214 Jackson 





WANTED TO PURCHASE 








HIGHEST CASH PRICES PAID 
for entire shoe stocks. We also buy your 
surplus or slow sellers Quantities oo object 
Retail or wholesule Short term leases taken 
4 your hands Wire or phone us Correspond 
ence contidentiol Katablished [ROO 
VMAX CLA BERG 
425 Grand Street, New York City 
We also purchase clothing, hats, furnishing 








woods, etc. Dry Dock 0352 


199 





WANTED TO PURCHASE 








CASH PAID 


for shoe stores or surplus stocks of shoes 
or for merchandise. Leases taken over. 
We will send a representative to investigate 
and make offer upon request. 
Kalter Cerf. Mercantile Co., Inc. 
591 Broadway, New York Cit 
Phone Spring 5160-5161-51 











HIGHEST PRICE PAID 


SHOE STORES 
OR SURPLUS STOCK 
Also Purchase Gent's Furnishings, Clothing, etc. 
YOUNG & CO. 


315-317 Sa mt St.—New York, N. Y. 
‘elephone Canal 0856 











MISCELLANEOUS 





(CLICKER. 


a ST. LOUIS MO. 





DIES 


% inch at 12 cents per 
running inch. 
14% inch at 17 cents per 
running inch. 

Minimum 15 inches 


OMPT ALITY 
DELIVER Y GUARANTEED 


FOLEY & HALLQUIST 
1313 North 7th St. 











Metal Shoe Fitting Stools 


and Floor 
Mirrors 






No. 141 


vows sor THE CHICAGO 
and Pris WIRE CHAIR CO. 


621 N. La Salle Street, Chicago, Ill. 

















it in mind—and in action. 





WHERE THE BUYER 
SEEKS THE SELLER 


In the CLASSIFIED ADVERTISING SEC- 
TION of the Boot and Shoe Recorder. 


The “want ad” does not attempt to create 
desire. The desire already exists in the prospective 
buyer’s mind, and he seeks out the want ad. It is a 
case of the buyer seeking the seller. 


Boot and Shoe Recorder Classified Advertising 
can do for you what it is doing for others. Keep 








RIBBON BOWS—IN STOCK 





LINCOLN STORE SUPPLIES COMPANY 
1508 WASHINGTON AVE., ST. LOUIS 


These bows have elastic 
band, permitting them to 
be slipped over strap. Im- 
mediately turns a plain 
strap into a beautiful tie. 


Black, Tan, Blond 
Per doz. pair $2.50 
Grosgrain Ribbon. Per 10 
yard roll $1.50 


Shoe Store Needs 
Novelty Findings 
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INDEX TO ADVERTISERS IN THIS 





BOOTS AND SHOES 


Adams, F. E., Shoe Co., Seabrook, N. H. 1 
Aero-Line Shoe Co., Boston —_— 
Alden, C. H., Co., Abington, Mass. — 
Arnold, M. N., Shoe Co., No. Abington, 

Mass. 83 
Athletic Shoe Mfg. Co., Phila., Pa. 


Barney's, New York City ‘ 
Bates, A. J., Co., Webster, Mass. 


Best- ees Slipper Co., Inc., Brooklyn, 
N. 


; 182 
Bliss & Richardson Shoe Co., Portland, 
Me. 181 


Blog Shoe Findings Co., New York City....182 

Bridgewater.-Werkers’ Co-operative, Ass’n, 
Bridgewater, Mass. 180 

Brockton Co-operative Boot and Shoe Co.., 
Brockton, Mass. 1 

Brockton Shoe Mfg. Co., Brockton, Mass. 

Brophy Bros. Shoe Co., Boston 

Brown Shoe Co., St. Louis, Mo. 

Burdett Shoe Co., Lynn, Mass. 

Burkley Shoe Co., Brockton, Mass. 


Cahill Shoe Co., Cincinnati, O. 
Capital Shoemakers, Inc., St. Louis, Mo., 
Front Cover 
Churchill & Alden Co., Brockton, Mass., 
4th Cover 
Clapp, Edwin & Son, Inc., E. Weymouth, 
Mass. 19, 180 
Commenweatth Shoe & Leather Co., Whit- 
man, Mass. 18 
Coon, W. B., Co., Rochester, N. Y. 
Craddock- Terry Co., Lynchburg, Va. 
Craig, Emerson, Inc., Brockton. 
Creighton, A. M., Lynn, Mass. 


Delaware Shoe Mfg. Co., Delaware, O. 
Duttenhofer, Stanley Shoe Co., Cincinnati, on 


oO. 
Duttenhofer, Val., & Sons, Cincinnati, O...106 
Elam, F. S., Shoe Co., Rochester, N. Y.......181 
Field & Flint Co., Brockton, ae 185-186 
Fisher, A., & Son, Lynn, .. 162 
Ford, Cc. P., & Co., Caan, N. ¥.... 184 
Freedman, A., & Sons, Inc., Svomien, 


Mass. 
Freeman Shoe Mfg. Co., Beloit, Wis. 3rd Cover 


Gardiner, H. K., Co., Pittsfield, N. H. 181 

bbons, C. 8., Co., Phila., Pa. s- 
Goodrich, B. F., Rubber Co., Akron, O. 21 
Greeley, A. W., & Co., Haverhill, Mass. 192 


Hamilton-Brown Shoe Co., St. Louis, Mo... 32 
Hannahson’s, Haverhill, Mass. 113 
Holters Company, The, Cincinnati, O. 103 
Howard & Foster Co., Brockton, Mass. 180, ae8 
Hurley Shoe Co., Rockland, Mass. 180 


Ideal Baby Shoe Co., Danvers, Mass. 116 
Imperial Children’s Shoe Corp., Rochester, 
N. Y. ae 
“apse Bros. Shoe Mfg. Ce., St. Louis, 
Joh Steph & Shinkle Shee Co., 


St. Louis, Mo. 2nd Cover 
Julian & Kokenge Co., Cincinnati, O. 94 





Kay-Jay Shoe Co., Cincinnati, O. - 

Krippendorf-Dittmann Co., Cincinnati, O..... 98 

Krohn-Fechheimer Co., The, heme: “= aes 
oO. . - 


Lilly, Henry, New York City.......... BO 


Marston & Tapley Co., Danvers, Mass. 181 
Martin, A. H., Rochester, N. Y. 181 
Metropolitan Slipper Co., New York City 182 
Murphy & Shoe Co., Inc., Rock- 
A ee 


Nettleton, A. E., Syracuse, N. Y. 25, 180 
New England Slipper Co., Worcester, = 


Mass. 
Nunn, Bush & ‘Weldon “Shoe Co. Mil- 
waukee, Wis. . 38 


Packard, M. A., Co., Brockton, Mass. 180, 19@ 
Paristyle Footwear Mfg. Co., ite Brook- 
lyn, N. Y. ; std eve 82 
Peck Shoe Co., ‘Worcester, Mass. 188 
Posner, Dr. A., Shoes, Inc., New Yori 
1 & Campbell, New York City — 183 
Reed, E. P., & Co., Rochester, N. 109 


— Shoe Mfg. Co., Schuylkill Haven, - 
1 


Reynolds, Bion F., Brockton, Mass. 
Rice & Hutchins, Inc., Boston 

Richards & Brennan Co., Randolph, 

Riley Shoe Mfg. Co., Columbus, O. 

Rogers Bros. Shoe Co., Boston 

Roth Shoe Mfg. Co., Cincinnati, @..... 


Saks, M. J., Shoe Corp., New York City.... 
Schwartz & Herder, Inc., Philadelphia, Pa. 152 
Schwarz-Ruggles, Inc., Brockton, 11 
Service Shoe Co., Nashville, Tenn. 

Shaft-Pierce Shoe Co., Faribault, Minn......... 201 
Smith, Wm., Sumner Co., Chicago, IIl.........182 
a Co., Brockton, Mass. 180 
Stetson Shoe Co., So. Weymouth, Mass. 29, 180 
Swan Shoe Co., Baltimore, M 182 


Thomson-Crooker Shoe Co., Boston 
Toomay Company, Boston .. ee 
Tweedie Footwear Corp., St. Louis, (“lee 39 


ey States Rubber Co., New York 


Voliman-Lawrence Co., Cincinnati, 0O.... 


Weber Bros. Shoe Co., No. Adams, Mass... 20 
Wessel, A. E., & Son, Inc., Camden, N. J...188 
Whitman & Keith, Brockton, 180 
Witherell & Dobbins, Haverhill, Mass. 


HOSIERY 
Allen A. Company, The, K ha, Wis.......142 


Beaton, J. R., Co., Ine., New York 
City . vee 52, 183 


Brown-Durrell Co., Boston and New York 129 
Cooper Wells & Co., St. Joseph, Mich........ 126 


Gotham Silk wunenand heen Inc., New anes 
City 


Hillelson, H., & Son, New York City 
Hirner Hosiery Co., The, Allentown, Pa.....14 
Holyoke Silk Hosiery Co., Holyoke, Mass, 127 





Kramer Bros., New York City 

Lansdale Silk Hosiery Co., New York City 124 

McCallum Northampton, 
Mass. sens 

Mandell & Cohen, New York City 

Onyx Hosiery, Inc., New York City 

Palmenberg, J. R., Sons Co., New York 
Cit 12 


Hosiery Co., 


ity : 7 ; 
a A Hosiery Dyeing Co., iameemnasemer 
Posner, Dr. A., Shoes, Inc., New York City 148 
Ray-mond Hosiery Co., New York City.......128 
Robischon Sales Co., New York City...........144 
Rosenhain Co., New York City ....................15)1 
Star Kist Hosiery Co., The, Reading, Pa.....144 


Truimph Hosiery Mills, Inc., New York 
City : Jeeta 


LEATHER AND OTHER MATERIALS 


Amalgamated Leather 
Philadelphia, Pa. 
Beebe, Lucius, & Sons, Boston ............... 110-111 
Beggs & Cobb Co., Boston, Mass. .. ...183 

Bristol Patent Leather Co.., Boston. 

Cedar Cliff Silk km New York Guy... s 
Chamberlin, B. F oston, Mass. nese 
Clark, Rubber Mfg. Co., Boston... 176 
Creese & Cook Co., Boston, Mass. 183, 187 


Evans, John R., & Co., Camden, N. J....16-17 
Everlastik, Inc., New York City 164 


Gallun, A. F., Sons, Milwaukee, Wis......33-34 


Hale, Alfred, Rubber Co., Atlantic, Mass. 30 
Hunt-Rankin Leather Co., Boston, Mass.....192 


Jones, F. E., Boston, Mass. .......................... 183 


Kepner, C. & Ce., Boston, Mass... ~~ 
Levor, G., & Co., New York Clty.............. 10-11 


New Castle Leather Co., New York City....174 


Gunpenp, 


Northwestern Leather Co., Boston, Mass. 166 
National Fabrics & Furnishing Co., Boston 28 


Pfister & Vogel Sealine Co., Milwaukee, 
Wis. 12 


is. : 
Russell Mfg. Co., Middletown, ‘Con: 


Schmidt, Carl =~ & Om Detroit, Mich. i" 
h bach, ber & Co., New 


ity 
Skinner, Wm. & Sons, New York City 
Standard Kid Co., Boston and New York 4-5 


Thayer-Foss Co., Boston . 
United States Leather Co., New York City 92 


FINDINGS AND SHOE STORE SUPPLIES 
Chicago Wire Chair Co., Chicago, I)l............. 199 
Flexlume Corp., Buffalo, N. Y...................... 184 


-. ae Fixture } Ce New —. 
ity ... 


General Fireproofing Co., Youngstown, O.....201 
Lincoln Store Supplies Co., St. Louis, Mo.....199 


Manhattan Findings Co., New York City 182 
“— Frank C., Co., Inc., New York 


Cit 
Milbradé Mfg. Co., St. Louis 

iller, O. ive Treeing Mach. _ ay 

Pe iia teetincctirevmciiatanticcenitden 114-115 
Netschert, Frank, Inc., New York City 
Onken, Oscar Co., Cincinnati, O. 


Palmenberg, san R., & Sons, New bene 
and Bosto 


Rublack, Emil, New York City 


Success Furniture Corp., St. Louis & Kirk- 
wood, Mo. 198 


Tweedie Boot Top Co., St. Louis, Mo......... 


MACHINERY, LASTS, MFRS’. SUPPLIES 


DRESSINGS, ETC. 
Dunbar Pattern Co., Brockton, Mass............. 182 
Foley & Haliquist, St. Louis, Mo............. 199 
Nu-Shine Co., Reidsville, N. C..........0..000. 183 
Tubular Rivet & Stud Co., Boston.......... 107 


United States Machinery anneal Boston, 
Mass. gudnataeasiniteeminteaels 90, 202 


MISCELLANEOUS 
Atlantic Printing Co.,.Boston, Mass. 
a Pusiestns Syndicate, mene 


Glauberg, Max, New York 
Hotel Essex, Boston, Mass.......00............000000. 
Kalter Cerf. Co., New York City..... 


. T. K., Sales ) Ce Inc., Minn 
apolis, Minn. .... 119-118-119-120 


Kirsch-Blacher Co., New York City 


New York Export Purchasing Corporation, 
New York City 198 


Phillips, C. H., Boston, Mass. 

Tolman Print, Brockton, Mass.....................- 

University Electrotype 
bridge, Mass. ....... 





Young & Co., New York City 
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SHOES 


Nationally 
advertised! 


Dealers are finding the Acrobat Agency 
steadily more profitable—because we are 
backing these quality children’s shoes 
with national advertising. 


A large, attractive ad in April Good 
Housekeeping will tell mothers about the 
Acrobat “Double Welt” construction, 
which makes Acrobats water-tight, rip- 
proof and more flexible. Other ads in 
several publications will follow through- 
out the spring and fall buying seasons. 


New Playhouse Carton 


—which children can make into a playhouse as 
shown from our standard shelf carton—an 
added inducement for buying Acrobats. These 
special parts come with sizes 5 to 8 only. 


One of our latest numbers is shown here. Order 
direct, and ask for our agency proposition. 


Shaft-Pierce Shoe Co. 
243 Third Street Faribault, Minn. 


Specialists in Children’s Gocd Shoes Since 1892 


No. 1158 
Tan Army Elk Blu. Oxford 


-&-— 











Allsteel Safes 


OU can insure many things— 
but the best insurance will never 
replace your business records. 


GF Allisteel Safes, tested and ap- 


proved by the Underwriters’ Labo- 


ratories, have brought their con- 
tents, uninjured, through countless severe fires. 


The Alisteel mark on office equipment is 
your guarantee of permanent satisfaction. 


Write for a copy of the GF book: ‘‘Safe- 
guarding the Vital Records of Business.” 
THE GENERAL FIREPROOFING CO. 
Youngstown, Ohio 
Dealers Everywhere « Canadian Plant: Toronto, Ontario 









































When writing to advertisers please mention Boor aND SHor RecorvDER 
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Answers the comfort appeal 
of the tired foot 


HE SHOE with the Crawford Arch Sup- 

porting Shank not only relieves the tired 
foot but holds the foot in a position not 
readily susceptible to fatigue. 


The Crawford Shank is a resilient brace 
holding the shank of the shoe close to 
the foot when relaxed and support- 
ingitwhen under weight of body. 


Put Crawford Arch Support- 
ing Shank Shoes on your 
customers’ feet. It will 

prove a profitable 
experiment. , 





SPLIT RIVET 
GOCKING SHANK 
TO INSOLE 


Y 


Nhe Shoe with the Gawkord 
Arch Supporting Shank 


United Shoe Machinery Corporation 


BOSTON,MASSACHUSETTS 
 ——— 
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THE BUYER COMES BACK 
FOR MORE 


THERE IS ONLY ONE FUNDAMENTAL BASIS OF SUCCESS- 
FUL BUSINESS. 


IT IS THE SATISFACTION OF THE CUSTOMER. IF THE CUS- 
TOMER IS SATISFIED WITH HIS PURCHASE HE BECOMES 
A PERMANENT ONE AND THE FIRST SELLING COST IS THE 
LAST ONE. 


MANY OF THE MERCHANTS BUYING HELMHOLZ SHOES 
TODAY—WERE BUYERS OF THE FIRST LINE THAT WE 
SHOWED WHEN WE FIRST ORGANIZED. 





THEIR CUSTOMERS, LIKE THEMSELVES, HAVE INSISTED 
ON HELMHOLZ FOOTWEAR FOR CHILDREN. 








CONCENTRATION ON A SINGLE TYPE OF FOOTWEAR AND 
A STEADY UNFAILING QUALITY IS OUR ANSWER. 


WE WILL GLADLY SEND SAMPLES OR SALESMAN. 


HELMHOLZ SHOE MFG.Co. 
HIGH GRADE SHOES FOR CHILDREN 


MILWAUKEE, Wis. 


J. K. ORR SHOE Co. SIMMONS-BRAMHALL CORP. HERBERT L. MARX CO. 
Atlanta, Geo i Albany, N. Y. 


rgia Belfast, Maine 


Exclusi istri Exclusive Distributors Distributors 
Georgia, No. and So. Carolina Maine and New Hasupshire New York State Exclusive of 
New York City 





Pacrony near 
le t., 
Los Angeles. Calif. 








« Theyre Better Stitchdowns + 
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The reason The Whitest White 
Leather is popular is because it is 
perfectly tanned, absolutely pure 
white and washable. Again and 
again it helps sell shoes. 


WHITE LEVOR 
GRAN AID 









QOL 


DISTRIBUTORS 

Ed. Zohriaut, Milwaukee 

N. W. & A. L. Friedman, San Francisco 
A. S. Patton Leather Co., St. Louis 

G. W. Newman Leather Co., Cincinnati 
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Levor’s Whitest Whites reflect the 
full glory and beauty of White 
Footwear at its best. Season after 
season they meet with increasing 
demands. Always popular-- 
always right. 


WHITE LEVOR 
GRAIN GOAT 


The White House 


of America Lee ee 


Boston New York Cloeesieilé 
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VOLUME RETAILERS 


These shoes are made 
SPECIALLY for you 


S-t-y-l-e-d to give your customers that “kick” and smartness 
that men of today demand. 

B-u-i-l-t of leathers you recognize as the finest. 

M-a-n-u-f-a-c-t-u-r-e-d under the highest BROCKTON stand- 
ards of workmanship. 

P-r-i-c-e-d to turn profitably and rapidly at $6.00 to $8.00 
retail. 


TAYLOR SHOE COMPANY 


BROCKTON, MASS. 


«Means The Best 
That Brockton Shoemaking Affords 


HE shoe illustrated typifies the 
smartness of our new Spring line. 


Made of White Sport Wilo with black 
Holland Calf tip and back part, this 
shoe is most practical for Summer 
wear as it can be readily cleansed 
with a damp cloth and a little castile 
soap. 


Armstrong Cork Soft Box Toe. 


The new Armortred 
“Country Club” Sole 
completes a sport 
model that can be worn 
with pride on the links 
or in the club house. 
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Boston 


Cordially Invite All Who 
Are Interested in the Shoe Business 
to Visit Their 


\¢ = 
7 
‘ 

‘ 


a GE 
Re 


Newly Arranged 


Women’s and Children’s 


Shoe Departments 


Street Floor 
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> BAC 


There ts probably no other leather on which there 1s 
so general agreement as to its supertority by manu- 
facturers and retatlers of highest value ideals. 




















Wreili IT cE 


GLAZED KAIOD 


|= unquestioried popularity of 

white glazed kid for next spring 
and summer is evidenced more posi- 
tively than ever by style news from 
the South. 


There is no 
substitute And we have still more tangible 


for confirmation in a greater than ever 
“The Glaze volume of orders for F. B. & C. 
That Stays”’ WHITE GLAZED KID. 


Amalgamated Leather Companies 
INCORPORATED 


22-24 North 5th Street Philadelphia, Pa. 
Factories; Wilmington, Del. 
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One c 
ASTI LLL eee 


The Style That Is 
Outselling Them All 


A beautiful blend of two shades of Tan Calf, the 
inlay being slightly lighter than the rest of the shoe. 
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B1440C $4.45 
Net 30 Days 


Telegraphic Code Word “‘Lariat”’ 


Women’s Light Russia Calf quarter and vamp, one strap Flora 
Pump, Lighter Tan Calf Inlay, Chateau last, McKay aaa, 1%- 
inch covered Cuban heel. 


AA5 to8 B4 t8 
A 4% to 8 C3%w7% 
A shoe that appeals to those who want style and 
know values. 


No better shoes anywhere, at the same price. 


UIZ # DUNN CO. 


ROCHESTER, NEW YORK 


DENVER OFFICE NEW YORK OFFICE LOS ANGELES OFFICE 
218 Charles Building Bush Terminal Sales seems | 706 Forrester Building 
TIGER @ Mc NUTT 130-132 West 42nd, Roorn 15 6.C. McATEE 
Representatives F.L.ARMSTRONG, Representative Representative 
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Because glazed kid affords a subtlety of color 
shading, possible in no other kind of leather, 
it is once more the pronounced shoe fashion 
favorite in women's footwear for Spring. 


F all the varied hues in which New Castle 
Kid is produced, there are two in outstanding 
preference for women’s foot wear. 


BLOND 


and 


MOCHA 


We cannot picture the true beauty of these colors 
to you. Only samples can do that. 


We ask, however, that you remember that they 
are NEW CASTLE colors, in all that name has 
come to mean in terms of the finest colored glazed 
kid the world knows. 

NEW CASTLE colors cannot be duplicated in 
other than the choicest raw stock that grows — and 
even then by no hand less skillful than those of 
veteran color craftsmen who have grown up in 
the NEW CASTLE quality school of experience. 


NEW CASTLE LEATHER CO.,, Inc. 
100 Gold Street 
New York City 


APRICOT 
Color 99 
MOCHA 
Color 925 
SUDAN 


Color 825 
ROSEWOOD 


Color 700 


CHAMPAGNE 


Color 725 
SAND 
Color 17 


PEARL GRAY 


Color 18 
PRISCILLA GRAY 


Color 31 
HARVEST BROWN 


Color 3 
ROYAL BROWN 


Color 2 


PICANINNY BROWN 
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cA WORD WITHA WORLD OF ) 
/MEANING-TO BUYERS OF |e 
SMART SHOES FOR WOMEN 


Watk-Croft, 


SMART SHOES FOR WOMEN ARE MADE BY 
BANCROFT WALKER COMPANY 
A? THEIR FACTORY IN BOSTON 
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Mr. John Bush, President, Brown 
Shoe Company, in Style Confer- 
ence with Mr. Favreau of our 
St. Louis office. 


THE UNSPOKEN TRIBUTE 


One of the highest tributes which is ever offered to Dunbar Service is the 
attention paid to Dunbar suggestions by shoe manufacturers of national reputation. 

The name of John Bush of the Brown Shoe Company is synonymous with cor- 
rect and successful shoe styles. His own style ideas are combined with those of the 
Dunbar style experts. This establishes and preserves inviolate the thousands of suc- 
cessful patterns issued by his company. 

In this case as in many others, Dunbar Service contributes its important part 
in the making of correct shoes, and works for the advantage of every man connected 
with the making or the selling of those shoes. 


Your Designs are safe when 
locked in The Dunbar Treasure Chest 


DUNBAR PATTERN CO. 
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The Things Men Demand 
In a Shoe— 


are found in the largest measure—at a fair price—in the “JUST-WRIGHT” Shoe. 

Here is a line of men’s shoes at $10 that answers every requirement of the most 

discriminating purchaser. 

STYLE—the very latest trends for all occasions. 

LIGHT WEIGHT—the. outstanding feature of 1925 shoes has been developed per- 

fectly in this line. 

QUALITY—leathers, workmanship, finish, are right in “JUST-WRIGHT” Shoes. 

PRICE—no other shoe you can offer for $10 is a better value; few are as good. 

The “JUST-WRIGHT” line is backed by half a century of success, half a century of 

Ey real men of America. You can build business on this line—and you will 
old it, 


Twenty styles in stock. New catalog just 
off the press. Send for YOUR copy. 


No. 410—Golden tan calf. 
Feather-weight oxford. Savoy 
OR $6.00 


No. 405—Same shoe in black 
imported calf. Price........ $6.00 


Sizes—AA, 7% to 11; A, 6% 
to 11; B, 6 to 11; C, & 
to 11; D, 6 to 11. 


E .T. WRIGHT & CO., Inc. Rockland, Mass. 
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B40X—Men’s Tan Oxford with 
Chocolate Saddle Strap, Goodyear 
welt, golf sole, machine sewed 
vamp. Pac style. Last 38, widths 
1 to 4. In stock 3 and 4 wide ool. 


B45X —Boys’ Tan Oxford with Chocolate Saddle 
Strap, Goodyear welt, golf sole, machine sewed 
vamp. Pac style. Last 38, widths 4 and 5... . $2.85 
B45X ¥ — Youths’, same as above........... $2.60 


Nothing Else But—Satisfaction 


There’s nothing but satisfaction for the merchant who sells the ORIGI- 
NAL CHIPPEWA Golf Oxford. 

There’s the satisfaction of service, comfort and appearance. The satis- 
faction of a customer well served and a fair profit realized. 

Your customers who buy this shoe will be glad to tell their friends of 
their satisfaction for the CHIPPEWA Golf Oxford is made by men who 
have made out-of-door foot-wear their business for a quarter century. 
The sole is flexible as a glove—and wears like iron. The moccasin con- 
struction gives complete freedom to the foot. 

Write for sample or salesman. 


CHIPPEWA SHOE MF6G.CO. 
CHIPPEWA FALLS. WISCONSIN 


P. J. Gross, Sim: Bramhall Corp., 
301 E. 9th St., Los Angeles, Calif. FACTORY DISTRIBUTORS "Belfast. Maine. 


Belf 
So. California and Arizona. C. M. LeValley, Maine and New Hampshire. 
45 4th St., Portland, on, 
9 & Fullbright, No. Calif., Wash egon, Idaho, Utah Hutchinson Bros. Shoe Co., 
vada 


Athens, Georgia. and Ne . Fort Smith, Arkansas. 
Ga., Fla., No. and So. Carolina. Arkansas and Oklahoma 
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Sudan No. 62 Titian No. 33 


She Newest ! 
RUEPINGS 


Mandalay No. 22 English Gray No. 61 


a,| 


| Novelty Sport Leather 








HERE issomethingreally 


new and different in 
Sport Shoe Leather. Rueping’s | 
Fossil Grain has in surpassing Sport ne Taner 
degree the life and beauty that a 


you seek for your 1925 sport footwear. 
Both in graining and coloring it is 














For 
Sport 


Footwear 

in combination with 
Kin Kin 
Rue-Buck 
Rue-Suede 
Seminole Calf 
Winnebago Calf 


Also for allover 


unique and inimitable. 


Made in three different grains illustrated 
above—each obtainable in two-toned 
Titian, Mandalay, Sudan, and English 
Gray. 

Write for Samples 


This handsome colored win- 
dow card is offered free by 
the tanners to dealers han- 
dling shoes of Rueping’s 
FOSSIL GRAIN. Leather 
swatches of the grains and 
colors you use will be 
none on it. A sample 
for the asking. 


Fred Rueping Leather Co. 


Fond Du Lac, Wisconsin 


Branches: 


FOSSIL GRAIN — oa 
Shoes Chicago 


Milwaukee St. Louis New York 
Northampton, England 


Cincinnati 
San Francisco Montreal 
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GLASS CALF 


MANUFACTURERS -- RETAILERS--CONSUMERS 


DEMAND 
GLASS CALF 


A Leather Entirely Unique 


HETHER or not there is a call for the 
regular run of Scotch Leathers GLASS 
CALF retains its permanent place as a ready 


seller. 
WHY? 


I GLASS CALF altho’ suggesting the “doggy” 
* effect of Scotch leathers, still emphasizes the re- 
fined conservatism of the dress shoe. 


Il. GLASS CALF does not “pull out” at the toe. 


III GLASS CALF is full aniline dye, with no pig- 
* ment whatsoever. 


[IV GLASS CALF has a rich, full lustre—and retains 
* this bright appearance thru strenuous wear. 


vw. GLASS CALF is glovelike on the foot. 


J. S. BARNET & SONS, Inc. 


Tanneries 


BOSTON, MASS. LYNN, MASS. 


BARNET 


Lynn Leathers 





— A060 teat MS oe el lUrFUC~«CWC(‘sS 








March 14,1925 


BOOT AND SHOE RECORDER 


Yes Sir—You can actually make a price 
appeal with this real quality shoe 
of good kangaroo 
THE 


Goding_ 


NORMALCY ARCH SHOE 


This shoe is a fitter—made over the 
original O’Brien Arch Last. It’s a 
repeater—one that men will bring 
back to the store and say: “An- 
other pair just like these, please.” 

It’s a staple—never out of style 
and never out of demand. It has a 
practical,indestructible corrugated 


All sample orders (even for 





steel shank that really supports the 
arch and increases the sale of the 


shoe. The leather is carefully 
selected kangaroo—a fine, mellow 
tannage with a soft, silky surface 
that retains its original finish. 
With such a shoe to retail at $8.50, 
you have a real money maker! 


single pairs) promptly filled. 


Exclusive Agency for this 
shoe available to live dealers. 


WRITE NOW 


The GODING DEAS COMPANY 


833 W. Chicago Ave. 


Row a 
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No. 600 
Black kangaroo blucher, 
O’Brien arch last. A feature 
shoe with arch supporting 
steel ‘were leather counter 
pocket. 

” Sizes 11. 
Widths, B, © > and E. 
Pri ice, $5. 65 


No. 800 

Same in brown Kaffor kid. 
Price, $5.50 

Terms, 4% 20 A tea 30 


IN STOCK ter immediate 
livery. 


Note the corrugated steel 
arch shank and the inside 
counter tbeGoding —two fea- 
pomp be of Goding Normalcy 
rch shoe. 


CHICAGO 
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Saves you 15% to 30% 


Look at These Prices 
Before You Place Tennis Orders 

















80c. 


and downward 


Ready to Ship 
April 1st 




















Tennis Bals in Brown or White with Brown Tennis Laced to Toe Bluchers, Brown or 
Trimming. Note—these prices are re- White, with Brown Trimming. 
Men’s Sizes: 6/9, 6/10, 6/11 .. $0.80 published {0 correct any Men’s Sizes: 6/9, 6/10, 6/11.............$0.80 
Boys’ Sizes: 214/6, 4/6... 15 misunderstanding created by Baye’ Sines: 24/6, 4/6.................. 5 
Youths’ Sizes: 11/2, 12/2, 13/2 _ 70 error in a previous ad- Youths’ Sizes: 11/12, 12/2, 13/2.......... 70 
Little Gents’ Sizes: 8/11, 9/11 65 vertisement. Little Gents’ Sizes: 8/11, 9/11 ............ 65 




















PACKED 24 PAIR TO CASE—ONE RUN—TERMS 30 DAYS NET 











You are offered these two numbers 

at a Rock-Bottom Price 

36-Pair Case Lots only 

Order your Needs Now 
Terms 30 Days Net 








READY FOR 
AT-ONCE SHIPMENT 





75c 80c 


Women’s Black Kid Boudoirs, Rubber Heels, Hand Turn, Sizes: Women’s Cabretta Comfort One Strap, McKay, Rubber Heels, 
3/7, 3/8, 4/8 eee I... .. vs vceunsconscuvendcadpeweaneout $0.80 








Get our Quotations on Men’s, Women’s, Misses’ and Child’s and Boys’ and Youths’ 4-Buckle Arctics for next season. 
WE CAN SAVE YOU MONEY 


S. ROSENBERG & SONS, Inc. 


“King of Jobs”’ 
144 ESSEX STREET 33 $3 33 BOSTON, MASS. 
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OUR own experience must tell you that nothing else 
than quality could account for the great popularity of 
Goodyear Wingfoot Heels. That quality —the very highest 
known to Goodyear manufacture—is why more people 
walk on Goodyear Rubber Heels than on any other kind. It is 
why they prefer shoes made with Goodyear Wingfoot Heels 
It is the quality behind this Goodyear Wingfoot guarantee! 


GOODYEAR WINGFOOT HEELS 


are guaranteed to outlast any other heels 


WENGEFOOE 
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Against the background of an Armstrong Cork Box Toe are shown several of the new styles 
in the Weber Line for men. These shoes are equipped with the Armstrong Cork Box Toe. 


And in the Weber Line 
—the Armstrong Box Toe 


Weber Brothers Shoe Company of pose and give greater comfort to the 
North Adams, Mass., makes men’s high wearer of the Weber Shoe. 
grade welt shoes. This company keeps in 
close touch with new styles and improve- 
ments in shoemaking. Because it is always 
on the alert for new ways to improve the 
line, it is using now the Armstrong Cork 


For these same reasons more than a 
hundred first class shoemakers are using 
the Armstrong Cork Box Toe in the lines 
that they manufacture. 


Box Toe, instead of a hard, unyielding Make your customers even better satis- 
box. A stiff support is unnecessary when a fied by giving them shoes equipped with 
soft, elastic box will serve the same pur- Armstrong Box Toes. 


ARMSTRONG CORK COMPANY, Shoe Products Division, Lancaster, Pa. 


Armstrong — 


ircle Cork Box Toe 


B17 
















Cat en eel A 
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For 


delightful 
foot freedom 
FLEXIBLE 
RIGID 
to support 
the arch 
correctly 














Look for trade mark 





Send this 
to Us! 


THE DURBAN 





THE DURBAN-—a four- 
strap style in black satin, 
black kid, black patent 
leather. Turn edge welt 
soles, 13/8 heel. In stock. 


THE AMHERST—black 
kid and brown kid. 13/8 
heel. Turn edge welt soles. 
In stock. 


THE WANDA — smart 
three strap style. Patent 
leather and black, satin. 
13/8 heel. Turn edge welt 
soles, In stock. 






















OHA NSEN 


Feeture Arch Shoes 


WITH THE FEETURE-FIT HEEL 


Trying to tell the wonderful Feeture Arch 
story in this space would be harder than 
writing the Constitution of the United 
States on a postage stamp. We merely 
show you three of the best sellers, and ask 
for the privilege of showing you in cold 
figures what a lot of money you can make! 


JOHANSEN BROS. SHOE CO. 
ST. LOUIS, MO. 


Please send me full details onthe Feeture Arch Franchise. 
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MERICAN INTERLOCKING SHOE STORE 
CHAIRS are chosen by a majority of successful 
merchants for superior construction, for beauty 

of design and for conservation of floor space. 

While they are built with an eye to QUALITY 

rather than price, AMERICAN INTERLOCK- 

ING SHOE STORE CHAIRS prove truly 
economical—economical in cost because they 

serve longest without maintenance expense— 
economical of floor space because they will seat 

seven people in the space required for six with pire for 
other types of seating. "The 

No matter what the decorative scheme of your Sh 
store interior, a variety of appropriate designs o¢ 
and colors are always available in AMERICAN Store 
INTERLOCKING SHOE STORE CHAIRS. Beautiful ” 

















American Seating Company 


General Offices: CHICAGO, 1016 Lytton Bldg. 
NEW YORK PHILADELPHIA BOSTON 
Room 601, 119 W. 40th St. Room 703, 1211 Chestnut St. Room 302, 69 Canal St. 
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> Sensenbrenner 
Shoe Store, 

6 St. Charles St. 
St. Louis, Mo. 
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In Stock 
The Shoes Wanted Now 


ta new spirit and the new feeling in 
‘the making of Herman Shoes are 
shown in the service to retail merchants, 
as well as in the character of the shoes 
themselves. 
Your profits depend upon quick sales 
and quick turnovers. And here is the 
service that gives you shoes you can sell 
—at the time they sell easiest—and at 
prices that pay you profits and sell more 
shoes. 


——— 
> 


~ 





~s 





Style No. 400 


al A smartly conservative town-and-country oxford on the 

striking Broadway last. Rueping’s color 14 tan boarded calf; 

with grain leather counter, and English Kip quarter lin- 

ing, flexible spiit box—makes this exceptional value at a J 

bopular price. Sizes: B, 6 to 10%; C, 5% to 11; D, 5 to >, 
— il . $4.50 










If the Herman representative is not at 
hand—wire or mail your order direct. 24- 
hour service onjthese four styles illustrated 
and many other advance spring models. 





Style No. 404 


In this fancy stitched pattern of Rueping’s color 14 tan 
boarded calf, on the new Pal last, distinctiveness and dig- 
nity are at their best. Every detail bespeaks Quality—from 
- the English Kip quarter lining to the oak sole and Wing- _ 
— foot rubber heel. Sizes: B, 6 to 10%; C, 5% to 11; D, 5 - 
~ $4.50 


to 11 Write for new illustrated folder 






Jos. M. Herman Shoe Company 
Boston and Millis, Mass. 


Style No. 402 




















A smart, simply-lined spring oxford of 
Eisendrath’s color 9x tan boarded calf, 
on the popular Broadway last. Flexible 


split box; English Kip quarter lining; 
oak outer sole, Wingfoot rubber 
— heel. Sizes: B, 6 to 10%; C, 


5% to 11; D, 5 to ll 












Style No. 408 






A finely-lined, square-toed pattern in Eisendrath’s color 18 
tan boarded calf, on the Broadway last. Flexible split bor, 
English Kip quarter lining, fine oak outer sole and Wing- 
foot rubber heel. Sizes: B, 6 to 10%; C, 5% to 11; D, 
5 to ll . . nnntineaenine 





When writing to advertisers please mention Boot anv Suor Recorver 


BOOT AND SHOE RECORDER March 14, 1925 





YEUVEIVDIVILVID 


The Famous 


“Webwr 
Shoo 1c Ken 


UNION MADE 


PAD 





Style 734B 
Dark Tan Willow Calf 
117 Lace Oxford 


Wizard Last 
Bleached Calf Lining 


PPA DE DDD DD DO 


When you order WEBER SHOES 
you get far more than merchandise 
to sell at a profit. You are buying 
shoes which are built to support 
and enlarge your business through 
the unusual value they return 
within their retail price range— 


$5.00 to $7.50. 


WEBER Bros. SHOE Co. 
North Adams, Mass. 


New York Office: 1328 Broapway, Marsripce Bios. 
H. Harris, Rep. 
































Arch Support Surgeon Oxford 


Stock No. B-604—Black Glazed Kid, 12/8 
Cuban Heel, Rubber Top Lift, Perforated 
Tip and pane Stay, Sls 3 Edge, po 5 — 
porting Counter, Pp! re 

porting Shank, Willard ia ” 








Stock No. B-606—Same in Brown Glazed 
Kid. Same sizes me wenthe. 


We Supply, You with the Right 
Shoe — You Please Your Cus- 


tomers— You Profit 











Dr. Darling Shoes have long since gained a 
reputation as good-fitting, quick-selling shoes. 
This statement is backed up by the fact that 
hundreds of well-rated and successful merchants 
buy them season after season, and replenish 
certain sizes week after week. 


Immediate delivery of the styles illustrated. 
Write for sample pairs, catalog, salesman. 


casmrwagazcomes2 SHERWOOD SHOE COMPANY > 


Originators of Quality Mc Kays 


ROCHESTER, N. Y. 
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. JULES white- 





hams that 

char acter istic 

reel o or the now 

ramnous colored 
WN aCO 1 Calf 





210 South Street, Boston, Mass. 
St.Louis 
Chicago 


B)scLaren Leather Company 4; 


Cincinnati 
_ Rochester Philadelphia 
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No. 2900 


No. 5756 
THE PAL 

















THE JUNIOR SOLDIER 


BOOT AND SHOE RECORDER 


VIES 


ICKS j= KIDS— 


Are best sellers because they are built of the sturdiest 
materials, over carefully selected lasts, and are made by 
master craftsmen. Priced right, to give you a good profit, 
and help you build a big business in boys’ shoes. 


DAVIES SHOE MFG. COMPANY 
RACINE, WISCONSIN ~ 








No. 757 
THE PLAYBOY 





Mahogany Veal Fox Blucher, 9 Iron Oak 


Numbers 757, 5757 and 5787 NOW IN STOCK 





No. 5356 
THE STRATFORD 






5756—D« Mahogany Veal Bal ye 9 Iron Oak Outsole, 
-™ eorin Leather Innersole. Sizes 2% to 5% $2.75 


No. 5856—Same as above in Youths’. Sizes ae sO 2.50 
No. 756—Same as Number 5756 in High Shoe........................ a 
No. 856—Same as Number 5856 in High Shee. 2.60 
No. s35¢—Bove’ Full Grain Claret Calf Bal Oxford, 9 ‘Tron Oak Out- 
sole, Grain Leather Innersole. Sizes 2% to 5% 3.15 
No. 5456—Same as Number 5356 in Youths’. Sizes 12% to 2... . 2.98 


Numbers 5756, 756 and 5356 NOW IN STOCK 
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No. 757—Boys’ 
No. 2900—-Boys’ Heavy Bordo Army Tan — — — Outsole, Grain Bottom Innersole. Sizes 244 to 5% $2.85 
ble-strength Tips, Soft Toe, Oak So 7 2.85 No. 857—Same as above in Youths’. Sizes 12% to 2 60 
— } ny 4 ———- ee 5 5 ode: FFA —. 2 60 a PS as - & Little —— Sizes 9 to 12 eo 
o. me as above in . o. —Same as Number 757 in Oxford 2.7 
No. 3100—Same as above in Little Gents’. Sizes 9 to 12 2.35 ~ —_— as ee 857 in Oxford 2.50 
¥ o. —Same as Number 957 in Oxford 2.25 
Number 2900 NOW IN STOCK No. 05787—-Same as Number 757 in Patent Leather Oxford.. 2.75 
No. 05887—-Same as Number 857 in Patent Leather Oxford. 2.50 
No. 05987—Same as Number 957 in Patent Leather Oxford.. 2.25 




























1925 
March 14, 1925 











Dr. Scholl’s Pedo-graph is accurate, reliable, scientific, 
simple to operate and understand, and adds prestige 
to the store. 


TheLargest Shoe and Department 











5 
0 . . 
5 Stores in the United States Use 
: Dr. Scholl’s Pedo-graph 
5 
4 J. S. Coward Co....... New York City 
Adler Shoe Stores......... New York City 
Friedman Shoe Stores.... New York City 
Bloomingdale Bros New York City 
Gimbel Bros. , ° New York City 
Dr. Reed Cushion Shoe Store. . New York City 
Walk-Over Shoe Stores ..New York City 
I. Blyn & Son... 5 er New York City 
| Francis Rogers & Sons, Inc. New York City 
Harlem Health & Nursing Association 
Seer a New York City 
Charles E. Hallahan Philadelphia, Pa. 
Sibley, Lindsay & Curr. Rochester, N. Y. 
Stewart & Co. ews Baltimore, Md. 
Hochschild, Kohn & Co... . . Baltimore, Md. 
Kaufman & Baer Co. Pittsburgh, Pa. 
Rutgers College... . . New Brunswick, N. J. 
U. S. Army. Washington, D. C. 
See ee Washington, D. C. 
Mandel Brothers : Chicago 
Boston Store.. . Chicago 
Davis Dry Goods Co. Chicago 
Leiter Building Stores. Chicago 
W. A. Wieboldt (2 stores) . .Chicago 
Becker & Ryan. ......Chicago 
 2> ae Cleveland, O. 
R. H. Fyfe & Co...... Letroit, Mich. 
Stix, Baer & Fuller... St. Louis, Mo. 
The Jones Store Co............Kansas City, Mo. 
i, re OOS 5... 6 5 0 ol 5 0 os ek . .Denver, Colo. 
Hamburger’s..... . SOB! A A ES Los Angeles, Cal. 
eee Minneapolis, Minn. 
J. Goldsmith & Sons Co.......... Memphis, Tenn. 
IL Sued eo old acs oe 4s Seattle, Wash. 
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Get the facts—don’t take 
anything for granted 


CCURATE foot comfort work depends almost 
entirely upon one’s knowledge of each partic- 

ular foot. If the arches are weak or broken down, 
the salesperson must have this information before 
he can proceed with his relief and correction work. 


Dr Scholls 


Pedo-graph 


indicates the various types of abnormal foot conditions, 
the symptoms of which appear on the sole of the foot. 
Shows all callous spots, condition of arches, bearing points 
of the foot, amount of elongation or spreading, gives effect 
of displaced metatarsal bones and accurate heel-to-ball 
measurement. Shows how weight is distributed over the 
foot. 


With this information available the salesperson can quickly 
apply the proper Dr. Scholl Corrective and fit the foot with 
the correct last shoe, assuring a full degree of foot comfort 
and style that will be most pleasing to the customer. 


Only takes a moment to make an impression of the stock- 
inged foot. The Pedo-graph is considered by thousands of : 
the most progressive shoe dealers as absolutely essential. 
Note the list at the left of a few of the well-known concerns 
using one or more Dr. Scholl’s Pedo-graphs regularly. 


Mail Coupon Today 


The price of Dr. Scholl’s Pedo-graph, including 1,000 im- 
printed sheets is only $15.00—a price so moderate that 
even the smallest store can well afford it. Will pay for itself 
every week of the year. Send for it today, use it a week and 
you would not part with it for many times its cost. 





The Scholl Mfg. Co., 
213 W. Schiller St., Chicago 
62 W. 14th St., New York 


Gentlemen: Please ship us Dr. Scholl's Pedo-graph with 1,000 imprinted sheets 
at a cost of $15.00. 


Mail to nearest 
office. 
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ECAUSE Art Craft 
Shoes sell in that 
critical market, patron- 
ized by the women who 
buy $6.00 and $7.00 foot- 
wear, the details which 
constitute Quality are 
most carefully watched. 


Be assured, that from 
whatever part of the 
country your request for 
samples comes, the prices 
quoted will be exactly 
the same as tho’ you 
called in person at the 
factory. 


Art Craft 
Sh 
Shoe Makers? 


Nat WEIss 


President and Treasurer 


Factory at 1 Box PLace 


LYNN. MASS. 


iii add UU AN AAA bistubiniunauiiuemiouuaie ernie \. ( 


\ 
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CODMADZ MOLY 
A aa a A a 


March 14, 1925 








Catchy Shoe 
Displays are 
Easy, If— 


The few effective fixtures 
required to produce them, are 
available. 

Without such fixtures it is 
hard, indeed, to trim a shoe 
window. 

It’s not necessary to handi- 
cap yourself, and your clerks. 
A very small expenditure for 
the proper fixtures, and your 
shoe windows can be the best 
in town. 


Our Shoe Store Book 
will be sent you, if you 
will just write and ask 
for it. 


It will be valuable to you 
in a number of ways— 


Of course, its main purpose 
is to acquaint you with the 
Hugh Lyons line of store and 
window display fixtures, but— 


This Shoe Book also gives 
you many new ideas for using 
the fixtures you already have. 

Your copy is ready to 
mail, if you’ll just ask for it. 
A card will do. 

Hugh Lyons’ line includes 
shoe-stands, tables, tabour- 
ettes, pedestals, card-holders, 
back - grounds, dividers, 
screens, benches, plateaus, 
3-top displayers, etc., the 
products of a great factory 
splendidly equipped, and 
experienced in fixture manu- 
facturing. 


Makes Buyers Out 
of Passers-by 


Sales 


Offices 
New York 
35 W. 32nd St. 
Chicago 
217 W. Jackson B'lv'd. 
Baltimore 
1 N. Eutaw St. 


Boston 
52 Chauncey St. 


Three Top Displayers in Hepplewhite 


HUGH LYONS & COMPANY 


Lansing, Michigan 
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DARBROOK 


[; ARBROOK Shoe Satins, especially 
lle | made for shoes, with a conscious- 
INCL ness of the peculiar requirements 
: ' of a satisfactory shoe fabric, evince 
the same painstaking skill and care in 
weaving that distinguish all Darbrook 
Silks. 


Darbrook silks, nationally advertised in 
the leading fashion magazines to seven 
and a half million readers, are recognized 
as Silks of Character and Quality. 


Schwarzenbach Huber & Co. 


470-478 Fourth Avenue 
New York City 





Represented by 


W. A. Gallup T. F. Leary Henley & McGaghey G. Fitzgerald D. J. Finn 
Cincinnati Boston St. Louis New York Philadelphia 


SHOE SATINS 
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XS 


SELECT THE LINE 


—Then CHECK it for— 


TRADE-DRAWING POWER—The line that links up the consumer 
with the dealer and producer in an appreciation of the value and service 
associated with the Queen Quality name. This consumer-preference and 
reliance upon Queen Quality attracts and holds a loyal following of con- 
sumers for Queen Quality dealers. 


BREADTH AND STRENGTH—The range of production, styles and types 
of footwear in the Queen Quality line enables you to build and maintain a 
consistent, well-balanced, unified stock; to handle your volume of women’s 
and young women’s medium and semi-fine shoe demand most efficiently. 


SERVICE TO DEALERS—Unique manufacturing advantages, three 
great In-Stock Departments and an organization built up in the service 
of retailers are at your disposal. Queen Quality service assures clean, quick- 
moving stocks and a growing consumer-appreciation to retailers who use it 


consistently. 


CONCENTRATION— Queen Quality enables you to stand on the National 
Retail Platform with a consistent line all under America’s best-known 
brand. You could not pick from a dozen makes such a well-balanced stock 
with such appreciation amongst consumers as the Queen Quality line affords 
—and Queen Quality salesmen are on their way to you with the PROOF. 
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SERVICE—on the surface and below the surface—style service, delivery service, 
In-Stock service, and all the self-evident services—and more! Queen Quality— 

A line with exclusive advantages in manufacturing and distribution that brings 

the consumer into partnership with you through long-established consumer- 

contact, and enables you to concentrate your stock, increase your turnover, and 

\ make your trade your own—satisfied, loyal and ever-growing—through the trade- 

drawing power afforded by America’s best-known brand—Queen Quality. 


THOMAS G. PLANT COMPANY 


BOSTON, 30, MASS. 












National Experience 


proves that too many numbers, 
from too many sources of supply, 
weaken stock turnover, increase 
liability and bring about duplica- 
tion of stock detrimental to profit- 
able management, and divide the 
year into too many unprofitable 
sales periods. 
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REG. U.S. PAT. OFF. T.G.P CO. 
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Famous Shoes for Women 





We, therefore, 


and Young Women 


The new Queen Quality line, and the new 
order of things, are your opportunity. Write 
or wire for salesman to call. 











or 1m 
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RECOMMEND 


that each merchant buy only what 
he needs from the viewpoint of his 
own community, and— 

that he buy from fewer sources; 
so that he can get adequate repre- 
sentation of sizes and widths 
within the predominating styles. 
Such concentration of effort will 
help to make 1925 a progressive 
and prosperous year. 



















(RESOLUTION adopted by Convention of NA- 
TIONAL S HOE RETAILERS: ASSOCIATION é 
at Boston, Mass.. January 14, 1925.) - 
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N exercising every possible care to 

maintain the highest attainable degree 

of sameness in skin after skin of Ruby 

Kid, we are not thinking only of our own 
welfare. 


We are constantly mindful of the many manu- 
facturers and retailers who have standardized on the 
use of Ruby in their black kid shoes, and our con- 
sequent duty to them. 


Neither Ruby Kid nor any Evans leather can 
continue to progress in sales unless they are always 
made so as to profit the shoe retailer and the shoe 
manufacturer as well as ourselves. 


John R. Evans & Company 
CAMDEN, NEW JERSEY 


(Branches in all Principal Shoe Centers) 


evans 
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tandardize on , 
Evans B rands 


‘Leathers 
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Imported Cut Steel 
Buckles 

Many New Styles in Beaded 

and Metal Buckles with 

upright bar for Gore 


a (9 ne Pumps. 
At Ae A RA ig? Special Price List for 
Shoe Manufacturers and Jobbers 








vi e%e: oak en OIA 





No. 11508 @ $21.00 
Rhinestone Colonial Buckles 


No. 1427 @ $2.50 No. 1461 @ $2.50 


Rhinestone Slide 


Rhinestone Clamp No. 4271 Silver and Black @ $4.80 Buckles for Strap Slippers 


Ornaments for Pumps 


No. 4028 @ $9.00 


No. 1359 @ $9.00 No. 18007 Grosgrain @ $3.50 No. 1214 @ $7.50 No. 1212 @ $7.50 











PLEASE NOTE 
Rhinestone Buckles can be had 
in Gold Finish with Topaz set- 


SPECIAL DISPLAY Prices quoted are for dozen pairs. 
Special Display of Assortments 
of Rhinestone Slide and Clamp THE 
Buckles. $6.00, $9.00, $12.00 tings. Plus 10 per cent to price on 
and $15.00. Put ‘up 1 pair each >. Rhinestones. Metal buckles in 
in velvet lined individual boxes, REYNOLDS ie COMPANY Nickel - Bronze - Silver Oxidize. 
packed 12 pair in an attractive 7-9 EDDY STREET er in Black—Blonde 


display carton. 
PROVIDENCE R. L. 


Buckles Displayed Are Exact Size. | 
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RICH orange, developed from the light 
CAlways Standards tan shades by a livening note of red 


O Excellence has been well utilized in this smart 
f shoe made by the J. P. Smith Shoe Co. 


@ $7.50 


GALLUN LEATHERS 


onde 





tandard in Comfort! 





There is a select group of 
famous shoes for men which 
are noted for their unvarying 
comfort. and fitting qualities. 
In each case the maker uses 
Gallun Vegetable Tanned Calf. 
The merchant who specifies 
this leather orders comfort 
into his stock. 











GALLUN LEATHERS 


Always Standards of Excellence 





. — 
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Let Your “Easter Peak” This Year 


Increase Your Comfy Profits 


The time to sell is when people are in your store. 


At Easter, when your store is crowded with buyers, is the time to go 
after extra profits by pushing Daniel Green Comfy Slippers. 


It takes almost no time or trouble to make these extra sales. Prop- 
erly displayed, the attractive appearance of our new styles, as well 
as the rich colors and fabrics, make an irresistible appeal to the eye. 
We have more new styles this year than we have shown in a decade. 


No “‘try-ons,” no long arguments are necessary—simply a word or 
two at the right time, and then you will have many extra dollars 
in your cash drawer. Isn’t the little extra effort worth your while? 
More and more each year, dealers are learning that they don’t have 
to wait until fall for Comfy profits. 


Remember, too, that Daniel Green advertising never stops work- 
ing for you. Every month it carries its message of health, comfort 
and style into practically every better-class home in the country. 
Our 1925 advertising carries a message of vital importance to the 
women of America. It will surely create a new interest in Daniel 
Green Comfys with many thousands of women—some of whom 
live near your store. 


DANIEL GREEN FELT SHOE CO. 
GENERAL OFFICES 
DOLGEVILLE NEW YORK 


SALES OFFICES 


10 East 43rd Street 10 High Street 189 West Madison Street 
New York City Boston, Mass. Chicago, IIl. 


A display of Daniel Green Comfy slippers at 
the Easter season is a splendid way to add a 
note of color to your store. The smart styles 
and bright colors always make an irresistible 
appeal to the feminine eye. 
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NEW SPRING STYLE-IN STOCK 


A brogu ttan calf 
nga. an 


Ready for Immediate Shipment. 


LEWIS A. CROSSETT CO. 


North Abington, Mass. 


HERE is a Crossett salesman in 
i “He will receive 
with pleasure your invitation to call 
and submit our merchandising plan. 
Send for our In-Stock Catalogue. 





































































































Stock No. 3030—Light Tan Calf 
(Gallun’s No. 55 Mandarin) Seamless 
Blucher Oxford, Anglo-American Last, 
Spring Weight 
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WEEKLY 


THE GREAT NATIONAL SHOE 


_——s 


ESTABLISHED APRIL ! 
1882 





Vol. LXXXVI 


Boston, March 14, 1925 





Photo by Belden of Pitchfork Ranch, Wyoming 


What Do You K now About Leathers? 


HEN material costs go up 
in practically every line of 
goods, the customer will 


either pay more or get less. This is 
exactly the truth with reference to 


shoes, just as it is the truth with reference to all other 
commodities. Some consumers may be deceived in 
shoes and made to believe that they are getting the 
same. because they cannot see the difference in values. 

We need some degree of accurate knowledge of 


The Foundation of an Un- 
derstanding of the Stuff 
of Which Shoes:Are Made 


leather quality, for the old-time 
seller of shoes, who was an expert 
in. leather, has nearly disappeared. 
There is evidence that the shoe mer- 
chant who is genuinely and truly 


progressive, has taken pains to inform himself about 
the various peculiarities and qualities of the goods 
which are used in the shoes he handles. No man can 
be a first-class judge of any product unless he knows 
something about its materials. 
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The shoe merchant is at the opposite side of the 
trade from the tanner. He handles the finished 
product. Nevertheless his prosperity depends largely 
upon the ability of the tanner. It is important to be 
able not only to answer the question “What kind of 
leather is it?” but “Whose leather is it?” 

Shoes must be properly balanced in materials and 
construction. A good upper with a corned beef sole 
for appearance’s sake isn’t good balance or good busi- 
ness, and isn’t fair to the consumer. 

In our Shoe and Leather Lexicon definition of 
leather we pack a complete story of what a clerk should 
know about leather. It reads: ' 

“Leather—An outer animal integuement, tanned, 
tawed or otherwise chemically preserved, shrunk and 
toughened. Any skin or hide of beast, bird, fish or 
reptile may be made into leather. 

“For shoe manufacturing purposes, leather may be 
divided into two general classes: 1, upper leather; 2, 
sole leather. The upper leathers include all that are 
used for linings as well as 
the outer parts of the shoe; Cissus mousse serous 
sole leather is the material 
used in counters, insoles, 
rands, etc. as well as the 
outer soles and the heels. 











split to reduce its thickness to that appropriate for 
use in shoes, etc. Some kinds are now being made of 
chrome tannage, and are being finished dry, or with 
oil, in smooth or boarded surfaces. These leathers as 
a class have been much improved within the past few 
years. 

“Sheepkin is used principally for linings and other 
parts of the shoe where wear is not severe, as it would 
be in vamps. 

“Coltskin, and the best part of horsehides, are con- 
siderably used as a foundation for patent leather, also 
dull finished for men’s high-grade shoes. Firmness of 
texture and susceptibility to high polish are features. 

“Patent leather is a finish, not a separate kind of 
leather. Its basis may be kid, calf, coltskin or side 
leather. 

“The effect of tanning or other method of leather 
making is to condense the skin, extract its superfluous 
moisture, congeal and astringe its gelatinous matter, 
toughen its fibres and preserve it from decay. It re- 
mains an animal substance 
—‘is simply flesh,’ as a lead- 
ing shoe dealer expresses it 
K)uret and as such is susceptible 
to injury from excess of al- 
kali, from acids, heat and all 
2)==r corrosives. It is seldom ren- 





Upper leather is usually sold 
by the square foot, measured 
by an ingenious machine. 
Sole leather is sold by the 
pound. 

“Upper leather may be 
divided into five leading gen- (iia wo sucnus 
eral varieties as follows: 1, 
kid; 2, calfskin; 3, side leath- 
er; 4, sheepskin; 5, coltskin 
or horsehide. Besides these 
are kangaroo, chamois, buck- 
skin, pigskin, and a few other special and fancy 
leathers. 

“Kid is classified according to its tannage and finish, 
as glazed, patent, suede, pebbled or morocco. The term 
‘suede’ was first applied only to velvet-finished kid, not 
calf. It is (in French), simply ‘Swedish’ finished kid; 
that is, finished on the flesh side, with dry, napped 
surface. 

“Calfskin is finished as patent, wax, bright, dull, 
boarded and velvet (‘suede,’ and the proprietary term 
‘ooze’ are commonly applied to this last finish of calf- 
skin). ‘Kips’ are hardly maintained as a separate 
classification, as the heavy calfskins and the thin, well- 
finished side leathers practically overlap, in qualities, 
although, of course, the leather made from the largest 
skin is coarser in fibre. The main question is, ‘Is this a 
whole leather, or a leather made from a thick hide 
from which a split has been taken?’ This is an easy 
question for the expert leather buyer; it is not so 
easy for the shoe dealer, when the leather is made 
up into a shoe so that he cannot see the back. ‘Russia’ 
is a special tannage of calfskin, finished with birch 
oil, which gives it a characteristic spicy odor. It may 
be black or any color, as well as tan. 

“Side leather is cowhide, usually bark-tanned, and 








Lece! Buyere - Peddlers, Produce Dealers, General S¢ores, 
Traveling Buyer ~ Seall Let Suyer for Large Desler. 
Showing the various steps and agencies employed in 


marketing country hides. The heavy lines indicate 
the channels and agencies most generally used 


dered more than partially 
impervious to water, and is 
injured by wetting. In all 
except the new dry tannages, 
it needs oil as a preserva- 
tive of its texture and ‘life.’ 

“Sole leather is best clas- 
sified by its method of tan- 
ning. The different varieties 
are oak, hemlock, Union, 
chrome, retanned ‘mongrel’.” 

So much in the way of definition and condensed de- 
scription of the process of making leather. 

But the infinite variety of the finished product, and 
the constantly increasing variety of leathers, made it 
necessary for the dealer in the finished product, 
namely, the shoe, to be as thoroughly grounded as may 
be possible in fundamental general knowledge of 
leather, and in practical knowledge, from actual han- 
dling of the leading varieties. 

The day has gone by when any merchant attempts 
to confine himself to his store and to the finished 
product which is placed in his hands, without knowing 
all he can learn of the origin of it, its manufacture, 
the different kinds and qualities produced—where it 
grew, or what kind of machinery it was made with, 
and how one variety differs from another. It makes no 
difference whether a merchant is handling diamonds 
or men’s underwear, rolled oats or overcoats, he goes 
back to raw materials, in his search for full knowledge 
concerning the finished product. 


Keep Sample Skins Around 


The shoe business is no exception, and shoe dealers 
within the past few years have shown an increasing 
desire to inform themselves concerning materials, pro- 


Junt Collectors, Butchers, Feed Stores ete. 
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cesses, varieties and every detail they can learn which 
had anything to do with the goods on their shelves. 
This is as it should be, beyond question. We believe 
no shoe store is complete in these days without some 
sample skins about the store. And, we believe, every 
shoe dealer who neglects to send for samples of new 
leathers or of already established leathers, concerning 


(s)smeut mocesacs puto 
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Showing steps and agencies employed in direct, or 
consignment marketing 


which he wants information, is missing a big oppor- 
tunity. 

No shoe dealer or shoe clerk can know too much 
about leather quality. He will find the leading pro- 
ducers of leather always willing to aid in his instruc- 
tion for the leading producers of leather are proud 
of their goods and anxious to have the quality thereof 
known. 


Three Billion Pounds of Pelts 


Hides and skins to the weight of 3,400,000,000 
pounds are consumed annually, by the civilized coun- 
tries of the globe, according to statistics. 

Besides, we have a steadily-increasing consumption 
of hides and skins by those countries of the globe 
which are beginning to take on civilization and to put 
on shoes. So we will guess that five billion pounds of 
hides and skins of leather are used annually. How 
many billion pounds of leather that may figure is more 
than any man knows. But whatever it may be, it is 
sufficient to show to the shoe merchant that he is part 
and parcel of a huge business. 

As for values of hides and skins, we may take the 
present market reports, which show that hides range 
from eight cents for country grades to 16 cents for 
native steers, while calfskins are bringing as high as 
25 cents a pound. Just ordinary market quotations are 
these. There is a host like them. Variations in prices, 
which the shoe merchant pays for his shoes are pri- 
marily governed by variations in prices of hides and 
skins. 

A veteran tanner tells us that he has bought hides 
for as low as three cents a pound and for as high as 
38 cents a pound, and these extreme quotations do not 
include the war-time fluctuations. Hence we will jump 
to the conclusion that it pays the shoe merchant who 
is in business to buy and sell at a profit to study the 
hide markets. 


One Shoe Firm Uses 1,560,000 Pelts a Year 


Some day we will get out our statistical pencil and 
figure out how much leather an average shoe merchant 
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sells each year. For the present, our statistical infor- 
mation is limited. We have only to offer a report of a 
shoe manufacturing concern which uses the pelts of 
1,560,000 animals a year. Its use of pelts has increased 
much since we gathered these statistics. Probably 
2,000,000 would be a better figure for the present con- 
sumption of pelts by this shoe firm. 

Its use of leather for shoes classifies as follows, on 
the basis of 1,560,000 pelts a year: 3,441,750 cattle 
hides, 525,000 calf skins, 7,500,000 goat skins, 1,400,- 
000 cabretta skins, 1,050,000 sheep skins, 233,250 
horse and colt skins and 116,500 kangaroo skins. 

This is the consumption of leather by just one shoe 
firm. There are about 1,500 firms in the country mak- 
ing shoes of leather. All of them do not use as much 
leather as does this big firm. But they use a lot of it. 


Yet There Are Pelts in Plenty 


Some times we get to talking of a shortage of sup- 
plies of leather. That is just a matter of the moment, 
a temporary situation. In the long run of years, Nature 
provides an abundance of leather. 


Over a billion hide and skin bearing creatures are 
there on the face of the globe, and in so far as they 
know, American tanners draw on all parts of the world 
for hides and skins. 

This figure of a billion is for the domesticated crea- 
tures, the cattle, sheep and goats, and the horses, too. 
If we should count in the alligators, snakes and lizards, 
whose pelts are now used for leather for shoes, and 
the skins of fish of the seas, we would have a number 
of hide and skin bearing animals beyond counting. 

So it looks as if there need be no fear of a famine 
in leather for as long as men have the ingenuity to 
take hides and skins and tan them. 


Some Characteristics of Pelts 


Hides and skins, as used for making leather for 
shoes, range in weight from six-ounce kid skins to 60- 
pound cow hides. A number of heavier hides are there, 
even to the weight of 100 pounds and more, but the 
belting trade gets many of them. 

This range of from six ounces to 60 pounds in 
weight shows that there is plenty of variety in the 
raw material of shoes, and from it the merchant may 








Showing packer hide marketing methods 


conclude that there must be plenty of variety in shoes, 
in so far as their leather values are concerned. 

Men who handle hides and skins say that no two 
pelts are exactly alike. But we may mention only the 
major variation. Pelts differ according to the breéd of 
cattle. That’s Nature. Pelts differ according to climate. 
A skin from a cold climate naturally has more fat in 
it than a skin from a hot climate. A pelt from a fatted 
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calf is always finer, and of better quality than a pelt 
from a calf that has early been turned out to pasture. 
' Cow hides, being strong and tough, may be used for 
insoles,. outsoles or uppers, being split, or plumped, to 
desired weights. Kid skins, being light and tough, are 
suitable for uppers of shoes only. Sheepskins, being 
tender, are used chiefly for linings and trimmings. 
There are exceptions, by the way, for some sheepskins 
are tough enough to be used for vamps and quarters. 
Cabrettas, said to be a cross between sheep and goats, 
though some declare the cabretta to be a distinctive 
species, have the properties of kid skin. 


The Man Who Knows 


It is a common story that a well informed hide buyer 
can pick up a pelt, examine it, and tell from what part 
of the world it came. Also it is said that some buyers 
of leather for shoe factories can pick up a tanned 
skin and tell from what 
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chemical. mixtures. may. be used,.in the making of 
leather. In the finishing of leather aniline colors may 
be used for making colors, or pigment or earth colors 
may also be employed. Certain “gun cotton” mixtures 
are used in some processes. So the leather that the 
merchant sells in shoes is not merely a tanned hide or 
skin, but an achievement in chemistry. 

These things we say with the thought that the shoe 
merchant may take courage to believe that he handles 
a most important article of merchandise, not merely 
shoes, but that intricately made substance which is 
commonly know as leather. 


Grain Cracks Are Few 


In commenting on leather, it seems desirable to point 
out that grain cracks are a vanishing evil, for this is 
a real economy, not alone in the wearing qualities of 


shoes, but also in the style appearing qualities. 
Just let the retail mer- 





country the pelt came, 
whether it was raised, on a 
farm in the valleys or grazed 
on the scanty pasturage of 
the hill-tops or mountain- 
sides, and even give an ap- 
proximate idea of the age of 
the pelt. He might also tell 
who tanned it. 

Can any shoe merchant do 
likewise? No, he can not. 
After a pelt is in a shoe its 
history is lost because all of 
its identification marks are 
lost, unless, perchance, the 
tanner has put his name on 
it and guarantees its char- 
acter. That name or trade 


mark on the leather in the years ago. 





Samples of Leathers for Educational 
‘Purposes 

One big retailer in the West makes it a 
point to educate his clerks in the merits of 
the leathers put into his shoes and makes a 
request for small sample cuttings so that 
theclerks themselves know the characteristics 
of the leather. The efficiency of this plan 
can be appreciated when it is stated that in 
90 per cent of the sales made to the public 
the clerk makes no mention whatsoever of 
the leathers. It is taken for granted that 
the store backs up its shoes by insisting 
upon reliable leathers, and it is usually the 
case, for a reputable manufacturer uses no 
others. A new generation of retail shoe 
store salesmen need some of the knowledge 
of leathers that was generally known ten 


chant recollect the days when 
shoes often showed cracks 
on the grain, and the cracks 
sometimes deepened so much 
that patches were put on 
over them. Patching cracks 
in shoes is almost a lost art 
these days. Certainly there 
is- economy in this. 

But the largest gain is in 
the good looks of shoes, 
and the ease with which 
shoes are kept clean. Observe 
the business man. He wears 
a pair of shoes of fine, firm 
grain leather, ‘“dust-proof 
leather” some call it. Dust 
off the street falls upon his 
shoes. With a wipe of a cloth 








shoe is doubtless the best 

warranty of the quality of the leather in so far as the 
shoe merchant is concerned. He can trust it even more 
than he can trust his own eyes in trying to read the 
character of leather from its finish or fibre. For the 
tricks of finishers of leather or of shoes are such that 
the sheep sometimes masquerades as kid, and the cow 
renews its youth as calf, while as for sloes, well, if the 
grain be buffed off to get a velvety bottom finish, as is 
commonly the case, the tanner himself may have diffi- 
culty in telling his own leather. 


There's Chemistry in It 


True enough, hides and skins are not the only mate- 
rials in leather. To the millions of pounds of pelts, 
tanners add millions of pounds of tanning materials to 
make leather. 

Pelts are tanned in chrome, which is had from 
ores from the bowels of the earth, and are dressed with 
oils that come from the fish of the sea..Pelts are 
tanned in barks from the forest, oak, hemlock or 
chestnut from forests of this land, querbacho from 
Argentine, sumac from Sicily and wattle from Africa. 
Pelts may be dressed with paraffin from the oil wells, 
or with animal greases, or with waxes. A host of 


or a rub of a brush he re- 
moves the dust, and the shoes are bright and clean 
again. Of course, he has them shined occasionally, but 
always the grain comes back smooth, bright and clean, 
and firm, too, ready to resist the dust for a while 
longer. 

To tell how tanners have overcome grain cracks 
would be to write a book about improvements in the 
art of tanning and finishing leather. Let it suffice for 
the merchant to consider the shoes that he himself 
handles, and to realize that grain cracks are rarely 
to be seen amongst them. 

Native steers are unbranded steer hides, native 
meaning simply unbranded. They are selected as fol- 
lows and are soid as such regardless of place or origin. 

Spready native steers are steer hides free from 
brands, weighing 60 pounds and up (all selections as 
to weights are on the green salted basis) and measur- 
ing 64% feet and over just behind the brisket. From 
June to December, inclusive, they are sold as No. 1 
only. During January to May, inclusive, they are sold 
on a grub selection. The koshers of this selection may 
be sold on the same measurements, or six feet eight 
inches and over, according to custom. 

(Continued on page 54) 
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Crop and General Conditions Map 
As of February 18 1925 
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This is the original Douglas Conditions Map, in use over thirty years for business purposes. The changes 
since January have all been improvements, in both industrial and agricultural sections. 


Widespread Confidence Is Well Founded 


Current Economic Conditions Point Toward a Sustained Forward Movement 
of Business Activity with the Opening of Spring— 
Without Price Inflation 


By ARCHER WALL DOUGLAS 


In Co-operation with the Research Staff of 
LaSalle Extension University 


rising slowly but steadily. There are the cus- 

tomary cross currrents and eddies. But the out- 
look for sustained improvement with the coming of 
spring- is well supported by current conditions. 

The permanence of the present upward movement 
is fortified by the recent halt in the upward trend 
of prices. The threat of price inflation is withdrawn. 
Apparently buyers as a whole will not be stampeded 
into hasty speculative action; and sellers are inclined 
to keep down costs and prices. 

Both buyers and sellers understand the evil outcome 
of price inflation, although an increase in the level of 
prices normally accompanies an increase in the vol- 
ume of production and trade. But, if the increase in 
prices is too fast or goes too far, reaction soon comes, 
with falling prices. Stability of prices near the present 
level is generally thought to be desirable, if not requi- 
site, as a means of insuring’continuance of the health 
and vigor of business activity. 


[ssi ever-flowing tide of business activity is 


That business activity in general is now vigorous 
and healthy is reflected by recent reports concerning 
the condition of the iron and steel industry. 

The latest figures on production in this industry are 
impressive evidence of health—with the output of pig 
iron up to 3,367,264 tons in January, against 2,961,702 
tons in December, and with the production of 4,179,498 
tons of steel ingots in January. Those figures for Jan- 
uary indicate the largest monthly output since March 
of last year. Activity in this industry is now over 90 
per cent of capacity, against 78 per cent in December. 

Unfilled orders of the United States Steel Corpora- 
tion on January 1 stood at 5,037,323 tons. This was 
a gain of 220,000 tons over December, and it was the 
largest monthly gain since August, 1923. 

Among the domestic factors to which the steel and 
iron mills must look for much of their tonnage is the 
oil industry, which has come to life again during the 
past sixty days. 

(Continued on page 103) 





BOOT AND SHOE RECORDER 


BOOT and SHOE 


RECORDER 


_The Great Natuonal Shoe Weekly 


emmee | aera’ 





ARTHUR D. ANDERSON, Editor 
Owen A. Thomas Helen M. Haney 
Charles K. Hickey 
Associate Editors 
Harry R. Terhune, Field Editor 





Home Office, 207 South Street, Boston 


BRANCH OFFICES 
Chicago—189 W. Madison St., Phone Main 1089 
St. Louis—1627 Locust St., Phone Olive 6130 
New York—127 Duane St., Phone Canal 2425 
Cincinnati—Second National Bank Bldg., Canal 1560 
Rochester—626 Powers Bld 
Philadelphia—Perry Bldg. “Sissons 7868 





Subscription Rates 
ion price of the Boot and Shoe Recorder is $5.00 in advance. 
Mysie nladg Tay oy Wy Sy 4 feogiiens tek 
Honduras, Nicaragua, El Salvador, A eet ele, Denil 
Serena ina fs eae ncaa 
FOREIGN SUBSCRIPTION—The price to all foreign countries except the 
above is $10.00 per year, including postage. 
All subscriptions are payable in advance. 





Entered as second-class matter at the post-office at Boston, Mass., under the 
Act of March 3, 1879. 
yy the Audit Bureau of Circulations 
d Business Papers, Inc. 








The Boot and Shoe Recorder Publishing Co. 
207 South Street, Boston 


CHARLES G. PHILLIPS, President 
GEORGE W. R. HILL 


First Vice-President 
ARTHUR D. ANDERSON 
Secretary 


Directors of the corporation, in addition to 
the above-named officers, are as follows: 


CHARLES H. FURBER W. M. LeBRECHT B. C. BOWEN 
HUGH M. a OWEN A. THOMAS 
R. D. NORTHROP 





An Exchange of Courtesies? 


UBLIC opinion is still the court of last resort 

in this country, all powerful and absolute. It 

is sometimes apparently a slow-moving court, an 

indifferent court, even a prejudice court; but it 

stands supreme, nevertheless. No one can afford 

to ignore it, and every one who has interests at 

stake must present his case in one way or another. 

This applies to the individual business concern, or 

group of concerns, or to a whole allied line of 
trade. 

It will be good for all manufacturers and mer- 
chants to be better understood by the public. They 
should gladly do their part toward educating the 
general public. But it would seem sometimes that 
the Government ought to do less pulling in the 


March 14, 1925 


opposite direction, less muddling of issues, less 
catering to radicalism, less misinterpreting of 
legitimate business practices. In a word, the 
Government ought to help in the suppressing and 
extermination of the weeds of misrepresentation 
and prejudice, instead of spreading fresh seed. 

There is no unity of opinion in the trade itself 
—the methods of buying and selling vary almost 
man for man and when it comes to standards of 
service or rates of profit there is equal variation 
between one man’s practice and anothér. man’s 
necessity. Perhaps the fact that shoes are not yet 
securely placed as “articles of fashion to be priced 
at their style worth” is still resisting the old prac- 
tice of buying a shoe as “leather put together” 
and pricing it accordingly. 

These are days of decided opinion on one side 
or the other. For example in our issue of February 
28, a shoe man of national reputation remarked: 


“Tt would be a good thing for the shoe game if 
several thousand retailers were squeezed out of 
the business world. I mean those weak-kneed, 
supinely timid, panicky, jellyfish kind, who are 
afraid to ask a fair and square profit. These bar- 
nacles are willing to slave day and night, even on 
Sundays—year in and year out—to eke out a bare 
living and live a life little better than slavery. I 
for one” (and here he thumped his oaken desk with 
his clenched fist) “would gladly join in a combine 
to refuse them credit and force them out of a busi- 
ness which should at least be respectable enough 
to assure a decent American livelihood.” 

This statement, strong as it is, in language of 
unmistakable vigor, drew the fire of J. D. Rich- 
ardson of the Model Sample Shoe House of 
Everett, Washington, who replied: 


“The man who wrote the above article should 
have said all clerks who work in stores selling 
doggy footwear must wear masks. When a custo- 
mer comes in and refuses to pay $18.00 for a pair 
of shoes costing $6.00, hit him over the head with 
a club, knock him down and take all his money. 
This person of national shoe experience is cer- 
tainly ‘nuts’ and needs a guardian. 

“I would suggest that you tell him to eat one 
pound of bird seed each and every day for one 
year. They say it makes good brain food and per- 
haps he will wake up. 

“T am selling shoes that cost $4.00 for $4.95 and 
those that are costing me $5.00 for $5.95. I do not 
work on Sundays or nights and would be willing to 
close on Saturday afternoon if the other shoe 
stores would. I don’t know about being a bad risk 
for selling shoes at small profit. 
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“T discount all my bills and buy from factories 
that some of the doggy footwear stores cannot. 
Would like to ask you how a workman in this city 
who earns $3.60 per day can afford to buy a pair 
of doggy slippers for his wife at $15.00, or pay 
$18.00 for a pair for himself. Ask the writer of 
this article if I have to go out of business for sell- 
ing at a fair profit, or will I have to go to the poor 
house, or live off the interest of my money.” 

Public opinion, government opinion, manufac- 
turer opinion and merchant opinion, all influence 
shee prices—but our private opinion is that “a 
profit taken” is the only answer to why we are 
all in business. 





Seasons for Big Selling Exist 


OES a resolution alter fundamental condi- 
tions underlying the making and distribu- 
tion of a commodity? By the calendar, April, May, 
and June are in the second quarter of the year and 
by the style calendar it is the biggest three months 
of the year’s business, not only in shoes, but in 
all dress apparel. As much as we might desire it, 
the six months cycle of business isn’t within sight 
as yet, resolution or general desire notwith- 
standing. 

The shoe trade must not forget that it works 
in the family of apparel in co-operation with other 
items of dress, and not in a circle of influence all 
its own. Nobody buys shoes first and then fits the 
clothes to it. 

The Color Card Association, with great success 
last year, launched a campaign to promote sum- 
mer styles for summer wear “in an effort to fur- 
ther the four-season movement.” The association 
offered its auspices to all branches of the many 
industries concerned with the promotion of the 
plan. The National Garment Retailers’ Associa- 
tion not only gave its support, but is continuing 
the theme of summer styles for summer wear 
with greater vigor this year. 

So we can look forward to the three months of 
April, May and June for another logical season 
that must be planned for weeks in advance. We 
firmly believe that selling has got to be thought 
out on the season plan, four to the year, even 
though the habit is of buying as you sell in con- 
stant and continuous orders. 

The most practical, ideal situation possible is a 
seasonal plan of buying and selling, but if the 
methods of merchandising necessitate a constant 
and continuous process of buying with four, five 
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and six weeks’ shipments, then that is a situation 
that exists in the hard game of business. Facts 
are facts and must be faced even though it is ac- 
tually true that the customer things in terms of 
well defined seasons, spring, summer, fall and 
winter. The best merchant tries to stay ahead of 
his stock requirements at least a full sixty days, 
but would like to be forearmed for a three-months’ 
selling period. 

The theme today is to plan ahead and to plan 
further ahead, because every idea that helps to 
sell an extra pair is worthy of a fair trial, con- 
tinued sale and a re-order. 





Leathers in the Shoe Store 


HETHER it is true or not, according to a 

prominent leather man that most clerks 
can’t tell the difference between calf and kid in 
the finished shoe, it is efficiency in shoe merchan- 
dising to bring into use many supplementary helps 
to the sale of shoes. The best of them all is the 
display of the original leathers from which the 
shoes are made. There is a logical desire on the 
part of the public to know something about the 
material that makes up over 90 per cent of the 
shoe. The education of the consumer has been 
going on in all lines of trade through graphic pres- 
entations of the raw material and its relation to 
the finished product. There is to be noted from 
time to time in the window exhibits of stores of 
an up-to-date order such displays as picture the 
progress of a garment from the raw wool to the 
salable article, or of a dissected shoe, part for 
part, as it shapes up into the finished product. 


One of the practical methods of using leather 
in an educational way is to have a set of skins on 
display so that the customer if he or she desires 
can have an opportunity of not only looking at it 
carefully, but getting the feel of the material and 
some idea of its superiority as a shoe material. 
Then the leather in its original form can be given 
a most prominent position in the shoe window. 

If he wishes to get maximum attractiveness in 
his displays he should use leathers as an accessory 
to the staging of the shoes. Leather when used 
harmoniously, as an aid to window trimming, 
leads a better touch to the window’s attractive- 
ness than any other possible display medium. The 
background and floor of the show window are 
usually covered by wood or cloth of a neutral tone 
so as not to detract from the display of shoes. If 
leather skins are placed thereon and the shoes 
arranged in units there is an attractive setting 
given to the display that increases its publicity 
value, but not at the expense of the shoes them- 
selves. 
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Perfect Feet and Figure Contest 


At a contest held at Coral Ga- 
bles, Fla., a perfect foot and 
ankle contest was judged. [7 
The tenth girl won. Cather- | 
ine Jones of Atlanta wins 
a place in the Follies— 
she is sweet sixteen and | 
her twinkling toes won. 5 
For health week in Pas- 
saic, N. J., Peggy 
Pauline Herzig won 
‘the Cinderella con- 
test with the shoes 
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Washington’s center-piece mirrored and 

flooded with light—it will be out of the pic- 

ture until next December — thanks to a 

method of government that gives business a 

rest from the perpetual milling of laws, 
laws, laws. 


Four new congressmen from Massachusetts 
with our leather leader, Harry I. Thayer, 
second on the left. 


The Scotchmen were able to hit a golf ball 
further than Samson Boss and Standing 
Dow, Indian chiefs, could wing an arrow. 
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Lots of Ways to Make a Profit in the 
Ohio Valley 


Merchants Who Attended Convention in Cincinnati Found 
Program Full of Practical Ideas 


by the score for the benefit of those attending 

the annual convention of the Ohio Valley Retail 
Shoe Dealers’ Association, held last week at the Hotel 
Sinton in Cincinnati. 

How to combat the growing menace of the house-to- 
house method of distribution, what and when to buy 
and how to merchandise in order to avoid many of the 
commoner errors—these were some of the subjects 
dealt with by experts who had been gathered together 
by the committee in charge of convention arrange- 
ments and program. 


( . UIDE posts on the roads to success were erected 


Accurate Style Forecast 


The convention proper followed a number of com- 
mittee meetings, the function of one of which was to 
have prepared for the delegates an accurate style fore- 
cast covering the selling months of April, May and 
June. Representative lines were spread in all of the 
principal hotels of the city so that buyers might check 
the style report against merchandise on sale and make 
his selections accordingly. 

Sessions were begun Monday morning, the first 
meeting being called to order by H. C. McLaughlin, 
who outlined association history and then turned the 
meeting over to the president, Paul Crawford of Lima, 
O. After reviewing the association work of the year, 
Mr. Crawford plunged into a well-thought-out discus- 
sion of economics as they apply to the shoe industry. 


Gradual Return to Prosperity 


He predicted a gradual increase in volume for 1925 
and pointed out the various factors which justify the 
feeling of optimism now abroad in the land. He urged 
the importance of a more careful check on production 
so that it will not outrun consumption to any great 
extent; discussed the necessity for reasonable style 
stabilization; and warned the delegates against buying 
too promiscuously “from unknown or so-called fly-by- 
night concerns in our over eager desire to get some- 
thing different. 

“Men,” he concluded, “do not jeopardize the 
confidence which your manufacturers and 
their representatives have placed in you as 
well as jeopardize your net profit by too 
hastily and many times unnecessarily mixing 
up your lines of merchandise. These practices 
on the part of so-called shrewd buyers have 
been the fundamental causes of the ruination 
of many well founded and well established 
retail shoe businesses. 

“Analyze your- business. Determine what class of 
trade you wish to serve. Briefly. there are just two 


classes or divisions of retail merchandising today. The 
one is PRICE—the other SERVICE. Modern merchan- 
dising is a battle between price and service. The chain 
and special stores are fighting under the banner of 
price. They offer the minimum in personal service, 
conveniences and accommodations, but put their whole 
power irto providing the most quantity for the lowest 
price; or, as in the specialty shoe shops, the best qual- 
ity obtainable at some given low price. 


The Importance of Service 


“The independent retail and department stores are 
operating under the banner of Service. They render 
personal service, offer the widest possible choice of 
brands and qualities of merchandise, delivery service, 
credit accommodation, rest rooms, free concerts, 
radio programs and dozens of other evidences of con- 
sideration in appreciation of their customers’ patron- 
age. In this classification you will find the typical 
American shoe store of quality offering a fitting serv- 
ice in having all of the sizes and widths from AAAA 
to perhaps EE, at a price that most any purse can pay, 
in marked contrast to chain and specialty shops. 


How to Departmentize 


“Analyze your inner store—subdivide into depart- 
ments and resubdivide these departments into brands 
or lines of merchandise, and learn what lines and de- 
partments have been profitable over a given period of 
time. Eliminate your unprofitable lines. Immediately 
make plans to dispose of your parasites. This will re- 
duce your investment, automatically increase your 
turnover, and incidentally result in larger net profit 
at the end of the year. 


How to Systematize 


“Systematize your business. The key to the success 
of most chain and specialty stores has been using ac- 
cumulated statistics and analyzing them to the far- 
thest degree, thereby eliminating the guesswork in 
retailing. 

“Budget your buying. The United States government, 
the states, some municipalities, all successful business 
institutions recognize the stupendous saving and econ- 
omy enjoyed in budgeting their expenditures and in- 
vestments. Then why do you take that unreasonable 
and unnecessary chance in the expenditure and allot- 
ment of the money which belongs to your business? Is 
there any wonder that we have such a large percent- 
age of failures in the retail shoe business? 


Ask a Fair Profit 


“Assuming that you have complete control of over- 
head, or the fixed expenses in the conduct of your busi- 
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ness, there is no greater evil in the retail shoe busi- 
ness today than the absence of sufficient backbone to 
ask the necessary mark-up or gross profit to safely 
carry your business over the dead-line of loss and into 
the field of net profit. 

“Budget your buying on an anticipation basis from 
60 to 90 days. Buy from figures on your own business, 
rather than on imaginary needs. Enthuse your selling 
organization and interest them in selling the “last 
ten pairs” at a profit rather than at loss. The remnant 
lots of each style number asleep on the top shelves are 
the insect which eats the net out of your profit. 

“Discontinue the entirely too frequent oc- 
currence of cut-price sales. There is no rea- 
son, under the present conditions, of having 
a sale in the average well managed shoe store 
more than once a year. Sales automatically 
absorb net profits, and are an open confession 
to the public that you have lost faith in the 
style and ready salability of your own mer- 
chandise. Hence, the small response from the 
purchasing public. 
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“Give your customers quality merchandise—new 
styles—good service—and ask them a fair profit over 
and above the invoice price of your merchandise, plus 
the cost of putting the shoes on your customers’ feet— 
commonly called overhead—and 1925 will be a satis- 
factory net-profit year. Adopt and apply our good 
friend E. B. Terhune’s slogan—‘“Profitize Your Busi- 
ness for 1925.” 


How to Fight the Bell-Ringer 


Brief addresses also were made by President John 
J. Baird of the N. S. R. A. and by Seaton Alexander, 
past president, but the keynote of the day’s session 
was the address made by William Nelson Taft, editor 
of the Retail Public Ledger of Philadelphia, who told 
of ways and means of combating the house-to-house 
canvassers. 

“Their method of work is legitimate and there is 
not a piece of legislation that can force them out of 
business,” Mr. Taft declared. “Our only recourse is to 
educate the public regarding the quality of the goods 
carried in our stores, and in this manner successfully 


Style Report Framed for Members of the Ohio Valley 
Retail Shoe Dealers’ Association 


WOMEN’S STYLES 
LASTS: 
Medium toes—with a decided tendency 
toward narrower foreparts, in the higher 
grades only. 


MATERIALS: 
1. Patent leather. 
2. Tan calfskin. 
3. Satins. 
(a) black. 
(b) colored satins. 


PATTERNS: 

Dainty one-strap patterns. 

Pumps, step-in and gore effects. 

Sandals, with low heels, one strap and 
cut-outs. 

Welt oxfords in tan Russia calfskin, white, 
and elkskin in two-tone effects, with 
crepe and leather soles for sport and 
general wear. 


HEELS: 
Block heels, 8/8 to 13/8, breasted or full 
Louis 13/8 to 17/8, tending to straight 
backs. 


4. Combinations. 

5. White kid, and 
in the less ex- 
pensive grades, 
white fabrics. 


MEN’S STYLES 
LASTS: 
Brogue. 
Wider French. 
New full brogue. 
Conservative. 
Custom styles. 


HEELS: 
7/8 and 8/8 in keeping with lasts. 


MATERIALS: 
Light calfskins, with a few boarded calf- 
skins. 
Black, tan and brown kid. 
Patent leather. 


CHILDREN’S STYLES 
LASTS: 
In smaller sizes, full toe orthopedic lasts 
with some arch. In the growing girls, 
medium full last, and 9/8 heel. 


PATTERNS: 
Gore pump effects, plain toe oxfords, 
Southern ties, and one-straps in turns 
or light welts. 


MATERIALS: 
Light shades of tan calf. 
Patent leather. 
Elkskins. 
White calf or kid. 
SOLES: 
Crepe soles for sport and play shoes. 
Flexible soles for little men, infants, and 
children’s. 
HEELS: 
In the growing girls 8/8 and 9/8 with the 
10/8 gaining in favor. 


CINCINNATI CONVENTION STYLE 
COMMITTEE 

Women’s—H. C. McLaughlin, W. E. Newbold, 
Ed. Koob, Harry Vollrath, E. C. (Ted.) Orr, Geo. 
Dohrman. 

Men’s—Benton H. Orr, J. M. Smith; Walter E. 
Giesting, Charles Voller. 

Children’s—Harry Gordon, Harrison Kendall, 
J. A. Lamphier. 
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educate and not legislate the itinerant door bell-ringer 
out of our communities.” 

“The store has the confidence of the public; the pub- 
lic knows it is there; that the store will stay with 
them,” he continued. “However, I am sorry to say 
that the store is throwing away the confidence of the 
public through its innumerable advertisements de- 
tailing to the public the ‘gigantic, titanic, momentous, 
clean-up sale.’ 


Can’t Be Fooled All the Time 


“The public can be fooled at times, but not all the 
time. It some day will realize that the store which ad- 
vertises with such a weekly sales splurge is not fairly 
portraying to it the value of the goods which it has 
on its counters. How can any establishment win the 
confidence of the public through the advertising of 
such ‘gigantic’ sales. The public sooner or later, will 
pierce the haze and reach the rock bottom of facts.” 


Mr. Taft turned to praise the advertising law in 
the state of Ohio and better business bureaus in the 
state which watch closely for misrepresentation of 
matter in advertising. He said that Ohio was to be 
congratulated for the stand it has taken in the matter. 


Use Intelligent Advertising 


“Advertise intelligently, don’t fool yourself—that is 
what you do when you try to fool the public,” he con- 
tinued. “You have lost the public confidence through 
methods that have savored of sacrifice sales under 
various labels. Don’t cry for aid on the plea, ‘Buy at 
home because we pay taxes.’ This is all the ‘bunk.’ Sell 
your stores to the public—make them welcome places 
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Merchant Outwits Peddlers 


“This particular merchant,” Mr. Taft said, “found 
the canvassers exceptionally busy in his territory. He 
had merchandise of better quality and lower price, and 
his competitors were selling the same merchandise at 
a higher price. He tried attractive window displays, 
used columns in newspapers advertising his goods. It 
all went for nothing, the canvassers made bigger sales 
and the hardware merchant lost in the amount of sales. 

“Then instead of reducing the price on his merchan- 
dise he raised the price of his brushes to odd prices— 
that is to prices of ‘59 cents, 83 cents and 113 cents.’ 
The public flocked to his store and within a week he 
had beaten the canvassers at their own game and 
driven them from his territory.” 


Committees Appointed 


The following committees were named by President 
Crawford: 

Nominating Committee—Seaton Alexander, 
Bunn, C. B. Klingensmith. 

Auditing Committee—Ed Hagemann, F. M. Hut- 
chinson. 

Resolutions Committee—Austin Herman, R: B. Nay, 
Chas. Seidenfeld. 

Additions to nominating committee appointed from 
the floor: R. B. Nay, J. J. Henry, J. Sloan. 


Geo. 


J. Sherwood Smith on Styles 


The second day’s session opened with the reading of 
a business forecast for 1925, telegraphed to the con- 
vention by James P. Orr, past president of the N. S. 
R. A., and now enjoying a vacation in Florida. Then 
followed an address 
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this is serious—and 
should tell them to 
deal at the store 
rather than with the 
canvassers. Tell the 
facts and don’t rely 
on their sympathy. 
Hammer home the 
points you have.” 
Mr. Taft dwelt at 
length upon the psy- 





























stressed co-operation 
with state and local 
associations, legisla- 
tive work in connec- 
tion with the gov- 
ernment’s proposed 
levy on shoe stores, 
the bringing to- 
gether of retail shoe 
merchants and man- 
ufacturers’ repre- 
sentatives, the work 
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terriory. 


The answer to the Recorder’s cross word puzzle published in the 
of February 28 


J. Sherwood Smith 
of Harper’s Bazaar. 
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Too Many Poor Styles 


“Women are taking more interest in style as regards 
certain shoes for certain costumes,” he said. “Style has 
not only come to stay but in its present ramified form 
is going to be very difficult for us to study, which will 
be necessary if manufacturer and retailer are to suc- 
ceed. It is not the number of styles for sales which 
make for the ruination of business but the number of 
bad styles which do not sell.” 


He urged the merchants to study garment tenden- 
cies and said that the best style authority for the 
individual merchant to follow is his own best customer 
—‘“the woman who takes a vital interest in her ap- 
pearance, visits the watering places, resorts, the big 
cities and has a good idea of what is stylish.” 


Too Much “Sale” Advertising 


The feature address of the last day’s session was 
that of Ralph H. Jones, a Cincinnati advertising man, 
who spoke on “Institutional versus Sale Advertising.” 
“By sales advertising,” he said, “we mean that com- 
monly used by the so-called ‘borax’ stores, and they 
put price, special sale, in the big black print, and place 
that above everything else. 

“Institutional advertising is the kind of advertising 
that talks about the store itself as an institution and 
promotes the institution behind the merchandise, and 
in a good many cases, and to a great number of peo- 
ple, the institution is of more interest to the prospec- 
tive purchaser than is the merchandise itself. 


Make Advertising Interesting 


“I do not mean to infer that you should not adver- 
tise merchandise, but we have found that the adver- 
tising of the institution is usually quite interesting 
to buyers of merchandise, so we have tried to define 
the difference between advertising the institution and 
its sales. I know of several wonderful stores that have 
wonderful policies, service, etc., that are sale adver- 
tisers, and the public is inclined to think that that 
store is a sale store, and not an institution. The public 
as a rule does not know a thing about values. We all 
know that a very large part of the public responds to 
this sort of sale advertising. There are several definite 
reasons for that. Among them is the higher standard 
of living. The market is constantly changing, because 
a sale store is the goal of a group of buyers, which is 
getting smaller and smaller, and this changes from 
time to time. We advocate advertising the institution 
of the product. The customer who comes back to your 
store, year after year, is the one who is buying the 
institution, and not your merchandise. We realize 
that most everyone thinks that his feet are exceptional 
and different from the rést, but they are not, it is 
just their vanity, which makes them want to believe it. 
You may hear someone say that he is hard to fit, but 
this is just his vanity talking. 


How to Get Reader Interest 


“We want to make people proud to say that they 
bought their merchandise at a certain store, and this 
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can only be done by institutional advertising. Most men 
are just like women when it comes to telling where 
they buy their clothes, and other necessities and lux- 
uries. A good many business houses exist, and for no 
other reason than that they have stability. You would 
be surprised to learn of how many things in your in- 
stitution are of interest to the public. An important 
thing is to have the clerks represent the spirit of the 
institution. A great deal depends on how you use the 
space allotted for your advertisement. How to attain 
the interest of the reader is the first requirement.” 


Seidenfeld Made President 


Other addresses of the morning were those by J. H. 
Hunter, of the Mabley and Carew Company, on “Mod- 
ern Method of Inventory”; and by Lynn Revenaugh, of 
the Cincinnati Retail Merchants’ Association on the 
“Value of the Ohio State Council.” 

Charles Seidenfeld, of Murray City, O., was elected 
president; P. J. Myer, of Dayton, first vice-president; 
J. J. Henry, of Huntington, W. Va., second vice-presi- 
dent; Harry Zavitz, of Columbus, third vice-president ; 
and, directors, E. C. Orr, of Cincinnati; Arthur La- 
Rose, of Cleveland; H. S. Smart, of Marion, and John 
Rosino, of Sandusky. G. L. Avery was re-elected as 
field secretary, and Lewis M. Wright, of Springfield, 
O., as treasurer. 





Concentrated on One Line 


Aurora, Ill.—F. L. Oberwise, of this city, owner of 
two shoe stores, one of which is in this city and the 
other at Elgin, Ill., has made a success in retail shoe 
merchandising by sticking closely to the rule of con- 
eentrating on one general line of shoes. 

He has carried out concentration to an extreme and 
thought the subject through completely before decid- 
ing on the policy he intended to apply in operating his 
shoe store. Mr. Oberwise’s ideas on sticking to one 
general line of shoes for men, women and children, in 
part, follow: 


“Eight years as building and loan secretary in han- 
dling of finance was a wonderful help to me in my shoe 
venture. Changing to retailing shoes, where I had only 
three years’ experience as a salesman, was a problem, 
as the ownership brought in details which could only 
be worked out by plenty of thought and use of gray 
matter. 

“T had already learned in making loans that the 
individual was always a better risk who had to meet 
as few monthly payments as possible. Setting out to 
find a house that could supply a general line, with the 
idea in view to confine buying to as few houses pos- 
sible, I decided on the Brown Shoe Company of St. 
Louis. 

“I have three to five young men selling during the 
week and on Saturdays I double the number. I think 
my success in concentrated buying is proven by the 
fact that I opened recently a second store at Elgin, 
Ill., which will be conducted on the same basic prin- 
ciples.” 
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High Styles in Women’s Shoes Warrant 
Generous Mark-Up to Cover Risks 


Charles P. Vogel, Milwaukee Leather Man, Also Declares Higher Prices 
for Shoes Are Justified 


Milwaukee Shoe Retailers’ Association, Charles 

P. Vogel, of Pfister & Vogel, leather merchants, 
stated higher shoe prices were justified and supple- 
mented his claim by amplifying on the leather situa- 
tion. He drifted into other channels of great interest 
to the retail shoe merchant, dwelling freely on sound 
ideas in marking up. For example, he stressed the 
point that high style patterns should be generously 
marked up in consideration of the risk they involve in 
being stocked. 

Shoe merchants must take immediate and deter- 
mined steps to combat the “bell ringer” selling foot- 
wear, if they are to successfully compete with this 
new merchandising system which has enjoyed tre- 
mendous growth within the past six months. Such is 
the contention advanced by A. C. Klein, publicist, 
one of the speakers, in a talk on “The House-to-House 
Canvasser.” 

Only .by emphasizing the advantages of buying 
shoes in a store can the merchant cope with this com- 
petition, which Mr. Klein called “strictly legitimate.” 
Canvassers are selling good values, and giving the 
public what it wants; they have the advantage of a 
personal aggressive contact with the consumer; they 
have no taxes to pay nor salesmen to employ and no 
overhead, all of which, according to Mr. Klein, classi- 
fies them as dangerous competition. 

The merchant’s best argument is that the bell- 
ringer is not reliable in that he is here today and gone 
tomorrow; that he cannot give a proper fit since he is 
only an order taker, and 


\ S one of the speakers at a recent meeting of the 


rangements committee, and A. B. Caspari, president 
of the association, introduced the toastmaster and 
speakers after his address of welcome. 


Raw Materials Cost More 


Mr. Vogel said in part: “I have been asked to give 
you my idea as to whether or not an increase in prices 
of shoes is to be expected and is justified. I answer, 
most decidedly, yes, even when confining myself solely 
to the standpoint of the manufacturer of leather. 

“We all know that we have had an over production 
of leather and shoes in the United States since the 
war, at least, it has amounted to an over production 
as long as a great part of our exports have been cut 
off, and we have not had any reduction in manufac- 
turing to counteract the reduction in exportation until 
1924, when we produced 38,000,000 less pairs of shoes, 
or 11 per cent, and the production of shoe leather in 
1924 over 1923 was 6.4 per cent less. 

“We have not only had this reduction in the pro- 
duction of leather, but the stocks of finished leather 
are also down 14 per cent over the stocks on hand the 
first of January, 1924. 

“There is less leather around, and due to the low 
prices reigning in the American Raw Material Mar- 
ket, which attracted foreign tanners to purchase here, 
our increase in exports of raw materials increased 
194 per cent, and our imports decreased 33 per cent, 
so that today we have 244,000,000 less pounds of raw 
material available for the production of leather. This 
has brought us an increase in raw material prices, but 

even with these increases in 





finally that he can give no 
service, the speaker said. 
Sam Davis, field secretary 
of the National Shoe Re- 
tailers’ Association, and a 
popular favorite in Mil- 
waukee and Wisconsin, was 
on hand to deliver some of 
his business epigrams. 
Chauncy Yockey, grand 
exalted ruler of the Mil- 
waukee Lodge of Elks, was 
toastmaster. Senator Oscar 
Morris, who won the fight 
in the Wisconsin Legisla- 
ture against the Holly truth- 
in-leather bill, was present 
and spoke briefly on the tax 
legislation now before the 
State Assembly and Senate. 
Clarence Bertler was 


them. 





Merchandising Points 
Stressed 


By MR. VOGEL 


{Exports of raw materials increased 194 per 
cent, bringing about an increase here. 


{Retail shoe merchants need higher average 
per cent of gross profit than 33 1-3 per cent. 


{Mark up on shoes should average 50 per cent. 


{Mark up on base of what it is possible to get 
for pattern—not on cost value. 


§High style patterns should be marked up 
sufficiently to take care of risk in stocking 


§|Consider buying from fewer houses. 


raw material prices, we find 
when comparing hide prices 
to 1913, which as you will 
recollect was before the out- 
break of the European War, 
and can be considered a nor- 
mal year, that they are to- 
day 12 per cent below 1913, 
and that raw _ calfskin 
prices, which have had a con- 
siderable boom are 30 per 
cent above 1913 prices, while 
practically all other basic 
commodities have had in- 
creases since 1913, ranging 
from 1.07 per cent for the 
lowly copper to 222 per cent 
for wool. 

“Perhaps one of the first 
principles of business, if one 
is desirous of making a lit- 
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tle money, is that the selling price must more than 
cover the purchase price, plus the expense of doing 
business. This hardly seems to be the case with retail 
stores when taken as a whole all over the country, at 
least one would not judge that from looking at the 
last report of the figures of the ‘Expense of Retail 
Stores’ as compiled by the Harvard Bureau of Business 
Research, appearing in the February 21 issue of 
the Boot and Shoe Recorder. These figures were taken 
from 499 reporting stores practically all over the 
United States, and should be a fair criterion. 

“They show that the retail shoe merchant needs a 
higher average per cent of gross profit than 331/38 
per cent. The gross profit of 33 per cent on the selling 
cost is equivalent to a 50 per cent mark up on the pur- 
chase price. How many of you today are getting an 
average 50 per cent mark up? 


Favors High Mark Up 


“In advocating a greater mark up for your shoes, 
I wish to add that great discretion and judgment must 
be used as to which lines should have this mark up, 
for too rapid price advance will stifle trade and be 
harmful to retail merchant, shoe manufacturer, and 
tanner alike. 

“This mark up on your shoes does not have to be 
50 per cent on every pair, but ought to be an average 
mark up of 50 per cent or better, for the work you do 
and the risks you undertake you are entitled to more 
profit than the man who sits home and clips 5, 6 or 7 
per cent coupons. How are you going to go about 
getting that. added profit? It seems to an outsider 
that shoes should be priced, not necessarily on their 
cost value, but on what it is possible to obtain for that 
certain type of shoe. Mark such a price on your fancy 
shoes that it will take care of the risk and the burden 
which fancy shoes bring with them and do not burden 
the staple lines with such a selling price, part of the 
profit of which will be used to defray the expense of 
carrying your fancy lines. If the latter case should be 
necessary, the fancy line is not a benefit, but a detri- 
ment to you. Make the person who wants the very 
latest and the fancy shoes pay the price for those 
fancy shoes, but you can hardly expect the person who 
wants a plain good shoe not to feel hurt if they have 
to pay the price that enables a sister shoe wearer to 
get fancy shoes at the expense of the woman who is 
satisfied with the stapler lines. 

“If you attempt to mark up your shoes too rapidly 
and mark up the staples with the fancy shoes you 
certainly will cause a buyers’ strike. 


Variations in Marking Up 


“There was an interesting illustration how this plan 
can be carried to a logical and successful conclusion 
in the Boot and Shoe Recorder of February 28. There 
were four styles of shoes all bought at $7.00. The 
one style was sold for $13.00 or an 85 5/7 per cent 
mark up; one pair of $12.50 or 784/7 per 
cent mark up; one pair for $11.00 or a 571/7 per 
cent mark up, and the last pair for $9.85 or a 405/7 
per cent mark up. All four styles were sold at an av- 
erage mark up 65 4/7 per cent. This mark up of 65 
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per cent is equivalent to a gross profit of 39 per cent, 
then with an average expense of about 27 per cent de- 
ducted would leave you with 12 per cent profit. 

“It seems to one who is an outsider in your business, 
but who has given your business quite some thought 
because your success and growth reflects in his own 
business, that the dangers of rapid style fluctuations 
must be at least partly eliminated. 

“We could discuss styles and patterns for a whole 
evening by themselves, but we shall pass them over by 
merely saying that this danger can be minimized by 
a careful study of the style trend, always bearing in 
mind the demands and wishes of one’s own customers. 
It is true and safe to say that woman does not know 
what she is going to wear and will buy what is called 
correct or stylish for that period. 

“The passing on of style dictates can only be carried 
out by well-organized effort, and herein lies the benefit 
and strength of an organization such as you have here 
tonight, co-operating with a national body, so that ad- 
vance information may be conveyed to you in time to 
have you formulate your plans, then, however, if styles 
are advocated, which you know to be utterly unsuitable 
for your class of trade, do not follow these dictates 
blindly merely to be able to say that you have the very 
latest merchandise on hand, but buy for what your 
class of trade will require. 

“You can only get this information if handed down 
to you through organized reliable channels on which 
you know you can rely, and not be led astray by the 
conflicting reports which you get from the men who 
call on you. 

“Last, but not least, let us consider the buying of 
shoes from less houses, giving the houses which you 
do buy from more of your business so that your ac- 
count with them is of such size that they feel the in- 
terest and need of standing back of you. 

“If you are planning to buy the fancy type of shoes 
have the courage to ask the price, which merchandising 
shoes of that type entitles you to demand. 

“The thought I would like to leave with you is intro- 
spective. Instead of throwing off the situation of in- 
creased prices, with which you are faced, by saying, 
‘I won’t and cannot buy until prices come down,’ en- 
deavor during 1925 to widen the gap between the ex- 
pense of doing business and the selling price by push- 
ing in two directions; first, to get the mark up to 
which your line of merchandise is entitled, after being 
positive that you have figured into the cost of doing 
business all the items that actually go into it; and, 
secondly, see what you can do to decrease the cost of 
doing business by buying the right kind of goods in 
the right quantity so that you can increase your turn- 
over on capital invested.” 





Louis A. Coolidge Leaves U.S. M. C. 


At a meeting of the directors of the United Shoe 
Machinery Corporation, held in Boston, March 11, 
the resignation of Louis A. Coolidge, for.fifteen years 
treasurer of the company, was accepted. His succes- 
sor is Halsey E. Abbey. 


-61 
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Maybe You Can’t Increase Your Pairage But 
You Can Raise Your Mark-Up 


The Solution to an Ever Present Problem as Seen by 
FRANK P. MEYER 
Vice-President of the N.S. R.A. 


tion of the honor bestowed upon me at the na- 

tional convention in January but my appreciation 
is none the less sincere. My seeming procrastination 
was due to diffidence. It has been quite a task to find 
proper phrases in which fully to express my deep sense 
of gratitude. 

It is my hope to be helpful to the association in 
raising the shoe business into a higher banking and 
merchandising plane; to convert the retailing of shoes 
to nearer an exact science in its merchandising; and 
to eliminate much of 
the gambling attri- 
butes that have at- 
tached to it during 
the last few seasons. 


[sen is rather late recognition of my apprecia- 


Can We Increase 
Our Pair Sales? 


All merchandising 
is much a matter of 
mathematics. There 
is a limit to the pos- 
sibilities of every 
business in every 
community. One 
community of a hun- 
dred thousand ordi- 
nary people will sell 
about as many pairs 
of shoes per annum 
as another commu- 
nity of oné hundred 
thousand ordinary 
people. The law of 
average applies to 
the individual as 
well as to the mass. 
{f the average con- 
sumption of shoes is 
three and one-half 
pairs per capita per 
annum it is not safe 
for the individual 
dealer to assume 
that he will sell more 
than that amount. If 
his business com- 
munity has a draw- 
ing radius of one 
hundred thousand 
people, it is safe to 
figure on not more 


“*If we can pull a little hereland there,”’ reasons Mr. Meyer, “‘I believe 
we can’add another quarter billion to our two billion dollar share. 
Write and tell me your opinion. You have my address.”’ 


than three hundred and fifty thousand pairs of shoes 
being sold in that community in any one year as long 
as the population remains at one hundred thousand 
and the annual consumption of shoes at three and one- 
half pairs per person. 


How To Estimate Your Sales 


Then the dealer must take into consideration the 
number and the force of the dealers in his selling 
radius. He can estimate to a fair nicety the number of 
pairs sold by each dealer by the number of clerks that 

the dealer employs. 
He must take into 
consideration the 
possibilities of the 
locations of the com- 
peting dealers as well 
as the possibilities 
of his own location. 

If a dealer’s loca- 
tion and other con- 
ditions warrant him 
figuring on the sale 
of thirty thousand 
pairs of shoes per 
annum, he is a slug- 
gard if he figures on 
doing less. If he 
figures on doing 
much more than that 
amount he is too 
much of a gambler 
for the average wise 
man to take much 
of a chance on. 


Ten Per Cent a Fair 
Rate of Increase 


Some of the best 
actuaries in the mer- 
chandising game 
have estimated that 
the only safe in- 
crease to figure on 
in normal times and 
conditions is ten per 
cent per annum. If 
thirty thousand pairs 
were sold in 1923, it 
is not safe to bet on 
the sales of more 
than _ thirty-three 
thousand pairs for 
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1924. Of course there is always the contingency of a 
competitor going out of business or of some other 
store being started. These things must all be taken 
into consideration in the planning of a season or a 
year’s business. All the successes that I have ever 
known have been made through careful planning and 
figuring. I cannot recollect a single one being made 
through luck or guess work. 

The reader of this will notice that I have talked in 
terms of pairs and have not mentioned volume from 
the dollar standpoint. Here is where I hope to say 
something that may be beneficial to the shoe business 
as a whole and to the dealer as an individual. The law 
of average seems to make it almost impossible to in- 
crease the volume of money taken in through the sale 
of shoes by increasing the pairage but I do not believe 
it is anything like an impossibility to try to increase 
the volume of the money. 


How To Get More Money 


This can be done by educating the people to buy 
better and higher priced shoes, And this in turn can 
be done by persistent personal effort and consistent 
advertising. If as an association we would all work 
along these lines we weuld or could increase the in- 
come of the retail shoe business from its two billion 
dollar mark to two billion and a quarter or even more. 
This could be done in two ways—by raising the grade 
of the shoes sold and by getting nearer the right profit 
for the shoes sold. 

If there is anyone who reads this and thinks he can 
show me that retail shoe men have been getting enough 
profit on the shoes they have sold anytime since the 
war I would like to have him enter into argument over 
the matter. I will wager any amount that is com- 
patible with my resources that they have been misled 
or are totally ignorant of the real conditions of the 
present shoe game. 


Too Little Net Profit 


When five hundred and sixty-five specially super- 
vised shoe stores, ranging in business done between 
$30,000 and $1,000,000 show a net profit on business 
done of only two per cent and an average stock turn 
of but little over two, giving a return on the money 
used of only four per cent per annum, there is some- 
thing radically wrong with the retailing of shoes. That 
is the record taken from Harvard Bureau of Research 
for the year 1924. 

And please remember that this past year has been 
the banner year out of three during which this Har- 
vard school has supervised these stores; 1923 gave the 
same stores but an even break and 1922 gave them a 
loss of about two per cent—one and nine-tenths to be 
exact. What of the stores that operated with the old 
haphazard system? 


Too Many Shoes In Stock 


Ask any traveling man who has made his territory 
for any good number of years. He will tell you, if you 
can get him to talk, that eighty-five out of every one 
hundred dealers in his territory would have to close 
their doors if called on to pay up in full today. He will 


BOOT AND SHOE RECORDER 53 


tell you that all of them claim and justly too, that they 
have too many shoes; that they have had less than a 
two time stock turn and that the odds and ends are 
eating them up. 

Same old story for the last twenty years that I have 
been in the game and “same old story,” old timers tell 
me, for the last fifty years. 


Here Comes the Answer 


What is the answer? Is it “faster stock turn”? We 
have read reams and reams of methods of faster stock 
turn. We have heard learned lecturers many times on 
the subject ever since men have spoken at the Shoe 
Retailers’ conventions. The same old average of about 
two times maintains. 

Elimination of the odds and ends evil. Is that the 
solution? I just hope to live long enough to meet the 
fellow who is smart enough to run a shoe store without 
collecting odds and ends. He never will be—that’s all. 


Buying oftener. Is that the panacea? Seems to me 
we are buying fairly often now, from every four to 
every six weeks. Shoe factories cannot turn out shoes 
in a shorter time and maintain anything like a decent 
standard of footwear. 

Buying oftener, which we once thought would solve 
the problem has doubled the expenses of the good fel- 
lows who call on us by making them call three times 
for the order that we formerly gave them in one trip 
and has left us with about as many odds and ends 
and dead ones as the old time method of buying twice 
a year. 

Bigger Profit Percentage Needed 


So what is the answer, really? I should put it “what 
is the solution”? 

I do not have to strain my nerve one particle to 
shout the answer—my answer—out loud into the very 
avenue of the public press. And the only solution of 
our problem, brother suffering shoemen, is a better 
percentage of profit. And it must be enough larger 
than the present percentage to take care of the shoes 
that don’t sell by making enough on the shoes that do 
sell to run the business and pay interest on the money 
invested. 

The entire income of the country last year is esti- 
mated at fifty-six billions. It can be likened to a huge 
blanket under which we are as a large family trying to 
keep comfortable. If we allow our other business bed- 
fellows to pull the covers off us it is our fault. If we 
can pull a little here and a little there, I believe we 
can add another quarter billion to our two billion 
share of the blanket for the coming year. 

Boys, let’s try! 

Write and tell me your opinion. You have my 
address. 





If for any reason whatever you find that you are 
going to fail to sell your customer, you should at once 
turn him or her over to the attention of another sales- 
man. This should be done in the smoothest possible 
manner so the customer cannot become offended.— 
G. Earle Hoffer, Mingle’s Shoe Store, Bellefonte, Pa. 
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Report of Production, Orders, and Stocks of Hosiery 
for January, 1925 


Washington, D. C., March 5, 1925. The Depart- 
ment of Commerce announces the following statistics 
of Hosiery: Production, Orders, and Stocks, accord- 
ing to returns received from 325 establishments, 
cs 404 mills, for the month of January, 
1925. 

Of this number 39 establishments reported no 


production during the month. The 325 establish- 
ments included in this statement produced approxi- 
mately 65.7 per cent of the total value of Hosiery 
reported at the census of manufactures, 1923. 

A comparative summary for 296 identical estab- 
lishments, representing 374 mills, for December, 
1924, and January, 1925, is also given. 





QUANTITY (DOZEN PAIRS) 





Men's 


Women's Boys’ and | Children’s | Athletic 





Kind Total | Pull 
(All classes)| Fashioned 


Seamless 


Full Misses’ |andInfants’ 
Fashioned | Seamless | (All styles) | (All styles) 


and Sport 
(All styles) 





Product minufactured during 
the month: 


All cotton, including mer- 
ized . 





Ay pee FF 
(woolen and 
7,734 
Pure thread silk (including 
those with lisle or cotton 
tops, heels, and toes). .. 
Cut silk (glove silk) 
Artificial silk (including 
those with lisle or cotton 
tops, heels, and ee 
Merino. . Yass aa 
Silk mixtures: 
Silk and wool 
Silk and other fibers, 
(cotton, mercerized, 


1,153,482 


51,720 
810 ee 


494,935 (1) 
160,560 (1) 
45,454 (1) 


299,407 
99,063 


193,457 
128,425 


14,038 


98,629 
39,341 


12,717 
3,753 


514,935 304,368 


19,724 


402,191 


(1) 2,732 8,692 


660,110 


9,740 
810 oa 


214,051 1,107 


243,272 (1) 


20,401 (1) 
16,247 (1) 


11,734 
8,525 


8,946 
2,987 


187,989 (1) 
14,891 6,055 





4,522,870 


1,681,000 


1,101,774 530,789 24,230 








Orders and stocks: 

Shipments during the 
month. . 

Finished product o1 on hand, 

end of month. . 

Orders booked during the 
month. . 

Cancellations received dur- 
i nth. 236,769 

U ieaibasens hand, end 
of month . é‘ 





4,206,526 51,297 


7,720,230 69,478 
60,920 
832 


98,093 


5,165,351 





8,812,641 








1,430,445 
3,106,723 
1,926,911 

82,722 
3,137,922 


523,540 475,546 
961,513 


498,271 


650,419 | 1,043,539 
1,875,106 
1,315,682 

76,744 


1,850,392 


724,758 897,649 
543,046 
19,911 


1,067,640 


777,438 
6,747 
1,006,831 


49,122 














1,576,963 














ay Included in “All other’’ to avoid possible disclosure of individual operations. 


What Do You Know About Leathers? 
(Continued from page 40) 

Heavy native steers are heavy, unbranded steer 
hides, weighing 60 pounds and up. They are graded 
No. 1 and No. 2. 

Light native steers are unbranded steer hides weigh- 
ing from 50 to 60 pounds. They are graded as No. 1 
and No. 2. 

Extreme light native steers are unbranded steer 
hides weighing from 25 to 50 pounds. They are graded 
as No. 1 and No. 2. 

Texas steers are small, close-pattern, plump, branded 
steer hides. Originally they were from cattle coming 
from the ranges of Texas and vicinity, but now are 
sold as such regardless of place or origin. At Fort 
Worth, however, all branded steed hides are classed 
as Texas steers. 

Colorado steers are western side-branded steer hides 
generally from range cattle, and usually are more 
spready and less plump than the Texas steer. They are 
so classed irrespective of their origin. 


Kipskins are heavy calfskins weighing from 15 to 
25 pounds. They are graded as No. 1 and No. 2. (Over- 
weight kipskins are heavy calfskins weighing from 25 
to 35 pounds.) 





J. Ralph Baker with Whitman& Keith Co. 


Brockton, March 10—J. Ralph Baker, recently of 
Baker-Field Co., has joined the Whitman & Keith Co. 


organization. He will call on his regular trade. Mr. 
Baker has for years been identified with Brockton 
district shoes, during which time he has been one of 
the leading shoe salesmen of the country. 

In addition to their regular line of well-known, high- 
grade men’s shoes, Whitman & Keith Co., will also 
make the high-grade line of boys’ shoes that has been 
featured by Mr. Baker and this line will continue to 
be detailed under Mr. Baker’s supervision. 

Mr. Baker numbers among his customers many of 
the largest and best stores in the East and Middle 


‘West. 
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KAFFOR KID 


The Ideal Calf Leather 














One of 
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Grant Flexated Blucher Oxford, 
P Grant last, made of Black or + 
Brown Kaffor Kid $6.00 
Write or Wire Excelsior Shoe 


Co., Portsmouth, Ohio . 
ta ll <A 


DAPTABILITY of KAFFOR KID 


is among its strong features. It lends itself to the styling of 
modish shoes, giving the richness of background desired 
for’neat and appealing patterns. Having the lightness and 
softness characteristic of Kid, the sturdiness of Kaffor Kid 
makes it the ideal Calf leather for fine and finely made shoes. 
A good house must be back of a good line. Therefore, good 
shoemaking wins its reputation on merit. Leather is a 

rime factor: That is why Kaffor Kid is found in many good 
So. You can specify Kaffor Kid with utmost confidence, 
or ask your manufacturer to show you his numbers made 


of Kaffor Kid. 


— 





SWrite for booklet Write us for any 


*“*The Story of Leather’’ information desired 
Sent Gratis about leather 


= 
ee 


Tne Ohio Leather Company 
Girard ~ Ohio 


A CALF YEAR” 





Miami's fashion 


gathers. 


4 Pd centers where society fore- 
hi 




















BOOT AND SHOE REVUORDER 


Some retail shoe sales are like bub- 
bles blown from a pipe—very pretty 
as they appear, but lacking the es- 
sential elements of stability that 
builds a permanent and profitable 
business. 


This is one of a series of advertise- 

ments dealing with the problems of 

the shoe merchant today. Comments 
are welcome. 


When writing to advertisers please mention Boot anv Suox Recornper 
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A sale made on style alone lacks stability, because 
the next time your customer may be attracted by the 
particular style your competitor is showing. 


Capital invested in extreme styles or in shoes with 
only a style appeal represent, therefore, a double 
loss—lIst, the loss of a customer building perma- 
nence; 2nd, the loss through excessive mark-downs 
on this type of merchandise. 


J & K arch fitting shoes have good style always— 
they truly reflect the newest modes in dress and style 
culture, and they possess additional inherent fea- 
tures that make lasting friends of customers. 


If you own the exclusive J & K franchise that is 
available to some one merchant in every town, you 
then can offer your trade shoes that have distinct, 
individual selling features, 17 addition to smartest 
styles. 

Besides, women know about J & K Shoes, and this 
knowledge, together with the inherent features that 
Julian & Kokenge Shoes possess, gives your store 
individuality, trade building advantages and profit 
possibilities of a real, permanent character. 

Will you permit one of our representatives to dis- 
cuss with you further this subject of business stabil- 
ity? Write us. 


THE JULIAN @ KOKENGE CO. 


Makers of the famous ‘‘J & K"’ Arch Fitting Shoes for Women 
Cincinnati, Ohio 


/ 


When writing to advertisers please mention Boot anv Suor Recorper 





BOOT AND SHOE RECORDER March 14, 1925 


| She-Big Ydea 


at 4 
@ 
> 
x > 
© 
@ 
@ 
® 
& 

No business enterprise will flourish for an @ 
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extended period of time unless it is animated by ® 

> . . } 

® devotion to a Big Idea. 6 

® @ 

© The Big Idea actuating the Boot and Shoe © 
> : <2 
® Recorder is true service to this industry. 

© 

. Our ideal is—the best service in our power, 

2 rendered in thankful and humble appreciation 

© 

© of the opportunity that the 43 years of our 

® 
© 
© 
© We welcome the co-operation of all who are 


® 
© devoted to the cause of improved conditions in 


© aed — 
> this industry and dedicate ourselves to the service 


© of this cause. 
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Style leadership is in- 
evitably centered in 
Quality in Foot- 
wear, Brooklyn 
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the universally accepted 
origins and sources of this 


Style in Footwear, Brooklyn 
and Greater New York are 
perfection. 
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STANDARD HIGH GRADE 
BROOKLYN LEATHERS 
WORKMAN- and 

SHIP wy MATERIALS 


Styles that Set the Pace 
in Feminine Footwear Fashions 


and 


Prices that should Interest you 
in Brooklyn Grade Shoes 


THIS IS WHAT YOU GET WHEN YOU BUY 


“PRIMO SHOES” 


Is it any wonder everyone is asking the question:. 


“HOW DO THEY DO IT?”’ 


Wouldn’t you be interested in seeing PRIMO Shoes? 


‘‘Beautiful Shoes at Reasonable Prices’’ 


THE PRIMO SHOE MFG. CO., Inc. 


BROOKLYN, NEW YORK 


New York Sales Office : 
Chas. S. Heath Room 959 Marbridge Bidg. 
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IN STOCK No. 51-61. Tan Russia 


Calf, medium shade, 
perforated trim, with 
gold buckle over but- 
ton, 13/8 Cuban heel, 
very light welt. $7.50. 


A proven I. Miller success! A style as 
Sriking as it is beautiful revealing the new 


I. Miller side buckle effeé. 


Dominating double page spreads in “Vogue” No. o1-61. All Patent 
and “Harper's Bazaar” will carry the appeal Leather with dull 
of this popular slipper into the home of silver buckle, 13/8 
every fashion lover in your city. I. Miller Cuban heel, very 


shoe agencies in every city are featuring it. light welt. . . $7.50. 


mene AAA 5 10 8 
Take advantage of this big buying impulse! AA pe 9 


Buy from our In-Stock Department now! A 39 
Then--- watch the “Curvinne” sell! Bs 2to9 
Cc 2008 








I. MILLER &@ SONS 
on €o ow 8 © 08 8 4S 8 
Harris and Ely Avenues, Long Island City 


De DS., 2 Oe THe. Momo, I> €& 
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REASONS FOR THE 
OF BROOKLYN AND 


ERNEST C. WHEELER 
J. & T.-Cousins 


As time goes on, there is undoubtedly a better and better understanding on the part of 
all of us what true style in footwear is; and, equally important, what it is not. There would 
be less loss and more profit if merchant and manufacturer alike would depend less on 
“hunch” and more on information, the sort of information that comes from a serious study 
of this very important question. 4 

Brooklyn has maintained a leadership in the industry in the creation of stylish shoes 
because here close at hand is the style center for everything that woman wears. Information 
is readily available for those who will dig for it. Furthermore in such a style atmosphere 
there is a constant effort to express this style in a quality product. Authentic style, real style, 
expressed in high grade shoes are two pretty good reasons for Brooklyn’s style supremacy. 


J. ABOWITZ 
Lax & Abowitz 

Nowhere as in Brooklyn have shoe manufacturers made such efforts to keep up with the 
rapidly changing trend of styles which after all is the solid foundation of successful enterprise. 
Frequent trips to the leading style centers of Europe, the continuous efforts of our own 
designers in creating effects calculated to meet the frenzied demands of an insatiable novelty- 
seeking public, all combine to bring about this undisputed supremacy. 

Briefly summed up, giving the public what they want at the phsycological time, regard- 
less of the cost has earned our supremacy. 


28 @ 


M. TOBIAS 
Pincus & Tobias, Inc. 

I think the reason why New York shoe manufacturers are fashion leaders in footwear is 
a simple one. Probably ninety-five per cent of the higher-priced shoes for women are made 
in this city and vicinity. 

Style has always originated in the higher-priced and more exclusive merchandise. Shoe 
styles are authenticated in America when shown by certain exclusive shops and when 
worn by fashionable women here just as abroad. Nearly all these shoes are made in this 
vicinity. 
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JUSTUS J. LATTEMANN 
John J. Lattemann Shoe Mfg. Co. 


It has been a recognized fact for generations that footwear made in Brooklyn reflects 
individuality in both refinement and style that is exclusive, also characteristic of its higher 
development of a finished product typical of feminine taste. Schooled in art shoe-making 
craftsmanship, establishing a standard in the beginning, results in finished product that 
stands alone. 

Situated in a zone that is the melting pot of the world on style and creations of apparel 
of all kinds, Brooklyn has the advantage of immediate contact with all points of the globe in 
this particular position, and by the reason of this it has exercised a supremacy in shoe styles 
and first-hand exploitation of its production to the communities of this country where style 
and elegance enter. 
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STYLE SUPREMACY 
GREATER NEW YORK 


CHARLES S. HEATH 
Primo Shoe Manufacturing Co. 








We believe that the reasons for the supremacy of Brooklyn Shoe Styles are as follows: 
First: Brooklyn shoemakers have been trained for a period of a great many 
— to make good shoes; in fact, the best that could be found in the world’s 
market. 

Second: The executives in the Brooklyn factories have a pride in their produict, 
and are working to improve that product all the time, and hold the prestige 
that Brooklyn has enjoyed. 

Third: Brooklyn’s close alliance with the largest city in the world and whose 
merchants are working’ all the time to show the best in style; has naturally 
worked to the benefit of Brooklyn shoemakers. 

Lastly: The women themselves of this country, as well as abroad, have for a 
long period looked to Brooklyn for the best in style and quality, and this has 
made Brooklyn factories bend every effort to uphold their reputation. 


a2ee 


BARNETT LIPP 
Degen-Lipp, Inc. 


The leadership of Brooklyn in shoe styles started with the growth of New York City and 
keeps pace with its development as a center of population, wealth, and its recognition as the 
style capital of America. 

Because of the demand for style shoes by New York women, numerous factories sprang 
up here and the immigrant shoe makers, to whom we have turned for a certain type of shoe- 
making settled here, finding lucrative employment. The American shoe workers (excelling 
in machine work) found a better market for their labor ‘‘Down East’’ and throughout the 
West, whereas the hand lasters, sewers and finishers were absorbed here to make the grade 
of shoes demanded by Fifth Avenue. Each nationality contributed some elements or ideas 
from Europe and the unique quality of shoes turned out found recognition throughout the 
entire country. 

With the rise in real estate values and rentals on Manhattan Island the factories moved 
and new factories were organized in the most logical place, BROOKLYN. 

Brooklyn shoes, their materials carefully selected from the best the entire world had to 
offer, and their shoemaking carefully supervised, were and are acknowledged the finest shoes 
procurable. 

With reference to an ideal—BROOKLYN SHOES, we are going ahead not only retain- 
ing our supremacy, but making our position as shoe style leaders of America more secure. 


8aGa 


GEORGE B. ROSENFIELD 
Cornell Shoe Co. 


I believe that Brooklyn is and deserves to be the Style Leader in this country. 

New York is one of the oldest cities of the United States and the shoe industry in New 
York is among the oldest in the country. Every shoe manufacturer in this vicinity, who has 
been making a good grade shoe, has been in the business since childhood and has developed 
a taste for good workmanship and fine lines, and for a century or more, the cost of making 
shoes has not been considered here. Quality was always first and for this reason, the manu- 
facturers developed a sincere desire to make fine shoes only, and devoted their lifelong 
experiences and craftsmanship to quality and style, and made Brooklyn shoes made by 
these experienced manufacturers and expert workers, the finest shoes in the country. 
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For exactly a half century, the 
name of WM. HENNE & CO., 
Inc., has been inseparably linked 


with women’s footwear of bona 
fide quality. 


Grandfather and grandson alike 
have successfully retailed the 
product of this company to the 
well-dressed women of their gen- 
erations—an enviable span of 
service over such evolutionary 
extremes that only we in the 
shoe industry can truly appre- 
ciate. 


On March 15, we commemo- 
rate our Golden Anniversary, an 
event that also brings a deeper 
consciousness of the ideals of the 
founder anda heart-felt apprecia- 
tion of the loyalty and confi- 
dence of our customers, to whom 
we express our gratitude. 


We also extend our sincere 
thanks to those who have served 
us so well — our faithful em- 
ployees, leather dealers, and the 
manufacturers’ supply houses of 
the industry. 


WM. HENNE & CO., Inc. 


Makers of Physical Culture Welts and Stylish Turns 
BROOKLYN, N. Y. 





When writing to advertisers please 
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. Za The Hand of Fashion 
° 4 ay - o“ y Presents 
as Tue BLuEBELL 


4 The Inspiration of Wichert 
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; UR shoemaking is a matter of exercising a high degree 
' of skill in keeping the scale of quality consistent 
throughout. 


Wichert after a generation of fine shoemaking knows how 
to combine materials, lasts, patterns and shoemaking—each 
in correct proportions to make style. 


Simple elegance is the inspiration of the shoe “‘on 
the hand of fashion.” It is a Russia calf step-in 
with champagne panel insert—twin rosettes have 
leather knot centers—gore beneath. If you want 
smartness—order it now. 


WICHERT, Inc. 


Turns and Welts for Smart Feminine Wear 


--* _——— = ——— - « _-* 1c 
CoC at ata = oe em oe . 3c ———<—<———— = = 
1 _-s x a a ot a a a a a a a a a a a ah a aa 
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. ! 
New York Office, Marbridge Bldg. Atlantic and Schenectady Avenues ; 
yy 34th and 6th Avenues Brooklyn, New York : 
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ISC —@ 
THE “BLACKSTONE” VANITY 


In Stock Brooklyn’s only _tpecialits im Leather Bows and Rosettes 


















































Made over a new Special Opera Last 
(233). Modified French toe with 15/8 Spanish 
LXV heel. 














in 
Patent Leather . . . . $5.75 per pair 
Tan Calfskin . . . . . 5.75 per pair 
Black Satin . . . . . 5.75 per pair 


In lots of 36 pairs consisting of No. 2331 
_ AA; 12, A; 13, B; 6, > You can get these from your manufacturer in all 


combinations. 
BERT E. DRAKE & CO., Inc. 
235-253 Park Avenue 1261 Atlantic Avenue 


BROOKLYN, N. Y. Brooklyn - - N.Y. 
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) The Cinderella’ if 
‘Buckle 


Smart—Easily Adjusted—Practical 
are the three things which make the “Cinderella” a de- 
sirable addition to any buckle type of shoe. If you 
want a demonstration of these facts, ask for samples 
and try them out on some of your own shoes. 

Your customers will like them! 

SPECIFY “CINDERELLA” BUCKLES WHEREVER 
BUCKLES ARE REQUIRED 

‘ EASTERN TOOL & MFG. CO. 

129-147 Bloomfield Ave. - - BLOOMFIELD, N. J. 


a, 


nV, 


et ct ct 


wow, 


—S 


—- 


—— 


—_—T vv. 


‘ 
7 


When writing te advertisers please mention Boor anv Suor RecorvEer 








March 14, 1925 





BOOT AND SHOE RECORDER 





Contribution to Brooklyn 
for Supremacy 


is an earnest and continued effort to give our clientele not 
alone Brooklyn grade footwear, which stands unrivaled for 
its quality, but that rare accomplishment, master designing, 
coupled with craftsmanship, yielding supremacy to none. 

When we have satisfied ourselves that the new models we 
produce meet these requirements, then and only then are 
we ready to brand them typical ‘De Lipp” style! 
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PROVED 


by the merciless test of wear 


WITHIN a year and a half PARA- 
CORD SOLES have gone out into the 
world on hundreds of thousands 
of pairs of shoes. To be trod upon, 
kicked, scuffed, scraped and bent 
principally by feet that are none 
too gentle—workers’ feet, hikers’ 
feet, youthful rough-and-tumble 
feet, and the like. 


And not a sole has yet come 
back because of poor service! 


PARACORD SOLES embody every- 
thing a shoe sole should have. 


They are light. Durable. Flexible. 
Moisture-proof. 


PARACORD SOLES will not harden 
or crack during the life of the 
shoe. They will not burn the feet. 
And they’ll wear and wear and 
WEAR. On this we have testimony 
aplenty. 

Sell a customer a pair of shoes 
shod with PARACORD SOLES and 
he’ll prove the kind of cu$tomer 
you want—he’ll be -back for an- 
other pair. So. insist on PARA- 
CORD SOLES on the shoes you buy. 


We will be pleased to send you further information 


THE PARACORD COMPANY, INc., Johnson City, New York 
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Hard Toe 

Black Kid 
Women’s Misses’ Child’s 
$2.80 $2.70 $2.65 


608 Pink Satin 
Women’s Misses’ Child’s 
$3.40 $3.30 $3.25 


IN STOCK 








601 
Soft Toe 
Black Kid 
Women’s 


$1.45 


$1.30 
White Kid, 30c. extra 


BROOKS SHOE MFG. CO. 


6th and Montgomery Ave. 
PHILADELPHIA, PA. 








LATEST PARISIAN NOVELTY BUCKLE 
IN STOCK 
ZE 


ZYyZAX 

LEQ 

"Ste fy » aoe” 

A A \ *: 
. 


Specify Surpass Ornaments When Ordering Your Shoes 


SURPASS MFG. CO., 447 Myrtle Ave., Brooklyn, N. Y. 
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“Clifton’’. 
GEM DUCK 


Used with our wet process it produces 
a perfect innersole, as it is easily formed 
in and hugs the lip, providing s 

where strength is most needed. 


“‘CLIFTON ” COVERING 


CLOTHS 


“ Clifton” backing and plumping cloths are recom- 
mended for satisfactory results. 

In profitable shoemaking all “Clifton” specialties reg- 
ister high. 


CLIFTON MFG. CO. 


65 BROOKSIDE AVENUE, JAMAICA PLAIN 
BOSTON, MASS. 





GREELEY BOUDOI rs 


will enable you to obtain 

and satisfy the paying class 

of trade. I make them right 
to look right and 
wear right. Black 
and colors in stock, 
with rubber or 
leather heels. 


At Once Deliveries 


If your jobber can not supply you, write me 


A. W. GREELEY 
12 Duncan St. - - - Haverhill, Mass. x 











APPROVED BY 


venti LATiOons 
PATENTED 





Fine Calf Leathers 


Manufaeturers of 
Velvetta Calf— 


Tusean Calf— <o 


Russia Calf— ra) 
hee ee 











Strictly Fine Full-grain Calf Leather 


HUNT-RANKIN LEATHER CO. 
106 Beach St., Boston, Mass., U.S. A. 
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| Answers the comfort appeal 
of the tired foot 


HE SHOE with the Crawford Arch Sup- 

porting Shank not only relieves the tired 
foot but holds the foot in a position not 
readily susceptible to fatigue. 


The Crawford Shank is a resilient brace 
holding the shank of the shoe close to 
the foot when relaxed and support- 
ingitwhen under weight of body. 


Put Crawford Arch Support- 
ing Shank Shoes on your 
customers’ feet. It will 

prove a profitable 
experiment. 


SPLIT RIVET 
GOCKING SHANK 
TO INSOLE 


x t 








i 


Nhe Shoe with the Ginolord 
Arch Supporting Shank 


} United Shoe Machinery Corporation 


, BOSTON, MASSACHUSETTS 
om ab — ~ 























A 


jpn 


otter certainty and 
diversity in a wide- 
gper opportunity 

or extra sales 


throughout the land. 
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these three Cushmaniollis 
Numbers as Leaders ~ 











Valentine 


This model is of patent leather with 
gray quarterfand gray underlay on 
the vamp. It is equally effective in 
other combinations or in all one 
(peices cut through or under- 
aid. 


O SAVE your time and_to give you the product of 
many careful selections, we show three shoes as 
examples of Cushman-Hollis skill at its best. 


The time to order them is now. 

Conservative merchants are allowing Cushman- 
Hollis to help them solve their footwear problems 
early and surely. 


The shoes displayed on this page have been ordered 
extensively by leading wholesale houses. 


Blanchette (Outside vie w) 


Blanchette (Inside v:ew) 

1 eae: 2 . Whether this shoe carries a silk bow as 
fabric. Sleched poy in the illustration or a rosette is entirely 
side cut-outs give it the decided look a matter of taste. It is a winn ng num- 

ber either way. 


SALESROOMS—ALBANY BUILDING 


FACTORY AND HOME OFFICE 
BOSTON 


AUBURN, ME. 
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FOR THE NEW SHADES OF TAN SHOES 


Can be recommended to your customers with 
absolute assurance that results will measure up to 
and exceed all expectations. It is a cleaner, pre- 
server and polish combined in a single preparation 
that may be freely used without the slightest harm 
to the most delicate shades of tan leather. We put 
Bostonian Cream up for use on popular colored 
leathers and for black kid or calf leathers. 


Price $24.00 per gross. Less usual trade discounts. 


CLEANALL 


The Wonder Cleaner for SILK, 
SATIN and CLOTH, whether 
FOOTWEAR or wearing AP- 
PAREL. Also greatest cleaner on 
the market for AUTO SEATS 
and AUTO UPHOLSTERY. 





CAN’T BURN 
WON’T EXPLODE 


List price only $18.00 per gross 
Was 24.00 “* * 


A necessity in every home. Priced to give you a 
large profit. A steady repeater because nothing 
cleans so easily. Add to your sales and profit by 
ordering CLEANALL today. 


Write for Special Discounts 





MADE ONLY BY 


WHITTEMORE BROS. 
CAMBRIDGE, MASS., U. S. A. 
Shoe Polish Manufacturers for Nearly a Century 


last year. 








Retail Salesmen 


Wanted 


A Splendid Opportunity 
for the Right Men 


The J. C. Penney Company—a nation-wide institution 
—needs capable salesmen; yo: men between the ages of 
25 and 35 years who have had thorough e ience in one 
or more of our lines, and can give us the highest references. 


Our company, which started in 1902 with one store, 
now operates 571 retail stores in 41 states. We sell dry 
goods, shoes, notions, clothing and furnishings for men, 
women and children. We do a strictly cash business. Our 
sales in 1924 were over $74,000,000. We opened 115 stores 
in 1920, 59 stores in 1922, 104 stores in 1923 and 96 stores 


By industry, study and determination your progress 
will be =e our organization. Under our experienced 
managers you are trained to become a manager. When you 
have qualified 


You are Promoted 


to be 


Manager of a Store 


in which you own a one-third interest, to be paid 
for out of the profits of the business. 


Experience has taught us that some of the greatest successes come 
from the ranks of a 


departmen 
jal lines. The investment of money is not necessary for your 
success with us. The financial backing of our company is ample. Briefly, 
this is our proposition—tested and proven over a period of 21 years: 


You come to us first as a salesman in one of our stores. During the 
period of proving your ability you learn the greater possibilities of 
co-operative effort. Your progress depends upon your ability and 
effort. As our new stores are opened, gers are selected from 
our sales force. 





When you make a success of the management, you are seld a 
one-third interest in a new store and become its man . You 
may afterwards acquire a partnership in other stores which are the 
outgrowth of the one in which you first received a financial in- 
terest. If you do not possess the capital to purchase one-third in- 
terest in a new store, the money is loaned you by the J. C. Penney 
Company, and you repay it from subsequent profits of the store. 


Write today for our booklet, “‘Working Plan of the J. C. Penney 
Company.”’ Give your and number of years’ experience in our lines 
of merchandise in your first letter. We may arrange for a personal in- 
terview later. All correspondence strictly confidential. 


Address your letter to our nearest employment office: 


J. C. PENNEY CO., Inc. 


1205 Olive Street, St. Louis, Mo. 
370 7th Avenuc, New Yerk City 
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‘*Classify as a Salesman-Merchandiser”’ 


Traveler-Merchant Co-operation Everywhere Preached—lIowa Boys “Pulled Off”’ Big 
Shoe Style Revue at Des Moines—N.S. T. A. Locals Increase Membership 


Bulletin,” written by one hun- 

dred shoe sales managers, and 
compiled by C. A. Dickens of Chi- 
cago, comes a selling thought. Here 
it is: 

“The salesman-merchandiser tries 
to help his customers BUY, rather 
than to merely sell them. He scouts 
everywhere for ideas that will help 
his dealers to increase their sales. 
Generally, he starts the conversa- 
tion with a thought of this kind, 
often figuring out the sales-possi- 
bilities on something in his line 
which the dealer is not handling. 
From past experience, the customer 
knows that his ideas generally are 
practical. The merchant is as keen 
as anybody for more business at a 
profit. Thus, when the opportunity 
is demonstrated, it is mainly a mat- 
ter of helping him to buy the right 
quantities and kinds.” 


ROM “The Weekly Shoe Sales 


Congratulations to Iowa! 


The Iowa Shoe Travelers’ Auxili- 
ary to the Iowa Retail Shoe Dealers’ 
Association “did themselves proud” 
at Des Moines the past week. The 
days of March 10-12 marked the 
happy culmination of an event on 
which they had worked shoulder-to- 
shoulder with the merchants of that 
state. The big event of all was the 
Style Revue held at the Hotel Fort 
Des Moines, with fifty professional 
models, showing shoes for the occa- 
sion. This was the feature of the 
evening of March 10. 


Good Work of N.S. T. A. Officers 

All along the line, can President 
James L. Scanlon look and see the 
executives of the various locals car- 
rying out the N. S. T. A. policies 


laid down by him in his inaugural 
address, of better trade co-opera- 
tion and increased membership. 
Two cases came to light the past 
week—we could name many others 
—the National Secretary, T. A. De- 
lany, ran down to Providence as the 
guest of the Rhode Island Shoe Re- 


COLONEL “JIM” RICHARDSON 


Dean of Chicago Travelers. 

The Chicago boys recently paid 

affectionate tribute to him on 
his 85th birthday. 


tailers’ Association. He addressed 
their annual get-together on “Mer- 
chant-Traveler Co-operation.” 


Furlong with Crossett 


Charles W. Furlong, President of 
the Buffalo Association of Travel- 


ing Shoe Salesmen, who is to repre- 
sent the L. A. Crossett, Inc., in New 
York and part of Pennsylvania, was 
a visitor at the National office in 
Boston the past week and gave a 
very creditable resume of the ac- 
tivities of this organization. He re- 
ported a goodly increase in mem- 
bership and announced that Buffalo 
is competing for the silver member- 
ship cup. 


Chicago Boys Hold Interest- 
ing Meet 

In the absence of President 
Ruwitch of the Chicago Shoe Trav- 
elers, Vice-President Dave Davis 
called a special meeting of the trav- 
elers on a recent Saturday night at 
the Hotel Morrison. The boys heard 
David C. Klink secretary of the In- 
ternational Federation of Commer- 
cial Travelers, on the proposed abol- 
ishment of the surtax on Pullman 
fares and the issuance of inter- 
changeable mileage. Both bills are 
now held up before the present con- 
gress. 


Fine Talk on Legislation 


Mr. Klink gave a splendid nar- 
rative of the obstacles presented in 
the legislative houses against these 
measures which have been fought 
consistently by the rail interests— 
and by many members of Congress. 
From Mr. Klink’s testimony it be- 
hooves every traveler to bring all 
possible pressure to bear upon his 
congressman if this issue is to be 
fought to the advantage of the com- 
mercial men. His work in behalf of 
the travelers has been little short 
of heroic. The latest measures were 
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STYLE 945 


* Young Men’s No. 108 Tan Lotus Blucher Ox- 
ford. “Scioto” last. Soft box. Crepe rubber 
sole. Small brass eyelets. Carried in stock, B, 
C and D widths. Sizes, 6 to 10. Price $4.85 


These Winners—In Stock 


STYLE 943 


Young Men's Tan Marigold Calf Bal Oxford. 
“Bobby Burns” last. Perforated vamp and 
quarter panels. Bevel saw tip. Flat brass eye- 
lets. Soft box. In stock, B, C and D widths. 
Sizes, 6 to 10. Price $4.60 


STYLE 944 


Young Men’s Tan Marigold Calf Bal Oxford. 
“Bing” last. Four rows stitching on vamp and 
quarter panel. Flat match eyelets. Soft box. In 
stock, B, C and D widths. Sizes, 6 to 10 
Price ‘ veveereee $4.66 


For Immediate Delivery 


They’re collegiate in style and finish, with 
quality and comfort that sells the men— 
instantly. 


Excelsiors have always been outstanding 
money makers and these three styles will 
prove more profitable than ever—because 
they’re attractively individual. 


Don’t wait for a new inventory—fill in with 
these winners NOW. Our in-stock service 
will supply you with immediate delivery 
and keep your stock fresh, right up to the 
minute, guaranteeing you quick turnover 
and big profits on a small investment. 


Mail your order today and get your 
share of this spring business. 


The Excelsior Shoe Company 
Portsmouth, Ohio 


EXCELSIOR 


SHOES FOR MEN 
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J. W. BURKE 


Who covers Southern Massa- 

chusetts, part of Boston and 

suburban towns for Beacon 
Falls Rubber Shoe Co. 


of penmeneeecnne — _ 


defeated in sessions just completed 
and the abolishment of the present 
surtax on Pullman fares now runs 
as a rider on the present appro- 
priation bill before the House. 


“Sunny Jim” Richardson’s “85th” 


Another feature of the meeting 
was the occasion of “Sunny Jim” 
Richardson’s eighty-fifth birthday. 
“Jim” is the dean of the Chicago 
Shoe Travelers and has been ac- 
tively engaged on the road for the 
better part of sixty-five years. A 
splendid record: of service. The pres- 
entation of the birthday momento— 
a great sheaf of flowers was a little 
too much for “Sunny Jim” and his 
expressions of appreciation were 
suspiciously clouded by emotion. 
“Jim” represents the LaCrosse Rub- 
ber Mills of LaCrosse Wis.—and 
still sells a high average of the sales 
of the output. 

About seventy members were 
present at the luncheon. 


R. A. T. S. S. Adjourn for 
Season 


The final meeting ‘of the season 
for the Rochester Association of 
Traveling Shoe Salesmen was held 
at the Chamber of Commerce on 
Saturday, February 28. 

Amendments to the constitution 
were adopted, among them being 
the appointment of an executive 
council of five members, of which 
the Secretary-Treasurer must be a 
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TEMPLE TURNLEY 


With Rice & Hutchins, Inc., 
traveling out of the Chicago 
Branch. 


member. The duties of this com- 
mittee shall be to audit and author- 
ize the payment of all bills, to pass 
upon all applications for member- 
ship and to act upon all matters 
which require immediate attention. 

A membership committee of 
three was appointed, also an audit- 
ing committee of three. 

To conform with the above 
amendments President A. J. Mc- 
Leod announced the appointment of 
the following committees: execu- 
tive committee, Gus Schaub, Clark 
B. Rowley, Ross Seward, Charles 
W. Anderson, Harry A. Chase; 
auditing committee, Gus Schaub 
Roy Schneider and Jack Castle. 


“Sky Parlor’ Anderson Entertains 

After the business _ session, 
Charles W. “Sky Parlor” Anderson 
amused the members present with 
a special “skit,” in which he cut 
from cardboard any type or kind of 
animal that the members called for. 
This feature made a big hit and 
“Sky” promised to repeat it again 
next year. 


Turnley with Rice & Hut- 
chins, Inc., Chicago 
Branch 


Temple Turnley has recently be- 
come connected with Rice & Hut- 
chins, Inc., traveling from our Chi- 
cago Branch. Mr. Turnley has been 
with J. Miller Co., of Racine, Wis- 
consin, in the Northwest, and for 
the past eight years with Freidman- 
Shelby Branch of The International 


RECORDER 


OSCAR GOEGER 


Is salesmanager of Norman & 
Bennett, Inc. 





in Montana. Mr. Turnley will make 
his headquarters in Billings, Mont. 
—Northern Hotel. 


Goeger Is Norman & Ben- 
nett Sales Manager 


Oscar Goeger, for 14 years with 
Thomas Cort, Inc., of Newark, re- 
cently became vice-president and 
sales manager for Norman & Ben- 
nett, Inc. Mr. Goeger will look 
after the larger eastern Atlantic 
coast cities, including Boston, 
New York; as also Philadelphia, 
Baltimore and Washington. He 
will likewise have charge of pro- 
duction. Mr, Goeger thoroughly , 
understands all of the details of 
manufacturing and selling the 
very finest types of sporting shoes, 
including riding boots and serv- 
ice boots. He has a large number 
of friends in the trade and is most 
happy in his new connection. He . 
started out to call on his friend- 
customers early in March. 


“Tom” Emmet with J. M. 
Herman 


Thomas A. ‘Emmet, one of the 
Famous Emmet family of shoe 
hustlers—son of “Bob,” Sr., who 
travels New England for A. M. 
Creighton and brother of “Bob” Jr., 
who covers New England for the 
Watson Shoe Co., has joined the 
salesforce of the Jos. M. Herman 
Shoe Co., and will cover Ohio and 
adjoining territory for this house. 
“Tom” Emmet takes the position 
formerly held by M. H. Edelson. 














A Trademarked 
Line 
In Stock 
Samples will be 


shipped at our 
expense 








Please Send for 
New Illustrated 
Circular 
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The Betty 


4800—Growing Girls’ Patent Leather, 
2% to 7, C and D, low heel.... $2.75 
4840—Growing Girls’ Patent Leather, 
2% to 7, Cand D, 13/8 heel... 2.75 
6701—-Misses’ broad toe 7 Lea- 
ther, 11% to 2, D and E, rubber 
heel 2.25 
6702—Child’s Patent Leather, => 
11, D and E, rubber heel 3.08 
Tan Calf, same as above, also carried 
in stock. 


Hand turn patent leather 


The Ritz 6790 


rte pw s Patent Colt, low heel, 
2% to 7, C and $2.90 
4845—Women’s Patent Colt, 13/8 
heel, 2% to 7, C and D 2.90 
6790—Misses’ Patent Colt, broad toe, 
rubber heel, 114%3to2,DandE. 2.40 
6791—Child’s Patent Colt, broad toe, 
rubber heel, 8% toll, DandE. 2.20 


6792—Child’s Patent Colt, broad toe, 
spring heel, 844 to 11, DandE. 2.20 





WEIMER, WRIGHT & WATKIN CO. 


39 South Second Street, PHILADELPHIA 








Russell Moccasin Footwear 
Will Sellin YOUR Store 


Whether you do business in a big city or a small village, people 
who take a live interest in outdoor sports look into your windows 
and enter your store every day. Let them know that 
you sell Russell Moccasin Footwear, and you'll make 
profitable sales that you would otherwise miss altogether. 


ussells 


Neverleak' Chief 


is a leader among single vamp boots—a boot that seasoned sports- 
men sweay by and any hunter, fisherman or hiker will “take to” 
on sight. Made of carefully chosen, waterproof Paris veal chrome 
tanned leather, selected oak soles and “Never-Rip” seams around 
the toe piece. All heights, 6 to 20 inches; all sizes; army last. 


Our catalog describes a wonderfully complete line of sports- 
men’s boots, moccasins, golf shoes, slippers, etc.—made for 
enduring service and extensively advertised. Write for this 


March 14, 1925 


boot and dealer discounts today. 


THE W.C. RUSSELL MOCCASIN CO. 
927 Capron St. - - Berlin, Wisconsin 
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R. J. METCALF 


With Rice & Hutchins, Inc., 
traveling from the Chicago 
Branch. 





R. J. Metcalf has recently become 
connected with Rice & Hutchins, 
Inc., traveling from the Chicago 
Branch. Mr. Metcalf has_ spent 
about 16 years in the shoe game, 
eight years in the retail shoe busi- 
ness with some of the best retail 
shoe concerns in the Northwest. 
The other eight years he has been 
selling footwear to the shoe trade in 
Minnesota and North Dakota for 
the Robertson Shoe Co., Minnea- 
polis, and the U. S. Rubber Co. 


“Ed” Terhune with Alden, 
Walker & Wilde 


E. A. Terhune (known as “Ed” 
Terhune) one of the best known 
and liked shoe travelers in the 
country, for the past seven years 
traveling Virginia, North Caro- 
lina and Pennsylvania for the 
Reynolds, Drake & Gabell Co., re- 
cently joined the salesforce of the 
Alden, Walker & Wilde, Inc., and 
will cover Pennsylvania, Maryland, 
and Delaware for this house. 


Nunn, Bush & Weldon Sales 
Conference 


Advice on salesmanship was giv- 
en in a talk by Walter F. Dunlop 
before the salesmen of the Nunn, 
Bush & Weldon Shoe Co., at the 
semi-annual banquet given by the 
company. 

“The first thing a salesman 
should sell is himself,” said Mr. 
Dunlop. “The second thing is sell- 

- ing the dealer on his merchandise 


instead of selling merchandise to 
the dealer. The third thing is sell- 
ing his company.” 

James Fisk, merchandising coun- 
sel, spoke on advertising saying 
that “Advertising awakens an im- 
pulse and consistent advertising 
will make that impulse act.” Harry 
Scott was another advertising man 
to speak at the banquet. 


Marx with Altschul 


Ludwig Marx, who traveled 
South for Julius Altschul of Brook- 
lyn for 13 years, is back once more 
with them. Mr. Marx is very en- 
thusiastic over his new line of chil- 
dren’s, misses,’ and growing girls’ 
turns and welts, as this is a much 
larger and the most complete line 
ever sent out from their factory. 
Mr. Marx expects to call on all his 
many friends in the South shortly. 


MeMillan with Roth 


The Roth Shoe Co. has added 
Levi McMillan to its salesforce, to 
cover North and South Carolina, 
Virginia, and Maryland. Mr. Mc- 
Millan was formerly with W. H. 
McElwain Co., of Boston, for 10 
years, and also spent a few years 
with Hutchinson & Winch, and 
Crooker Morse. He lives at Wil- 
mington, North Carolina, and will 
tuke over the territory April 1. 


Commonwealth Holds Sales 
Conference 

The recent spring sales confer- 
ence of the Commonwealth Shoe 
and Leather Co. was held at the 
Whitman, Mass., factory. This cov- 
ered about a week’s time and ended 
with a banquet at Young’s Hotel, 
Boston. Fifty-one members of the 
firm and salesmen were in attend- 
ance. The conference was opened 
with a talk on general conditions by 
C. H. Jones, president of the con- 
cern. The week was spent in going 
over the fall line of samples, hear- 
ing suggestions from the men on 
the road and in talks by the officials. 
Final sales instructions were given 
by Alfred Matless. The salesmen 
are now in their territories, with 
the 1925 fall line of samples. 


McNulty with A. G. Walton 
H. P. McNulty, who formerly 
covered New England for the 
Buckley Shoe Co., and prior to 
that for the Cotter Shoe Co., has 
joined the salesforce of the A. G. 
Walton Co., of Chelsea, Mass., and 
is now calling on the trade in cer- 
tain sections of New England. 
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SAM HANAUER 


With the Wohl Shoe Co. of 
St. Louis. 


Sam Hanauer has recently joined 
the salesforce of the Wohl Shoe Co. 
Mr. Hanauer is known as one of the 
oldest house salesmen in St. Louis 
and has been with the Dittman 
Shoe Co. for 25 years. He is well ac- 
quainted with the trade of the West 
and Middle West and has a large 
following. 


Clark with Norman & 
Bennett 


A. B. Clark (known as A. B. C.), 
is one of the best known shoe 
travelers in the country. For a 
good many years he covered West- 
ern territory for the Watson Shoe 
Co., and more recently with 
Morgan Grossman, of Brooklyn, 
makers of women’s high-grade 
shoes. He has now joined the 
sales force of Norman & Bennett, 
Inc., Boston, and will cover the 
larger cities of the United States, 
starting in at Syracuse, N. Y., go- 
ing through to the Pacific Coast, 
and coming back through the 
Southwest and Middle West. Mr. 
Clark will continue to make his 
headquarters in New York, with 
office in the Hotel Collingwood, 
45 West 35th street. He started 
early in March to cover his trade 
for the Norman & Bennett, Inc., 
folks. Mr. Clark has a wide ac- 
quaintance with the better class 
of merchants of the United States, 
and believes that in his new con- 
nection, he can put the Norman & 
Bennett, Inc., specialized line of 
men’s and women’s high-grade 
sporting shoes “over the top.” 
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Where 55% is 80% 





55” in number 






55 per cent of the manufacturers having 
exhibits at the Boston Show featured 
Natural Crepe Rubber Soles. 









80” in production 





As these manufacturers included some of 
the largest producers, they represent at least 
80 per cent of the shoes madein this country. 






—and 100% in style influence 






NATURAL CREPE RUBBER 
| “Plantation Finished | 







NATURAL CREPE KEEPS ITS SHAPE 
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Be a Starter—Not a Trailer 
tyson A DOZEN large shoe manufacturers, acting together, 


could put over a style, a principle or an idea in shoes. 
Not only a half a dozen leaders but 55 per cent of the prominent 
manufacturers are now showing 1925 styles with soles of Natural 
Crepe Rubber. 


For Everybody’s Everyday Wear 


Styles were shown at the Boston Show for men, women and children 
in all the standard styles of business shoes for men, walking shoes 
for women, and play shoes for children. 


Extensively Advertised to the Public 


When the retail selling season opens, Crepe Rubber Soles will be 
advertised to the public in the Saturday Evening Post and local 
newspapers throughout the country. 

Manufacturers, jobbers and dealers, who want to get the greatest 
returns from this advertising, will see that their own announcements 
appear near the large advertisements put out by the Rubber 
Growers Association. Dealers will use their local papers. Jobbers 
and Manufacturers will use the Trade Papers so that every one will 
know just where to get the shoes they have been reading about. 


Get Your Name on Our Index 


Send us your name so we can send you schedule of dates when our 
advertisements appear. You can then tie your advertising up with 
ours to get the greatest results for you. 


Handbook Free 


Send the coupon for the new Handbook which tells all about 
Natural Crepe Rubber (Plantation Finished) and details of its 
application to all styles of shoes. 
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NATURAL CREPE KEEPS ITS SHAPE 


When writing to advertisers please mention Boot anv Suox Recorper 
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Why Do Men and Women Demand A 
Durable Sport Shoe?  smiisis 


CREPE SOLES 
Cut from highest quality, 


MOCCASIN OXFORD hand-boarded Tan Lotus. 


WITH PLANTATION A shoe designed and made to resist the heavy —_Full Leather Quarter Lining, 
CREPE SOLES Combination Ankle-fitting 


strains imposed in active sports MUST be Last, Welted Heel. 
Cut from plane. , fine grained Men's, No. 335, Royal 
Tan Elk. Full Leathe durable. Last White Summer Welt 
Quarter Lining, Welted s around Heel........ $4.15 
a MURPHY’'S SPORTS have satisfied these de- —No._336 Blucher Oxford, 
Men's, No. 337. Manson Soft Toe, Royal Last $4.00 


$3.30 mands for years. Weme's, No. 339 Gelf- 
: Moc., Queen Last... .$3.50 


Boy's, No. 437 Hiker No. 540 Gold-Moc., Queen 
3.2f Last, White Summer Welt 


— No. 438, a J. D. MURPHY SHOE CO. around Heel....... $3.75 
NATICK, MASS. . \ 


Terms 2/20, Net 30 Days 
F.0. B. Boston 
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Charles T. Wilson th tne. 


82 BEAVER ST., 


NATURAL CREPE RUBBER NEW YORK CITY 


[ “Plantation Finished | 
We Specialize in All Grades of 


Natural Crepe Rubber 


(Plantation Finished) 
And Are Direct Importers of 


Harrisons and Crosfield’s 
Estates 


Write for Samples and. Quotations 
SS) 
LITTLEJOHN & CO., Inc. 


137 Front Street 
New York City 


Teter lel Metin ttt a 


When writing to advertisers please mention Boot anv Suok REcoRDER 


We carry stocks of all grades 
and thicknesses of 


CREPE = SOLING | 


for 
IMMEDIATE AND FUTURE DELIVERY + 


i. PAC A VE AL VI VAY PAY PAUL WAY OWA WA A PAY 


Your name on our mailing list 
will assure you of receiving our 
periodical market reports. 
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SAMPLES AND PRICES ON REQUEST 
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How Tennis Shoes Are Manufactured by 
the Machine Method 


N_ article printed in the 
A March 1 issue of The India 
Rubber World treats very 
thoroughly the subject of “Machine 
Method of Manufacturing Tennis 
Shoes.” Some of the steps in manu- 
facturing, interestingly explained 
in the article, follow: 

Insoling for tennis shoes is made 
of a fabric of some sort backed up 
with a composition coating made of 
ground unvulcanized waste. For- 
merly, leather was widely used, but 
owing to the problems of shrink- 
age, and charring in vulcanization, 
it has been generally discarded and 
various types of non-heat-conduct- 
ing substances developed. Kendex, a 
felt product, and Korxole, similar to 
linoleum with ground cork filling, 
are widely used, and several manu- 
facturers have. adopted insolings of 
their own devising. Kendex is gen- 
erally backed with a coating of rag, 
whereas Korxole, owing to the pres- 
ence of oily substances, works bet- 
ter if given a spreader coat and 
backed with a piece of friction. 
This latter material has been im- 
proved in the last few years by the 
addition of a rough burlap back 
which takes the rubber better. In- 
soles for cheaper shoes are made of 
plain sheeting or napped sheeting 
and flannel dyed buff or yellow 
color to look like the more expen- 
sive insoles. Counter stock is also 
run from sheeting backed with rag, 
although in the high grade shoes 
more finely ground cotton fibers are 
used. 

Every tennis shoe carries a few 
frictioned parts, a filler serving as 
a binder between the insole and 
outsole, and a toe cap which is 
placed between the gum toe cap and 
the fabric to help withstand the 
scuffing at the toes. These parts are 
cut from heavy sheeting frictioned 
with a soft tacky compound. 

Formerly all trimmed tennis 
shoes were furnished with stays 
and ankle patches of real leather. 
Competition necessitated the find- 
ing of a substitute so that rubber 
manufacturers produced an imita- 
tion leather made of rubber and 
fabric. This is made by taking a 
piece of light sheeting frictioned 
one side, and calender coating the 
frictioned side with a black, red or 
gray compound, which is after- 
wards impregnated with a wash to 
give it a gloss and remove some of 


the tack. This material is then vul- 
canized for a short time to make it 
workable and able to be stitched. It 
receives a second and final vulcan- 
izing when the entire shoe is cured. 
This double curing process has 
proved expensive, however, and as 
a result a new imitation leather has 
been developed made with ground 
fiber or flox mixed with rubber, 
which will stand stitching without 
the preliminary cure. This new 
trimming has the added advantage 
that it looks more like leather. 


Vulcanized Crepe Soles 

Mention has already been made 
in an article outlining the line of 
tennis shoes for 1925 of the re- 
markable success of the vulcanized 
crepe sole. This is a comparatively 
simple calender operation being 
run through without warming on a 
cold calender. Manufacturers are 
finding, however, that in laminat- 
ing, better adhesion is obtained if 
plain sheet is used on the side 
which goes next to the shoe. 

A molding department is neces- 
sary in every tennis factory. Mold- 
ing heavy basketball soles is done 
by placing the blanks which are cut 
out of sheeted stock either lamin- 
ated or milled in the molds and 
closing the press for the required 
time, in the same way that heels 
are molded. Rubber heels used on 
tennis shoes are somewhat less 
springy than the commercial half 
heel and are used only sparingly on 
work shoes, heel pumps, and ox- 
fords. 

Cements are very important in 
the manufacture of tennis shoes, as 
the adhesion between the foxing 
and fabric upper is one of the most 
vital considerations. Poorly mixed 
cement will cause separation at this 
point. Rubber chemists have re- 
cently been working on white ce- 
ments which retain their color and 
do not darken up after vulcaniza- 
tion, a desirable feature on high 
grade sport and yachting shoes. 


Cutting Machines 

The cutting out of parts for ten- 
nis shoes employs the same types of 
machines used in all footwear fac- 
tories. Embossed and some crepe 
outsoles are cut singly with a skive 
on a Wellman cutting machine. 
Plain outsoles, many crepe soles, 
and molded soles, are cut out by die 
on twin clicking machines. Rag fil- 


ler parts, counters, and heavy parts 
can be cut to advantage on beam 
dinking machines with walker dies. 
For cutting out tops, rubber and 
leather trimmings, the twin click- 
ing machines are being used widely 
ewing to the low waste percentages, 
the increased production on the 
beam press due to added plies being 
offset by less yield of parts per 
yard owing to the heavy dies. Fric- 
tion fillers and toe caps are plied 
up with separator paper and cut on 
clickers. Gum toe caps are died out 
with mallet and die on a wet block. 

After the parts are cut out those 
which go to make up the top are 
assembled, sizes are stamped in the 
linings on a lining marker machine, 
and the parts are counted into sets 
for stitching. 

The stitching operations are sim- 
ilar to those employed in leather 
and canvas shoe factories. Briefly, 
they consist of seaming or stitch- 
ing the quarters together, binding 
(for doubled upper shoes only), top 
stitching, staying (sewing on the 
leather stays and ankle patches), 
sewing in the counter, eyeletting 
(automatic machine), closing (sew- 
ing the quarters and vamps to- 
gether, lacing, and cementing). 

Formerly all tennis shoes were 
lasted by hand, with resultant vari- 
ance in quality. The present method 
is to last them up by machinery, 
using the pulling-over machine and 
consolidated hand-lasting machine 
(niggerhead) used by the leather 
shoe factory, with the difference 
that where the latter employs tacks 
the rubber manufacturer lasts up 
by means of the adhesion of the 
cemented top to the insole, which 
has also been given a coat of ce- 
ment on an automatic machine for 
the purpose. 

The shoes then pass to the fin- 
isher, who applies the fillers, gives 
the shoe from one to three coats 
of cement according to the quality 
desired, and puts on the foxings. 
Outsoles are pressed on automati- 
cally by various types of machines 
devised for this purpose in the last 
few years. 

Thus it can be seen that new de- 
velopments in tennis manufactur- 
ing have made the shoes more of a 
machine-made proposition than the 
rest of the footwear line, with more 
uniform quality and proportion- 
ately lower costs as a result. 
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“St. Louis-Made | a 
Style Shoes” ; MARCELLA 


Distinctive Footwear for 
Immediate Delivery 





The shoe illustrated is one of 
the season’s smartest num- 
bers and fastest sellers. 





Pattern 5472—Marcella, black Jsatin one strap, 
black calf tip, 16/8 full breasted spike 

heel, banana lining, AA to C widths at $4.85 
Pattern 5473—Marcella, same style as above 


with 14/8 military heel, AA to “$4 &5 
° ° e ° . 


widths at 


Pattern 5474—Marcella, same style as 5472 in 
blond satin with imitation tip, 16/8 


full breasted spike heel, AA to $4 85 
. 


widths at 
Pattern 5475—Marcella, same style as 5474 


with 14/8 military heel, AA to C 
ge a eee eee ae Pe Sr $4.85 


O-der Tires? Todty and Cash in on the 
Profitable Pre-Exster Selling 
ORDERS SHIPPED SAME DAY RECEIVED 


WOHL SHOE COMPANY 


1224-26 WASHINGTON AVE. 
ST. LOUIS, MO. 
The Shoe House You Hear So Much About 
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Wide Variety of Styles 
Going in Boston Stores 


BOSTON—Volume has been re- 
tarded because of a period of wet, 
unfavorable weather. Women are 
not expressing any preference for 
any particular pattern. Materials 
are getting a great deal more promi- 
nence than patterns. Tan calf has 
continued to sell freely, and so 
have black and blond satins. Slen- 
der straps, neat-looking concealed 
gores and step-ins are favored pat- 
terns. 

A strap style, fastening at the 
side with a flowing ribbon, is a 
good number at a popular-priced 
store for women. 


White Display 

Jones, Peterson & Newhall fea- 
tured white shoes for women in an 
interior display case near the en- 
trance. It was a: very effective dis- 
play. Good-looking gore patterns in 
both side and front models, step-ins 
and slender straps were the pat- 
terns. Silk stockings of the oyster 
tone of white made a fine accom- 
paniment for the shoes. 


44th Anniversary 


James F. McNeil, president of 
Thayer, McNeil Company, recently 
observed the 44th anniversary of 
his entrance into the retail shoe 
business. The occasion was fittingly 
observed with the Thayer McNeil 
Associates, composed of the store 
employees, remembering the presi- 
dent with a basket of roses and a 
letter thanking him for his many 
instances of help. 

Mr. McNeil first entered the 
shoe trade as a salesman for Henry 
H. Tuttle. Subsequently he was one 
of the organizers of Thayer, Mc- 
Neil & Hodgkins. 


Wilbar Associates’ Big 
Party 


The Wilbar Associates held their 
first minstrel show and dance at 
Whitney Hall, Brookline, on Tues- 
day evening, March 3. The affair 
was of a very high-grade charac- 
ter. An attractive souvenir pro- 
gram was the source of enough 
profit to pay all expenses and put 
into the treasury a goodly amount 
of money for a continuation of the 
welfare work of the Wilbar stores, 
of which there are two in Boston, 
one in Worcester, and one in New 
Bedford. There were about 1,000 


persons in attendance—admission 
was free. 

H. P. Bluestein, manager at 455 
Washington street, the newest and 
most attractive store in the Wilbar 
chain, was the interlocutor at the 
minstrel show. H. Drake is the 
chairman of the Wilbar Associates; 
A. Aronson, secretary; J. Burke, 
treasurer. The reception committee 
was composed of I. C. Bluestein, 
George O. Jones, manager of Wil- 
bar’s at 85 Summer street; M. H. 
Winston, manager of Wilbar’s 
Worcester store, and J. A. Burke. 
Leo Stern was chairman of the 
show committee; C. I. Schwartz, 
advertising, and A. Aronson, chair- 
man of the dance committee. The 
committee “pulled off’? some very 
clever publicity stunts, in addition 
to the free admission. A large 
white curtain at the back of the 
stage had the name, “Wilbar’s,” 
printed in large black letters, and 
at either side of the stage on white 
ecards in large figures was seen, 
“$6.00, All one price.” 

A 4-B contest was held, four 
pairs of shoes being awarded to 
young ladies fortunate to have that 
size foot. The judges were: Vernon 
Moss of Seamans-Moss Shoe Co., 
Ted Walker of Bancroft-Walker 
Co., and Charlie Heckel of the Men- 
ihan Co., Rochester, N. Y. 


Dunfey Manages Filene’s 
Shoe Departments 


M. J. Dunfey, formerly assistant 
merchandise manager of William 
Filene Sons Co., large department 
store, has succeeded Fred L. Blais- 
dell as division manager of all the 
Filene shoe departments, of which 
there are several. 


Federal Reserve Report 


The Federal Reserve report of 
New England for February stated 
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the hide and leather markets dur- 
ing the first half of February were 
somewhat larger than the early 
part of the year. Sole leather sales 
have been increasing and a small 
but gradual improvement is re- 
ported in upper leathers. Shoe pro- 
duction during January was 13 per 
cent greater than in December. 
Both men’s and women’s shoes con- 
tinued to sell well in the average 
department store during January, 
the report said. 


George A. Riley Goes to 
Aberdeen, Washington 


George A. Riley, for the past 
nineteen years connected with the 
Boston branch of the Hamilton- 
Brown Shoe Co., as salesman, left 
this week to take up his residence 
in Aberdeen, Washington, where he 
will continue in the wholesale shoe 
trade. 

Mr. Riley entered the employ of 
the Batchelder & Lincoln Co., well- 
known shoe wholesalers, this city, 
40 years ago, and when that con- 
cern was merged with the Hamil- 
ton-Brown Shoe Co., was retained 
by the latter. 


Charles C. Hoyt Returns 


Charles C. Hoyt, treasurer of the 
National Fabric and Finishing Co., 
Boston, returned home last week 
after spending a most enjoyable 
month at Miami Beach, Florida, 
with Mrs. Hoyt and a party of 
friends. Mr. Hoyt celebrated his 
birthday anniversary on February 
22nd, the same date as that of the 
Father of his Country, and the 
event was the occasion of a delight- 
ful private dinner party held in the 
roof garden of the Hotel Pancoast, 
Miami Beach. 


Goldberg Buys Store 

Jack Goldberg recently bought 
Al’s Shoe Shop at 1055 Washington 
street. It will be remodeled and fin- 
ished in the interior in a gray tone. 
Mr. Goldberg will sell a fancy line 
of shoes for women; also men’s and 
children’s patterns. 





Philadelphia Retail ‘Trade 
~ on an Upward Trend 


PHILADELPHIA—In its month- 
ly review of business conditions 
the Federal Reserve Bank of Phila- 
delphia states that retail trade in 
February, because of the milder 
weather and the consequent melting 


of snows, was somewhat larger in 
daily volume than it was in Jaiu- 
ary, particularly in the smaller 
cities of the district. Consumers, 
however, are buying cautiously and 
in several cities the regular Febru- 
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Central’s In-Stock Novelties 


Shoes containing the best of material are 
put through our “Homestake” factory on 
a volume basis. The result is shoes that 
reflect all the style requirements, shoes that 
stand up, and shoes that fit and give satis- 
faction. 

Central’s novelties are always a few steps 
ahead of others, the built-in quality always 
assures Maximum service and satisfaction. 
These chic, captivating patterns at- 
tract immediate attention because 

they are different. 

They're just those classy patterns 

that make them real money makers. 








1715 Lady Louis 
Peggy Stp., —— Kil 


IP } 1 \ Qur and ‘Underlay Pl. Toe, 8. S., 14/%- 
A , JI ’ in. Cov. Wood Spanish H1., Imt. Turn 
mP 


Selwyn Last. AA 4-8, A 314-8, B 3-8, C 
2-8. 
. Price, $5.00 


In Stock March 25 


IN | 


1717 Lady Louis 


Wos. Naco Cf. Peggy 
Stp., Sudan Kid tr. 
and Underlay, Pl. Toe, 
S. S., 14/8-in. “Cov. Wood 
Spanish Hi., Imt. Turn, 
Selwyn Last. AA 48, 
A 34-8, B 3-8, C 2-8. 


Price, $5.00 
In Stock March 25 


1716 Lady Louis f 4 
Wos. Pat. Stp., Gray Kid Qtr. = 4 y 1718 Lady Louis 
and Underlay, PL Toe, 8. &, 14/8-in. : : 7 
Cov. Wood Spani Hl., Imt. Turn, ~ ‘ : Wos. Sudan Kid Peasy i Stp., PI. te 
Selwyn Last. AA 4-8, A 31-8, B 3-8, ; : : 8S. S., 14/8-in. Cov ep 
CR \-8. - : e = Imt. Turn, Selwyn Last. AA 4-8, A Pry 
Price, $5.00 : . % = Bi} = B 3-8, C2168. 


In Stock March 25 a § Price, $5.60 
‘ y In Stock April 15 


1719—Same in Wht. Kid, Pat. Inlay. 


Price, $5.25 
In Stock April 15 


&) CENTRAL SHOE Co.& 


MANUFACTURERS Solid Leather Shoes ST. LOUIS MO. 
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ary price-cutting sales have failed 
to produce the business which the 
trade expected. 

The review states that prices of 
most goods are the same as they 
were a month ago, but wholesale 
prices of spring merchandise are 
advancing. Shoes, rubber goods and 
women’s, children’s and men’s ap- 
parel for spring delivery are higher 
than they were a year ago. 


Combinations Good 


Al Forster, well known Mana- 
yunk and Roxborough . shoeman, 
says that combinations are selling 
as well as anything at present. 
Combinations of tan calf and 
patent are especially popular. There 
is not much call for solid shoes of 
patent leather. Satins are selling 
only in the blond shade. There is 
no demand for glazed kid outside 
of the footwear for elderly ladies. 
Crepe soles will be good, though 
there will not be much demand for 
a soft box toe. This store reports 
that it has not yet been obliged to 
pay more for its shoes. 


Trade Buying for Imme- 
diate Needs 


Paul S. Lippincott, Jr., president 
of the Philadelphia Shoe Travelers’ 
Association, says that the trade is 
buying only for immediate needs. It 
is unwilling to look farther ahead 
than 60 days and is trying to buy 
as much from wholesalers’ and 
manufacturers’ stock as possible. 
There is good call for a light tan 
calf. Patent leather, also, is at least 
as active as it usually is before the 
Easter season. There is quite a de- 
mand for blond satin and all indica- 
tions point to a good run on it. 

Step-ins, gores, and strap effects 
are all good. It is too early, in Mr. 
Lippincott’s opinion, to make any 
safe predictions dbout whites but he 
believes there will be good call for 
them, especially in white fabric 
trimmed with white kid and in 
white kid trimmed with white 
fabric. He is also looking for quite 
a run on sandals of various types 
and materials. 


Wanamaker’s Sale 


The John Wanamaker store here 
recently featured a sale of spring 
shoes. Thousands of pairs of low 
shoes for immediate wear were in- 
cluded in the offerings. There were 
70 different styles to choose from 
including models in plain oxfords, 
strap pumps, fancy oxfords, south- 
ern ties, front straps, gore pumps, 


sandals, operas, D’Orsays, step-ins 
and evening slippers. The materials 
included calfskin, elkskin, patent 
leather, silver brocade, kid, suede, 
velvets and satins. The colors were 
black, brown, silver, blue, tan, red, 
gray, green, and combinations. The 
heels were Spanish-Louis, Cuban, 
military, low, and spring. All of 
these shoes were arranged on sepa- 
rate tables according to sizes for 
quick and easy choosing. 


Buying Sparingly 

While retail merchants are buy- 
ing sparingly at present it is ex- 
pected that the next few weeks will 
bring considerably better business 
as spring orders will probably be- 
gin to come in in that period. At the 
present the sale of a large consign- 
ment to a small retailer outside of 
the center of the city is very un- 
usual. 


Whites To Be Good 


According to a prediction made 
by George M. Garman, well-known 
West Philadelphia retail shoe mer- 
chant and president of the Middle 
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Atlantic Shoe Retailers’ Associa- 
tion, whites will have a pretty good 
run as the spring and summer sea- 
son advances. In his opinion the 
bulk of the demand will be for 
either plain fabric or plain kid 
without any trimming in white or 
in colors. The demand for combina- 
tions is only fair. Manufacturers 
are talking higher prices but the 
retail trade is not buying in any 
quantities at present. 


Very Little Change in 
Glazed Kid 


No change of any importance oc- 
curred in the glazed kid situation. 
While there is some call for blacks, 
colors for the most part seem to be 
more active. Tan, Sudan, apricot, 
and cranberry are the features of 
the demand. The only call for grays 
so far has been for trimming and 
lining purposes. Whites are ex- 
pected to enjoy at least their usual 
activity as the season advances. In 
the colored kids all grades are said 
to be selling while in the blacks the 
demand is confined largely to the 
lower grades. 





Plans for Distinguishing 
Turn Shoes from McKays 


HAVERHILL—tThe inability of 
the average retail shoe store cus- 
tomer to distinguish between a Mc- 
Kay and a turn shoe is aptly illus- 
trated in a recent incident quoted 
by a member of the Haverhill shoe 
trade. This man took from the fac- 
tory a pair of turn shoes for his 
wife. They did not prove satisfac- 
tory to the lady so she decided she 
would go to a retail store in town 
and be fitted to a pair of turn shoes. 
She returned with a pair of shoes 
which looked like turns, but on close 
examination by the husband proved 
to be McKays. She said the clerk in 
reply to her inquiry had told her 
that these were turn shoes. It is 
possible that the man who sold 
these shoes was unable to distin- 
guish between a turn and a McKay. 

This difficulty, Haverhill shoe 
men say, is frequently met with in 
shoe stores. In this connection, sev- 
eral Haverhill manufacturers of 
turn shoes, appreciating these diffi- 
culties and a possible lack of knowl- 
edge as to the distinguishing points 
between turns and McKays, have 
worked out a plan for the ready 
identification of turn shoes. Haver- 
hill manufacturers of these goods 


are of the opinion that such identi- 
fication will be of assistance alike 
to merchant, clerk and customer by 
eliminating some of the misunder- 
standings which now arise. 


Drying by Electricity 

One of the many modern im- 
provements in the production of 
women’s footwear is the electric 
dryer. Racks of shoes on lasts are 
placed in a cabinet through which a 
heated electric current is circulated. 
Turn, McKay, or welt shoes are, in 
about six hours, dried out as com- 
pletely as old drying methods can 
accomplish in a fortnight’s time. 
Several factories in Haverhill are 
employing this method. Shoes dried 
in this way have a snappy appear- 
ance which adds to the attractive- 
ness of the patterns. While this elec- 
tric dryer is quite expensive to in- 
stall, manufacturers say that it 
pays for itself in three months time 
through the various economies ef- 
fected. An important feature is the 
quick release of lasts, thus reducing 
the expense of additional old lasts 
and giving the manufacturer oppor- 
tunity to acquire a greater variety 
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Gro-Cord Soles meet every demand for sport shoe wear. For the 
Golfer and other buyers of Sport Shoes cannot be excelled 
for comfort and flexibility. But that is not are absolutely 
SKID-PROOF on all surfaces—will not even skid on wet grass. 


Gro-Cord Soles are made of finely com live rubber with 
every inbuilt cord gum coated as in a Cord tire. This cord 
construction makes them wear long and the same cords serve as 
heat insulators assuring the coolest wear possible during the 
hot summer months. 


See to it that you have Gro-Cord Soled Sport shoes in stock. 

Send for the names of the leading manufacturers who produce 

gel dion, Will dante ged w cal yes cenags thoving 
children e glad to send you a 

the construction of Gro-Cord sport soles. ae 


—- Northwestern LeatherCo. 
Distributors 14 South St., Boston, Mass. 


A. C. Morand Co. A.R. MuellerCo. EdwardC. Mueller 
204-6 Sacramento St. 258 Fourth St. 1627 Locust St. 
San Francisco, Cal. Milwaukee, Wisconsin St. Louis, Mo. 


NOTE :—Those persons infringing on our patents or naming their 
product to mislead the _ on the “Gro Cond? trade 
mark will be 


Cord Tire Wear The Lima Cord Sole & Heel Co. 
In Every Pair Lima, Ohio 


When writing to advertisers please mention Boot aND SHok RECORDER 
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of new lasts. In this day of rapid 
style changes, quicker turnovers at 
the factory are imperative. Haver- 
hill manufacturers are alert to 
adopt improvements which enable 
them to bring about such results. 


On Club Committee 


The Boston Boot and Shoe Club, 
at its recent annual meeting and 
election of officers, chose as a mem- 
ber of its executive committee, J. 
Wallace Allen of Knights-Allen 
Company, Haverhill. Mr. Allen has 
been associated with shoe manufac- 
turing in this city for many years 
and is one of the best known mem- 
bers of the local trade. 


Stock Shoes for Easter 


Several Haverhill shoe manufac- 
turing concerns are maintaining in- 
stock departments for the purpose 
of supplying retail shoe merchants 
promptly with up-to-date novelties 
in women’s footwear. Two concerns, 
which are specializing in these in- 
stock goods, are Karelis Shoe Co. 
and Hannahsons Shoe Co. These 
old-established houses are well 
known to the trade as producing 
goods which represent excellence in 
quality and up-to-dateness in style. 
In-stock departments of both these 
concerns are receiving at the pres- 
ent time many orders from retail 
shoe merchants in anticipation of 
the demands of the Easter trade. 


Enlarging Factory Quarters 

The Harding Shoe Co., one of the 
busiest concerns in the manufac- 
ture of women’s high-grade turn 
shoes, is at present producing 800 
pairs daily for the retail and vol- 
ume trade. The amount of business 
being received at this factory is the 
largest in the history of the con- 
cern. The available floor space not 
being sufficient to take care of the 
increasing business, the Harding 
Shoe Co. has taken another floor in 
the building. This, with a rear- 
rangement of various departments 
will give an immediate increased ca- 
pacity of 25 per cent, and later from 
50 to 60 per cent more than pres- 
ent production. 


Moves to New Hampshire 

LeBosquet-Moore Co., manufac- 
turing women’s turn shoes, which 
has been operating a factory in 
Haverhill for several years past, 
has removed its entire business to 
Epping, N. H., occupying a factory 
where the concern has been pro- 
ducing goods in connection with the 
Haverhill plant. 
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Materials Most Important 
in Retail Shoe Stores 


ROCHESTER—Fair volume of 
business was transacted in most of 
the shoe stores here during the 
week ending March 14. It is a little 
early to determine accurately the 
trend of women concerning their 
preference for the new spring pat- 
terns. No one particular model is 
selling any freer than others. The 
materials are more important, the 
patterns seeming to meet with 
favor as long as the favored mate- 
rials are to be had. 


Remodeling Front 


P. M. Van Deventer, proprietor of 
the Van Deventer Florsheim men’s 
shop, is a busy man trying to do 


PAUL CHEVILLAT 


“business as usual” while a corps 
of workmen are remodeling the 
store front and making alterations 
and additions to the interior of the 
shop, which, when completed, will 
make this one of the finest shops in 
the city. 


Several Stores Moving 


Several Rochester merchants are 
planning to move to new locations 
in the near future. William Brink, 
who has conducted the Emerson 
shoe store on the north side of 
Main street for several years, will 
move about the middle of March to 
a new store on the south side of 
Main, in a location practically 
across the street from the old store. 

Thing’s Shoe Store located on the 


corner of State and Andrews for 
many years will also move across 
the street to a location, which, while 
not on the corner, will have en- 
trances on both State and Andrews 
streets, and they can thus continue 
to use the slogan “Thing’s Corner.” 


Chevillat with Ford 


Paul Chevillat, well-known style 
expert and designer, has joined the 
C. P. Ford & Company organiza- 
tion. Mr. Chevillat, a Frenchman by 
birth, has been connected with the 
shoe industry all his life. His first 
experience was gained in the “Bot- 
tiers,” or custom boot shops in 
Paris. He was also connected at 
various times with factories in Ger- 
many and Italy, and with the fa- 
mous Ballys factory in Switzerland. 

Mr. Chevillat came to this coun- 
try about sixteen years ago and im- 
mediately entered the shoe industry 
in Brooklyn, where he was em- 
ployed as pattern maker and de- 
signer for prominent firms. 

While Mr. Chevillat is essentially 
a designer and pattern maker, he is 
also a practical and thorough shoe- 
maker, and his creations are devel- 
oped with a view to the practical 
end of making the shoes as well as 
the artistic. 


New Shoe Store 


George McCarty, who has been 
associated with the retail shoe 
store of B. J. Boynton at Burling- 
ton, Vt., has purchased the lease of 
W. E. Miller, well known Rochester 
shoe merchant at 86 East avenue, 
and plans to open an up-to-date 
women’s shoe store about March 25, 
under the name of the Arch Aid 
Shoe Shop. 

Mr. McCarty will carry a com- 
plete line of Arch-Aid shoes for 
women in the smart and most up- 
to-date styles. This popular line of 
footwear is: made by The Menihan 
Company of Rochester. Mr. Mc- 
Carty will remodel the premises 
and install new fixtures and equip- 
ment. 





If a customer asks for a shoe 
that will not stretch out of shape, 
the retail salesman should know 
what kind of leather should be in 
that shoe so it will hold its shape 
correctly.—F. Delano, F. E. Kess- 
lar & Co., Sandwich, Ill. 
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ou can stretch snes salely 
on Repco Stretchers. 


VERY shoeman knows that great care 

must be taken in stretching shoes. Sud- 
den pressure inside a shoe will break even 
the most responsive leather. 


The regular, easy action of Repco Stretcher elimi- 
nates sudden and jerky pressure and assures safe 
stretching. 


Repco Shoe Stretchers contain no springs, arrows 
or other delicate or easily injured parts. 


The blocks are made of fully seasoned maple, care- 
fully shaped and smoothly finished, and are held 
together by a strong steel hinge. 


metteaeaeaetar 


The stretching action is by means of a toggle joint, 
controlled by a square-threaded screw of large pitch. 


Every shoe store should be equipped with the 
entire nine sizes of Repco Shoe Stretchers. 
No. 000 down to No. 6. Corn and bunion 
plates are packed with every stretcher. 


UNITED SHOE MACHINERY CORPORATION 
BOSTON 
SAN FRANCISCO BRANCH, 859 MISSION STREET 
J. K. KRIEG COMPANY 
39 WARREN STREET, NEW YORK 
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In-Stock Departments at 
Brockton on Busy Basis 


BROCKTON — Factories main- 
taining in-stock departments are 
going strong at this season of the 
year in filling the sizing up de- 
mands from retail shoe merchants 
for seasonable shoes. In-stock cata- 
logues illustrating and describing 
spring and summer styles for im- 
mediate shipment are going into 
the mails. Merchants receiving 
these catalogues find them conven- 
ient for reference in ordering 
from week to week, and in fact al- 
most indispensable as in line with 
modern methods of buying. One of 
the early catalogues is issued by 
Howard & Foster Co., a concern 
which has increased its in-stock de- 
partment to 13 styles. These fea- 
ture men’s oxfords in the new light 
colors and the lightweight styles 
which are enjoying popularity 
among wearers of men’s stylish 
footwear. 


Conference of Walk-Over 
Salesmen 

During the week of March 3 
salesmen representing George E. 
Keith Company gathered at the con- 
cern’s administration building in 
this city for the semi-annual con- 
ference. More than 50 represent- 
atives were in attendance. The con- 
ference covered three days. New 
samples were inspected and ad- 
dresses made by various executives 
and heads of departments. These in- 
cluded Walter D. Leach, Frank E. 
Packard, W. Everett Shaw, W. M. 
Littlefield, W. T. Card, Adrian Du- 
hamel, Harry Dunbar, C. G. Ken- 
dall, H. W. Copeland, A. J. Chase, 
W. A. Farley, and E. A. Burrill. 
The message of President Harold 
C. Keith was delivered to the sales- 
men following the supper at the 
evening session of Thursday, March 
5. Other speakers at that meeting 
were George H. Leach, H. A. Stub- 
bins, and Edward A. Keith. Fol- 
lowing the conference all salesmen 
left for their respective territories 
with samples representing the com- 
plete line of Walk-Over shoes for 
men and women. 


Feature Corrective Shoes 


M. A. Packard Co., one of Brock- 
ton’s old established houses, is uti- 
lizing space in national magazines 
to feature the Phlexopedic shoe for 
men. This line, while made up on 
stylish lasts and patterns, embodies 


a construction by which the shoe 
flexes with the foot. There are other 
corrective features which have been 
demonstrated as thoroughly prac- 
tical. 


New System for Accurate 
Shoe Fitting 


George E. Keith Company, manu- 
facturers of Walk-Over shoes for 
men and women, have purchased 
the Footograph, a patented system 
of measuring feet by charts, and a 
practical aid to the accurate fitting 
of shoes. The merchant’s customer 
places his foot on a chart which is 
in a special tray. The shoe fitter, 
by drawing a pencil line around the 
foot, obtains its exact measurement. 
Simultaneously, the fitter obtains 
the ball and heel measurements by 
means of metal scales attached to 
the edge of the tray. These meas- 
urements take but a monment and 
assure customers of perfect fitting 
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shoes. Merchants who are utilizing 
this new device are enthusiastic re- 
garding its practicability in fitting 
Walk-Over shoes. 


Shoe Men Club Executives 


At the annual business meeting 
and election of officers of the Bos- 
ton Boot and Shoe Club held in Bos- 
ton, February 25, Horace R. Drank- 
water of Edwin Clapp & Son, Inc., 
East Weymouth, and Frank L. Ers- 
kine of W. L. Douglas Shoe Co., 
Brockton, were among those elected 
members of the executive com- 
mittee. 


No Shutdown in Three 
Years 

The Barbour Welting Company is 
operating its plant in the Montello 
district of Brockton to full capacity 
in the production of various special- 
ties in Barbour welting. This con- 
cern, which markets its product 
amongst shoe manufacturers in the 
United States and Canada, and also 
does an extensive export trade, has 
not shut down its plant during the 
past three years. 





Lynn Reports More Interest 


in Quality 


LYNN—Further improvement 
in Easter and spring business was 
noted here last week. Telegraphic 
requests for shoes began to come in. 

Styles continue about “as is,” 
plus variations on familiar types. 
Radical changes appear to be no 
more. The general trend continues 
towards light and dainty shoes, 
pretty and attractive to the eye, but 
not offensive to good taste. 

The new interest of buyers is cen- 
tering in practical shoemaking. 
Buyers ask about styles, and then 
follow up this question by asking 
“How is the shoe made?” Some 
visit factories. They seek to know 
about the last fitting the foot, the 
pattern fitting, the last and the par- 
ticular qualities of leather and ma- 
terials which recommend them for 
particular grades of shoes. 

Indeed, there is a sounder inter- 
est in real shoe values, especially as 
regard the fit and service of shoes, 
than for many a day. Yet style 
value is not sacrificed, not by any 
means. 


A Stunt in Style Making 


This stunt in style making was 
recently done. A shoeman got a new 


of Shoemaking 


style idea. He secured some leather. 
He took it to an embossing shop. 
He had the embosser make a basket 
weave pattern on it, which was un- 
usual, because the leather has a 
patent finish. He made some new 
style shoes of the new finish leather. 

All this was done within the 
short space of three days, and it 
was done successfully, for orders 
were booked for the new shoes 
within the three days. Some differ- 
ence, is it not, over the old way of 
spending six months to get out a 
new style. 


Going Abroad 


Joseph I. Melanson, of Lynn, 
president of the J. I. Melanson & 
Sons Co., of North Adams, shoe 
manufacturers, and Edward M. 
Winslow, of the Benz Kid Co., of 
Lynn, will soon sail for a trip in 
Europe. In London, they will visit 
Sir Percy Daniels, a noted leather 
merchant, and an occasional visitor 
to Lynn. 


Mr. Blake’s Trip 


Albert N. Blake, of the Watson 
Shoe Co. set out on a selling trip 
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“GETTING MORE SHOES SOLD RIGHT IS EASY 
WITH GOODRICH TURNS IN YOUR STORE” 








The profit that this line produces is worth getting. 
The good will it creates is worth having. 


Style and quality are impressive features of the 
line, which is well balanced by novelty and 
good workmanship. 


Salesmen are out with samples that should 
interest you. Shall we have arepresentative call? 





HAZEN B. GOODRICH & CO. 
HAVERHILL, MASS. 





: 


The Old Dependable Cake 
Dressing for White Shoes 


atom, For Your White Shoe Trade 


‘The Name Blanco Is Signal of the Best 
Available White Cleaner” 


LAING, HARRAR & CHAMBERLIN 


Sole Distributors for the United States 
43 North Third Street - - Philadelphia 
JOSEPH PICKERING & SONS SHEFFIELD, ENGLAND 


Manufacturers 
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last week. He had with him some 
new samples of summer shoes; 
handsome they were, of course. In- 
cidentally, Mr. Blake stopped in 
Washington, to see the inaugura- 
tion, and, also to take note of any 
style suggestions that might appear 
during the ceremonial occasions. 


Run On Materials 


“Jack” Gorman of Murphy, Gor- 
man & Waterhouse finds that mate- 
rials, for shoes in the making, are 
running in this order: patents, 
first; satins in black, blond, rose- 


wood and like shades, second; white 
kid and cabretta, third; and tan 
calf, fourth. Mr. Gorman also finds 
that step-in styles are gaining. A 
popular pattern of a stey-in pro- 
vides for a simple lattice front, 
with a gore between the lattice and 
the quarter, on either side of the 
shoe. 


To Advertise Lynn 


The Lynn Chaniber of Commerce 
is proceeding with plans for raising 
a fund to advertise Lynn and its 
products. 





Wide Variety of Styles and 
Materials in New York 


NEW YORK—Some _improve- 
ment, although slight, was recorded 
in the retail demand for shoes here 
with the opening of the month of 
March. More seasonable weather, 
together with the start of Lent, 
which brings with it the thoughts 
of Easter was responsible, in the 
opinion of many of the retail shoe 
merchants. The winter clearance 
sales have about run their course 
and the retail displays of spring 
footwear are in full swing. 

From these displays and state- 
ments of retail shoe merchants it 
is apparent that the current spring 
season is to be one in which the 
widest variety of style and mate- 
rials will reign. There is no one 
type of shoe or any one material 
that is dominating the situation. 
One particular style will be leading 
with one merchant, while a block 
away, on the same street, and in 
a store catering to the same class 
of trade, the demand will be cen- 
tered on an entirely different style. 
Any well designed and sightly pat- 
tern, in almost any material is sal- 
able if properly presented to the 
public. For this reason window dis- 
plays are being changed more fre- 
quently than usual, many of the 
stores putting in new trims every 
day in order to place as many as 
possible of their new styles before 
the public. 


Buckles in Big Demand 


If this is a record season for va- 
riety in models and material, it also 
promises to establish a record in 
the demand for buckles and orna- 
ments. While retail merchants here 
are handling many shoes with 
buckles attached, extra buckles and 
ornaments are being sold in gen- 


erous quantities. Just as some wom- 
en buy several pairs of shoes at a 
time, a considerable number of 
them, if reports along Fifth avenue 
are true, are investing in several 
pairs of buckles or other orna- 
ments. New types of buckles are be- 
ing introduced frequently and they 
all seem to gain favor with the pub- 
lic. One of the upper Fifth avenue 
stores last week brought out a new 
buckle, made of brightly-colored 
beads and bugles, in bright blues, 
greens, reds and yellows, woven in 
intricate designs which suggested 
Oriental origin. The buckles were 
displayed on black satin slippers 
which formed a good background 
for their brilliant coloring. White 
rhinestone buckles are not in as 
great favor even for evening wear 
as they were a year or so ago. Col- 
ored stones of all kinds are used 
in the making of buckles or other 
fancy ornaments for wear with eve- 
ning slippers. Some of the more 
elaborate evening shoes now have 
strips of colored stones attached 
as decorations. 


Light Gray Gains Strength 


One of the interesting features 
of the week which may have a per- 
manent effect upon the spring sea- 
son, was the advance in popularity 
of light gray, as a result of the se- 
lection of this color by Mrs. 
Coolidge for the costume shoe worn 
when the President was inaugu- 
rated. No sooner had the news been 
flashed to New York than retail 
merchants began displaying gray 
shoes and several of them played up 
this color strongly in their advertis- 
ing. Apparel dealers report a consid+ 
erable gain in the call for the light 
gray or “Moonstone” color since 
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the inauguration and are wondering 
how far it will go. It is recalled 
that gray was not touted as 
strongly as the sand and ‘other 
beige, shades for spring, but the 
new turn of events may place gray 
in the lead. At least, the publicity 
given this color has given it more 
importance than it had before. 


Retail merchants are giving much 
consideration to the question of 
white footwear for the coming 
summer season. White had a flurry 
of public demand here at the be- 
ginning of the winter resort sea- 
son, but has quieted down consid- 
erably since then. The merchants 
are not sure that it will revive with 
the usual strength, because of the 
competition of the light sand and 
gray shades. Most of the leading re- 
tailers here have bought whites 
rather sparingly and mostly in solid 
white. Some merchants anticipate 
a fairly good run on white buck 
sport shoes for women this year, 
basing their predictions on the in- 
dicated vogue for white flannel and 
cashmere yarn fabrics in sport 
clothes. 


Henderson Organizes Firm 


F. R. Henderson announces that 
he has organized a company un- 
der the name of Crude Rubber & 
Foreign Produce Corporation, 250 
West 57th Street, New York City, 
for the purpose of carrying on a 
general importing and dealing 
business in crude rubber and 
other foreign products. 


Is Largest Maker of Full- 
Fashioned Hosiery 


The Gotham Silk Hosiery Com- 
pany becomes the largest manu- 
facturer of branded, full fashioned, 
silk hosiery in the world, and with 
one exception the largest producer 
of either branded or unbranded 
full-fashioned silk stockings. The 
deal, which gives the Gotham this 
added production, was the purchase 
of the four-story mill of the Oscar 
Nebel Company, Inc., at Philadel- 
phia. It is understood that more 
than $1,000,000 in cash was in- 
volved in the transaction which 
added the Nebel mill, one of the 
most modern in the Philadelphia 
district to the Gotham holdings. 

This will make four large mills 
under the Gotham control with an 
estimated production for this year 
of 700,000 pairs of full-fashioned 
silk hosiery. The Gotham produc- 

(Continued on page 102) 
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SIMPLE 


DESIGNED TO MEET 
THE NEEDS 
OF THE 
AVERAGE 
MERCHANT'S 
BUSINESS 


ACCURATE 


ALL RECORDS AT A 
GLANCE— 
COST 
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YOUR 
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fied. I agree to examine same for ten days. At the end 


of that time I will return it to you postage paid if not 
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turned to you within ten days that I shall keep it and 
you may send me your bill for $17.50. 
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In Chicago Most Styles 
for Women Quite Plain 


CHICAGO—February as a whole 
was a fairly satisfactory month for 
Chicago shoe merchants and there 
was a mild increase in volume over? 
February a year ago. 

The diversity of style selection in 
the stores is matched by the diver 
sity of footwear on the street, and 
in spite of general opinion favoring 
tans and tan combinations or va- 
riations, the observer notes a pre- 
dominance of black shoes being 
worn. 

The so-called “stylish” dressers 
are, of course, wearing the newest 
in two-toned pump, strap and 
buckle, but the multitude, the gen- 
eral run of every-day folks, seem to 
cling to black footwear. But even 
then, it is difficult to be certain, for 
fully 25 per cent of the women are 
still in goloshes and, apparently, 
the women’s business is waiting for 
the discarding of this footwear. 

The vogue for plainness in design 
is apparent, however, and most of 
the new variations of style brought 
out leave the “individualizing” to a 
choice of leather and leather com- 
bination. 


Foster’s Sabot Pattern 


The F. E. Foster Stores are fea- 
turing a new model called the Fos- 
ter “Sabot,” a dainty tailored little 
pump with a high throat cut square 
from the quarter much in the same 
design as the wooden shoe, with a 
contrasting collar open at the top 
and a dainty cord tied at the peak. 
The quarter and the vamp and toe 
are entirely without decoration of 
any sort. The new model has a 
low covered heel with rubber lift 
and comes in several leather varia- 
tions. The severity of this model is 
its charm. 


Reptile Leathers as Trim- 
mings 

Alligator and lizard grains are 
being used more and more for both 
body and trimming leather and al- 
most all in some tan or brown 
shade. Kids are being used in clever 
color combinations with calf leath- 
ers and satins and various satin 
textures are being used over all and 
in combination. The vogue seems to 
be for combination of leathers or 
fabric rather than complication of 
design. 

On the other hand, one sees cut- 
out patterns that riddle both quar- 


ter and vamp with designs, some 
backed by contrasting leathers, 
some cut clear through and expos- 
ing at least sixty per cent of the 
forepart of the foot. The quarters 
on many are cut out clear back to 
the counter lines. 


Buckles Sell Freely 


This should be a clean-up season 
on ornaments though the choice will 
run to the larger sizes and the bulk 
of the sale seems to be in designs 
entirely different from those shown 
early in the fall. The buckles are 
bigger and more colorful. 
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Contrasting Collars 


Many pretty patterns are 
seen with small contrasting 
leather collars around the 
throat, some held with small 
bows and others with colored 
buttons. Tongues seem to be a 
thing to eliminate or hide 
with buckles and straps—and 
gores are being hidden under 
beading, bows and buckles. 











March Opens Well 


Merchants are looking forward to 
a general pick-up in March and the 
first few selling days of the month 
were fairly good. The cold spell 
brought out the goloshes, however, 
which held up the demand. 





Tans, Patents, Combinations 
Selling i in Milwaukee 


MILWAUKEE—Business in Mil- 
waukee stores was very quiet during 
the early part of March, due partly 
to cold and windy weather, and 
merchants expect that the demand 
for the next week or two will be 
regulated largely by weather con- 
ditions. Although a number of new 
styles have been moving, merchants 
are not looking for the real opening 
of spring business until about the 
middle of the month. Up to the 
present time, tans have been moving 
very well, with some action on pat- 
ents and combinations. One store 
arranged a special window display, 
featuring tan shoes for early 
spring, and reports that they have 
been moving in a wide variety of 
patterns. Another store is featur- 
ing pumps and one-eyelet ties with 
tailored bows, styles with long 
metal buckles and a new tongue 
effect with a small cut-out at each 
side. In patent, the latter design 
is trimmed with a perforated de- 
sign underlaid with champagne kid. 
Cross-word puzzle novelties are be- 
ing shown quite generally in a vari- 
ety of combinations, including tan 
and blond, patent and. tan, black 
and white and others. 

Several merchants report a slight 
improvement in the demand for 
men’s spring shoes. Both black and 
tan have been moving, with a ten- 
dency to lighter shades of tan. One 
store which has been featuring 
light tans reports that men are tak- 
ing to them very well, almost to the 


exclusion of darker tans. Shoes at 
this store have very wide or balloon 
toes. 


Adds Hosiery Fixtures 


New hosiery fixtures have been 
installed in the Milwaukee store of 
Hanan & Son, adding greatly to the 
attractive appearance of this de- 
partment and nearly doubling the 
space devoted to it. The fixtures in- 
clude drawers with glass fronts 
which have been installed from 
near the floor to about five feet in 
height. Above these are two display 
cases for hosiery. The hosiery de- 
partment is located at the front of 
the store where it attracts the at- 
tention of people coming in for 
shoes. 


Shoe Club Holds Meeting 


Members of the Milwaukee Shoe 
Club held their monthly meeting at 
the Medford hotel, devoting the 
evening entirely to business affairs. 
The organization, which includes 
department heads and young men 
in three local shoe manufacturing 
plants, is devoted to educational 
purposes as well as to the idea of 
bringing together men interested in 
shoe manufacturing, and plans are 
being considered for extending the 
membership some time in the fu- 
ture. R. S. Shannon, credit manager 
of the Portage Shoe Co., is presi- 
dent of the club; Robert Huth, 
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credit manager of the Weyenberg 
Shoe Manufacturing Co., vice- 
president, and E. Wagner of the 
Weyenberg Company, secretary. 


Talks to Employees 


Employees of the S. J. Brouwer 
Shoe Store heard a lecture on the 
value of milk and proper foods for 
the diet, given at the store one 
morning by Miss Mary A. Brady, 
nutrition specialist of the Univer- 
sity of Wisconsin. 


Wholesale Business Im- 
proves 


“Wholesalers report orders for 
spring slightly better,” states a re- 
port by Bradstreet’s mercantile 
agency given out at the end of Feb- 
ruary. The report notes that de- 
partment stores and other retail 
merchants are advertising exten- 


sively to move their goods and sum- 
marizes the wholesale and jobbing 
trade, retail trade and manufactur- 
ing and industry as generally fair, 
with collections slow. Attention is 
also called to a large building pro- 
gram planned for spring. 


Ole Anderson Manager 


Ole Anderson, who has been 
manager of the Davies Shoe Store 
in Madison, Wis., for the past three 
years, has returned to his former 
home in Racine, Wis., where he 
took charge of the opening of the 
fourth Davies shoe store in that 
city. The new store corresponds in 
many respects with the other three 
branches in the city, being deco- 
rated in blue and gray and equipped 
with attractive show cases and 
large display windows. It features 
the customary slogan, “Davies 
Footwear for the Entire Family.” 





San Francisco Looks for 
an Early Spring Opening 


SAN FRANCISCO — February 
as a whole was a rainy month and 
this fact made a negative impres- 
sion on the volume of buying in re- 
tail shoe stores. The materials in 
women’s shoes ran mostly to blacks. 
Black patent was stronger than 
satin, but indications at this time 
promise a good spring on satin. 
Tan calf models are still selling 
freely. 


Fourth Feltman & Curme 
Store Opens 


The fourth Feltman & Curme 
store opened late in February at 
1120 Washington street, Oakland. 
There are three Feltman & Curme 
stores in San Francisco, and all 
have enjoyed marked success. The 
new store has a very attractive 
hosiery department. 


Close Out at Portland 


Tieburg Bros. recently closed out 
their shoe store at Portland, Ore. 
Fithian & Barker Shoe Co. pur- 
chased the fixtures. 


Convention Committees 


President H. A. Ballantine of the 
California Shoe Retailers’ Associa- 
tion has appointed committees of 
Santa Barbara residents to promote 


plans for the annual convention of 
the association, to be held at Santa 
Barbara, May 25, 26 and 27. The 
committees follow: Michael A. 
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Levy, chairman; W. D. V. Smith, 
assistant chairman; Andrew Mc- 
Intyre, secretary and treasurer. 
Hotel and banquet, Andrew Mc- 
Intyre and Sidney A. McFarland; 
golf and sports, W. D. V. Smith; 
and speaker program, Sidney A. Mc- 
Farland; registration, badge and 
credentials, E. D. Holt and M. E. 
Newton; publicity and attendance, 
Ralph Runkle; reception, William 
Theim and J. W. Quick; women’s 
committee, Mrs. W. D. V. Smith; 
transportation, G. J. Cizek. 


Porter, Inc., New Firm 


A shoe store at 231 Geary street 
will be operated under the name of 
H. L. Porter, Inc., selling women’s 


’ shoes and hosiery, is being remod- 


eled and will be opened in the near 
future. 


Showing Spring Styles 

The Royal Shoe Store, on Market 
near 5th street, having cleaned out 
its old stock, is holding an early 
spring opening of men’s, women’s 
and children’s shoes. The windows 
are especially decorated in white 
and blue. Most of the shoes dis- 
played are tans, black and tan-and- 
black combinations. 





St. Louis Retail Buying 
Is Along Healthy Lines 


ST. LOUIS—Reports from a 
good number of retail shoe merchants 
in the downtown shoe belt indi- 
cated that the month of February 
showed an increase in sales over 
the same period a year ago. A few 
stated that their business was as 
good as the same month in 1924. 
There is no pessimism among the 
retail shoe merchants and the trend 
of trade during early March points 
to good business right up to the 
Easter holidays. 

The weather here has retarded 
the upward trend that business 
took during the early part of Feb- 
ruary and which hesitated during 
the last two weeks of that month. 
This was caused by cold weather. 
The warmer spring-like days were 
always reported as being fine for 
the shoe business. The opinion that 
practically all women have not as 
yet purchased their spring wearing 
apparel was another reason why 
the shoe business was not forging 


ahead as it should during March. 
This is true and every day evi- 
dences can be observed on the 
streets where women are still 
garbed in their winter wardrobes. 


Blond satin in some stores con- 
tinues as the stellar attraction in 
the new types of footwear wanted. 
This does not mean that it is at- 
tracting the largest sales. Tan calf 
and patent with black satin are 
playing the heavy roles in the sales. 

Combinations are having a fair 
success and many believe they will 
make a more impressive showing 
with the advancing of the season. 


Improvement is Steady 


The report of the Eighth Federal 
District on general business condi- 
tions shows that the improvement 
in business continues throughout 
the territory covered by the bank. 
The report follows in part: “Im- 
provement in general business, 
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which commenced last fall, was con- 
tinued during the period under re- 
view. Some irregularity was noted, 
and disappointment was expressed 
in some quarters at failure of the 
betterment to progress at a pace 
which the promise of the preceding 
two or three months seemed to war- 
rant, but for the most part senti- 
ment was optimistic and satisfac- 
tion felt with results obtained. 

“In a majority of lines investi- 
gated production and distribution 
of goods was larger than for the 
corresponding period a year ago, 
and a number. of instances there 
were gains over the December, 
1924, totals. An outstanding fea- 
ture in the merchandising situation 
is the almost universally healthy 
conditions of stocks. Inventories are 
small relatively and overbuying 
and speculation in commodities, 
aside from cereals, is negligible. On 
all sides there is evident willing- 
ness to fully fill requirements for 
the near future, but purchasing for 
more distant needs is still being 
pursued with caution and conserva- 
tism. 

“Production is being maintained 
at the recent high levels, with plants 
manufacturing women’s novelty 


goods and children’s wear operat- 
ing at full capacity. In men’s shoes 
there is a strong demand for spe- 
cial new styles, and manufacturers 
have adjusted their facilities to the 
change. In finished goods prices 
showed only minor changes as com- 
pared with the preceding thirty 
days. Raw materials continued very 
firm, with specific advances re- 
corded on certain descriptions.” 


Brown Shoe Co. Gains 


The Brown Shoe Company 
showed a big increase in shipments 
during February over the same pe- 
riod of a year ago. The figures an- 
nounced were $433,211 over the 
shipments for February, 1924. A 
gain in shipments was also shown 
in January. 


Displays Tiny Shoes 
Vogue Boot Show displayed two 


_pairs of tiny turns equivalent to 


about a size 13 in children’s shoes. 
They are pumps with Spanish heel, 
in blue and red satin. A sign back 
of the shoes announces that all sizes 
are carried by the store. It at- 
tracted considerable attention. 





Spotty Trend to Retail 
Business in Cleveland 


CLEVELAND—Retail business 
here continues to be spotty, with 
some of the merchants reporting 
slight increases in sales, and others 
announcing that the volume of busi- 
ness continues in March at about 
the scale that prevailed in Febru- 
ary. 

The Lenten season is being ob- 
served generally, and that has not 
helped trade. Buying for the Easter 
season has not set in, and until it 
does trade is expected to continue 
at about the same rate, although a 
period of warm weather would 
help greatly. 

The average sales here, however, 
during February were at about the 
rate that prevailed in February, 
1924. March has brought in a slight 
increase to most of the merchants 
down-town. The month came in like 
a lion, and then the weather im- 
proved to such an extent that the 
last days of the first week were 
mild. This increased buying. 

General business conditions are 
improving gradually, according -to 
the banks. There are more persons 
on pay-rolls than a year ago, and 


other factors show improvement. 
Shoe merchants have regarded the 
prospects for spring trade this 
year much better than a year ago. 


Novelties Sell Freely 


The Bailey Co. has been selling a 
lot of novelties. Two-tone effects 
have been very popular. The lead- 
ing combinations are patent and 
tan, patent and gray, patent and 
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Blond Satins Strong 


Blond satins are the rage 
in Cleveland. They are the rage 
for all kinds of wear. Hun- 
dreds of women are to be seen 
on the streets daily, with their 
feet encased in the blond 
satin. They wear them to thea- 
tres afternoons and evenings. 
They wear them to afternoon 
social events, and to formal 
affairs in the evening. 











apricot, patent and blond with black 
satin quarter. These all have been 
leaders in sales at this store. 
Stitchings and braidings are very 
popular and this likely will continue 
through the spring and summer, ac- 
cording to Hess. The women here 
do not want plain shoes. There will 
be a strong demand for cut-outs 
again, for persons will not wear 
the hot shoes in warm weather. 


Travers Store Closes 


The Travers Shoe Store which 
for many years maintained a retail 
store at 522 Euclid avenue, has 
closed the doors of its establish- 
ment. The fixtures are being sold. 
A fire in the basement of the store 
resulted in a heavy loss. 


Ivory and Mahogany Color 
Scheme 


The store of the Pocock-Wolfram 
Co., 520 Euclid avenue, is being re- 
decorated, and a special sale-is be- 
ing conducted with considerable 
success while the work is being 
done. The interior is being fin- 
ished in ivory and mahogany col- 
ors, and new boxes for the stock 
match the color scheme. A great 
improvement already is shown in 
the appearance of the store room. 





Blond Shade Very Strong 
with St. Paul Merchants 


ST. PAUL—tThe blond shade in 
both satin and kid is meeting with 
decided favor by women. It looks 
like a big number for spring. It is 
favored in a variety of patterns, 
straps, step-ins and front gores. 

Tan calf and black patent models 
are selling freely. Alligator leather 
is used much as a trimming. 

Men are buying the light tan 


yellow tones for early spring in 
wide toe patterns. 


Changes in Management 


Important changes in the officers 
and management of the three shoe 
stores in St. Paul, Minneapolis and 
Duluth owned and operated by So- 
renson, Inc., were announced re- 
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cently by S. T. Sorenson, of St. 
Paul, president and founder of the 
company. A. L. Jackson, manager 
of Napier’s Minneapolis store, since 
its opening six years ago, was made 
vice-president, succeeding Roy So- 
renson, the president’s son. J. D. 
Lester succeeded Edward J. 
Schoettly as secretary, and M. C. 
Howard, recently of Carlat’s Boot- 
erie, Kansas City, succeeded Mr. 
Schoettly as manager and buyer of 


the St. Paul store. He also has gen- 
eral supervision of the Duluth 
store. Mr. Jackson succeeded Claude 
A. Kress as manager and buyer of 
the Minneapolis store. 


Opens Shoe Department 


Browning, King & Co. opened a 
shoe department for men. L. O. No- 
vak, for many years with French, 
Shriner & Urner, is manager. 





Satins Meeting with Good 
Response in Cincinnati 


CINCINNATI — March upheld 
traditions of centuries past, by blow- 
ing in like a lion, and as a com- 
panion it brought with it a few 
days of wintry weather. This un- 
desirable weather brought with it 
a sudden drop in business during 
the week ending March 7. In fact, 
most of the merchants reported 
that business was poor. 

The style demand still remains 
about the same, patent leather be- 
ing chief material called for, and 
tan calf, second. Light colored 
satins are receiving a good call, and 
moving out of the stores about as 
fast as they are received from the 
manufacturers. The blond shade is 
the predominating color in satins. 


Good Selling Materials 


Black satins are moving in fair 
volume, and it is expected that these 
will pick up later on. Combinations 
of tan calf and patent leather, or 
light colored kid and patent leather, 
are receiving much attention. One 
especially attractive combination is 
a batik, which is marble effect, kid 
quarter with patent leather vamp. 

A good demand exists for pumps, 
and step-in and gore effects, and 
dainty one-strap patterns are 
among the best sellers. The wide 
one-strap pattern is one of the new 
models. 


Potter Meeting 


At a recent meeting of the em- 
ployees of the Potter Shoe Co., they 
discussed the proper polishes to use 
on various leathers. Samples of the 
various polishes and cleaners han- 
dled by the company were demon- 
strated on the leathers for which 
they were intended. The meeting 
was conducted on the open forum 
style. The winners of the “Red 
Cross” contest, which was held on 
the sale of ““Red Cross” shoes, were 


announced, and the prizes were 
awarded. Records show that 222 
pairs of this type of shoe had been 
sold during the contest. The em- 
ployees were favored with a talk 
by William Nelson Taft, the chief 
speaker of the O. V. R. S. D. A. 
convention. 

George M. Spangler, manager of 
the National Shoe Retailers’ As 
sociation, also addressed the meet- 


ing. 


Smith-Kasson Anniversary 


The Smith-Kasson Co. observed 
its 30th anniversary. Shoes in style 
30 years ago were displayed in win- 
dows accompanied by patterns in 
vogue today. 
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shoes, the girls of 30 years ago 
wore high shoes with needle pointed 
toes, sacrificing comfort for style, 
while today the girls wear various 
types of slippers, combining com- 
fort with style. 





Hose Good for Knickers or 
Skirts Most Wanted 


In women’s sportswear the de- 
mand for golf hose is ever decreas- 
ing. For spring all-over designs will 
be very much preferred in the full- 
length stocking which is equally 
adaptable with knickers and skirts. 
Some of the season’s novelties in 
lisles gain interest through drop- 
stitch patterns rather than Jac- 
quard effects. An effect of shadow 
is produced in a plain-color stock- 
ing by means of hemstitch dia- 
monds in which the angle of the 
ribbing is alternated. This is con- 
trolled by an automatic stop and a 
diamond reset. 





Peabody’s Leather 
Production 


Peabody, Mass.—“The Leather 
City” is making $9,000,000 worth 
more of leather annually than it did 
before the war, according to figures 
of a recent state bulletin. All of 
which shows that Peabody’s leather 
business is making a steady stride 
ahead during the long period of 


In the women’s higher priced years. 





The interior of the Pearl Street Bootery, 21 Pearl street, Worcester, Mass. 

The view is as one enters the front and looks down the center of the 

store. The front of the photo shows a rest room fitted with wicker daven- 

ports. A. J. Riendeau is proprietor and carries men’s and women’s shoes. 
The windows are very attractive, too. 
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BROCKTON, MASS. 
Address all communications to the factory. 
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BROCKTON 





NETTLETON 
Shoes of Worth 
A. E. NETTLETON 


Syracuse, N.Y., U. 8. — 
MEN’S VINE SHOES EXCLUSIVELY 
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MADE IN ROCKLAND, MASS. 
“Ask the Man Who Wears Them” 























Rhode Island Shoemen’s 
Annual Meeting 


Providence, R. I., March 10— 
The annual meeting and election of 
officers of the Rhode Island Shoe 
Retailers’ Association was held re- 
cently at Hotel Biltmore with more 
than 100 store managers and sales- 
men present. A very entertaining 
program was presented. 

Speakers who dwelt on busi- 
ness conditions, ethics and the fu- 
ture indications included: George 


E. 8S. LA FAYETTE 


President, Rhode Island Retail- 
ers’ Association. 


W. Danielson of Providence; 
Thomas A. Delaney, secretary of 
the National Shoe Travelers’ Asso- 
ciation of Boston; H. Nelson Street, 
secretary of the Retail Merchants’ 
Division of the Providence Cham- 
ber of Commerce, and C. K. Hickey 
of the Boot and Shoe Recorder. 

A musical entertainment was 
presented during the dinner. Fred 
S. Fenner, past president and di- 
rector, was an admirable toastmas- 
ter. During the year just closed, 
many successsful meetings were 
held at various stores in Provi- 
dence. Mr. Danielson, one of the 
speakers, pointed to this fact as 
significant of the broad-minded 
and co-operative spirit existing in 
the organization. 

Officers elected include: E. S. 
La Fayette, president; W. P. But- 
ler, vice-president; J. A. Veraneau, 
treasurer; M. Casterlin, secretary; 
directors, Fred S. Fenner, John 
Wilson, Jr., D. W. Post and Mr. 
Lufgren. 

New members admitted include: 
Harold Ballou of F. E. Ballou Co., 
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SNAPPY SHOES 
FOR YOUNG MEN 
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88-90 Reade St. New York 
AUCTION TRADE SALES 
of 


SHOES AND RUBBERS 
Every Wednesday and Friday 











STOCK DEPT. 5 
Pe pay 


THE STETSON SHOE CO., Inc. 
Seuth Weymouth, Mass. 
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~ Many dependable and 
profitable styles constant 


by Io Stock. Send for latest price list. 














UST. 
SHOE T 


109 ere ST 
BOSTON 








PHONE LiBerty 4648 

















MULTIGRAPH PLATES 


COMPLETE SERVICE 
ee Signature Cuts, Rule Forms, 
Composition, Steel and Copper Face Electros 
Write for Prices 


UNIVERSITY ELECTROTYPE FOUNDRY 
~ CAMBRIDGE, MASS. 











ATLANTIC PRINTING CO. 
Producers of Distinctive 
Shoe Catalogues and 
Shoe Booklets 


201 South Street Boston, Mass. 
Telephone, LiBerty 8673 








,.— 


" |ABELS‘ LST. "| 


it 


| TOLMAN PRINT. #NC 


Weybosset street; Aristide Mo- 
reau, Moreau Bros., Woonsocket, R. 
I.; Albert Belheumeur, Woonsocket; 
Louis Henault, Woonsocket. 





Calfskin Investigation Well 
Under Way 

New York. City—J. A. Steen of 
the American Hide & Leather Co., 
who has been assisting F. X. Whol- 
ley of the Barnet Leather Co., in 
Washington in the Webb Pomerene 
investigation that the calf tanners 
have undertaken, has developed the 
investigation to a point where it is 
possible for him to return to his 
duties in Chicago with the Ameri- 
can Hide & Leather Co., where 
he is assistant sales manager. 
The questionnaire has been sent 
throughout the world to develop 
facts of interest to each of the calf 
tanners, and arrangements have 
been made as these are received so 
that the information will be prop- 
erly disseminated. 





Business Analysis 
New York, March 12.—In the 
yearly analysis of business com- 
piled by the commercial paper de- 
partment of George H. Burr & 
Company here, from reports from 


3,000 representative manufacturers, 


wholesalers and retail merchants in 
over a score of lines of industry 
and from all parts of the country, 
38 per cent of the reporting shoe 
manufacturers had sales nine per 
cent larger in 1924 than in 1923. 
Sixty-two per cent, however, re- 
ported an average decline in sales 
of 16 per cent. 

Twenty-seven per cent reported 
collections for the year as good, 69 
per cent fair and but 4 per cent as 
poor. Thirty-five per cent reported 
prices during 1924 as higher, and 
equal percentage as unchanged and 
30 per cent as lower. Of the shoe 
manufacturers, 92 per cent expect 
sales to be higher in 1925, while 
but 4 per cent expect a decline in 
sales. On the price trend for this 
year 27 per cent expect advances, 
69 no change and 4 per cent antici- 
pate declines. 





Organize Lipp Shoe Co. 

Brooklyn, March 11.—William 
Alfred Lipp, formerly connected 
with the Degen, Lipp, Inc., shoe 
manufacturers of this city, have or- 
ganized the Lipp Shoe Company, 
Inc., 1014 Lexington avenue. They 
are making a high-grade turn shoe 
for women with William Lipp hand- 
ling the sales program and the de- 
signing. 
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Flexible Turn Shoes 
For the Jobbing Trade Exclusively 
F. S. ELAM SHOE Co. 


ROCHESTER, N.Y. 
Boston Office, 183 Essex Street 

















‘Bonita Shoe * Baby 


TURNS and SOFT SOLES 


In Stock 


Send /tr Cate 


ALH. Mertin Go. 


Maher 














AShoe forBoys 
That Wears 


_ Marston & Tapley Co. 
OANVERS, MASS 











& Osbom, 


BOy’'s FINE SHOES 
Rockland, Mass., U. 8. A. 


IN STOCK MADE TO ORDER 
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For the 
Better 
Trade 


oe the IBNen 
tter j 
Grade 2 ~ 
BEST-EVER 
Soft-Sole Leather 
*  Boudoirsand Novelty 
Kimono Sandals 
Write for Prices 


BEST-EVER SLIPPER CO., Inc., BROOKLYN, N. Y. 








fe otek, <yp i 
Pullman Slipper a 
RED BLACK TAN 


The Quality 
SWAN SHOE CO. Baltimore, Md. 








Satin, Felt and Leather 
Soft-Sole SLIPPERS 


fer the Entire Family 
No. 7300 Satin in these 
colors American Beauty 
Copen Bluc, Old Rose, 
Lavender, B. Blue, 
Black, Taupe and Pink. 

Send f for Price List 








NEW ENGLAND SLIPPER CO. 
WESTBORO, MASS. 


PARISTYLE FOOTWEAR MFG. GCO., INC. 


41-45 cennhinaten Ave., Brooklyn, N.Y. 
Chicago Office, Security Bidg., 189 W. Madison St. 
HIGH GRADE MULES and D’ORSAYS 

Made of Satin, Quilted Satin, Embossed 


Leather, Tinsel and Brocade 
TG. from $23.00 per doz. up ) 


“IN STOCK BLACK KID BALLET, 
SLIPPERS” 

Ours Stand the Strain 
$128 11% $3 to2 as to 8 
THE KAY JAY SHOE CO. 

Manufacturers 
309-315 Findlay Street 
Cincinnati, Ohio 

















HERETO BUY * 
bee 





America’s Favorite 


NU-SHINE 


Restores Color 
Preserves Leather 
Beautifies Footwear 
Makes Old Shoes Look New 
THE NU-SHINE Co. 
Mkt. St. Reidsville, N. C. 








Where to Buy 
Wanted Styles 


An extra Editorial Service to 
“Recorder”’ readers, free for the 
asking. Write and tell us what 
you would like to know. 











ROBERT W. PHILPOTT 


Manager of the G. W. Philpott 
& Son shoe store of Elyria, 
Ohio. 





Testing Shoe Materials 


New York—With the growth of 
a number of new materials for 
shoes, there is a demand among 
both retail shoe merchants and 
manufacturers for more knowledge 
concerning the strength and wear- 
ing qualities of these materials. 
The U. S. Testing Company has a 
number of the large retail mer- 
chants and manufacturers of shoes 
in this district and in Chicago 
among its clients. Much of the 
work has been done in shoe satins 
and satin shoes, up to the present, 
although more leather is being 
tested now. 

The tests usually consist of a 
physical analysis in satin; that is 
the analysis of the number of silk 
strands used in a square inch of the 
satin, and a test for tensile 
strength. The Testing Company has 
tested a number of satin shoes that 
were found faulty by customers 
and returned to the stores. In the 
majority of these tests, it was dis- 
covered that the shoes were too 
small, causing them to break across 
the toe. According to officials of the 
Testing Company, the hardest wear 
that a woman’s shoe is subjected 
to is dancing. The Testing Com- 
pany also is busy with silk hosiery 
tests, chemical as well as physical 
analyses being made of these. A 
good silk stocking should average 
about 700 hours wear, according to 
the company’s figures. 
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Rs ae pie? Bk. Glazed 

8-11 2 2%-8 
fiso Si $1.45 
SCHWARTZ & HERDER 


Bites. of High Goede Aciietis Geese 
241 Me. fith Street - - Philadelphia, Pa. 


Sumith 


BALLETS 














326 W MONROE ST 
CHICAGO 


W2 SUMNER SMITH 











MANHATTAN FINDINGS CO. 


WHOLESALE SHOE penee SUPPILES 
107 Duane St., N. Y. 


:~leeew MADE SALAET SLIPPERS 
hilds’ ..-.-8L15 Mi $1.2 


dies 
We also carry a full line of professional round 
and square toe ballet slippers. 
IN STOCK 








BALLET SLIPPERS in Stock 


Black and Pink Satin, Binck Kid oticlally edzotes 
as the best made professional toe a 
in America by International — 


Pamew’s x 


Only one exelusive agensy In 2 town 











IN-STOCK 
BLACK BALLET SLIPPERS 
Child's $1.20 


BLOG SHOE FINDING oF —— 
147 Duane St., New York. 








(BALLET AND GYM SHOES 
BLACK VICI KID—IN-STOCK 
Gym Shoes No. 116 

2% 7 $1.00 


Men's Leather House 
Slippers In Stock 


Athletic Shoe Mfg. Co., 124 N. Third St., Philadelphia 


QUALITY BALLETS— gyi. 


Soft Tee Hard Toe 


8/11........$2.28 
6/11 a 1.38 WYa/i- 338 
ite Compe on 

5e extra request. 


Also Men’s and Women’s Slippers of every description. 
METROPOLITAN SLIPPER CO. 
134 W. B’way, near Duane St. 


Do You Know? 


That you can buy or sell it through 
the “‘Where to Buy” columns. This 
feature in its quick service is a time 
saver in meeting immediate needs. 











New York 

















BOOT AND SHOE RECORDER 


} 





T. W. GODSO) 
w.G. JONALD, ¥ 


F. E. JONES CoO. 
FANCY COLORS 


MAT KID 


F. E. JONES, Treas. 
ice-Pres. 











COATED GEM DUCK 
ADGESIVE BACKING CLOTH 
Gabber and Lestha 
Dry Foot Welting 
Sheet Rubber Soling 
8. F. CHAMBERLIN 


eos & 


* ALL 
WIDTHS 
Oring .23 
GRADES 
Russell ManufacturingCo. 
Middletown, Conn. 


The One 
Waterproot 
weather That 
Takes and Re- 
tains a Polish. 


CREESE & COOK CO. 
Tanneries at Danverspert 95 Seuth St., Besteo, Mass. 














Colored 














EMIL RUBLACK 
Moker of Artistic 

PRICE TICKETS 

Shee trade my specialty 
Samples mailed tree on request 

Established 1983 
400 $9 per 100 148. 142 WEST paespwar 
es NEW YORK, N. 








INFORMATION 
for Shoe Merchants 


“WHERE TO BUY” constitutes a 
source of kno 2 ane be Ue 
runs through these pages may read 





— and learn. 








New York 


(Continued from page 93) 


tion in 1924 was over 420,000 
dozen. 

The Gotham concern has had a 
phenomenal growth and has been 
exceptior lly profitable. It is learned 
that in i924 the Gotham company 
earned a net profit of around $1,- 
500,000. It is expected that with 
the increased production, a good 
portion of which is already sold, the 
profits this year will be in the 
neighborhood of $2,500,000. 


I. Miller in Wholesale 
Hosiery Business 


I. Miller & Sons, who have long 
been engaged in the manufacture 
and retailing of shoes, have added 
a new activity to their enterprise, 
that of wholesale hosiery business. 
The hosiery will be marketed along 
with Miller shoes, largely on the 
agency plan. 

Irving Miller, who for several 
years has been the head of the ho- 
siery departments in the Miller re- 
tail stores, will be the executive 
head of the new department, and 
associated with him will be Jacob 
Casin, well known in the hosiery 
trade, who recently resigned as 
sales manager for the Van Raalte 
Company. 

An extensive advertising cam- 
paign is planned, intended first to 
establish Miller hosiery in the Mil- 
ler shoe agencies and then to ex- 
pand into retail stores in general. 
An extensive line of full-fashioned 
silk hosiery, ranging in price from 
$13 a dozen upwards will be carried 
by the company. Concentration will 
be made on hosiery retailing at 
$1.65 and $1.85 a pair. 

The Parisian style service, which 
has long been applied to Miller 
shoes will be extended to hosiery. 


Mackie Joins Barnet Co. 


The Barnet Leather Co., Inc., re- 
cently added James Mackie to its 
executive organization in New 
York. Mr. Mackie will assist F. X. 
Wholley in sales analization and 
sales promotion. He was previously 
sales manager of the Pohl Products 
Company, and prior to that assist- 
ant sales manager of the Braender 
Rubber Company. His early experi- 
ence was with the Goodyear Tire 
& Rubber Company and _ the 
Packard Motor Company, as sales 
analyzer. ~ 
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J. R. BEATON COMPANY, Inc. 
831 FOURTH AVE., NEW YORK 














A WHERE TOBUY 


Stylish Comfort Shoes 





DR. CAMPBELL’S HEALTH SHOES 
Women’s Boots In Stock 
LASTS—13 STYLES 
$4.60 to $5.25 





122-124 Duane St., New York, N.Y. 











A Good Seller for Years 


Lynn, Mass.—A firm has sold a 
certain pattern season after season 
for 14 years, and the annual sales 
show a steady gain. No, this is not 
a health shoe, or a comfort shoe, 
but a dress shoe that is worn to 
many a brilliant social event. Mil- 
lions have seen it. 

The manufacturer is not brag- 
ging about it. He thinks he has a 
monopoly of the pattern, and he is 
not wishing to stir up his competi- 
tors. 


Blond and Two Tones for 
Spring 

Peoria, Ill., March 10—The B. & 
M. shoe department recently fea- 
tured blond satin styles and two- 
tone combinations of patent and 
apricot for spring wear. The new 
styles were stressed in an adver- 
tisement headed: “Foot-notes of 
the Spring Song.” A bird is illus- 
trated, linking up the connection 
between spring styles and the har- 
binger of spring. 


New Shoe Stores 


Winnipeg, Manitoba — Studio 
Shoe Shop, Ltd., 405 Portage ave- 
nue. 

Montreal, Quebec—Belmont Shoe 
Store, N. Thonn, proprietor. 

Montreal, Quebec—Cohen’s Boot 
Shop. 

















March 14, 1925 


Widespread Confidence Is Well 
Founded 


(Continued from page 41) ~ 

Amount of steel products used in drilling, produc- 
ing, storing, and transporting oil may be seen from 
the 1921 census figures, which show production of 
137,500 tank cars that year, 466 tank vessels with a 
capacity of 2,500,000 gross tons, 34,000 miles of main 
pipe lines, and many thousands of miles of gathering 
pipe lines. To these must be added annual consumption 
of over 1,000,000 tons of “oil-country goods,” such as 
casings, tubes, drill pipes, steel barrels, and the like. 
The demand for these goods naturally grows with in- 
creasing activity in the oil fields—and a revival of 
activities seems near at hand because of the growing 
consumption of oil, the falling output, and the de- 
crease in stocks on hand. Export trade in oil is grow- 
ing. 

Stocks of crude oil decreased appreciably in Decem- 
ber. Output at the end of January was 50,000 barrels 


per day less than in November. There was a drop in’ 


the output of the Wortham (Texas) field from 167,000 
barrels daily on January 17 to 60,000 barrels daily on 
February 13. 

Under the stimulus of these conditions, prices ad- 
vanced and are still going up. Higher prices usually 
call for a rush in searching out and developing new 
fields which carries with it a large volume of miscel- 
laneous business of many kinds. 


The Case of Soft Coal 


Bituminous coal presents the. reverse side of the 
fuel situation. There was a little spurt in production 
early in January, but it slackened in the latter part of 
the month. Prices ranged somewhat lower in the II- 
linois districts to meet competition from the non-union 
mines of West Virginia and eastern Kentucky. 

The significant feature of coal production in the 
years 1923 and 1924 is the gain made by the pre- 
dominantly non-uniom states of Kentucky and West 
Virginia compared with the loss in the union states— 
Ohio, Indiana, and Illinois. This shift of production 
has been going on steadily since the adoption of the 
present union wage scale in 1920. 

The beginning of the solution of the problem of 
bituminous coal—too many mines—seems to lie in the 
movement to consolidate eighty non-union operators 
in the West Virginia fields. 

Lower wage scales may form a part of this pro- 
gram; but if so, steadier employment will probably 
result in larger annual incomes to the mine workers 
than does the present haphazard method of working 
rarely more than two days a week. 


Expansion of Motor Transportation 


The automobile industry ushered in the new year 
with a production of 226,000 cars in January, which 
was an 8 per cent gain over December, and a loss of 
29 per cent under January, 1924. The present rela- 
tively moderate schedule of production is doubtless in 
far better proportion to probable sales than was that 
of January, 1924. 

Each year this industry must depend more and 
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more upon replacements as its source of sales. This 
will ultimately be the principal factor in determining 
the needed output. But there is an export field which 
holds unlimited possibilities and has scarcely yet been 
touched, as indicated by the fact that 87 per cent of 
all the automobiles in the world are to be found in 
the United States. For the twelve months ending De- 
cember, 1924, ‘we shipped abroad 178,000 cars, as 
compared with 152,000 for the same period of 1923. 


Distribution Takes a Breathing Spell 


Reports from wholesale and retail distributors in a 
wide range indicate a moderate slackening in demand 
from consumers, especially in country districts. Buy- 
ing from wholesalers was off a little early in February, 
as compared with the middle of January when the 
buying was more largely in anticipation of spring 
needs. Retail distribution of merchandise was ham- 
pered by widespread and severe snow and rain storms 
which prevented many farmers from going to town. 

But there is no diminution among merchants of 
the prevailing optimism as to the future; rather, 
there is the realization that such happenings as bad 
weather and impassable roads are often common oc- 
currences at this season, and they need be given no 
more serious thought. There is steady preparation for 
a larger volume of business this coming spring. Those 
located in the agricultural districts who have this con- 
fidence in the future, are not influenced by general 
figures or statistics, but by the returns of the harvest 
of last year—the wiping out of accumulated indebt- 
edness and the great increase in the buying power of 
the farmers. 

The sales of representative mail order houses and 
chain stores show a substantial increase in January 
this year over January last year. 


Building Rides on an Even Keel 


Reports from observers all over the country indi- 
cate that more building is contemplated in the small 
cities and towns and on the countryside than for sev- 
eral years. The good returns from Jast year’s crops 
will furnish funds for needed construction in many 
localities where for several years building has been at 
a standstill. The-amount of such new construction in 
any locality will be largely in proportion to the reve- 
nues from the harvests of 1924 in that locality. 

In the large cities there is much construction partly 
under way and partly contracted for, that will furnish 
the principal volume of building in these centers. Most 
of the new building in cities will be in the industrial 
districts where the prospect of steady employment 
has created a demand for more and better housings 
for the workingmen. . Public works will also figure 
largely in the amount of building undertaken, for 
people generally have manifested a willingness to tax 
themselves for such improvements. 

The assured sufficiency of supply of raw cotton for 
all the world’s needs is bringing the cotton textile in- 
dustry back to normal conditions. Prices of cotton 


. fabrics have fluctuated closely with the prices of raw 


cotton. Lower wage scales made it possible for the 
New England mills to resume operations to the extent 
of 94.4 per cent of spindle capacity in December. 
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CLASSIFIED AND OPPORTUNITIES DEPARTMENT 


Recorder rates for space less than one-eighth page per SITIONS WANTED—Four cents oper word for each insertion. 
Saas ceeeek, 6 1 35 Ad under this beading will be 
Ttimes 1Stimes 26times 52 times — 
T of week of date. 
4.00 $350 $3.00 $2.50 Sete enewers to come tn cure of Cale clien teaive words 
8.00 7.00 6.00 allowed in each advertisement for address. ad 
12.00 10.50 9.00 trust be ooustad in the advrtinement and paid for accordingly. 
16.00 14.00 12.00 to ads must be sent under letter postage. 





Payment in advance is required, except when regular advertisers, as amounts are too small to open accounts 














SALESMEN WANTED 


SALESMEN WANTED 


SALESMEN WANTED 





QHOE SALESMAN calling on department 
\) and shoe stores to carry an advertised foot 
appliance as a side line; 20% commission. 
C. R. Acfield, 47 W. 34th St., New York City. 
N. Y. 


GIDE LINE CHILDREN’S TURNS—We want 
2 men for New Jersey, Michigan, Indiana, 
Wisconsin, Minnesota, Alabama, Mississippi. 
Louisiana and Eastern Pennsylvania. Eighty 
stock styles. Straight 7% commission. No ad- 
vances. None need apply except men with es- 
tablished trade who can refer us to house 
whose line they are now handling. Give terri- 
tory boundaries first letter. Schuylkill Shoe 
Co., Orwigsburg, Pa. 


QGHOE SALESMEN—For Southern, Middle- 
7 west and Western states to sell a manufac- 
turers’ high-grade line of women’s welts and 
turns; commission basis. Men with established 
trade preferred. Strohbeck, Inc., 325 Johnson 
St., Brooklyn, N. Y. 











V TE have three choice territories open, New 
York, Connecticut and Pennsylvania. If 
you have covered either cf these states success- 
fully get in touch with us. We sell men’s, 
women's and children’s staples and novelties. 
Box No. K-759, care Boot and Shoe Recorder, 
127 Duane St.,«New York, N. Y. 


SAL .ESMAN WANTED to carry snappy line 
\ of tien’s' medium-priced shoes. An old-time 
concern under new management has several 
desirable territories open. H. T. Wright, Levie 
Shoe Co., 500 Throop Street, Chicago, III. 








GALESMEN wanted by Brooklyn manufac- 
turer of children’s fine shoes, moderately 
priced. Address B-332, care Boot and Shoe 
Recorder, 207 South Street, Boston, Mass. 











By inserting this notice of our need, we hope that the right man will see it. | 
We are going to fill the place of our former New York representative, who 
has most successfully sold our line of Style McKays, retailing from $6 to 
$8. He has resigned his position as a salesman to accept another as a buyer 
for one of the largest houses in this territory. We regret to lose him. 

We intend to replace him with as high a grade salesman as we can get. 
He must know the New York City, Baltimore, Philadelphia and Washing- 
ton buyers personally and successfully. He should live in New York City, 
and his headquarters will be in our New York office, 

If you can measure up to our requirements, we would like to hear from 
you immediately. No others need apply. Address B-352, care Boot and Shoe 
Recorder, 207 South Street, Boston, Mass. 








GALESMEN for a real snappy condensed 
specialty line branded ladies’ silk hosiery. 
Sold with a guarantee to the dry goods, shoe 
and specialty shops throughout the country. 
Easily carried. State territory covering and 
line now handling. Address B-345, care Boot 
oa Shoe Recorder, 207 South Street, Boston, 
ass. 





EXPERIENCED SALESMAN wanted to carry 

on’ commission line of Infafits’, Children’s 

and Misses’ Kesco Turns and Stitchdowns, in 

Montana, N. Dakota, South Dakota, Minne- 

sota, Wisconsin and Michigan. Address with 

Ss The Kepner-Seott Shoe Co., Orwigs- 
rg, ra. 





High Grade Salesman 
To sell a high quality and 
strongly competitive line of rub- 
ber and canvas footwear to the 
retail trade in state of Connec- 
ticut. Only a salesman of proven 
ability who knows the shoe 
dealers will be considered. Com- 
plete details in your first letter 
necessary. Address B-353, care 
Boot and Shoe Recorder, 207 
South Street, Boston, Mass. 








Rubber Footwear 
Salesman 


Wanted a live salesman who is willing 
to work hard to get results, prefer 
one who has sold rubber footwear, to 
cover part of Central New York, must 
Be active and produce results; a real 
chance for a real salesman. Position 
open at once. Address B-344, care Boot 
afd Shoe Recorder, 207 South Street, 
Boston, Mass. 


WANTED— Experienced salesmen, on strict- 
ly 7% commission basis to show our line 
of some e.: 





Ao 
ive salesman to cover 
NEW YORK CITY 
Must have experience 
B. FRIEDMAN SHOE CO. 
109 Reade St., N. Y. C. 














- WAN LED -. 


RR resident salesmen for each 
state with established trade to sell, as a 
side line, women’s McKay novelties, in 
Indiana, Michigan, lowa, Minnesota, 
Wisconsin, Kansas and Nebraska. We 
only want salesmen who can finance 
themselves. Straight 6% commission 
will be paid and terms of 5% discount 
in thirty days allowed trade. Give full 
particulars in first letter. Address Rud- 
dock Shoe Company, -143 Essex St., 
Haverhill, Mass. 








WANTED 


A salesman for each of the following 
states: Southern Minnesota, Missouri, 
Connecticut, Massachusetts, Vermont, 
New Hampshire, Eastern Pennsylvania, 
Alabama, and Michigan, with the ex- 
ception of Detroit, by the fastest grow- 
ing short line men’s medium-priced 
dress welt shoe factory in the United 
States. References in first letter. 
Strictly 7 per cent, commission proposi- 
tion. Address B-340, care Boot and Shoe 
Recorder, 189 West Madison Street, 
Chicago, Ill. 














POSITION WANTED 


QPEN for position with men’s shoe factory. 
Have large trade with best firms in In- 
diana, entire state; Southern Ohio, Northern 
Kentucky and West Virginia. Highest creden- 
tials. Address B-355, care Boot and Shoe Re- 
corder, 207 South Street, Boston, Mass. 


STOCK department manager, 19 years’ expe- 
rience, eight years as manager men’s, boys’ 
and women’s high-grade shoes. Experience in 
advertising, sales promotion, catalogs and 
booklets. Does your stock department need 
new life, new ideas, new methods: Best refer- 
ences. Address B-356, care Boot and Shoe Re- 
corder, 207 South Street, Boston, Mass. 


GHOE BUYER with big department store 
experience can show that he is deserving 
and competent to handle a big job. Reason for 
changing is the determination to go forward. 
Will not consider a small town position. Ad- 
dress B-350, care Boot and Shoe Recorder, 207 
South Street, m, Mass. 














BUSINESS OPPORTUNITY 








Opportunity of a life-time! A factory, mek- 
ing Corrective shoes will back ambitious 
salesmen who understand shoes to go into 
business for themselves. About $5,000 
needed. Will also make it interesting for 
those who own stores now. Write for par- 
ticulars, giving history of experience. Ad- 
dress K-761, Boot and Shoe Recorder, 127 
Duane Street, New York City. 
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POSITION WANTED 


FOR SALE 


MISCELLANEOUS 





postton WANTED.Shoe buyer, mana- 
ger, window decorator and advertiser. I can 
handle one or all of these; know a shoe store 
from A to Z; 25 years’ experience, right up- 
to-the-minute, very tasty in style; can give 
all kinds of references; will meet you face to 
face; prefer Florida or California, would ac- 
cept other States. Address B-338, care Boot 
and Shoe Recorder, 207 South Street, Boston, 
Mass. 





MANAGER WANTED 














Shoe Store Managers 


If you believe you have the ability to 
build up a business in men’s and boys’ 
popular-priced shoes and are willing to 
work hard, you are invited to write to 
the JOHN BRIGHT SHOE STORES 
COMPANY, giving full particulars of 
your experience and capacity. 


Men of character and common-sense 
who enjoy working hard may secure an 
opportunity to become associated with 
this large and progressive chain store 
organization that specializes in men’s 
and boys’ popular-priced shoes. 


By a carefully developed promotional 
plan, a worker has a certain,and pro 
gressive future that he himself can 
control. v 





Our folder; “What it means to work 
for John Bright Shoe Stores Company” 
will be sent on request. Address Or- 
ganization Manager. 


JOHN BRIGHT SHOE STORES 
COMPANY 


Bridgewater, Mass. 

















LINE WANTED 


GHOE BUSINESS, Atlantic City, N. J., lo- 
cation 1130 Atlantic Ave. (next to corner). 
Stock, fixtures, lease for sale at half price; 
reason, other business interests. 


For SALE—Men’s shoes. Official Goodyear 
repair shop. Invoice $5,500.00; population 
3,000; best location in town; room for gent’s 
furnishings and ladies’ shoes. H. C. Fath, 
Idon, Mo. 











For SALE—Established shoe store doing 
good business, owner retiring; investment 
small; with or without stock; good location; 
advantageous lease, one hundred monthly; 
will give buyer all opportunities to watch 
business done. Address K-757, care Boot and 
a 8 Recorder, 127 Duane St., New York, 








A well-established, good- 
paying, direct-to-the-con- 
sumer shoe business. For 
further particulars apply to 
B-359, care Boot and Shoe 
Recorder, 127 Duane St., 
New York, N. Y. 











FOR SALE 

A good shoe store in town of 12,000 in 
Illinois. Clean stock of cheap and 
medium priced shoes invoice about 
$13,000. Established 25 years. 

wishes to retire. Address B-360, care 
Boot and Shoe Recorder, 207 South St., 
Boston, Mass. 








Reece’s E. Z. Walking Rocker 
Bottom Wooden Sole Shoes 


for 


Men, Boys and Women 


Built to give ease and com- 
fort on wet, hot or cold 
floors. 


Quality Shoes from 


$1.47 % to $2.00 


Wrile for Catalog 


Reece Wooden Sole Shoe Company 
Columbus, Nebraska 








FOR SALE 





TRADE MARKS 
FOR SALE 
I will sell my trade-marks: “SUBLYME 
SHOES” and “KIDDYE KUTE KOV- 
ERT.” For terms address B-358, care 
Boot and Shoe Recorder, 207 South St., 
Boston, Mass. 


Ain 





MISCELLANEOUS 




















GALESMAN with 10 years’ experience in 
~ South with reputation as an order-getter, 
looking for a live wire men’s footwear manu- 
facturer. Address B-354, care Boot and Shoe 
Recorder, 207 South Street, Boston, Mass. 





FOR LEASE 


GHOE DEPARTMENT for lease in a New 
England city of .about 200,000 population. 
Good space on main floor for popular-priced 
footwear. Leased on percentage basis. Ad- 
dress B-351, care Boot-and Shoe Recorder, 207 
South Street, Boston, Mass. 








FOR RENT 


FOr RENT—Established shoe department 
(beautifully furnished) in a high-grade 
semi-department store in fifty thousand Penn- 
sylvania town. Address K-760, care Boot and 
_— Recorder, 127 Duane Street, New York 
ity. 








FOR SALE 


OR SALE—Family shoe store with a line 

of men’s furnishings; just the place for 
man and wife. Owner going South will sacri- 
fice. Town about 10,000 population. Address 
W. E. Roberts, 122 Hawley Street, Bingham- 
ton, N. Y. 








FOr SALE—The best looking shoe store in 
Long Beach, ‘California, located in the heart 
of the business section, doing a fine established 
business. A ten-year lease. Lease alone very 
valuable. For quick sale, $20,000.00 (Twenty 
thousand) all cash. Address B-357, care Boot 
and Shoe Recorder, 207 South Street, Boston, 
ss, : 


MISCELLANEOUS 
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WANTED TO PURCHASE 








THE NEW YORK EXPORT 
PURCHASING CORPORATION 
596 ‘AY, NEW Yoag, N 


Bargains tp chose always em hand fee 











We bu and pay highest cash price 
for vo bey ee ne vey of shoes or any 
other . Quantity no object. 


FRANK WALKER, Proprietor 
610 Broadway, Brooklyn 
Phone Stagg 1757 
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MISCELLANEOUS MISCELLANEOUS 
A SHOE STORE NECESSITY | | ee. Bee 
“VARNUM” | [eS 25 Smo 
(Trade Mark Reg. U. S, Pat. Off.) cetera seta 
SIZE STICK 
The Most Popular Stick 
Used Today 
WHAT DO YOU USE? 









“VARNUM” 
Marked with Standard 
American, French, English 
Measures 
Three Styles 1-2-3 


RETAIL SHOE 
STORES USE 


No. 3 
$1.50 Each 


“Vaernum”™ Size Sticks 
are made of Extra 
Quality Maple Wood 
with Nickel-Plated Trimmings. 
Make an attractive fixture for 
the store, also a long wearing 
and useful one as well. 


Specify ““VARNUM” 
To Your Jobber or Write Direct 
Manufacturers 


F. W. Whitcher Co. “ciizn,“n* 





Made Only of Wood 


for all lines 


IMMEDIATE 
SHIPMENTS 
Send for Catalog 
THe Oscar Onxen Co. 
611 Ww. FOURTH ST. 
pre agen ee — 


do not ma 
Metal Fixtures or Show Cases 





ESTABLISHED I880 























“MANCHESTER” 


(Trade Mark Reg. U.S. Pat. Off.) 


CURVED JAW NIPPER 
Just the Tool for That Tack 





The only nipper 
made which is just 
the right shape to cut 
out tacks on the inside 
of shoes. 


**Manchester”’ 
Trade Mark Reg. U.S. 
Pat. Off. 


nippers are made of 
high-grade tool steel, 
nickel plated, with a 
curved jaw that en- 
ables you to cut the 
tacks close to the in- 
<4 

sure and specify 

Genuine 

“MANCHESTER” 
curved jaw when or- 
dering. 
Write us direct if your 
dealer cannot supply 


you. 
\ Price, $4.00 


Frank W. Whitcher Co. 


Patentees and Manufacturers 


161 4 Lake St. 





Boston, Mass. 





ATTRACTIVE 
SHOE CARTONS 


AND 


| re = 5 a 


for the exclusive shoe tradc 


PRICE-SERVICE-QUALITY 
THAT SATISFY 


4 


SF Nhe 


a qa, 


G3-27%5 LEXINGTON AVE 
BROOK vn N.Y 


One 
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BUSINESS REVERSES 


Gadsden, Ala.—R. H. Rosenblum, The leader, 
shoes, etc., reported petitioned or petitioner 
in bankruptcy. 

Glendale, Ariz.—Chaplin & 
ena reported 
Pe. ruptcy. 

_-  AeleUtharts 

assigned. 

Miami, a Cohen, shoes, etc., re- 

assign 

Little ms Ark.—Economy Shoe Store, Inc., 
231 W. Capitol avenue, shoes, reported as- 
signed to Orville Livingston. 

Los Angeles, Cal.—Bakar’s Boote L. 
Barkar, proprietor, 3742 Whittier 1 Building. 
shoes, reported petitioned or petitioner in 
bankruptcy. 

Fla.—Moses Mizraki, 
petitioned or petitioner in bank- 


ruptcy. 

Chicago, Ill—Nathan Ruttenberg, 1287 So. 
Halsted street, 1218 So. Halsted street, shoes, 
ete., reported assigned. 

Dubuque, Ia.—Peter Meyer, shoes, reported pe- 
titioned or petitioner in bankruptcy. 

Boston, Mass.—B. Winer, 61 Cross street, 
shoes, reported ret 

Vicksburg Miss.—P. & R. Khoury, shoes, etc., 
reported petitoned or petitioner in bank- 


ruptcy. 

New Brunswick, 7g J.—Quality Shoe Stores, 
Inc.; Rosenbe: & Katz, shoes, reported 
petitioned or peltilener in Sodieaten 

Trenton, N. J.-—Solomon Shankman, 112 
North Broad Street, shoes, reported peti- 
tioned or petitioner in bankruptcy. 

Albany, N. Y.—Isaac Lipschitz, Popular Shoe 
Store, 160 So. Pearl street, shoes, reported 
offering to compromise at 35 per cent. 

New York, N. Y¥.—Hy-Grade Leather Goods, 
Inc., 480 Broome street, manufacturers, re- 
ported assigned. 

Bessie Messing, 235 Elizabeth street, shoes, 
reported meeting of creditors called. 

Reder, Inc.—1151 Third avenue, 1327 
Third avenue, shoes, etc., repo peti- 
tioned or petitioner in bankruptcy and re- 
ceiver appointed. 

Rochester, N. Y.—Dailey’s, 44 East 
ladies’ wear, reported assigned. . 

Joy, Clark & Nier, Inc., manufacturers of 
ys Leen offering to compromise at 50 


Witmicston, N. C.—Wilmington Shoe Co., 
-. ., wholesale and retail shoes, reported as- 


Newman, shoes, 
petitioned or petitioner in 
Cohen, 


shoes, etc., re- 


shoes, etc., re- 


avenue, 


igned. 
Cleveland, O.—Herman Brower, shoes, etc., re- 
ported petitioned or petitioner in bank- 


ry Mason, Mason’s Cut Price Shoe 
1935 W. 25th stree* shoes, repo 
receiver appointed. 

K. Goldberg, 14514 St. Cisir avenue, shoes, 
reported petitioned or petitioner in bank- 
ruptcy. 

Ardmore, Okla.—H. Krashin, shoes, etc., re- 
ported petitioned or petitoner in bank- 
ruptcy. 

Henryetta, Okla.—Jacob MHockstein, Grand 
Leader, shoes, reported petitioned or peti- 
tioner in bankruptcy. 

Clearfield, Penn.—L. W. Pollack, Inc., shoes, 
ete., reported petitioned or petitioner in 


bankruptcy. 

Philadelphia, Penn.—Michael Freed, 3336 
Kensington avenue, shoes, reported peti- 
tioned or petitioner in bankruptcy. 

Harry Goldberg, 13386 S street, shoes, re- 
ported petitioned or petitioner in bank- 


ruptey. 

Uniontown, Penn.—Davis Bros. & Co., Inc., 
general merchandise, reported offering to 
compromise at 25 per cent cash. 

Hartsville, S. C.—S. Gardner, shoes, 

petitioned or petitioner in a 


ruptcy. 

Dalhart, Texas—Duffield Clothing Co., shoes, 
ete., reported offering to compromise at 
331/83 per cent. 

Arthur, Texas—T. Thomas, Thomas Dry 

ete,, reported petitioned 

or petitioner in bankruptcy and offering to 
compromise. 


BUSINESS CHANGES 


Chicago, lll.—Ned H. Berger, Fashion Deter, 
= No. Clark street, shoes, reported 
to Charles Mizes. 
a. Dorozin, 212 No. Clark street, shoes, 
ported sold or closed out business. 


Lyons, or gamed Shoe Co., shoes; John 


Clancy died 
Cambridge, Md.—Slocum & Hughlett, Ray J. 
Slocum, proprietor, Race street, shoes, etc., 
repo: selling or sold out. 
Boston, Mass.—National Shoe Co., shoe manu- 
facturers, capital stock increased by $50,000. 
Wilbar’s, Inc., retail shoe merchants, in- 
creased capital to $100,000. Incorporators 
Barnet, H., William, Isador C. and Hyman 
P. Bluestein, all of Roxbury. 

Pittsfield, Mass.—The Gown Shop, Inc.— 
shoes and dry goods, incorporated $10,000. 
Rockland, eg ol w. yun, shoes, 
reported 
Grand Rapids, Mich. sn ty N. poimned Eagle 
Shoe Store, 224 Michigan street, N. W., re- 

ported sold out to E. Rosenberg. 
Owosso, Mich.—L. Struber & Sona, 114 Main 
street, shoes, reported selling or sold out. 
Kansas City, Mo. 806 
Main street, shoes, etc., reported partner- 
ship dissolved. 
ndria, Minn.—Fosmoe & Larson, shoes, 
reported sold out to Home Trade Shoe 


Store. 
Polson, Mont.—MclIntire & Johnson, shoes, 
etc., reported succeeded by Jean L. MclIn- 


tire. 

Camden, N. J.—Dora Wattenmaker, Camden 
Shoe Market, 1114 and 1102 Broadway, 
shoes, reported sold out to Davis & Weiss. 

West New York, N. J.—Max Levine, 587 Ber- 
genline —any shoes, died. 

LAnolAs 725 


Trenton, N Hir 
Princeton avenue, shoes, reported died. 
Brooklyn, - Y.—Nathan Liebowitz, 2011 
Mermaid avenue, Coney Island, reported sell- 
ing out at above address and to continue 
business at 81 Orchard street 
D. Seguino, 220 Park avenue, shoes, re- 











Sonnenschein & Son, 2689 At- 
lantic avenue, shoes, reported selling or 
sold out. 

New York, N. Y.—John Irving Shoe Co., 
shoe stores, incorporated $100,000. 

New York, N. Y.—Simon Lesner, 48 W. 
Burnside avenue, shoes, reported sold out to 
David Horowitz. 

Meyerson & Harris, 3790 Broadway, shoes, 
reported partnership dissolved and suc- 
ceeded by Herman Meyerson. 

Orthopedic Shoe Shop, Inc., 944 Southern 
— reported succeeded by Lou's 

ubin. 

Penn Shoe Mfg. Corp., 293 Broadway, 
wholesale shoes, , reported filed articles of 
voluntary lution 

Steil & Goldsand, 355 E. 114th street, 
shoes, reported partnership dissolved and 
succeeded by Albert Goldsand. 

Weinstein & Pincus, shoes, etc., incorpor- 
ated $45,000. 
gee Weisberger, incorporated 

Sag Harbor, N. Y.—Morris Meyer’s Sons, 
mel ete., increased capital from 100,000 to 

eyer. 

Raleigh, N. C.—Thompson Shoe Co., shoes, 
reported by Griffin Shoe 





shoes, 





Co. 
Goldsboro, N. —— Shoe Stores, shoes, 


incorporated 
Woodhaves, N 
Jerome avenue, 
ceeded 
Muskogee, 
Co., 8) 
$150,000. 
Oklahoma City, 
Shoe 


Y—H. Siegel, 3955-3961 


By reported suc- 


Dry Goods 
go capital from $100 - 


Okla.—Norman W. Truss 
.. Inc., shoes, reported succeeded 
by Jones Bros. 


Philadelphia, Penn. Fr ye Gaiman. Sass No. 
5th street, shoes and repairi 
Windber, Penn. Quality, Tose “Mines, hoes 
tly er x 2 in T. ing. 


G. W. Steagall. 
Beckley, W. Va.—Louis Pickus. Underselling 
Store, , ete., reported out of business. 
Milwaukee, Wis.—Elmer A. Maaske, 2509 
North avenue, shoes, succeeded by 
Langill & Grauer. 
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Coats Flaunt a Flare 


Coats sponsor an entirely differ- 
ent spring silhouette, for they 
flaunt a flare to the front, which 
may be circular, pleated or fur- 
bordered. Many endorse the front 
tie sash as shown by leading houses 
and are in-many instances collar- 
less or develop a deep V closing. 
The fabrics preferred include jew- 
eltone, joseena, Patou wool crepe, 
Kasha, black satin and ribbed silks 
which find themselves enriched 
with two-tone furs. The linings are 
of rich, subdued silks or gaily 
printed ones. 

Some straight coats abide, how- 
over, often of silk faille lined in 
natural colored Kasha. Quilted em- 
broidery becomes quite a _ note, 
usually adorning the back only in 
a floral design. Bits of gilded 
leather, pointed edge _ borders, 
bright embroidery, printed jabots, 
feathers or tiny flat nickel buttons 
are other forms of ornamentation. 


John R. Ayers Is Dead 


John R. Ayers, president of the 
Ayers Shoe Co., Everett, Mass., 
died at his home in Everett, March 
4, age 63 years. He was born in 
Wakefield, N. H. He was for some 
time connected with shoe firms in 
Lynn. 








WANTED TO PURCHASE 


CASH PAID 


for entire shoe stocks or surplus stocks of 
shoes or other merchandise. Any quantity. 
Prompt attention given. 

KIRSCH-BLACHER CO., Inc. 


622-624 Broadway, New York, N. Y 
Phene Spring 1443 














CASH PAID 


for shoe stores or surplus stocks of shoes 

or for other merchandise. Leases taken over. 

We will send a representative to investigate 

and make offer upon request. 

Kalter Cerf. Mercantile Co., Inc. 
591 Broadway, New York City 
Phone Spring 5160-5161-5162 








HIGHEST PRICE PAID 


FOR 
SHOE STORES 
OR SURPLUS STOCK 
Also Purchase Gent's Furnishings, Clothing, etc. 
YOUNG & CO. 
315-317 Church St.—New York, N. Y. 
Telephone Canal 0356 








HIGHEST CASH ome PAID 


AX GLAUBERG 
425 Grand Street, New York City 
also purchase clothing, hats, furnishing 
Dry Dock 0852 




















BOOTS AND SHOES 


Artcraft Shoemakers, Lynn, Mass. 
Athletic Shoe Mfg. Co., Phila., Pa. 





Bancroft-Walker Co., So. Boston, Mass. 
Barney's, New York City 


Bliss & Richardson Shoe Co., 


Blog Shoe Findings, Inc., New York City 
Bridgewater Workers’ Co-operative Assn., 


Brockton Co-operative Boot & Shoe Co. 
Brooks Shoe Mfg. Co., Phila., Pa. 
Burkley Shoe Co., Brockton, Mass. 


Central Shoe Co., St. Louis, Mo. 
Chippewa Shoe Mfg. Co., Chippewa Falls, 


Commonwealth Shoe & Leather Co., Whit- 


Craig-Reed & Emerson, 


Cushman-Hollis Co., Auburn, Me. 


Davies Shoe Mfg. Co., Racine, Wis. 
Degen-Lipp, Inc., Brooklyn, N. Y. 
Bert E.. & Co., 


Edwards, J., & Co., Philadelphia 
Elam, F. S., Shoe Co., Rochester, N. Y. 
Elliott Shoe Co., Brockton, Mass. 
Excelsior Shoe Co., Portsmouth, O. 


Gardiner, H. K., Co., Pittsfield, N. H. 
Goding Shoe Co., Chicago, Ill. 

Goodrich, Hazen B., Co., Haverhill, Mass. 
Greeley, A. W., & Co., Haverhill, Mass. 


Helmholz Shoe Mfg. Co., Milwaukee, Wis. 
Henne, Wm., & Sons, Inc., Brooklyn, N. Y. 
Herman, Jeseph M., Shoe Co., Millis, Mass. 
Howard & Foster Co., Brockton, Mass. 
Hurley Shoe Co., Rockland, Mass. 


Johansen Bros. Shoe Co., St. Louis, Mo. 
Julian & Kokenge Co., Cincinnati, O. 
Kay-Jay Shoe Co., Cincinnati, O. 

Lilly, Henry, New York City 


Marston & Tapley Co., Danvers, Mass. 
Martin, A. H., Rochester, N. Y. 
Metropolitan Slipper Co., New York City 
Miller, I., & Sons, Inc., Brooklyn, N. Y. 
Murphy & Osborne Shoe Co., 


Murphy Shoe Co., Natick, Mass. 





Nettleton, A. E., Co., Syracuse, N. Y. 
New England Slipper Co., Worcester, Mass. 
Packard, M. A., Co., Syracuse, N. Y. 





Paristyle Footwear Mfg. Co., Inc., Brook- 
lyn, WW. ’Y.... 101 
Peters, Branch I. S. Co., St. Louis, Mo., 
3rd Cover 
Plant, Thomas G., Co., Boston 28-29 
Posner, Dr. A., Shoes, Inc. Brooklyn, 
N. Y. ‘ 100 
Powell & Campbell Co., New York City 102 
Primo Shoe Co., Brooklyn, N. Y. 60 
Reece Wooden Sole Shoe Co., Columbus, 
Neb. 105 
Reynolds, Bion F., Brockton, Mass. 99 
Richards & Brennan Co., Randolph, Mass... 99 
Rogers Bros. Shoe Co., Boston 110 
Rosenberg, S., & Sons, Boston 16 
Russell, W. C., Moccasin Co., Berlin, Wis. 78 
Schwartz & Herder, Inc., Phila., Pa. 161 
Sherwood Shoe Co., Rochester, N. Y. 22 
Smith, Wm. Sumner, Chicago 101 
Stacy-Adams Co., Brockton, Mass. 99 
Stetson Shoe Co., Inc., So. Weymouth, 
Mass. 99 
Swan Shoe Co., Baltimore, Md. 101 
Taylor, E. E., Co., Boston te 
United States Rubber Co., New York 
City Front Cover 
Utz & Dunn Co., Rochester, N. Y. 7 


Weber Bros. Shoe Co., No. Adams, Mass... 22 
Weimer, Wright & Watkin Co., Phila., Pa.. 78 


White, R. H., Co., Boston 5 
Whitman & Keith, Brockton, Mass. 99 
Wichert, Inc., Brooklyn, N. Y. : . 65 
Wohl Shoe Co., St. Louis, Mo. 84 


Wright, E. T., & Co., Inc., Rockland, Mass. 11 


HOSIERY 
Beaton, J. R., Co., Inc., New York City 102 


LEATHER AND OTHER MATERIALS 
Amalgamated Leather Company, Phila., Pa. 6 


Armstrong Cork Co., Lancaster, Pa. 18 
Barnett, J. S., & Son, Boston 14 
Beggs & Cobb, Inc., Boston 102 
Chamberlin, B. F., Boston 102 
Clifton Mfg. Co., Boston . 70 
Creese & Cook Co., Boston 102 
Evans, John R., Co., Camden, N. J2.....4.30-31 


Gallun, A. F., & Sons, Milwaukee, Wis... 33-34 
Goodyear Tire & Rubber Co., Akron, Ohio... 17 


Hunt-Rankin Leather Co., Boston ....... 70 
Jones Co., F. E., Boston 102 
Lawrence, A. C., Boston, Mass. ' 23 
Levor, G., Co., Inc., New York City 2-3 
Lima Cord Sole & Heel Co., Lima, O. 88 
Littlejohn & Co., Inc., New York City.......... 82 
New Castle Leather Co., New York City 8 





Ohio Leather Co., Girard, Ohio devsaoctmencatt: Nn 
Paracord Company, Inc., The, Johnson 
City, N. Y. ited Aatedsig 68-69 








Quabaug Rubber Co., No. Brookfield, 


a ene eee ee 2nd Cover 
Rubber Growers’ Association, Inc., New 

York City ; 80-8) 
Rueping, Fred, Leather Co., Fond du Lac, 

Wis. - 13 
Russell Mfg. Co., Middletown, Conn... 102 
Schwarzenbach, Huber & Co., New York 


City ‘ ‘ 27 
Wilson, Chas. T., Co., Inc., New York City 82 


FINDINGS AND SHOE STORE SUPPLIES 
American Seating Co., Chicago, Il. .... 20 
Eastern Tool & Mach. Co., Bloomfield, N. J. 66 
Heywood-Wakefield Co., Wakefield, Mass.....105 


Lyons, Hugh, & Co., Lansing, Mich. 26 
Manhattan Finding Co., New York City 10! 
Milbradt Mfg. Co., St. Louis, Mo. seeps ees 
Myers, F. E., Bros., Co., The, Ashland, 
Ohio AIS PR sus | 
Onken, Oscar, Co., Cincinnati, Ohio w. 106 
Reynolds Company, Providence, R. I............. 32 
Rublack, Emil, New York City .... d 102 
Scholl Mfg. Co., Chicago, Il. ............ : 25 
Surpass Mfg. Co., Brooklyn, N. Y.... act 70 
Success Furniture Corp., St. Louis, Kirk- 
wood, Mo. 106 
Vanity Novelty Works, Brooklyn, N. Y. 66 
Whitcher, Frank W., Co., Boston 106 


MACHINERY, LASTS, MFRS.’ SUPPLIES, 
DRESSINGS, ETC. 


Dunbar Pattern Co., Brockton, Mass. ... 10 
Laing Harrar & Chamberlin, Phila., Pa. 92 


Nu-Shine Co., The, Reidsville, N. C. 101 
Tubular Rivet & Stud Co., Boston 109 
United Shoe Machinery Corp., Boston 71, 90 
Whittemore Bros., Cambridge, Mass. 74 
MISCELLANEOUS 
Atlantic Printing Co., Boston...... ae 
Brooklyn Purchasing Syndicate .....................105 
Calderwood & Preg, Inc., Boston 100 
Glauberg, Max, New York City ..... 2 
Kalter Cerf. Mercantile Co., Inc., New 
York City .. 07 


Kirsch-Blacher Co., Inc., New York City......107 
Meyer, Frank C., Co., Inc., Brooklyn, N. Y...106 
New York Export Purchasing Corp., New 


York City nsiendiin dp ceutibacdndes 105 
Penney, J. C., St. Louis, Mo. ...... ve 74 
Phillips, C. H., Boston : * Hektapcans OO 
Tolman Print, Brockton, Mass.....................,.. 100 





University Electrotype Foundry, Cam- 
bridge, Mass. ... POT ca I~ ae A, 
Young & Co., New York City.........................107 
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OST a customer 


Customer: “I want a pair of comfortable boots for winter wear.” 
CLERK: «How are these, sir? —sturdy, flexible, medium weight and built on the 
most comfortable last of the year.” 


Customer: “Fine, but let me have them with lacing hooks.” 
CLERK: “Sorry, sir, we don’t carry them with lacing hooks.” 


CusToMER (departing in haste): “Why do they take pains to make and sell a so-called 
comfortable shoe that doesn’t include the greatest comfort feature of all?” 


v 


ef When you order, specify visible 
eyelets and lacing hooks 


TUBULAR RIVET AND STUD COMPANY 
“NITED SHOE MACHINERY CORPORATION, Selling Agents, 205 LINCOLN STREET, BOSTON 
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ee Selectioaae for “herind | 


Featuring Materials That Are in Big Demand 


, 


B 5022 
B 5023 


B5023—-Patent vamp, apricot kid quarter, silk aa ws beter chine tention kid 
scroll ag . imitation turn, 16/8 full ae silk scroll tion 
ike heel $4.7 13/8 A taveah Cuban heel, niet. 
Henson As il illustrated, black satin. A-C... . B5021—As illustrated, all patent leather: A-C 
B5029— As illustrated, all blond satin . $4.75 * 
B5017--As illustrated, = tan"calf, A-C. . 


fr) 
B5020—As illustrated, all black satin. A-C $4.60 Seema ad i ‘satin, Boal ina 


trimmed. B and C 


BS5400—All black satin, ae turn, 16/8 

full covered spike heel. B and C 4.10 B 5301 
B5401—As illustrated, all blond satin. B and C. 

B5301— Patent’ leather imitation turn, 8/8 Wi 


25 
B5409—-As illustrated, all blond kid.. B7and S 


#4. 
BS5418—As illustrated, Russia calf, 13/8 omnes cot kid quarter. B 
Cuban heel. B and C $4.1 BS5702—All blond satin imitation turn. Blond B5302—As illistrated, all Russia Calf. B and C. 
B5410—As_ illustrated, all, black satin, «13 : silk guimpe stitching, 16/8 full covered — 
covered Cuban heel. B an $4.00 heel. A-C $4.75 BS312—As illustrated, all white kid. B and C. 
B5424— As illustrated, ail , OS leather. A-C. B5700—As illustrated, all black satin, black silk $3.60 
$4.10 impe stitching. A-C $4.50 85303—As ~My Ty patent leather heal band 
B5425—As illustrated, all black kid. B and C. ere segenes, all patent leather, baat cot kid quarter, 13/8 covered cuban 
St. 10 stitc -C 
B5426—As illustrated, all = leather, 13/8 B5704—As illustrated, all white satin, white site 
covered Cuban heel, A-C $4.00 pe stitching. $4.7 
B5427—As MS g-y- Pr “black kid, 13/8 fsros Ae illustrated, ‘all, black satin, Staa Seaip he Getrend all white kid, 13/8 covered 
covered Cuban heel. B and C.. . $4.00 silk guimpe stitching. A-C.. $4.50 . Band C $3.90 





A selection of materials and patterns which are receiving sessed 


Featuring the approval of the critical buyers throughout the country. J. Einstein, Ine. 
Carl E. Schmidt’s inde 


Calfehiss "tn Over IN STOCK Cedar Cliff Satins 


i Shoes 
Terme: 2% 10, Net 30, F. O. B. Boston » Oe 


ROGERS BROS. SHOE CO. 


59 LINCOLN STREET BOSTON, MASS. 


PACIFIC COAST BRANCH, 135 BUSH STREET, SAN FRANCISCO 





a 








When writing to advertisers pleate mention Boot anv Suon Reconver 














